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You can sell a typist any kind of carbon paper or 
ribbon once, but repeat sales are made in her type- 
writer. Alert dealers recognize this fact and recom- 
mend Webster's quality products. 


MultiKopy is the best known and most widely used 


quality carbon paper in the country. It makes good 
copies, wears well, and means satisfied customers 
the year round. 


Star Brand typewriter ribbons are dependable in 


quality and bring a high standard of performance 


and service to typists. Star Brand is a favorite in 


many business offices throughout the nation. 


Micrometric carbon paper is an exclusive item. It 
makes typing easier, faster, and neater. For Web- 
ster dealers it offers five extra sales advantages. 


Dealers who have energetically promoted these 
Webster products have benefited handsomely. Talk, 
talk, talk Webster quality — it will not let you 
down. Tie in with Webster's national advertising 
by featuring these products in your windows and 
on your counters. You'll enjoy good volume— good 


profits now and in the future. 





* F.S. WEBSTER CO. - 


13 AMHERST STREET, CAMBRIDGE, MASS. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00 ; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 
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‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT.  Cortents 
covered by Copyright, 1941, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
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i THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
its various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
copy, 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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They do, however, offer their services in resolving any disagreements which result from relations established 


Prevue-Radsell Co. 190 
Print-O-Matic Co., The............... 125 
Pronto File Corp. 142 
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Quality Park Envelope Co. 86 
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Rand McNally Co. 185 
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Smith, L. C., & Corona Type- 
WORT EE, BOR. isk ecienes 69 
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Standard Record Co. 180 
Star Products Co.. , 183 
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Vail Manufacturing Co. 72 
Van Dyke Industries 160 
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Victor Safe & Equipment Co._100 
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Young Office Equipment Co.....168 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Adding Machine Parts Mashek, Frank, & Co 155 Copyholders Ink Specialties CO... cceccmeee 182 
Amer. Writing Machine Co 84 Master-Craft Div, of Shaw-Walker 96 Acco Products, IMnce.............-..0srs0- 174 Manifold Supplies Co. . 67 
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Shipman-Ward Mfg. Co 182 Sheppard, The C, E, Co 165 CopyRight Mfg. Corp.......... AB Mittag & Volger, Ine. 101 

Adding Machine Rolls & Paper Varat, Murray, Co. 190 Dawn Mfg. Corp., The... Orthograph Co., The... a 
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Allen Calculators, Inc 149 Calculating Devices Costumers Red Feather F ts, Ltd. 169 
Allen-Wales Add. Mach. Corp 187 Meilicke Systems. Inc.. 189 Fair Furniture Co oe Rex-O-Graph, Ine. 

Friden Calculating Machine Co.....116 Shipman-Ward Mfg. Co. 182 Globe-Wernicke Co., The..........73, 104 Ross Laboratories 
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Shipman-Ward Mfg. Co 182 Sundstrand ae Back Cover Dixon, Jos., Crucible Co 111 Victor Safe & Equipment Co..100 

Young Office Equipment Co 168 Calculating Machines, Used Cushions and Pads, Chair Duplicating Machines, — 

Adding Typewriters Reliable Tw. & Add. Mch. Corp...172 Bickett, L. M., Co 103, 118 pare oe Mf ag = 
Underwood Elliott Fisher Co Shipman-Ward Mfg. Co. 182 Fair Furniture Co. 130 zr manage? tangy ® he “¢ Cc ae 168 
2 Back Cover Young Office Equipment Co 168 Shipman-Ward Mfg. Co........ 182 wang S eee introns 

Addressing Machines, Used Carbon Papers Sun Rubber Co .136 ee 
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(See Inks, Adhesives, etc.) All-Steel-Equip Co, . 146 Bates Mfg. Co 105 Multipost Co., UM... ncseeeeenee 

Air Circulators Art Metal Construction Co. 87 Fulton Specialty Co 184 Envelope Sealer-Cancellers 
Kisco Co., Ine. 126 Art Steel Co 186 Melind, Louis, Co 185, 191 Multipost Co. Time. .......cccecceeceeneee ld 80 
Welch, W. W., Co 115 Bentson Mfg. Co 173 Meyer & Wenthe, Inc 183 Envelope Sealers, Used 

Arch and Clip Board Files Cole Steel Equipment Co 142 Rivet-O Mfg. Co 188 Young Office Equipment Co.............168 
Amer. Autmtc. Electric Sales Co...179 Columbia Steel Equip. Co.....150, 151 Desk Lamps Envelopes 
Cushman & Denison Mfg. Co 187 Corry-Jamestown Mfg. Corp 91 Dawn Mfg. Corp 148 Globe-Wernicke Co., The........ 
Globe-Wernicke Co., The 73. 104 General Fireproofing Co., The...80, 81 Midwest Naturlite Co 168 Quality Park Envelope Co... 
Rockwell-Barnes Co. 93 Globe-Wernicke Co., The 73, 104 Van Dyke Industries 160 Envelopes, Celluloid 
Shaw-Walker Co 95, 96 Guide System and Supply Co 166 Desk Mechanisms, Typewriter J as Re RES Semen: | 
Yawman and Erbe Mfg. Co 119 Imperial Methods Co...... 153 St. Louis Hardware Mfg. Co........160 Eradieators, Ink 

Ash Trays, Office — am rapa ss i Desk Pads & Tops Heyer Corp., TM6..........0...----ccesvseenseeed 93 
Nagel-Chase Mfg. Co. 182 eel raat “si siete 108 Aigner, G. J., Co . 169 Erasers, Rubber 

Atlases Trev Steel ae Corp 127 Amer. Autmtc. Electric Sales Co..179 Dixon, Jos., Crucible Co.......... 

Rand McNally & Co 185 Shaw-Walker Co 95. 98 Desk Pending-Letters Holders Roberts. Weldon, Rubber Co.. 

Ball Bearings for Drawer Slides, ete. Warshaw Mfg. Co 139 Acco Products, Ine see 74 Expense Books 
Kilian Mfg. Corp 17 Weis Mfg. Co 75, 76, 77, Desk Pen & Ink Sets Beach Publishing Co. ._...........--.«« 

Banker’s Note Cases Yawman and Erbe Mfg. Co. 119 Sengbuseh Self-Cl. Inkstand Co..... 98 Eyelets & Eyelet Fasteners 
Art Steel Co. 186 Cards, Business (Book Form) Sheaffer, W. A., Pen Co ST Re eee 
General Fireproofing Co., The..80, 81 Wiggins, John B., Co. 190 Desk Trays Oakville Co. Div, Scovill : 
Globe-Wernicke Co., The 73, 104 Cash Boxes sjener, G. 3 . 169 BRivet-O BAGG. COD, nnncccnnnrerccccnscsrescenses 
Victor Safe & Equip. Co 100 , . ‘ . Fee gar 7 Pie a Aalto ‘ 6 
sa08 ah Art Steel Co ---1 86 Art Metal Construction Co 87 Fans, Electric 

Billing Machines te General Fireproofing Co., The...20, 81 Art Steel Co. 186 Welch, W. W., Co... ae 
Remington Rand, Inc . 157 Casters, Caster Bearings, Slides Automatic File & Index Co 183 File Boxes, Collapsible “Corrugated 
Underwood Elliott Fisher Co ’ Bassick Co 131 Cole Steel Equipment Co 142 Bankers Box Co. 114 

- Back Cover Darnell Corp 92 Corry-Jamestown Mfg. Corp . 91 Barkley, C. L. & ‘a wk 8 
Binders, Catalogue and Periodical Faultless Caster Corp 94 General Fireproofing Co., The....80, 81 Globe-Wernicke Co., The......... 
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Master-Craft Div. ‘a Shaw-Walker 96 Markilo Co 187 Massillon Wire Basket Co --- 189 Pronto File Corp. 

Mitchell Binder Co.... 1 ie Wels ; Peerless Steel Equip. Co 106 Weis Mfg. CO........-....-T5, 
National Blank Book Co 189 Recsieh me 131 Shaw-Walker Co 95, 96 File Boxes, Metal 

Sheppard, The CC. E. Co 165 Bolens Mte. Co : = 178 Weis Mfg. Co 75, 76, 77, 7 Adams, Henry T., Mfg. Co.... 

Binders, Permanent Storage Collier-Keyworth ra 161 Yawman and Erbe Mfg. Co....... 119 Art Metal Construction Co. . 
Adams, Henry T., Mfg. Co 190 - Desk Work Distributors Art Steel Co... 186 
Bankers Bor Co Soe . Sales Co..179 Art Steel Co ; 186 Corry-Jamestown Mfg. co. 
Master-Craft Div. of Shaw-Walker 96 scone ad ae meses Sales on +4 Bristow, Stanley R. eae 188 Globe-Wernicke Co., The... 

Sheppard, The C. E. Co 165 anager =i =a Globe-Wernicke Co., The 73, 104 Peerless Steel Equip Co 

Binders, String Chairs, Office - Lyon Metal Products, Ine 121 Pronto File Corp...» 
Bankers Box Co 114 Artility Metal Products, Ine 107 Victor Safe & Equip. Co.................100 Rockwell-Barnes Co, 

Blank Books Bright Chair Co................ seed 78 Weis Mfg. Co 75, 76, 77, 78 Shaw-Walker Co... ; 

National Blank Book Ce 189 Laer 9 a -_~ ca a. aie Victor Safe & Equip. “Co. Leicusbeadb 
Rockwell-Barnes Co. 93 —e tegy Weng — — 159 Art Metal Construction Co 87 Filing Cabinet Ball & Roller Bearings 

Blotting Paper General Fireproofing Co., The...80, a] Art Steel Co 186 Kilian Mfg. Corp... at 
Wrenn Paper Co., The 172 Gunlocke, The W. H. Chair Co.....128 Automatic File & Index Co 183 Filing Cabinets, Insulated 

Blue Print and Plan File Cabinets Herter Corp 92 Sentson Mfg. Co. 173 Meilink Steel Safe ©... 162 
All-Steel-Equip Co 146 High Point Bending & Chair Co._.179 Browne-Morse Co. 188 Mosler Safe Co., The sbi 
Anderson-Hickey Co 190 Jasper Chair Co 79, 120 Columbia Steel Equip. Co....150, 151 Shaw-Walker Co. onee 
Art Metal Construction Co 87 Jasper Seating Co. 180 Corry-Jamestown Mfg. Corp 91 Victor Safe & Equip. Co. 

Art Steel Co. 186 Metal Office Furniture Co 154 General Fireproofing Co.. The....80, 81 Filing Cabinets, Metal 

Browne-Morse Co 188 Murphy Chair Co 128 Globe-Wernicke Co., The........78, 104 All-Steel-Eequip CO, ..cncceccseveeeseeeenees 146 
Columbia Steel Equip. Co...150, 151 New Indiana Chair Co 136 Imperial Desk Co 162 Anderson-Hickey Co. ws 190 
Corry-Jamestown Mfg. Corp 91 Royal Metal Mfg. Co 192 Indiana Desk Co ‘oti Art Metal Construction Co. .. 87 
General Fireproofing Co.. The. 80, 81 Shaw-Walker Co 95. 96 Jasper Office Furn. Co 122, 156 Art Steel Co. ..... 186 
Globe-Wernicke Co., The 73, 104 Sikes Co., Inc., The 97 Leopold Co., The : 166 Automatic File & Index Co. 183 
Peerless Steel Equip. Co 10 Sturgis Posture Chair Co 167 Macey Co., The --.108 Bentson Mfg. C0, ........-..---- 173 
Shaw-Walker Co. 95, 96 Toledo Metal Furn. Co 74 Metal Office Furniture Co 154 Browne-Morse Co. ...... .188 
Yawman and Erbe Mfg. Co 119 Chairs, Folding Michigan Desk Co 164, 174 Cole Steel Equipment Co..... 142 

Bond Boxes Lyon Metal Products, Inc 121 Peerless Steel Equip. Co 106 Columbia Steel Equip. Co.....150, 151 
Art Steel Co 186 Norcor Mfg. Co 181 Rishel, J. K Furn. Co 17! Corry-Jamestown Mfg. Corp........... 91 
General Fireproofing Co., The.80, 81 Roval Metal Mfg. Co 192 Royal Metal Mfg. Co 192 Feneral Fireproofing Co., The $0, 81 
Giche-Wernicke Co., The 73. 104 Chairs (Posture) Security Steel Equipment Corp 127 Globe-Wernicke Co., The 73, 104 

Book Cases Amer. Autmte. Electric Sales Co..179 Shaw-Walker Co 95, 96 Macey Co., The... vocerereereasensn-1 O§ 
All-Steel-Equip Co 146 Astilite ‘tatel Dreteste. tun 107 Sloane, W. & J. SER | Metal Office Furn. Co... soone 1 54 
Art Metal Construction Co 87 Bright Chair Co ; 172 Victor Safe & Equip. Co. 100 Northwest Metal Products Co.. 191 
Browne-Morse Co. 188 Cramer Posture Chair Co 190 Yawman and Erbe Mfg. Co. 119 Peerless Steel Equip. Co.. coeen h O6 
Corry-Jamestown Mfg. Corp 91 Fritz-Cross Co. 159 Dictating Machines Pronto Pile Corp... aes 
General Fireproofing (o., The 80, 81 General Fireproofing Co 80, 81 Dictaphone Corp 117 Remington Rand Ine. covetcnnsces seceeee LT 
Globe-Wernicke Co., The 73, 104 Gunlocke, The W. H., Chair Co.....128 Dictating Machines, Used Security Steel Equipment Corp 127 
Macey Co., The 108 Harter Corp 92 Shipman-Ward Mfg. Co. 122 Shaw-Walker Co. ........ 95, R= 
Michigan Desk Co 164, 174 High Point Bending & Chair Co...179 Young Office & Equipment Co 168 Victor Safe & Equip. Co... jase ; 
Peerless Steel Equip. Co 10¢ Jasper Chair Co 79, 120 Dietating Machine Records Yawman and Erbe Mfg. Co............11 
Shaw-Walker Co 95, OF Jasper Seating Co. 180 Standard Record Co 180 Filing Cabinets, Wood 
Wabash Cabinet Co., The g8 Murphy Chair Co — > Display Hooks Globe-Wernicke Co., The........73, 104 
Weis Mfg. Co 75. 76. 77. 78 Royal Metal Mfg. Co 192 Oakville Co. Div. Scovill 123 Imperial Methods Co. -- 153 
Yawman and Erbe Mfg. Co 119 Shaw-Walker Co 95. 98 Drafting Reem Tables & Eoul oe Weis Mfg. Co....... 15, 7 76, “7, 78 

Book Rings Sikes Co., Ine., The 97 Engineering Sales Co = 144 Yawman and Erbe Mte. = nes 
Adams, Henry T., Mfg. Co 19 Sturgis Posture Chair Co 147 Filing Supplies 

Bookkeeping Machines Toledo Metal Furn. Co. 74 — og Supplies Acco Products, 

Underwood Elliott Fisher Co Chart Printers Foe riting Machine Co 84 Aigner, G. J. Co....... 
Beck Cover Hellesoe, Hans H 147 8 Ribbon & Carbon Mfg. — Art Metal Construction Co.. 87 

Box Letter Files Check Signers, Writers and Protectors bs : 145 Barkley, C. L., & Co 

; : ; ‘ Dick, A. B., Co. 65 Browne-Morse Co. .... 
Art Steel Co. 18 Hall-Welter Co 148 Duplicator Paper & Supply Co C J town Mfg. Co 
Globe-Wernicke Co., The 73, 104 Cheeks, Stamped Metal os 00 orry-James . rp. 
Rockwell-Barnes Co 93 Meyer & Wenthe, Inc 183 Graphic Duplicator Co — 180 kg To The.80, 81 
Wels Mfg. Co. 75, 76, 77, 78 Coin Bags, Trays and Wrappers Harding, Milo Co ae: 
Brief and Zipper Cases Art Steel Co 186 Heyer Corporation, The 193 THE CLASSIFICATIONS 


Doppelt, Charles, & Co 173 Downey, C. L., Co scone Hileo Corp 173 (Continued on page 6) 





THE CLASSIFICATIONS 
(Continued from page 5) 


Flobe-Wernicke Co., The 73, 104 
Guide System & Supply Co 166 
Imperial Methods Co 53 
Macey Co., The 108 
Metal Office Furn. Co... 154 
Oxford Filing Supply Co 133 
Pronto File Corp 142 
Quality Park Envelope Co RH 
Rockwell-Barnes Co 93 
Shaw-Walker Co 95, 96 
Victor Safe & Equip. Co 100 
Wabash Cabinet Co., The 88 
Warshaw Mfg. Co 139 
Weis Mfg. Co 75, 76, 77, 78 
Yawman and Erbe Mfg. Co 119 
Filing Tables 
Toledo Metal Furniture Co. 74 
Folders (See Filing Supplies) 
Fountain Pens 
Esterbrook Pen Co 163 
Sheaffer, W. A., Pen Co 137 
Gummed Cloth Rings 
Graff, Geo. B., Co 140 
Warshaw Mfg. Co 139 
Index Card Signals 
Cook, H. C., Co 171 
Graff, Geo. B., Co 140 
Victor Safe & Equip. Co 100 
index Tabs 
mie, G J., CO rctian 169 
Barkley, C. L., & Co. 152, 177 
Globe-Wernicke Co., The 73, 104 
juide System & Supply Co 166 
Markilo Co 187 
Master-Craft Div. of Shaw-Walker 96 
Melind, Louis, Co . 185, 191 
Shaw-Walker Co 95, 96 
Sheppard, The €. E. Co 165 
Victor Safe & Equip. Co. 100 
Inks, Adhesives, Ete. 
Continental Ink Co 187 
Harriman-Welts Prod. Co 129 
Higgins, Chas. M. & Co. 147 
Ink Specialties Co 132 
Melind, Louis, Co 185, 191 
Rivet-O-Mfg. Co 188 
Sheaffer, W. A., Pen Co 137 
Inkstands 
Cushman & Denison Mfg. Co 187 
Sengbusch Self-Cl. Inkstand Co... 98 
Labels 
Imperial Methods Co 158 
Oxford Filing Supply Co ..133 
Warshaw Mfg. Co. ...139 
Ladders, Library, Store & Vault 
Cotterman, I. D. . 188 
Leads for Mechanical Pencils 
Dixon, Jos., Crucible Co 111 
Rite-Rite Mfg. Co 187 
Sheaffer, W. A., Pen Co 137 
Leather Goods 
Doppelt, Charles, & (Co 173 
Mashek, Frank, & (Co 155 
Nat'l Brief Case Mfg Co 143 
Varat, Murray, Co 190 
Leather Upholstered Furniture 
Bright Chair Co 172 
Ehrlich Upholstery Works 156 
Gunlocke, The W. Hl. Chair Co 128 
Jasper Chair Co. 79, 120 
New -Indiana Chair Co 136 
Letter Openers 
Multipost Co, Ine 180 
Oakville Co. Div, Scovill 123 
Letter Trays (See Desk Trays) 
Letterheads 
Wiggins, John B., Co 190 
Library Equipment 
All-Steel-Equip Co 146 
Art Metal Construction Co a7 
Art Steel Co 186 
Corry-Jamestown Mfg Corp 91 
General Fireproofing Co., The 80, 81 
Globe-Wernicke Co., The 73, 104 
Macey Co., The 108 
Peerless Steel Equip. Co 106 
Security Steel Equipment Corp 127 
Shaw-Walker Co 95 OF 
Yawman and Erbe Mfg. Co 119 
Lockers and Storage Cabinets 
All-Steel-Equip Co 146 
Anderson-Hickey Co. 190 
Art Metal Construction Co 87 
Art Steel Co 186 
Browne-Morse Co. 188 
Corry-Jamestown Mfg. Corp une OO 
General Fireproofing Co., The 80, 81 
Flobe-Wernicke Co., The 73, 104 
Lyon Metal Products, Inc. 121 
Macey Co., The 108 
Metal Office Furn. Co 154 
Security Steel Equipment Corp 27 
Shaw-Walker Co 95, 96 
Yawman and Erbe Mfg. Co 119 
Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 190 
Aigner, G. J., Co 169 
Master-Craft Div., Shaw-Walker.. 96 
National Blank Book Co 189 
Sheppard, The C. E., Co 165 
Stationers Loose Leaf Co 170 
Trussell Mfg. Co. 191 
Loose Leaf Sheet Covers, Celluloid 
Markilo Co ’ 187 
Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co 190 
Sheppard, The C. E., Co 165 


Mail Distributors 
Bristow, Stanley R 


Globe-Wernicke 
Victor Safe & Equipment 


Map Tac 
Graff, 
Moore 

Maps, G 
Rand 


ks 
George 


Co., The 


B., 


Push-Pin Co 


lobes, 


McNally 


ete. 


& Co 


Matched Office Suites 


Art Metal 


Genera 


Globe-Wernicke 
The 
>) mee 


Macey 
Rishel, 
Royal 


1 Firep 
Co., 


Metal 


Shaw-Walker 


Sloane, 


Ww. & 


Construction 


Co 
roofing Co 

Co The 
Furn. Co 
Mfg. Co 

Co. 


J 


Memorandum Books 


Master 


National 
Rockwell - Barnes 
Trusseli 


-Craft 
Blar 


Mfg. 


Div., Shaw 
ik Book Co. 
Co 
Co 


Memorandum Devices 


Bates 


Bristow, 


Mfg. € 
Stan 


10... 
ley R 


Prevue-Radsell Co. 


Tape 


Warshaw Mfg 
Moisteners 


Better Packages, 
Kellogg, 


Pike, 
Rivet- 
Sengbu 


E. 
)-Mfeg 
sch 


A. W., 
w., & 


Self-Cl 


Co. 


Inc 

Sales Co 
Co. 

Co. 

Inkstand 


Numbering Machines 


Amer. 
Bates 
Melind 


Roberts 


Numbe 
Mfg 


Numt 


Louis, 


ering 
Co 

Co. 
veering Mach. ¢ 


Office Partitions and Railings 


Globe-Wernicke 


Co,, The 


Office Printing Outfits 


Fulton Specialty 


Pads, Fi 


National 
Rockwell - Barnes 


Paper 
Eaton 


Rockwell- Barnes 


Paper Cl 


Acco 


guring 
Blar 


Paper 


Products, 


Cushman & I 


Esterbrook 


Oakvill 


Pe 


e Co. 


Paper Clips 


Acco 
Cook, 
Cushma 
Graff, 
Oakvill 
Vail 
Paper 
Ace F 
Acme 
Amer. 
Bates 
Hotchk 


Neva-Clog Products 
& Equip 
Adhesives, E 


Victor 
Paste 
Pencil 

Graff, 
Pencils, 

Rite-R 

Sheaffe 


Products, 


H. C 
an 
Geo 

e Co 


Manufacturing 
Fastening Machines 


astener 


Staple 


Autmtc 
Mfg. ¢ 
iss Sal 


Safe 


(See Inks, 


Sharpeners 
B., 


Geo. 


& Denison 
B., 


ik Book Co 
Co. 


Corp 
Co 


Inc 

Jenison 
mn Co 
Div 


Mfg. « 
Ine 
Scovill 


Inc 
Co. 


Co. 
Div. Secovill 


Co 


Corp 
Co. 
Electric 


‘o 


Sale 


es Co 


Ine 
Co 


Co. 


Mechanical 


ite 
r, W. 


Mfg 
A., Pen Co. 


Co 


Pencils, Stylo Ink 


Inkograph 


Company, 


Ine 


Pencils, Wood Cased Lead 
Dixon, Jos., Crucible Co 
Penholders 
Dixon, Jos., Crucible Co 
Pens 
Esterbrook Pen Co 
Sengbusch Self-Cl. Inkstand 
Picture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co. Div, Scovill 
Vail Mfg. Co 
Platens, Typewriter 
Amer. Writing Machine Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 
Postal Seales 
Hanson Scale Co 
Pelouze Mfg. Co 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 


Price & Sign Markers 


Fulton Specialty 


Publishers 


British 
Punches 


Acco Products, 


Bates 


Globe-Wernicke 
Mitchell 
National 


Statio 


Co. 
mery Exporter 


Ine 


Mfg. Co. 


Bin 
Blar 


Push Pins 
Moore Push-Pin Co 


Oakvill 


e Co. 


Co., The 
ler Co 
ik Book Co 


Div. Seovill 


Ribbons and Carbons 
Allen 
Allied 
Amer 
Ames 


& Co 

Carbon 
Writin 
Supply 


& Ribbon Co 
g Machine Co. 
Co 


Mach. C 


Mfg. C 


Co 


The 


73, 


‘o 


RO, 


Walker 


185 


0 


‘o. 


0. 


8 


188 
104 
100 


140 
191 


105 
191 


178 





1 


98 


174 
10 


104 


182 
18 


g4 


Codo Mfg 
Columbia R 


Corp 
& C 
Inter-State Ribbon & Carbon Co 


Mfg. Co 

Co, 

Ine 
U.E.F 
Co 

Co 


Mfg. Co 


Manifold Supplies 
Mittag & Volger, 
Neidich Process Div 
Old Town Rib. & Carb 
Pacific Car. Rib. Mfg 
Peerless Key-Imperial 
Phillips Process Co 

Remington Rand, Inc 

Royal Typewriter Co., Inc 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona 
Storms, H. M. Co 
Underwood Elliott 


83 


Tws 
Co 
Back © 
U. S&S. Typewriter Ribbon Mfg. Co 
Webster, F. 8., Co 

Rubber Bands 


Fisher 


Roberts, Weldon, Rubber Co 
Rubber Stamps 

Melind, Louis, Co 18 

Meyer & Wenthe, Inc 
Rubber Type 

Fulton Specialty Co 
Safes 

Art Metal Construction Co 


Brush-Punnett, Inc 


Diebold Safe & Lock Co 
General Fireproofing Co., The. 80, 
Globe-Wernicke Co., The 73 
Macey Co., The 
Meilink Steel Safe Co., The 
Mosler Safe Co., The 
Remington Rand Inc 
Security Steel Equipment Corp 
Shaw-Walker Co. 95 
Victor Safe & Equip. Co 
Yawman and Erbe Mfg. Co 
Scrapbooks 
Globe-Wernicke Co., The 7 
Weis Mfg. Co 75, 76, 77 
Secretary Desks 
Art Metal Construction Co 
General Fireproofing Co., The... 80 
Globe-Wernicke Co., The 73 
Peerless Steel Equip. Co 
Shaw-Walker Co 95, 
Wabash Cabinet Co., The 
Shelving 
All-Steel Equip Co 
Art Metal Construction Co 
trowne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The 80 
Globe-Wernicke Co., The 7 
Lyon Metal Products, Inc 
Macey Co., The 
Security Steel Equipment Corp 
Shaw-Walker Co. 95 
Sign Makers 
Hellesoe, Hans H 
Smoking Stands, Office 
Nagel-Chase Mfg. Co 


Royal Metal Mfg. Co 


Sorting Devices 
Bristow, Stanley R 


Stamp Affixers, Postage 
Multipost Co., Ine 


Stamp Pads 

Mfg. Co 
Fulton Specialty Co 
Melind, Louis, Co 
Meyer & Wenthe 
Phillips Process Co 
Rivet-O-Mfg. Co 
Rockwell- Barnes 
Victor Safe & 

Stands for Office Machines 
All-Steel-Equip Co 
Ames Supply Co 
Anderson-Hickey Co 
Art Steel Co 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co The 
Harter Corp 
Metal Arts 
Peerless Steel 
Sherman- Manson 
Shipman-Ward 

Products Corp 
Posture Chair Co 

Metal Furniture Co 


Extractors 
Fastener Corp 


Sates 


Ine 


Co 
Equip. Co 


Corp 
The... 80 


Craftsmen 

Equip. ¢ 
Mfg. Co 

Mfg. Co 


Star 
Sturgis 
Toledo 
Staple 
Ace 
Staples and Stapling Machines 
Ace Fastener Corp 
Acme Staple Co 
Bates Mfg. o 
Hotchkiss Sales Co 
Neva-Clog Products 
Oakville Co. Div 
Vail Manufacturing 
Stenographer’s Note Books 
National Blank Book Co 
Rockwell-Barnes (Co 
Trussell Mfg. Co 
Storage and Transfer Cases 
Adams, Henry T., Mfg. Co 
All-Steel-Equip Co 
Art Metal Construction Co 
Art Steel Co 
Bankers Box Co. 
tarkley, C. L., & Co 152 
tentson Mfg. Co. 
trowne-Morse Co 
Cole Steel Equipment C 
Columbia Steel Equip. Co 150 
Corry-Jamestown Mfg. Co 
General Fireproofing Co., 


In 
Seovill 
Co 


RO 


The 


186 


191 


183 


162 


465 
100 
119 


104 


81 
104 
Lae 

96 


g8 


146 
87 
188 


91 


104 
121 
108 





Globe-Wernicke Co., The......73, 104 
Guide System & Supply Co. 146 
Imperial Methods Co. 153 
Macey Co., The..... 108 
Metal Office Furn, Co............... 154 
Northwest Metal Products Co 191 
Peerless Steel Equip. Co 10% 
Pronto File Corp 142 
Rockwell-Barnes Co 93 
Security Steel Equipment Corp 127 
Shaw-Walker Co 95, 96 
Weis Mfg. Co 75, 76, 77, 78 
Yawman and Erbe Mfg. Co 119 
Strong Boxes, Fire Protected 
Diebold Safe & Lock Co 124 
Meilink Steel Safe Co 162 
Tables 
Art Metal Construction Co 87 
Browne-Morse Co. .. 188 
Corry-Jamestown Mfg. Corp 91 
General Fireproofing Co., The....80, 81 
Globe-Wernicke Co., The ...73, 104 
Lyon Metal Products, Ine...... 121 
Macey Co., The 108 
Mutschler Bros. Co.. 159 
Peerless Steel Equip. Co. 106 
Shaw-Walker Co. 95, 96 
St. Johns Table Co 140 
Victor Safe & Equipment Co 100 


Tabulating & Statistic Machires 





Remington Rand Ine 157 
Teleph A ies 
Bates Mfg. Co. 105 
Victor Safe & Equipment Co 100 
Telephone Stands 
Art Metal Construction Co 87 
Art Steel Co 186 
General Fireproofing Co. 80, 81 
Globe-Wernicke Co., The 73, 104 
Peerless Steel Equip. Co 104 
Shaw-Walker Co. . 95, 96 
Yawman and Erbe Mfg. Co 119 
Thumb Tacks 
Graff, George B., Co 140 
Moore Push-Pin Co 191 
Oakville Co. Div. Scovill 123 
Ticket Holders 
Oakville Co. Div. Scovill 123 
Vail Manufacturing Co 72 
Trimming Boards 
Amer. Photo Laboratories 141 
Type, Typewriter 
Amer. Writing Mach. Co 84 
Ames Supply Co 163 
Shipman-Ward Mfg. Co. 182 
Typewriter Cleaning Material 
Amer, Writing Mach. Co. g4 
Ames Supply Co. 163 
Clarotype Co nie 190 
Mittag & Volger, Inc. 101 
Rivet-O-Mfg. Co oti 188 
Shipman-Ward Mfg. Co 182 
Webster, F. 8., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 84 
Ames Supply Co 163 
Peerless Key-Imperial Mfg. Co. 99 
Shipman-Ward Mfg. Co. 182 
Speed Key Mfg. Co 186 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 110 
Amer. Writing Mach. Co 84 
Ames Supply Co. 163 
Bickett, L. M., Co 102, 118 
Peerless Key-Imperial Mfg. Co 99 
Shipman-Ward Mfg. Co 182 
Typewriter Parts and Tools 
Amer. Writing Mach. Co 84 
Ames Supply Co. 163 
Shipman-Ward Mfg. Co 182 
Typewriter Touch System 
Tuch-Rite Corp., The 135 
Typewriters, Mfrs. of 
Corona Typewriter 69 
Remington Rand Inc. 157 
Royal Typewriter Co. 71 
Smith, L. C. & Corona Tws 69 
Underwood Eliott Fisher Co. 
Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Co 84 
Reliable Tw. & Add. Mch. Corp...172 
Shipman-Ward Mfg. Co. 182 
Young Office Equipment Co 168 
Visible Systems Equipment 
Acme Visible Records, Inc 112, 113 
Aigner, G. J., Co 169 
Art Metal Construction Co. 87 
Automatic File & Index Co 183 
Diebold Safe & Lock Co. 124 
Globe-Wernicke Co., The 73, 104 


Master-Craft Div. of Shaw-Walker 96 
National Blank Book Co 189 
Remington Rand Inc 157 
Shaw-Walker Co _— 95, 96 
Sheppard, C. E., Co... 165 
Stationers Loose Leaf Co 170 
Victor Safe & Equipment Co 100 
Yawman and Erbe Mfg. Co 119 
Vocational School Equipment 
Engineering Sales Co 144 
Lyon Metal Products, Inc 121 
Tuch-Rite Corp., The 135 
Waste Baskets 
Art Steel Co 186 
Cole Steel Equipment Co 142 
Corry-Jamestown Mfg. Corp 91 
General Fireproofing Co., The...80, 81 
Globe-Wernicke Co., The 73, 104 
Massillon Wire Basket Co. ..189 
Metal Office Furn. Co 154 
Peerless Steel Equip. Co 106 
Shaw-Walker Co 95. 96 








iE WANTS AND TOR SALE 


The rate for classified advertisements ts eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SALESMAN WITH TWELVE YEARS’ experience in oles equipment 
and stationery is open for new connection. Has managed business in 
which he had half interest; also has had sales promotion work with 
loose leaf manufacturer. Now in another field but prefers to return 
to commercial stationery. Would like to represent manufacturer of 
office furniture, files, supplies, or any stationery product sold through 
dealers, who can use a well trained sales representative. Address 
E-323, care Office Appliances, Chicago. 
SALESMAN, WITH FOUR YEARS’ experience selling office, school 
and janitor supplies at retail in the state of Kansas, desires to affiliate 
with a manufacturer of steel or wood furniture, or stationery lines 
such as pens, pencils, carbon papers, etc. Would like to travel in the 
midwestern states calling upon dealers. Address E-324, care Office 
Appliances, Chicago. 


STATIONERY AND PRINTING SALESMAN desires permanent con- 
nection with firm in South or Southwest. Prefer road job. Experience 
selling general office supplies, filing, furniture, printing and _ litho- 
graphing. Familiar with best lines. References as to sales ability. 
Now employed. Address E-225, care Office Appliances, Chicago. 


foreman, all around man. Twenty years’ 


Sales, service, 
go anywhere. Address E-322, care Office 


good references 
Chicago. 


MECHANIC 
experience, 
Appliances, 


SALESMEN WANTED 


selling to offices, we have a product that will 
It quickly becomes a major line. 
7, eare Office Appliances, 


IF YOU ARE NOW 
prove to be a very profitable sideline. 
Exclusive territories are available. Box S-22 
Chicago. 


RESPONSIBLE COMPANY wants salesman to sell gift line with mili- 
tary emblems and other specia'ties to Post Exchanges in Army Camps. 
Products now selling in several camps. Liberal commissions. Part 
time satisfactory. State full experiences, territory covered, references, 
also present lines. Address Rm. 201, 628 Sycamore St., Cincinnati, O. 


established 
papers and paper 
nationality, refer- 
Address 


SALESMEN—TO TRAVEL developed territory--by old 
house selling stationers a complete line of office 
specialties. Answer fully—stating age, experience, 
ences, remuneretion expected, etc. Our men know of this ad. 


S-234, care Office Appliances, Chicago. 


office furniture. Large, 
Good drawing account. 
Address S-231, 


SALESMEN EXPERIENCED in selling new 
reputable concern carrying high grade lines. 
Write experience in detail. Replies strictly confidential. 
care Office Appliances, Chicago. 


ARE BETWEEN 30 AND 38, have a successful visible equip- 
and a desire to capitalize on this experience at 
Box No. 544, Benjamin Franklin Station, Wash- 


IF YOU 
ment sales experience, 
this time, write P. O. 
ington, D. C. 


RECORD in selling Adding Ma- 
Muncie Typewriter Exchange 


SUCCESSFUL 
Typewriters. 


SALESMAN WITH 
chines, Cash Registers and 
(Est. 1907), Muncie, Ind. 
specia! announcement of the Old Town 
page &3. 


SALESMEN WANTED. See 
Ribbon and Carbon Company, 


MECHANICAL SUPERINTENDENT WANTED 
charge of office machine department 
Large stock. Should be able to 
Present man leaving for army. 
Pontiac, Mich. 


WANTED—GOOD MAN to take 
Your own boss on split profit basis. 
supervise mechanics on repair work. 
General Printing Co., 17 W. Lawrence St., 


STORE EXECUTIVES WANTED 


MANAGER WANTED for stationery and office supply store in Utah. 
Excellent opportunity for young man with successful managing and 
operating record. A-ldress S-226, care Office Appliances, Chicago. 


MECHANICS WANTED 


TYPEWRITER AND ADDING MACHINE MECHANIC WANTED by 
old established exchange. Apply immediately, giving experience, refer- 
ences and salary expected. St. Paul Typewriter Exchange, 380-354 
Minnesota St., St. Paul, Minn. 


Prefer one ex- 
responsible. Ad- 


Dealer. 
Must be 


WANTED by Royal 
armanent position 
Chicago 


CAPABLE MECHANIC 
perienced on all makes— pe 
dress S-224, care Office Appliances, 


willing to 
Address 


experienced 
right man. 


MECHANIC thoroughly 
A good opportunity for the 
Chicago. 


ADDING MACHINE 
locate in Cleveland, 
S-232, care Office Appliances, 
EXPERIENCED TYPEWRITER MECHANIC WANTED for large Chi- 
cago firm; both inside and outside work. Address S-228, care Office 
Appliances, Chicago. 


WANTED 
Office Machines. 


Adding Machines and other 
Appliances, Chicago. 


MECHANIC for Typewriters, 
Write Box S-233, care Office 


REPRESENTATIVES WANTED 


MANUFACTURER OF NEW FLUORESCENT lamp that fits all office 
machines has openings for established men wanting additional line to 
carry with present non-competing lines. Commission basis, all virgin 
territory. Box S-230, care Office Appliances, Chicago. 








COMPLETE LINE of duplicator supplies and typewriter ribbons. Very 
liberal discount. We supply you with stock for :mmediate sale. Pro- 
tected territory. State experience. Pengad Mfg. Co., Inc., Pengad 
Bldg., Bayonne, N. J. 





IDEAL TERRITORIES for representation of Venus Office Machine 


Table. Turn to page 172 and see this startling innovation. Liberal 
commission. Please state lines now carried in first letter. Metal Arts 
Craftsmen, 6633-39 S. State St., Chicago, Ill. 





FACTORY REPRESENTATIVES calling on stationers and typewriter 
dealers, Midwest territories open, sell line of fast moving steel office 
products. Address S-229, care Office Appliances, Chicago. 








~ DEALERS WANTED 
DEALERS write for our BIG DISCOUNT and catalogue on typewriter 
stands, sorting stands, book stands, telephone cabinets, portable filing 
cabinets, filing stools, work distributors, and book ends. Nu-Mark 
Metal Produe ts Corporation, 2115 N. Broadway, St. Louis. 











REPRESEN TATIV! ES AVAILABLE 


SALESMAN DEVOTING ENTIRE “TIME to office furniture trade 
Metropolitan New York desires line of wooden modernistic office furni- 
ture. Box E-321. care Office Appliantes, 100 E. 42nd St., New York 
City. 








SALESMAN WITH FIFTEEN YEARS of successful experience in office 
furniture and supplies desires to travel for two or three non-competing 
manufacturers of furniture and accessory lines. Interested in desks, 
chairs, lamps, filing supplies or any other equipment article. Ten years 
as salesman, five as floor manager for important distributor. Prefers to 
switch to wholesale. First choice of territory would be Ohio, Michigan, 
Indiana and Illinois. Address E-326, care Office Appliances, Chicago. 











RE PRESENTATIV ES AVAILABLE ABROAD 





BRAZIL IAN FIRM secks stationery articles, especially all kinds of nov- 
elties suitable for South American markets. Address offers to Karitro 
Limitada Caixa Postal 3947 Sao Paulo. 





"RETAIL BU SINESS FOR SALE 








long- established heals. gift, stationery, office supply store. 
rich Swiss cheese area. 1707 Tenth St., Monroe, Wis. 


FOR SALE 
Trading center 





LARGEST AND BEST established stationery stores in 


ONE OF THE 
Address S-235, care Office 


the northwest for sale as a whole or in part. 
Appliances, Chic ago. 








WANTED TO BU Y RETAIL BUSINESS 


WANTED: OFFICE SUP PLY STATIONERY - BOOK AND GIFT 
STORE. College town, county seat or town of approximately 10,000. 
Mus: be a bargain. Send full particulars about business and trade 
territory. S-225, care Office ——— ee 








SALES L ETTERS 


BUILD SALES For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 











LETTERS WILL 














FOUNTAIN PE N REPAIRING 


Repaired- csnaile: 12 to 
Repair Co., 38 5S. 





Desk Sete, ete. 
prices. Welty Pen & 


ALL MAKES Pens, Pencils, 
24 hovr service. Standard 
State St., Chicago. 





ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and vsed Adding and Calculating Machine 
Parts available. Quotations furnished on specific parts upon request. 
I. A. Dehn, Jr., 1643 101st Ave., Oakland, Calif. 


DICTATING MAC HINE PARTS 


COMPLETE AND VARIED STOCK. No order too ousall. "When you 
need parts, write Central Dictating Service, 2632 N. Western Ave., 
Chicago. Management G. Koep. 





DUPLICATING MAC HINE ‘PARTS 





NEW PRICE 
able. Special 
Write for catalogue 
New York City 


LIST of parts for the Mimeograph machine now avail- 
attractive prices on all rubber parts for the Mimeograph. 
and price list. Mimeo Repair Co., 395 Broadway, 





DUPLICATOR SUPPLIES 














Duplicator inks and type- 


MU LTIGRAP H RIBBONS remanufactured. 
Write us, save money. 


writer ribbons. Established over ten years. 
Lewis Co., 413 W. State St., Milwaukee, Wis. 








WANTS AND FOR SALE—Continued on page 8. 





WANTS AND FOR SALE—Continued from page 7. 


FOR | SALE AND WANTED TO BUY, USED EQUIPMENT 


Adding-Calculator Ma- 
Chicago Office Appli- 














ELLIOTT-FISHER, Burroughs, Moon Hopkins, 
chines, Dictaphones, Ediphones, bought and seld. 
ances Co., 529 S. Wells St., Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd Street, Milwaukee, Wis. 


ELLIOTT-FISHER machines, calculating machines, adding machines 
all office equipment, bought and sold. W. J. Crowley Company, 434 
Caswell Bidg., Milwaukee, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 Ss. llth, Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, 
ing Machines, and everything in the office machinery line. 
serial number and we will quote highest cash prices. 
Office Appliances, Inc., 326 Broadway, New York City. 


BURROUGHS Duplexes, Moon Hopkins, 
dex. All types office machines bought and sold. 
Co., 644 Liberty Ave., Pittsburgh, Pa. 


BURROUGHS, ELLIOTT-FISHER, MOON HOPKINS 
Machines, ADDING MACHINES, COMPTOMETERS, 
Bought, Sold and Rebuilt. State model and Serial number. 
California Adding Machine Co., 947 S. Broadway, Los Angeles, 


WILL PAY TOP PRICES for ELLIOTT-FISHER Bookkeeping Ma- 


chines, SUNDSTRAND Bookkeeping and Adding Machines. L. I. Had- 
den, Standard Office Equipment Co., 542 S. Dearborn, Chicago. 


Remington, Account- 
State model 
International 


Bookkeeping Machines, Kar- 
Fort Pitt Typewriter 


Bookkeeping 
Calculators 
Southern 
Calif. 


DICTAPHONES, EDIPHONES, SUPPLIES headquarters machines 
bought and sold— Wholesale, Retail-——-Write us. Chicago Dictating Ma- 
chine Co., 28 S. Wells St., Chicago. 


Largest stock and lowest prices 


DICTAPHON ES—-EDIPHONES 
American Dictating Machine Co., 


write for information and catalogs. 
235 Fifth Ave., New York, N. Y. 


Defense Registration Meets Good Response 


4 widespread and highly encouraging response in almost all parts of 
the country to the national defense labor registration program now being 
conducted by the United States Employment Service and its affiliated 
State Services was announced today by Federal Security Administrator 
Paul V. MeNutt. Many individuals who are skilled in the defense occupa- 
tions most urgently needed are registering with State employment offices 
for the first time, he said. 

“Both employers and workers are codéperating whole-heartedly,’’ Mr. 
McNutt said. State employment offices report increased orders and _ in- 
quiries from employers as the result of OPM Director-General William 5 
Knudsen's letter to defense contractors urging full utilization of the 
employment offices in recruiting workers, At the same time, representa 
tives of labor throughout the country have seconded the appeal to work 
ers to register issued by Sidney Hillman, Associate Director-General, 
OPM, and other national labor leaders. 

Complete information is not yet available, but early scattered reports 
indicate a sharp increase in the number of workers registering at State 
employment offices, particularly in large metropolitan centers. In many 
areas, registrations during the first week of the program, March 17-22, 
were as much as 35 per cent higher than the week before, with an even 
more striking increase in certain industrial cities. 

Reports from Massachusetts, for example, state that 3,600 workers 
qualified in skilled defense occupations registered during the first week 
New York reported that 50,000 registered the first week and that in New 
York City alone, 3,800 workers who claimed metal trades experience 
appeared for registration on the first day. In the Detroit metropolitan 
area, 6,148 new applications were received during the first 11 days. Tulsa, 
Oklahoma, had about 1,600 applicants the first day. In the same State, 
an Employment Service interviewer arrived at Duncan, a small town where 
part-time service is provided by traveling Employment Service officers 
and found 30 men waiting to be interviewed; an indication that the 
appeal to register was reaching into outlying communities and rural 
areas, as well as the larger centers. 

Early Registering 

reported 4,000 registrations the first day. Texas reported 
that registrations were “exceeding expectations’’ with 9,000 the first day 
This was three times the average registration experienced in the past 
four years. Missouri reported no actual figures, but indicated that there 
was an increase in the quality of the registrations with more experienced 
and higher skilled workers coming into the offices. Kentucky reported a 
20 per cent increase in the number of applicants. 

The experience of States on the west coast was similar. San Francisco 
reported a 60 per cent increase in registrations the first week, but that 
only a small proportion of the new applicants were ‘“‘good for immediate 
referral."’ Oregon and Washington also reported greatly increased 
registrations 

While the majority of the new registrants are said to be unemployed 
individuals, a sizeable proportion are employed workers who are not now 
using their highest skills or are in jobs which make no use of skills 
needed by defense industries. To serve such individuals many employ 
ment offices are staying open evenings. In Wichita, Kansas, for example, 
50 employed men showed up the first night, all of whom were said to be 
“good material.” 


Minnesota 


Find Hidden Skills 

registration in uncovering urgently needed “hidden 
skills’ among workers who have not previously registered with State 
employment offices is indicated in a number of instances reported by 
State Employment Services. In Massachusetts, for example, a man hold 
ing an excellent sales job came to an employment office to offer his serv 
ices as an expert rubber chemist. Another office registered a 65-year-old 
man who had been a molder about 15 years ago. He was hired imme 
diatelv, in spite of his age, and the employer later reported that the 
man had retained so much of his skill that it would be possible to bring 
him up to production speed in a very short time. 

In Indiana, two highly skilled steel workers registered in a small towr 


The success of the 


where they had been engaged in unskilled occupations. In Pennsylvania 





OFFICE APPLIANCES 


ADDRBESSOGRAPHS. Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


WANTED TO BUY FOR CASH, 


adding and calculating machines, all 
makes and models—typewriters, wide carriages 14 in. and larger— 
Burros 13-13-02—-23-13-02-—- Moon Hopkins 72A-71A-78A-50M and 
higher—Remington Accounting Machines Models 121-123-125—Elliott- 
Fishers Direct Subtractions and cross footers—Hand Addressographs 

3” frames long clip and late style, also ‘‘E’”’ frames. Shipman-Ward 
Mfg. Co., 325 N. Wells St., Chicago. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and international Visible Factograph cabinets, 
as well as other makes. We can supply new improved brass shift rods 
(that will not break), for International cabinets, also cards and card 
holders. Have available credit authorization equipment in one line 
tube panels, and 5x14 pocket panels for reasonable prices. Write and 
tell us what Visible ‘Equipme nt you need or have for sale. Special 
prices to Dealers. E. H. Heineman, 4 N. Eighth St., St. Louis, Mo. 


KARDEX,. ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special serv- 
ice and prices to dealers for purchase or sale. Get our quotations. 
Chas. S. Nathan, Inc., 548 Broadway, New York. 


KARDEX, ACME, POSTINDEX, etce., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 395 Broadway, New 
York City. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attrac- 
tively refinished, thoroughly rebuilt for years of additional service, 
moderately priced. Used equipment also bought and exchanged. Uni- 
versal Oftce Equipment Co., 561 Broadway, New York, N. Y. 


FIVE REMINGTON-RAND SAFE LEDGER TRAYS, 2-Hour Zabel, 
accommodate sheets up to 15 wide by 12 high, nearly new, very 
liberal discount. Wm. E. Davis, P. O. Box 482, Sioux City, Ia. 


WANTED TO BUY FOR CASH— International Payroll Machines. Ad- 
dress S-236, care Office Appliances, Chicago. 


1 former superintendent of machinists of one of the largest printing 
press manufacturing companies in the world came into an employment 
office to register. He had retired but said that since his Government 
apparently needed him he had decided to make his skill available. In 
inother State, a 46-year-old woman who had been employed as a house- 
worker came to an employment office to report that she had worked in 
i munitions factory in Glasgow, Scotland, during the last war. 

A very large proportion of those with “hidden skills’’ are salesmen who 
left their trades and went into sales work in the 30’s. Among them was 
a man who had formerly worked for an arms company for 17 years; 
another had for many years been manager of an aircraft company; still 
another had formerly been a foreman in charge of producing artillery 
shells during the last war. 

A farm hand who registered at one part-time employment service point 
revealed a background showing a transport pilot’s license which expired 
in 1932, as well as an airplane mechanic's license which expired the same 
year. In Texas, a registrant who had been driving a milk truck was 
found to be skilled in aircraft mechanics and was immediately placed. 

Mr. McNutt said that the initial response to the registration indicated 
the striking adaptability and resourcefulness of American workers. ‘On 
the basis of these early returns,’ he said, “I am confident that many 
more workers who are qualified for defense jobs will, during the remain- 
ing period of the registration, come forward and make themselves known 
to local State employment offices... He asked particularly that all those 
with skill and experience in aircraft, shipbuilding, and machine shop and 
machine tool industries register at once. ‘“‘Those most needed at pres- 
ent,’’ he said, ‘are individuals who are fully qualified to step into skilled 


jobs in these industries.”’ 


——_—————— 


Inventory Control Methods 


Adequate control of materials is one important aspect of the demands 
of increasing industrial production. To meet production schedules, manu- 
facturing companies must be sure to have the necessary materials and 
supplies at all times. Shortages can cause costly delays in operations, 
but excessive investment in inventories may be equally objectionable 
Under present industrial activity many companies may find it necessary 
to reéxamine and reappraise their inventory control practices. 

4 report, “Inventory Control Methods,”’ recently issued by the Policy- 
holders Service Bureau of the Metropolitan Life Insurance Company 
offers helpful suggestions in this connection. 

The report is based on data contributed by a number of industrial 
companies that are believed to have developed sound practices of con- 
trolling inventories of supplies, direct materials, and finished goods. It 
is not intended to cover the control of work-in-process inventories, nor 
does it apply to the merchandise control policies of retailers and whole- 
salers 

The report summarizes specific advantages of a formal system of inven- 
tory control, from the financial and operating points of view, and out- 
lines six basic elements which are normally part of a formal system. 
Methods of classifying inventories and records employed for identification 
and accounting control purposes are described. 

The method of evaluating inventories and of pricing stock withdrawals 
calls for consideration. The four commonly-used inventory pricing meth- 
described in detail, as are the various factors to consider in 
deciding upon the pricing policy to be used. There is special discussion 
if the relatively new “‘last-in, first-out’’ method. The question of deter- 
mining time and amount for the replenishment of individual stock items 
is covered as well as the practices followed in this connection. 

4 section of the report discusses mechanical or visual unit control. 
employed as a means of minimizing the record keeping and expenses in- 
volved in connection with inventory control activities. This should be 
of special interest to companies with relatively small inventory invest- 
ments. Mention is also made of inventory adjustment procedures and of 
provisions for review of stocks to guard against obsolescence. 

A copy of this report is available to executives who address the bureau 
on their business stationery. Address Policyholders Service Bureau, 
Metropolitan Life Insurance Company, | Madison avenue, New York, N. Y 
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Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
- ; Advance Official Data of Exports for February 1941 cay 
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_ NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


The G. J. Aigner Company.—As another step in a strong merchandising 
program, The G. J. Aigner Company, 503 South Jefferson street, Chicago 
has prepared for distribution by dealers an informative three-color circula! 
on their Aico grip tubular edge insertable index tabs. 
theme of “Modernize Your Records and Manuals,”’ this colorful 
illustrates and explains the many uses of Aico grip index tabs, describing 
the exclusive features that make them easy to apply. It also promotes 
the money saving buy-it-by-the-box price. This special price is emphasized 
now to make it economical for companies to modernize their records and 
filing systems. The circular stresses this new idea in tabbing and filing 
the use of color for modern, fast I 


circular 


indexing. All major file divisions ar: 
tabbed in one of the eight available colors, while each of the supplementary 
divisions is tabbed in its own separate, distinct color. This modern method 
of maintaining a quickly identified filing system offers a new, active market 
to dealers. By featuring the economical buy-it-by-the-box price now, com 
panies are encouraged to modernize their records and filing systems. The 
circular is the convenient 84% x 11 inch size, printed on both sides in yellow 
blue and Persian orange colors, and has ample space for a dealer imprint 

Bentson Manufacturing Company.—.A new, twenty-page catalogue which 
is marked by a number of novel features has recently been issued to the 
office equipment trade by the Bentson Manufacturing Company, Aurora 
lil. Dressed in an attractive cover and bound on Wire-O binding, the 


catalogue is unusual in that it is made up in three sections and covers 
the company's entire output. If desired the sections may be had bound 
separately. Dealers interested in obtaining a copy should ask for genera! 
catalogue No. 41 and also for price list No. 70. 

The Browne-Morse Company.—Featuring the firm’s lines of steel office 


equipment and filing supplies, a new, thirty-six page catalogue has beer 


issued to the trade by the Browne-Morse Company, Muskegon, Mich 
The catalogue is done in color and contains a number of unusually large 
illustrations which, because of the detail they disclose, will be of excep 
tional value to the dealer salesman when interviewing prospects rhe 
cover is especially attractive and shows in the foreground a suite of 
executive furniture beyond which is a large window giving a fine view 


of the national capitol. Copies are available to the dealer 


Eaton Paper Corporation.._.A new price list marked by several new 


features which make easier the use of the booklet has been issued to tl 
trade by the Eaton Paper Corporation, Pittsfield, Mass. Described as 
“streamlined ideas’’ the six features of the price list are: 1. Papers 
conveniently grouped by type and price. 2. All prices shown are list prices 
8. A separate sheet indicates the dealer's discount from list. 4. Handy 
reference indexes in the back of the book by title and by type are listed 
together. 5. Complete description is given on each item listed and 


back of the book. 6. Free mat service 
Dealers desiring a copy 
company’s home offices 


actual dimensions are given at the 
is described and explained on pages 35 to 42. 
the price list should communicate with the 


Engineering Sales Company...A new catalogue, describing and picturing 
the firm's line of drafting room equipment, has been issued to the trade 
by the Engineering Sales Company, Sheboygan, Wis. The booklet contains 
thirty-two pages and is listed as the No, 2A. It is accompanied by price 
list No. EWP-3. 


Faries Manufacturing Company.-A new, sixteen-page catalogue showing 
the firm’s entire line of fluorescent lamps and illustrating and describing 
a number of new models, has been issued to the trade by the Faries 
Manufacturing Company, Decatur, Ill. It is listed as the No. 44. Copies 
are available on request 
effectively det 


Fireproofing Company._-As a means of 
onstrating its activity in making complete company installations of 
products, The General Fireproofing Company, Youngstown, Ohio, has 
published an interesting booklet under a general title of ‘Modern Progress 
As Applied to Aetna Life Affiliated Companies.’ As the title indicates 
the booklet pictures and describes a large installation made by G-F in 
the offices of the dnsurance company and is an excellent aid to a salesman 
wishing to show prospective customers how many lines are available for 
a business organization regardless of size or type. 


The General 


] " 


catalogue of steel office 
released to the trade by the Globe 
profusely illustrated and printed 
color. In an announcement to the dealers Harry C. Anderson, general 
manager, calls attention to the two new lines of steel desks and 
tables and a new seal gray finish which has already won wide acceptance 
by the public 


The Globe-Wernicke Co.—An attractive new 
equipment No. 1441 has just been 


Wernicke Co., Cincinnati It is 


sales 


Gunn Furniture Company.—-A new and modernly-designed catalogue, con 
taining fifty-two pages and mounted on plastic binding, has been issued 
to the trade by the Gunn Furniture Company, Grand Rapids, Mich. Th: 


catalogue is accompanied by a price and specification book and contains a 


number of large and attractive illustrations, many of them in color. Copies 
are available to the dealer on request. 

Hotchkiss Sales Company.—In a short time Hotchkiss Sales Compan) 
Norwalk, Conn., will release a new folder printed in striking dark blue 


and red and describing all four of the “‘Palmfit’’ model Hotchkiss staplers 
They are pictured in a realistic composite photograph with each machine 
numbered for quick identification and with a very complete descriptior 
of each machine beneath the cut. Also shown in the folder are the illus 
trations of the “auto test,’ in which a heavy sedan was run over tw 
Model 101A staplers without damaging them. The back page 
the No. 52 Plier stapler, one of the most popular models of this type in 
the Hotchkiss line. Dealers are advised that requests for this folder will 
be filled promptly. 


describes 


Lyon Metal Products, Inc...A new booklet, available free to vocational 
training departments and schools, which helps to solve problems relating 
to (1) training methods, (2) protecting tools and materials, (3) increasing 
classroom and shop capacity, (4) storing supplies and personal effects 
(5) increasing student efficiency and understanding of industrial shop 
Lyon 
entitled “Lyon Steel Equipmen 


equip 


methods, and (6) reducing fire hazard, has been published by 
Products, Inc., 
for Vocational Schools”, 
ment found in the most modern industrial plants and adapted 
tional purposes 





Aurora, Ill. The booklet, 
shows the types of shop and tool storage 


for educa 


This is timely help for vocational schools and departments 


Written around the 





OFFICE APPLIANCES 


faced with the necessity of stepping up their programs under national 
defense training plans, and re-adapting their shop and toolroom equip 
ment to take care of increased registrations. 


Nichols Products Company.—A new price list covering all of the items 
manufactured by the firm has been issued to dealers by the Nichols 
Products Company, Moorestown, N. J. Accompanying the list the com- 
pany sent out an explanatory letter which read in part: ‘Because of 
the constantly increasing costs of material, labor and taxes, we have 
been forced to slightly increase the prices of our products. To meet the 
extra demands upon us caused by the defense program, we have increased 
our facilities to be able to take care of all our customer's requirements.”’ 


Norcor Manufacturing Company.—A new price list covering the firm’s 
Noreor lines of seating, bridge sets, school desks and miscellaneous 
items, has been issued to the trade by the Noreor Manufacturing Company, 


Green Bay, Wis. The new list became effective April 1 and voids all 
previous prices quoted by the company. 

The Print-O-Matic Company..A large broadside featuring the firm’s 
sutomatic, self-feeding postcard size stencil duplicator and attractively 
printed in color has been made ready for distribution to the trade by 
the Print-O-Matic Company West Lake street, Chicago. Copies are 


ivailable on request 








BUSINESS OPPORTUNITIES 


Chicago Dealer Revising Catalogue File..The Globe Furniture & Sta- 
tionery Company, 136 West Monroe street, Chicago, Ill., is engaged in the 
process of bringing its files of manufacturers catalogues covering office 
furniture and commercial stationery up-to-date. Trade literature, includ 
ing price lists and other pertinent information, is desired. Address mail 
ings for the attention of W Fergus. 





> —— 
Current Corporation Reports 


Horder’s, Inc., distributors and retailers of office equipment, furniture 
and supplies for forty years reported today for the fiscal year ended 
all-time highs in working capital and taxes. E. Y. 
and its wholly 


January 31 sales, 
report for the company 


Horder, president, in the annual 
owned subsidiaries, said net income was $218,090 for the year ended 
January 31, equal to $1.74 per share on the 125,000 common shares out- 


i net income of $201,594 for the preceding 
News, March 28, 1941.) 


profit for the past fiscal 


This compares with : 
(Chicago Daily 


standing. 
year, or $1.61 a share 

Fort Madison, Iowa, Apri] 12, 1941.—A net 
year of $812,937.34, after providing for taxes and reserves, is announced 
today by the W. A. Sheaffer Pen Company in a report to stockholders 
ind employees. This compares to a profit of $744,294.77 for the previous 
year. Earnings per share of common stock increased to $5.13, compared 
to $4.66 for last year. Dividend payments to common stockholders dur- 


ing the fiscal year amounted to $3.25 per share, compared to $3.00 paid 
1 year ago. Total sales increased nearly a million dollars, with foreign 
sales as well as domestic sales showing a material gain over last year. 
Current assets after all reserves and charges amounted to $3,872,921.46. 


Current liabilities are $832,063.92, including 
$420,334.29 provision for taxes. As part of Sheaffer’s profit-sharing bonus 
plan, in line with increased payments to stockholders, employees were 
ictually paid, as their share of the profits, 15 per cent of their year’s 
earnings in 1940, as compared to 1334 per cent in 1939. On the basis of the 
February payment to stockholders, 174% per cent of wages have been 
iccrued and provided for in our statement for the months of December, 
1941. The accruals for the months of 


of which $912,511.09 in cash 


1940, and January and February, 
March, April and May, and the amount finally paid for the entire six 
months’ period ending June ist, will depend upon the May dividend 
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February Export Figures 


United States exports of office appliances during the month of February 
1941 were valued at $1,824,192 as compared with $2,084,655 for February 
1940, a decline of twelve per cent, according to the Specialties Division of 
the Department of Commerce. Compared with January 1940, however, the 
figure was an increase of twenty-seven per cent. 

An analysis of office appliances exports for February 1941 reveals that 
idding machines were forty-five per cent ahead of last year, used and 
rebuilt cash registers were practically double the 1940 figure, as were also 
typewriter parts. Foreign sales of all’kinds of typewriters fell off consid- 
erably from last year, as did also new cash registers. 

Compared with January 1941 the situation is much brighter. Exports of 
iccounting, bookkeeping and calculating machines doubled over the previ- 
ous month, as did also adding machines. Exports of card-punching, sort 
ing and tabulating machines increased seventy-three per cent, addressing 
machines increased sixty per cent, duplicating machines twenty-two per 
cent, cash registers and twenty-one per cent, and typewriters and 
parts seventeen per cent. Exports of portable typewriters alone increased 
forty-two per cent over January 1941 

The values of the principal types of office appliances exported in February 
typewriters and parts, $662,340; listing-adding machines, 
187.751; bookkeeping and accounting ma- 


$173,218 


parts 


1941 are as follows 
$210,336; calculating machines 


chines, $175,060; and cash registers and parts, 


> — 


June 1 to 7 Is Noise Abatement Week 


| to 7—has been designated by the National 
Noise Abatement Council as the date of this year’s observance of Noise 
Abatement Week during which, by means of a campaign of public edu- 
cation calculated to reach at least some of the worst offenders against peace 
ind quiet, that body hopes to make this country a pleasanter, safer and 
better place in which to live and work 

The cost of noise, says the National Noise Abatement Council, in impaired 
health, shattered nerves, lost time, waste and inefficiency, is greater than 
the annual loss by fire. It has been estimated at nearly $2,000,000 a day 
The elimination of this loss to American business or, at least, its reduction 
abatement movement. 

“Stop that Noise,” the official Noise Abatement Week slogan, will be 
broadcast to the nation through the medium of newspaper, magazine and 
radio publicity, advertising, pos s, displays and other promotional means 
The Council expects that 40 mi or hear that command 
some time during the week 


The first week in June—Jun 


is the prime objective of the noise 





lion people will see 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,236,133. Copyholder. Arthur G. Croninger and 
Qiaf D. Baker, Miami, Okla.; said Baker assignor to 
Frank G. Dickinson, Champaign, tll. Application Janu- 
ary 14, 1939, Serial No. 251,022. Granted March 25, 
1941. 


2,236,155. Carbon Pack for Manifolding Typewriters. 
Laurence A. Petit, Chicago, Ill. Application May 15, 
1939, Serial No. 273,721. Granted Mareh 25, 1941. 

2,236,194. Finger Cushion Pencil Holder. Charles 
Lorber, Louisville, Ky. Application April !, 1{940, 
Serial No. 327,345. Granted March 25, 194i. 

2,236,321. Loose-Leaf Binder. Joel W. Ostrander, 
Chicago, Il. Application April 29, 1939, Serial No. 
270,854. Granted March 25, 1941. 

2,236,442. Duplicating Machine. George G. Neidich, 
New York, N. Y., Application July 29, 1939, Serial 
No. 287,379. Granted March 25, 1941 

2,236,589. Carbon Paper Support for Accounting Ma- 
chines. Walter A. Anderson, Bridgeport. Conn., as- 
signor to Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware. Application 
June 29, 1939, Serial No. 281,776. Granted Aoril |, 
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2,236,640. Caleulating Machine. Roy Enar Harald 
Hanson, Stockholm, Sweden, assignor to Aktiebolaget 
Result, Stoexholm, Sweden, a company of Sweden. Ap- 
plication April 20, 1939, Serial No. 268,996. In Sweden 
May 6, 1938. Granted April |, 1941. 

2,236,683. Flashlight Fountain Pen. Herbert Gudge, 
New York, N. Y. Apolication June 22, 1938, Serial 
No. 215,120. Granted April |, 1941. 

2,236,720. Tip for Mechanical Pencils or the Like. 
Oscar H. Senf, Fort Madison, towa, assignor to W. A. 
Sheaffer Pen Company. Fort Madison, lowa, a cor- 
poration of Delaware. Application March ii, 1940, 
Serial No. 323,360. Granted April !, 1941. 

2,236,579. Sharpener for Mechanical Pencil Leads. 
William J. Troeber, West Orange, N. J. Application 
cae |, 1940, Serial No. 338,293. Granted April !, 

2,237,548. Duplicating Machine. Robert J. Cope- 
land, Toronto, Ontario and Ernest J. Bloore, Brampton, 
Ontario, Canada; said Bloore assigror to said Copeland. 
Application March 29, 1940, Serial No. 326,706. 
Granted April 8, 1941. 

2,237,770. Typewriting and Like Machines. Charles 
E. Smith, Tonawanda, N. Y., assignor to Remington 
Rand, Inc., New York, N. Y., a corporation of Dela- 
ware. Application July 28, 1938, Serial No. 221,772. 
Granted April 8, 1941 

2,237,791. Inkwell. Santos Pastor, New York, N. Y., 
assignor to The Carter's Ink Company, Cambridge, 
Mass., a corporation of Massachusetts. Application 
June 21, 1940. Serial No. 341,673. Granted April 8, 
1941. 


2,237,840. Metal Furniture. Melvin Nelson and Wil- 
liam A. Dunlap, Corry, Pa., assignors to Corry-James- 
town Manufacturing Corporation, Corry, Pa., a cor- 
poration of New York. Application October 8, 1938, 
Serial No. 234,033. Granted April 8, 1941. 

2,237,881. Computing Machine. Walter W. Land- 
siedel, Elmira, N. Y., assignor to Remington Rand, 
Inc., Buffalo, N. Y., a corporation of Delaware. Ap- 
plication January 22, 1938, Serial No. 186,459. Granted 
April 8, 

2,237,888. Card Handling Equipment. Arthur Pente- 
cost, Upper Montclair, N. J., assignor to Remington 
Rand tInc., Buffalo, N. Y., a corporation of Delaware. 
Application August 3!, 1939, Serial No. 292,907. 
Granted April 8, 1941. 

2,238,004. Card index Cabinet. Cari F. Wolters, 
Kenmore, N. Y., assignor to Remington Rand Inc., 
Buffalo, N. Y. Application February 16, 1937, Serial 
No. 126,015. Granted April 8, 1941. 

2,238,088. Filing Drawer. Ross R. West, San 
Francisco, Calif., assignor to M. G. West Company, San 
Francisco, Calif., a corporation of California. Applica- 
tion ia 22, 1939, Serial No. 291,359. Granted April 
15, 194 

2,238,214. Fountain Pen. Kenneth Dole. Melrose, 
Mass. Application March 16, (939, Serial No. 262,163. 
Granted April 15, 1941. 

2,238,294. Typewriter Stand. Elmer J. Scott and 
Edward T. Nissen, Denver, Colo. Application Septem- 
+ 23, 1939, Serial No. 296,318. Granted April 15, 


9338, 340. Pencil Sharpener. Ralph W. Pee, Canton, 
lit. Application July 8, 1940, Serial No. 344,34! 
Granted April 15, 1941. 

238,352. Auxiliary Gripping Attachment for Type- 
writers. Stanley E. View and Louis Steirer, Chicago, 
11. Application June 3, 1940, Serial Ne. 338,498 
Granted April 15, 1941. 

2,238,354. Copyholder Mechanism. Herman C. Welter, 
Rochester, N. Y., assignor to The Dawn Mfg. Corp., 
Rochester, N. Y., a corporation of New York. Original 
application August 8, 1938, Serial No. 223,598. Divided 
and this application January 1{2, 1939, Serial No 
250,586. Granted April 15. 1941. 

2,238,359. Duplicating Machine. Robert J. Copeland, 
Toronto, Ontario and Ernest J. Bloore, Brampton, On- 
tario, Canada; said Bloore assianor to said Copeland 
Application November 4, 1939, Serial No. 302,800. In 
Canada October 3, 1939. Granted April 15, (941. 

2,238,771. Pencil Lead. Isidor Chesler, Oceanport, 
N. J., assignor to Eagle Pencil Company, Ine., New 
York, N. Y., a corporation of Delaware. No drawing. 
Application December 30, 1939, Serial No. 311,944 
Granted April 15, 1941. 

DESIGN PATENTS 

126,206. Design for a Bookease. Gerald Johnson 
oor Cushing and Thomas G. W. Nevell, New York, 

Y., assignors to The Globe-Wernicke Company, 
Cincionati, Ohio, a corporation of Ohio. Application 
November 26, 1940, Serial No. 96,838. Granted April 
1, (941. 

126,399. Design for a Combination Desk Pad and 
Visible Record File. Benjamin Lapper, Bronx, N. Y., 
assignor te National Pad & Tablet Corn., New York, 
N. Y. Application October 22, 1940, Serial No. 96,001. 
Granted April 8. 1941. 

126,555. Design for a Combination Pencil, Ruler 
and Level. Morris Gurtov, New York, N. Y. Application 
a take 25, 1941, Serial No. 98,386. Granted April 
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NATIONAL OFFICE FURNITURE WEEK 
1941 Advertising Poster Designed 


YMBOLIC of the industry’s dynamic spirit, and 

the far reaching importance of its services to 
business, institutions, and government, the above 
design is a reduction of the artist’s sketch recently 
completed for the 1941 National Office Furniture 
Week poster. Measuring 22 x 33 inches in size, it 
will be printed in brown and green and mounted on 
stiff board with easel for attractive window and 
store display. The first observance of National.Office 
Furniture Week last year proved to be a notable 
event in the merchandising annals of the industry. 
Plans for this year are announced early and pre- 
liminaries suggested on the next page. 
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NATIONAL OFFICE FURNITURE WEEK 
Fi iaiias acturers fo Supply Displays for Onebig 20 - 25 


ITH the completion of de- 

signs last month for the pos- 
ter and other advertising display 
material for the 1941 National Of- 
fice Furniture Week, plans were 
launched to obtain as nearly as 
possible 100 per cent participation 
of dealers and manufacturers in 
this year’s big promotional event. 
The date will be October 20-25. 

The successful inauguration of 
the “Week” last year has caused 
many to look forward to even 
greater results from it in sales and 
new prospect leads this year. The 
value of capitalizing on the pres- 
ent demand for increased business 
efficiency, as well as establishing 
an annual “Week” for bringing all 
the progress of the office equip- 
ment industry to the attention of 
the public is recognized by many 
in the industry. 

A substantial number of manu- 
facturers have already indicated 
intention to supply their dealers 
with National Office Furniture 
Week display material free of 
charge, as they did last year. Oth- 
er manufacturers are still to be 
heard from. 

The dealers showed their enthu- 
siasm at the recent regional N.S.A. 
meetings, when frequent refer- 
ences to the value of National Of- 


By NEVIN I. GAGE 
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fice Furniture Week were made in 
the discussions. Also, readers will 
recall that in the account of the 
“Week’s” results appearing in the 
issue of this journal last Novem- 
ber it was revealed that the re- 
turns from questionnaires sent to 
100 dealers for cross-section opin- 
ion showed a strong desire for the 
repetition of the “Week” again 
this year. 


Sales Boosted Last Year 


Many office furniture dealers es- 
timated their sales gains during 
the first Office Furniture Week 
to be 10 to 20 per cent above the 
same week of the previous year- 
exclusive of increases due to bet- 
ter business conditions. 

Announcement of the date for 
this year’s event five months in 
advance is intended to afford am- 
ple time for preparations. Every 
dealer and manufacturer is urged 
to cooperate in this industry-wide 
project and to put National Office 
Furniture Week on his sales pro- 
motion schedule now. 


The purpose of National Office 
Furniture Week is to provide an 
occasion for making every busi- 
ness community modern office 
furniture minded, through the si- 
multaneous efforts of all dealers 
in each community. As an indus- 
try project, the special “Week” is 
but a sales campaign under an- 
other name—designed to increase 
autumn sales and accomplish the 
educational purpose of impressing 
upon American business and in- 
dustry the importance of modern 
office furniture as a means to 
greater efficiency, comfort, and at- 
tractiveness. 

It is obvious that by unified and 
correlated activity among the 
manufacturers and their dealers 
and among the individual dealers 
in each trading area, such an in- 
dustry campaign will have a stim- 
ulating effect on the sales person- 
nel within the trade and upon 
potential buyers. 

National Office Furniture Week 
last year proved to be highly sig- 
nificant for the industry, because 
of the fact that members of the 
manufacturing and distribution 
divisions saw their marketing and 
sales problems from the collective 
viewpoint. They realized that: 

(1) There is a tremendous vol- 
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ume of business obtainable by cul- 
tivating each trading area more 
intensively. 

(2) With many companies sup- 
porting the movement by putting 
on an intensive sales campaign at 
the same time, some users that 
had not been influenced by indi- 
vidualized sales approaches would 
be induced by the combined pro- 
motion efforts to give special 
thought to replacing obsolete 
equipment and taking action ac- 
cordingly. 

(3) By this combined sales ef- 
fort potential buyers would be im- 
pressed with the industry’s alert- 
ness and become more receptive 
to availing themselves of the deal- 
er’s complete office planning serv- 
ices. 

(4) The sales promotion and 
educational momentum would car- 
ry over to the future months, af- 
fecting sales favorably. 

Actual experience bore out the 
foregoing points. Thus was start- 
ed an industry sales and educa- 
tional program that can be devel- 
oped from year to year, becoming 
an invaluable asset of the office 
equipment business. 


Continuity Important 


A few, however, have questioned 
the need for sponsoring the 
“Week” this year, owing to the 
present heavy production sched- 
ules upon which many of the 
manufacturers are operating. The 
answer to that is the same as to 
those who overlook advertising’s 
continuity value and favor cur- 
tailing advertising in periods of 
prosperity. 

The experience of numerous 
companies in every line of busi- 
ness during boom periods of the 
past has proved the wisdom of 
continuing advertising and sales 
promotions of this character dur- 
ing the flush periods, not because 
it is necessary for present volume 
but because it sustains the good- 
will previously cultivated and 
paves the way for future business 
in times when orders are harder 
to get. 

A few others have expressed be- 
lief that the public is not in- 
terested in special weeks, and 
therefore it will be useless for the 
office furniture industry to at- 
tempt promoting such a “Week.” 
In the main, we agree with the 
premise, but not with the con- 
clusion of this reasoning. Granted 
that the public is not interested in 
this or that “Week.” But, as we 
pointed out repeatedly last year, 
for it to be a profitable project, 


it is not necessary that prospective 
buyers become interested in Na- 
tional Office Furniture Week. 

The “Week” is simply a time 
when all the industry makes an 
extra effort to serve the user. The 
trade will tell the public so, but 
the objective is not to sell the 
“Week.” Rather, it is to sell 
the merchandise, employing the 
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APPEARANCE 


One of the new advertising pieces for 
the “Week” this year will be new in 
both appearance and purpose. Designed 
like the artist’s sketch reproduced 
above, it will be a paper display pen- 
nant, printed in brown and green, 
20 x 13 inches in size. It presents the 
complete slogan of National Office Fur- 
niture Week. These pennants, to be 
supplied by the manufacturers to their 
dealers, will afford attractive displays 
in windows and store sales departments. 





“Week” as a form of sales cam- 
paign to arouse more interest on 
the part of management in what 
modern desks, chairs, files, and 
other equipment will do for the 
worker and employer. 
Vision and Conviction Necessary 

As every merchant knows, the 
success of any type of sales promo- 
tion campaign basically depends 
on what he and his organization 
puts into it. Briefly, the essentials 
are vision, preparation, and work. 
With an enthusiastic attitude, 
careful planning, and real sales 
effort any retailer or manufac- 
turer can make it pay. Most im- 
portant, however, is the conviction 
that it can be done. Next is the 
realization that the results depend 
primarily upon the _ individual 
company’s effort. 

While the plan for promoting 
National Office Furniture Week is 
simple and inexpensive, the manu- 
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facturer, his sales representatives, 
and the dealer can put the time 
between now and next October to 
good use. 


What to Do 


Each manufacturer should have 
his sales and advertising execu- 
tives make plans to help his deal- 
ers feature his lines in a special 
way that week. In sales con- 
ferences he should enthuse his 
sales representatives with the idea 
and have them urge every dealer 
to plan a tieup with the “Week.” 
He should inform his dealers at 
an early date of his intention to 
supply them with the 1941 Nation- 
al Office Furniture Week adver- 
tising display material, and other 
advertising and display pieces 
which he plans to provide. 

The ideal plan for the retail 
trade is for all local dealers sell- 
ing office furniture to get together 
in a cooperative promotional pro- 
gram. Last year the dealers in 
several cities collaborated by fea- 
turing group advertisements in 
their newspapers. It is very im- 
portant to note, however, that the 
companies which succeeded in ob- 
taining extra business during that 
week put on special sales cam- 
paigns of their own in addition to 
participating in the group adver- 
tisements. 

The initiative for such joint ac- 
tivity must come from the local 
dealers themselves, as there is no 
organization or funds available 
to send a person into the various 
communities to organize this group 
effort. 


Advertising Alone Insufficient 


The dealer, however, who de- 
pends entirely upon his advertis- 
ing and window posters to bring 
in extra sales during National Of- 
fice Furniture Week will probably 
meet with disappointment. The 
reports from last year’s activity 
revealed this clearly. 

A complete sales campaign is 
necessary for satisfactory results 
in tying up with the “Week.” 

Those who made the most of 
National Office Furniture Week 
last year conducted a special sales 
campaign, with all that a com- 
plete campaign implies. They en- 
thused their salesmen over it, in 
some cases putting on a contest 
and offering the salesmen extra 
incentives. They employed news- 
paper, direct mail, and radio ad- 
vertising. Special displays were 
featured in windows and stores. In 
short, they featured a_ special 
drive for addition business. Not a 
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The new streamers, as sketched above, emphasizing the date of the “Week” will command attention from consider- 
able distance. Size will be 44 x 12 inches. Also to be printed in brown and green to match the posters and pennants. 


single dealer who conducted such 
a campaign last year reported dis- 
appointment in his sales results! 

The manner in which the Wm. 
B. Burford Printing Company, of 
Indianapolis, Ind., tied up with 
National Office Furniture Week 
last October offers a splendid ex- 
ample of a complete campaign. 
The fact that it boosted sales 
about 15 per cent above normal 
for that week speaks for itself. 
One sale alone amounted to $2,600. 


A Fine Example 


In cooperation with five other 
Indianapolis concerns, the com- 
pany participated in a group ad- 
vertisement that appeared in the 
rotogravure section of a local 
newspaper. This impressive ad- 
vertisement was reproduced in 
OFFICE APPLIANCES last November. 
Calling themselves “The Quality 
Group,” the theme was an invita- 
tion to visit their stores during 
National Office Furniture Week. 

Besides having a part in the ad- 
vertisement, Burfords arranged a 
contest to put their salesmen on 
their toes, offering awards. Pic- 
tures of the salesmen were played 
up in a special four-page bulletin 
featuring the ffirm’s “October 
Furniture Sale, Celebrating Na- 
tional Office Furniture Week.” 
This was mailed to customers and 
prospects. 

Floor samples and a variety of 
office utilities were offered at spe- 
cial prices, in a constructive type 
of sale. Potential buyers were in- 
vited to visit the store and were 
informed that the salesmen shown 
were eager to serve them. 

Pictures of the salesmen’s heads 
were taken from portrait photos, 
while their bodies were drawn in 
miniature in cartoon style. The 
mailing piece was planographed 
and was both appealing and pro- 
ductive of sales. 

With its advertising and per- 
sonal invitations extended 
through the salesmen, Burfords 


had a more than ordinary display 
of office furniture arranged on the 
main and second floors to interest 
them. Furniture displays are nor- 
mally limited to the department 
upstairs. The National Office 
Furniture Week posters were 
prominently displayed about the 





WORDS OF BUT A FEW 


“You can bank upon Charlie Garvin 
and myself giving you all the assistance 
possible, because we believe that it is 
good for the industry as a whole and 
members of N.S.A., particularly.”—O. G 
Bay Less, Lowman & Hanford Co., Seat- 
tle, Wash.; president, National Stationers 
Association. 


“We are very much in accord with 
your program, and will codperate in every 
possible way.”—GeorcE C. Brarnarp, The 
General Fireproofing Co. 


“We believe that the National Office 
Furniture Week started last year is a 
good idea which should be continued.” 
C. W. Sumpson, Art Metal Construction 
Co. 


“We will be glad to enter the National 
Office Furniture Week activity on the 
same basis as last year. Your organiza- 
tion did a splendid job of publicizing the 
week among the dealers and of keeping 
the cost at a minimum.’”—J. A. SHTELDs, 
The Shaw-Walker Company. 


“We are highly in favor of it and will 
do what we can to codperate with the 
movement. The second year should bear 
additional fruit over the results of the 
first year.”—Stert1nc Lorn, The Leopold 
Co. 


“T think the idea is good and should 
be continued, if for no other reason than 
it makes your entire sales force furniture 
conscious.” —C. R. Kenprick, Kendrick 
Bellamy Co., Denver, Colo. 


“We consider the week a success and 
will be glad to codperate again.”—A. J 
WaLker, Farnham Stationery & School 
Supply Co., Minneapolis, Minn 


“Your material on National Office 
Furniture Week was a big help to us.” 
James Baker, The Baker Company, Lub- 
bock, Texas. 


“We want to thank you again for pro 
moting and carrying through the pro 
gram.—Dan HAnseEN, Carlson Brothers, 
Inc., Moline, Ill. 





store and in the windows, with 
specially arranged displays of of- 
fice furniture. 

The program naturally resulted 
in additional volume and new 
leads for future sales. 

Any dealer handling office fur- 
niture can follow this pattern of 
promotion, making adaptations to 
fit his own circumstance. 


Industry Sponsorship 


To the question often asked as 
to who is sponsoring National Of- 
fice Furniture Week, the answer is, 
the industry itself. While it has 
the full codperation of various as- 
sociations that are interested in 
the advance of the office furniture 
business, no single organization is 
responsible for its sponsorship. 
Nor is it related to any business 
show, although it will be given 
attention at the convention of the 
National Stationers Association to 
be held two weeks prior to Office 
Furniture Week. 

The promotional work is again 
being done by the staff of Orrice 
APPLIANCES, On a no-profit basis 
for the good of the industry. This 
means a distinct economy in pro- 
motional cost, compared to that 
borne by most industries, as the 
salary and overhead costs usually 
attendant upon promotional proj- 
ects of this kind are eliminated. 
Another “Manual for Dealers” con- 
taining suggestions on promotion 
of the “Week” will be prepared at 
this journal’s expense later. 

The finished drawings and 
plates for production of the poster, 
streamer, and pennant illustrated 
on this and the preceding pages 
will be completed in May and 
samples will probably be sent to 
the manufacturers at an early 
date. In addition to these, adver- 
tising stickers will be available 
again this year, as well as electro- 
types of the emblem for use in 
advertising matter the dealers 
and manufacturers may wish to 
prepare. 
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Y, our Profit on i e565 a 


GOOD PROFIT ON YOUR INVESTMENT? 


NOTE .—Fred Merish, the writer 
of this and the other articles in 
the series, is an experienced ac- 
countant with a studied knowl- 
edge of the commercial stationery 
industry. His comments come 
from a background of practical 
understanding of office equipment 
retailers accounting and manage- 
ment problems. 


44 MADE five per cent net profit 

on sales in 1940 plus a sub- 
stantial salary for my services in 
the business, so I guess you’ll give 
me a good rating on managerial 
efficiency,” said James Hillman, 
office appliance retailer, as he 
showed me his profit and loss 
statement for the year. 

“You’re below par,” I told him. 

“How come?” he countered. “I 
think that five per cent net profit 
on Sales plus a good salary is not 
a bad business performance.” 

“You are not making your in- 
vested dollars work hard enough,” 
I explained. “Your balance sheet 
shows that your net worth, other- 
wise capital investment, is $75,000. 
Your net profit for 1940 is $2,500, 
so you are making only three and 
three-tenths per cent on invested 
capital.” 

Hillman admitted he had never 
thought about the profit on his in- 
vestment before; only considered 
the profit on sales. If he made five 
per cent on sales plus a Salary, 
he figured he passed muster as a 
good business man. 

There are many in the office ap- 
pliance retail field like Hillman. 
Never give a thought to the profit 
on invested capital, just focus 
their all on profit on sales. Vet- 
erans sometimes suffer more from 
this deficiency than newcomers to 
this business because the former 
keep adding to net worth from 
year to year until it reaches a 
sizable sum and never check the 
profit on investment to determine 
whether their sales are maintain- 
ing sufficient headway to make 
the increasing net worth pay an 
increasing return proportionately. 
That was the trouble with office 
appliance dealer Hillman. He had 
been in business twenty years, 
made profits each year, and now 


(Second of a Series of Articles on 
Retail Management for Stationers) 
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his net worth had reached the tidy 
sum of $75,000, according to his 
books, yet his sales did not justify 
this capital investment. Of course, 
his net worth wasn’t all in cash. 
It never is. But it represented his 
original investment plus the 
profits he had left in the business 
these past twenty years. This $75,- 
000 should pay a satisfactory re- 
turn the same as an investment 
in stocks or real estate. 


Factor of Return on Capital 
Investment Often Over- 
Looked 


I estimate that eighty per cent 
of the office appliance retailers 
never consider the return on capi- 
tal investment, either because they 
do not understand it or never 
think about it in connection with 
their business. This paper is pre- 
sented to enlighten the office ap- 
pliance dealer on capital invest- 
ment so that he may utilize this 


important yardstick in checking 
managerial efficiency. 

The word “capital,” to most 
office appliance retailers, means 
money. It covers a wider territory. 
The dealer should know four types 
of capital: (1) working capital, 
the excess of current assets over 
current liabilities, (2) fixed capi- 
tal, the money tied up in fixed 
assets, such as real property and 
fixtures, (3) borrowed capital, 
money borrowed from _ others, 
which in reality isn’t capital, but 
by such it is known, and I follow 
through, (4) invested capital or 
capital investment, which means 
just what it says, the capital in- 
vested by the owner or owners in 
a business. As time goes on, the 
original investment is augmented 
with profits made each year and 
losses deducted, the remainder be- 
ing the net worth or current capi- 
tal investment. 


On the balance sheet, the net 
worth of a non-corporate business 
is the difference between the 
assets and the liabilities. The net 
worth of a corporation is the capi- 
tal stock plus the surplus. If you 
keep losing money so that you 
under-cut the credits to net worth, 
you will have a deficit. It is con- 


JAMES HILLMAN 
OFFICE APPLIANCES 


1940 PROFIT AND LOSS STATEMENT 1940 
Sales $50,000 
Cost of sales 30,000 
Margin on sales $20,000 
Overhead expenses 17,500 
Net profit on sales 5 $ 2,500 

1940 BALANCE SHEET 1940 

Assets Liabilities 

Cash on hand and in bank $ 3,100 a: 

Accounts receivable 9,800 Accounts payable $ 4,300 
Notes receivable 2,300 Mortgage payable . 10,000 
Inventories 30,000 Net worth 75,000 
Land and building ’ 35,000 Note.—$2.500 is 5 , 

sort ee and equipment 5,500 ( oral =, Seewie’ ncbes 
Delivery truck but only 3.3 per cent 

Other assets, investments, de- profit on capital invest- 

ferred insurance, etc. 2,700 ment.) 
Total assets $89,300 Total liabilities $89,300 
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tended that a deficit on a balance 
sheet doesn’t always indicate in- 
solvency; that you are insolvent 
only when you can’t meet your ob- 
ligations; nevertheless, it is un- 
wise to try to get credit from a 
banker with a balance sheet that 
shows a deficit. 


Regular Profit Check-Up Needed 


The profits on investment should 
be checked periodically, the same 
as profits on sales and working 
capital. In Dealer Hillman’s case, 
such a check-over would have dis- 
closed that, although profits on 
sales were passable, the profits on 
his investment were too low be- 
cause his net worth was one-half 
again as big as his annual sales, 
when the ratio should bear the 
other way. The ratio of sales to 
net worth varies in the retail field, 
from two to one, to five to one. and 
higher, depending on conditions. 
There is no set ratio of sales to 
net worth, but if it does not ap- 
proximate two to one, it is ad- 
visable to start test-checking the 
business machinery for possible 
flaws in operation. 

Notice that Dealer Hillmar lists 
no reserves on his balance sheet, 
which means that he charges off 
no depreciation, is carrying his 
working assets at original cost, 
thereby inflating net worth and 


yearly profits. This inflation pre- 
vents Hillman from appraising 
his profit on capital investment 
with any degree of accuracy. 

Another thing to watch when 
checking your profit on invest- 
ment is the ratio of net worth to 
fixed assets: namely, real estate, 
store fixtures and other operating 
equipment. If this ratio approxi- 
mates one to one, it indicates un- 
due expansion, money invested too 
heavily in fixed assets with result- 
ing high upkeep and low working 
capital. Too much money invested 
in fixed assets is a continual drain 
on working capital. When the net 
worth approximates the fixed 
assets, the owner is supplying cap- 
ital for none of the current assets. 
The reason why it is necessary to 
watch this ratio is that the owner 
of a business should supply the 
capital for the fixed assets plus 
at least twenty-five per cent of the 
current assets. Circumstances may 
alter conclusions when this ratio 
is checked, nevertheless, it is con- 
ceded hazardous when the net 
worth approximates the total of 
fixed assets and the wise dealer 
will make periodical comparisons 
to find out where he stands on 
this ratio. 

Some dealers charge interest on 
investment as an internal expense, 
handling it similar to deprecia- 
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tion, so that the expense is in- 
cluded in overhead and the cus- 
tomers pay it. Whether or not to 
make this charge is a moot ques- 
tion. Some contend that the capi- 
tal invested in a business should 
pay interest, that if an owner took 
his share of yearly profits out of 
a business, he would have to re- 
place it, as needed, with borrowed 
capital bearing interest, hence, he 
is entitled to equal consideration. 
Dissenters state that borrowed 
capital receives interest, nothing 
else. It doesn’t get a profit on the 
business resulting from the bor- 
rowed money invested. The owner 
does, hence, shouldn’t expect addi- 
tional interest on his investment. 
Mechanically, from a bookkeeping 
standpoint, the charge goes into 
overhead expense and the offset- 
ting credit to profit and loss, so 
one entry offsets the other, but in 
setting selling prices, this interest 
is included in the overhead ex- 
pense, the customers pay it and 
sales are that much more profit- 
able. At any rate, if you charge 
interest on investment, deduct it 
after you have computed the net 
profit the same as Federal taxes 
so that it is not figured with other 
overhead expense. 


If the profit on invested capital 
(Turn to page 19, please) 


Brevities on the Art of Selling 


The Second of a Series of Short Articles in 
Which “The Skipper” Takes His Dividers in 
Hand and Charts a Sales Course Based upon 





Long Practical Experience 


Why 4 SI, a Costin Profession 


ee it must reconcile ideal philosophies with practical situations, salesmanship is 
certainly a curious profession. It is curious also that the dictionary defines selling as 
“giving in return for a price,” for it does not require selling technique to give. Yet, sales- 
manship is not an occupation in which to engage for the purpose of earning as much money 
as possible. It is a test of just how you give yourself to the labor of providing satisfaction 
to all concerned in a sales transaction. 


There is no place for an “inferiority complex.” 


Don’t claim to be a member of the 


profession unless you have a well developed sense of humor and a consciousness of the vital 
importance of proper selling plus the self-confidence that has convinced you there is in your 


make-up the inherent power to make your own way in the world. 


Hard-hitting, constructive salesmanship really is a curious profession, but it points the 
way to greater achievement if you watch the signal lights and remember they are there for 
a purpose. Let the thrill of selling captivate your imagination. It is a test of strength, self- 
control, knowledge and wisdom. Selling is the great motive power of business, but it is 
“running wild” unless salesmanship functions as the engineer, keeping a hand on the throttle 
and watching the signals to see what is “up ahead.” 


Stop, Look and Listen, and don’t “burn up the road” until you get the “all clear.” 
Then “sand the track” to keep from slipping, and “open the throttle wide.” You will find 
a curious satisfaction in the results. 








Mrs. L. Corriveau, in Charge of the Stamp Department at Kendrick-Bellamy, Shows 

a Customer Some Rare Stamps in the Store’s Collection.—Note the file in the lower 

right corner used to display sets of stamps in cellophane covers. The covers are 

attached permanently and the file serves as a catalogue for young shoppers 
who may look them over without soiling the stamps. 


epartment for Youth 


BUILDS FUTURE BUSINESS VOLUME 


obby 


A 7G OU must have the younger 

generation for you, too, if 
your business is to prosper in the 
future!” stated Jack Kendrick, of 
the Kendrick-Bellamy Stationery 
Company, Denver, Colo. “If you 
don’t go after this business, what 
are you going to do when your 
present customers are no longer 
with you?” 

As a result of this reasoning, 
the Kendrick-Bellamy Company 
five years ago began a study of 
the things possible to gain the 
attention of prospective customers 
—those who are still “growing 
up.” A “hobby department’’ 
seemed the answer, and as a fasi 
growing hobby, stamp collecting 
had a greater appeal among the 
youngsters than most hobbies, 
with the additional appeal of hav- 
ing a great many adults interested 
in it as a part time hobby. 

A portion of the basement was 
given over to this department, 
under the guidance of Jack Ken- 
drick. Mr. Kendrick knows stamps, 
and he knows the interests of the 
stamp collector in catalogues, 
stock books, and other accessories 
pertaining to the highly special- 
ized field. From the first it was 


By HARRY PADGETT 
4 

placed on a business basis; it was 
not a “hobby shop” operated be- 
cause the firm was interested in 
stamp collecting, but to be a pay- 
ing medium for cultivating future 
business. 

Like all hobbies, the devotee 
likes to meet with others of the 
same interests, to swap tales, and 
stamps, and to gossip. This was 
the reason the basement was se- 
lected as being the ideal location. 
Here, the customers could meet 
and talk with each other without 
interfering with the floor traffic 
of the other departments. 

“We tried to obtain a friendly 
atmosphere,” said ‘Mr. Jack,’ as 
he is called, “where the boys can 
feel at home. Through this, with- 
out the appearance of ‘commer- 
cializing’ their hobby, we develop 
a friendship with the young cus- 
tomers.” 

A series of mailing lists are kept 
up-to-date at all times, and when- 
ever there is an issue of stamps 
appealing to a certain type of col- 
lector, he is mailed a post card 
informing him of the new ar- 


rivals. The scope of stamp col- 
lecting can hardly be appreciated 
by one who isn’t familiar with it. 
There are those who collect 
“scenics,” stamps with unusual 
scenery; others collect presidents, 
poets, and famous people; some 
collect only those whose engraving 
is the likeness of a woman. To 
maintain mailing lists of these 
people is a constant task in itself, 
but it pays. 

To the boys in particular, a 
mailing list if kept up, is a never 
ending source of adult business, 
for parents and relatives buy 
where the children suggest—and 
insist. A survey disclosed that 
every child influences the buying 
habits of ten to twelve adults, on 
an average. To obtain this list. 
every Stamp or accessory pur- 
chased for a child in the store, is 
accompanied by an effort to learn 
the name, age and address of the 
child, and in addition to the age, 
the birth date. Then, a tickler 
file brings that birthday up a 
short time previous to the day, 
and a card is mailed to the par- 
ents, mentioning the interest for- 
merly shown in stamps, and sug- 
gesting that a packet of stamps, a 
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current catalogue, or a specimen 
book might make an appropriate 
gift. Results from this have been 
surprisingly good. 

What good does this do for the 
store? The plan, barely old 
enough now to look for results, 
has succeeded in more than pay- 
ing its way. After charging rent, 
Salary of the sales attendants, and 
the general overhead that can be 
attributed to that department, a 
nice profit remained, and one that 
warrants its continuance as a 
business feature. But, while in- 
definite in disclosing actual sales 
from other departments, the floor 
traffic is increased, and it is safe 
to say that a part of those passing 
through the store also buy other 
items, such as pencils, tablets, 
possibly school supplies, and also 
office supplies. It establishes a 
shopping habit, which when it is 
formed is definitely any store’s 
asset, for a habit once established 
is hard to break. And, it is the 
means of constantly bringing in 
new customers. One boy brings 
another, and one adult brings 
another adult. 

These youngsters will be start- 


ing in their business life soon. 
Some for various firms, where it 
is possible they will have a word 
in the buying. Others will be in 
the professions, needing office 
equipment and supplies, and Ken- 
drick-Bellamy will have a lot of 
the difficulties smoothed away 
when they are seeking this busi- 
ness. Incidentally, the birthday 
cards to the youngsters are dis- 
continued when they reach the 
ages of sixteen or seventeen years, 
for “if they’re not customers by 
then, some other method will have 
to be used, but we don’t give up!” 
according to ‘Mr. Jack.’ 
—— 2 
IS YOUR PROFIT ON SALES A 


GOOD PROFIT ON YOUR 
INVESTMENT? 


(Continued from page 17) 

is too low, under five per cent, I 
should say in the office appliance 
field, it may be that: 

1. You are not doing a good sell- 
ing job. 

2. You are cutting prices too 
drastically. 

3. You are not figuring enough 
margin on sales. 

4. You are not selling enough 
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varied lines to maintain a profit- 
able unit sale. 

5. Your merchandising and 
working equipment is too old and 
can’t deliver a profitable return on 
invested capital. 

6. You are over-capitalized—in- 
vestment too high for the volume 
transacted. 

7. The credits to reserve ac- 
counts are too low or no reserves 
for depreciation have been opened 
at all. In other words, you are 
charging off too little or no de- 
preciation on fixed assets. 

8. The ratio of net worth to 
fixed assets is inadequate. 

9. Borrowed capital is too high. 

10. Turnover is inadequate. 

Any one or a combination of the 
foregoing factors will have a bear- 
ing on the profit on capital invest- 
ment. If this return is below par, 
start a scavenger hunt for the 
cause in the places designated. 
One thing is certain. The higher 
the return, the better the manage- 
ment. A low profit on net worth 
or capital investment indicates in- 
efficient management, probably 
more so than any other element 
in business operation. 


LITTLE BIOGRAPHIES OF OFFICE APPLIANCE MEN 


WHO WENT TO LAW 
By Norris L. Hayward 
WHOSE MONEY? 


te ANY MAN selling goods of any kind anywhere in these United States of the Americas 
ought to know that if and when he ships goods on credit and then learns that the buyer 
is insolvent, he may retake the goods as long as they are in the hands of the carrier and the 
buyer has not taken actual or constructive delivery thereof,” Attorney-at-Law Richard B. 


Footley protested. 


John Henry Mills, of Mills, Storey & Co., smiled tolerantly. 
"Some time ago we sent a shipment of office supplies and gadgets to Arley Bill Hatfield 


at Advent Vale. Over $1,500 worth, all told. We didn’t hear anything from Hatfield one way 
or the other, but thought nothing of that. He pays no attention to drafts and never answers 
a letter, but we knew he was good for it and that some day he’d breeze in, pull a roll of bills out 
of his pocket and pay up in full. It seems, though, that his unorthodox methods finally got him 
in trouble, and we’ve just learned that when this shipment arrived Hatfield knew he was out on 
a rotten limb, was honest enough not to take the stuff from the freight shed, went into bank- 
ruptcy, the railway advertised and sold the goods to pay the freight and storage, and I don’t 
know why, but we had no notice of the sale until it was too late to do anything.” 

“And I suppose the railway company is holding the money, you and the trustee in bank- 
ruptcy both claim it, and the company says—'settle your difficulties in court, gentlemen, settle 
in court, and then we'll gladly pay the proper party’.” 

“Exactly,” Mills agreed. “I had a talk with the trustee yesterday but couldn’t get any 
understanding. 

"You know very well an unpaid seller can stop the goods in transit before the buyer 
actually takes delivery,’ says I. 

" "Subject to certain exceptions,’ says he. 

**4nd you know Hatfield took no delivery whatever—in fact he refused to do so,’ says I. 

** And, if you’d stopped the goods while they were in the railway sheds I would have had 
no claim, but now that the goods are sold by the railway and in Waring’s store and owned by 
him, your right is gone, and you can’t put a stoppage in transit on the money in the hands of 


the railway,’ says he. 
* "Yes, but the money stands in the place and stead of the goods and is subject to stoppage,’ 


says. I. 
And the statement was quite right. In a New York case reported in 223 N. Y. 169, where 
a seller sued a railway company for the proceeds of goods sold under similar circumstances, 
the Court of Appeals of that state said: 

"In the arguments addressed to us there is, of course, no dispute about the general prin- 
ciples applicable to the exercise of the right of stoppage in transitu, and no serious question is 
presented but that under these principles the seller had the right to stop delivery of the goods to 
its nonpaying insolvent buyer provided they still remained in the possession of the carrier under 
its original contract of transportation and had not been delivered either actually or construc- 
tively. It is true that some little attempt is made to argue the proposition that the surplus 
proceeds of the goods do not stand in the place of the latter, but we do not regard this as worth 


discussion.” 
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FOR THE 
GRADUATE- 
“GIFTS THAT 

LAST" 


Suggestions Wased on 
the Experiences of 
Three Commercial 

Stationery sDealee 


By W. B. STODDARD 


¥ 


J F@TATIONERS and office out- 
fitters are letting much 
valuable business get by them,” 
said the manager of the Cressy 
Stationery Company, Eugene, Ore., 
“simply because they do not edu- 
cate the public, and particularly 
that portion of the public who are 
buying commencement gifts, to 
the value of our lines of remem- 
brance. We tell our patrons and 
visitors over the counter, and the 
general public via the newspapers: 
‘Flowers, which are the commonly 
accepted offering to the graduate, 
are beautiful, but they are so 
ephemeral. For such an important 
occasion, which marks the ending 
of school and the commencement 
of business life, something should 
be given that will be cherished for 
years to come. And what more 
appropriate than something that 
will aid him in his new life—a 
typewriter, desk, desk set, pen and 
pencil set, desk lamp or portfolio.’ 
“Our graduation publicity starts 
about six weeks before the actual 
commencement season, as articles 
like desks and typewriters gen- 
erally require a budgeting of the 
family finances. These are the 
first items we feature in our win- 
dows, also. Shortly before com- 


mencement we make a display of 
the smaller items of office equip- 








A Window Full of Gifts for the June Graduate.—Browns, stationers at Long Beach, 
Calif., made a strong appeal to parents, relatives and friends of graduates with this 
display. Emphasizing fountain pens and mechanical pencils as well as memory 
books, stationery, etc., the arrangement made a particularly good impression. The 
congratulatory message in the left background was cleverly re-enforced by the 
cutout of a dog in a cap and gown holding a diploma. Plastic figures of two gradu- 
ates—a boy and a girl—stand out against a rich background of black velvet. 


ment. Our window last year at- 
tracted much attention. In the 
rear was a tall panel of ivory tone, 
at the top of which, in black let- 
ters, was printed, ‘For graduation 
give a desk, typewriter, camera, 
desk set, pen and pencil set, desk 
lamp.’ Ribbons in the high school 
colors ran from each item on the 
list to the actual articles spread 
out on the floor. Several of the 
items were shown in boxes, nested 
in tissue, and a portable type- 
writer was wrapped in cellophane, 
with card of congratulations at- 
tached. Other boxes supposed to 
contain office accessories were 
wrapped in white paper, tied with 
the class ribbons. This attractive 
method of featuring brought them 
to the attention of many who had 
not previously considered our lines 
in the light of graduation gifts.” 


Graduates Congratulated 


Browns, stationers, Long Beach, 
Calif., showed at one side a pink 
panel on which was printed, “Con- 
gratulations, Graduates!” In front 
of this was the cutout of a white 
dog in black cap and gown, hold- 
ing a diploma —the figure being 
harmoniously captioned, “A Lucky 
Dog.” Against a black velvet back- 
ground were the plastic figures of 
a pair of graduates. Pens, and 
pen and pencil sets were strongly 
featured. 

The Office Supply Company, 
Jackson, Miss., feature typewriters 


and supplies, and books for the 
commencement season. The firm 
completed its new building about 
two years ago, and the second 
floor is devoted to typewriters and 
office furniture. Prior to the com- 
mencement season they arranged 
a display showing a sectional book 
case—one section filled with books 
of travel and history, and the 
other with books concerning the 
different trades and professions. 
There was a desk, with a complete 
desk set, and a typewriter, desk 
and chair. A card suggested a visit 
to the second floor and inspection 
of their complete line of “lasting 
gifts” for the graduate. 

Newtons, stationers, Ontario, 
Calif., specialized in fountain pens, 
and found that people who came 
in to look at them were attracted 
to many other items, such as desk 
sets, portfolios and lamps. Said 
the manager, “By using fountain 
pens as a leader, we sold many 
items of desk equipment as gradu- 
ation gifts. All during the month 
of May we had the pen case pulled 
up directly in front of the door 
every night, with a spot light 
focused upon it. This was on view 
until midnight, long after the 
store lights were extinguished. The 
case was draped with class colors 
and a card, with lettering large 
enough to be plainly visible from 
the outside, suggested, “Present 
YOUR graduate with a fountain 
pen.” 





Ways to Sncreased Se 


OPENED BY DUPLICATOR DEPARTMENT 


HE importance of a duplicator 

department in the program of 
an office equipment and supplies 
dealer cannot be over-estimated. 
This department opens avenues 
for sales, not only of the materials 
required by the duplicator itself, 
such as lettering guides, ink, sten- 
cils, paper, styli, and many other 
accessories, but also of the many 
related items such as typewriters, 
tables, cleaning fluid, brushes, etc. 


To be successful a duplicator de- 
partment must have as its para- 
mount objective the maintaining 
of a high standard of work pro- 
duced by its users. A few mo- 
ments of the representative’s time 
spent in instructing the operator 
on how to clean the type on her 
typewriter to prepare it for cut- 
ting stencils or preparing masters 
for gelatin or spirit machines will 
produce good will and better work 
and hence a more general appre- 
ciation of the duplicating process 
than a week of talking in gen- 
eralities could possibly do. 

The many, many possibilities of 
the duplicating process need to be 
constantly told and retold to users 
and prospective users. Very few 
are conversant with the fact, for 
example, that it is possible to 
print in several colors in one op- 
eration on a stencil duplicator 
without removing the black ink 
from the machine. Demonstration 
of this procedure is sure to culti- 
vate interest. 


The measure of success of any 
duplicating department depends 
entirely on how often and how 
well those who use and those 
whom we are attempting to in- 
duce to use, the duplicating proc- 
ess which best fits their needs, re- 
ceive from their dealer or his men, 
helpful and instructive informa- 
tion which will enable them to 
turn out a better appearing letter 
or sales piece. Remembering the 
trite observation attributed to 
Confucius, that “one picture is 
worth a thousand words,” will be 
helpful to anyone selling duplica- 
tors or their appurtenances. The 
interest of a prospective customer 
can be quickly gained by tracing 
a simple illustration on the stencil 


By E. S. HOWARD 


E. S. Howard Company, 
Oswego, N. Y. 
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or master in his presence and re- 
producing it quickly and simply 
on the machine. 


Techniques of Demonstration 


Another effective method of 
demonstrating this kind of equip- 
ment has been found to be that 
of preparing in the prospective 
customer’s presence a stencil or 
master embodying all the various 
possibilities such as tracing a sim- 
ple illustration, a simple ruled 
form, typing some short pertinent 
message and, if possible, hand- 
writing of those witnessing the 
demonstration made directly on 
the stencil. The typed message 
should run something like this: 
“This work prepared on a . 
stencil and produced on a > 
duplicator.” Several purposes are 
accomplished by this type of pres- 
entation. First, and most impor- 
tant, the prospective customer has 
been given visual proof of the 
various possibilities such as draw- 
ing, typing, ruling and handwrit- 


ing; second, and the value of this 
cannot be over-estimated, by leav- 
ing in the prospect’s office copies 
which have been duplicated, a 
long step forward toward making 
the sale eventually if it cannot be 
immediately made, is taken. These 
copies are sure to be scrutinized 
carefully and passed around the 
office for examination. If the work 
has been neatly done, the favor- 
able comments received will be 
most helpful when the time for 
closing the sale arrives. 


The dealer’s name and address 
and the fact that he is the dis- 
teibetter. 66 suchas (his par- 
ticular line of machine) should 
be made a part of the demonstrat- 
ing stencil. Much valuable adver- 
tising which costs exactly nothing 
will be obtained if this is made 
an inflexible rule. 

In demonstrating this type of 
equipment, speed, and an ap- 
parent ease of doing the work is 
important. The prospect should 
receive the impression that pre- 
paring stencils is a simple, rapid 
operation. If he feels that only an 
expert can do creditable work, the 
possibility of making a sale is 
greatly lessened. 


Maintaining a file of work done 
by users is a good practice and 





E. S. Howard, Proprietor of the E. S. Howard Company, Oswego, N. Y., Behind the 
Desk from Which He Conducts His Successful Retail Office Equipment Business. 
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such work is always interesting to 
those considering purchase of a 
machine. The use of such a file 
will lessen sales resistance and 
amply repay the dealer for the 
time spent in its preparation and 
maintenance. In every community 
there are duplicator users who do 
outstanding jobs on their ma- 
chines and samples of such work 
are easily secured for the purpose 
of building up a file such as that 
mentioned. 


Quality of Work Important 


Contrary to the belief of many 
persons, exceptionally fine work 
can easily be produced on dupli- 
cators now available to the trade. 
It is easy to see why many firms 
have turned “thumbs down” on 
duplicating machines when the 
quality of some of the work pro- 
duced on such machines which 
passes daily over the desk is sur- 
veyed. There is no reasonable ex- 
cuse for the poor work which is all 
too frequently sent out by con- 
cerns who, otherwise, have a great 
pride in their product, their 


printed material and their other 
contacts with their trade, except 
that such work indicates clearly 
that an unwise choice was made 
in the dealer who supplied either 
the supplies or the duplicator 
itself or both. 

An interesting survey of the an- 
nual purchases of our duplicator 
users of supplies and accessories 
was recently made. One customer, 
a church, purchased over two 
hundred dollars ($200.00) worth 
of supplies for their stencil dupli- 
cator in its first year of use. This 
attractive volume and the inci- 
dent profits came from a machine 
sold them at a price of $36.50. A 
repeat volume of supplies of 
nearly six times the cost of the 
original equipment in the first 
year of the machine’s operation, 
with a similar volume in prospect 
for each year that the machine 
remains in use, is, of course, wel- 
come in any business. A properly 
conducted duplicator department 
will prove a valuable adjunct to 
the lines already carried by any 
dealer not now operating a de- 
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partment, as the above figures will 
show. 

A continuing program of pro- 
viding maximum assistance to 
users on all duplicating problems 
and the fixed purpose of bringing 
all duplicator work in a given area 
up to a high standard cannot but 
increase the sale of supplies for 
machines already in use. Users of 
competitive machines should not 
be neglected as a little time spent 
with them in ironing out diffi- 
culties will bring a resultant in- 
crease in supply sales and such 
sales, as previously pointed out, 
are a profit producing source 
which cannot be overlooked. Ef- 
forts to create a general approval 
of the process on the part of users 
and prospects by giving helpful 
advice and assistance will result 
not only in profitable supply sales, 
but also will generate new ma- 
chine sales, each of which is not 
only a profit possibility but rather 
a profit certainty if the few simple 
factors which enter into the con- 
duct of a successful duplicator 
department are observed. 


a Marketing echnigues or 


MOVING STAPLING MACHINES 


HIS subject covers a rather 

large field, or should we rather 
say a wide variety of lines. Such 
being the case, we select what we 
think are the best stapler lines. 
Various things are taken into con- 
Sideration in making this selec- 
tion. One of them especially is to 
buy a machine which is trouble 
proof. We also take into consid- 
eration the manufacturer and his 
policy and the codperation and 
support he will give us. 

It dawned on me some time ago 
that I was not the deciding factor 
alone to say what model or make 
of stapling machine to purchase. 
A manufacturer’s representative, 
thoroughly familiar with his ma- 
chine or machines and naturally 
enthusiastic over its sales pros- 
pect, might sell it to me and it 
might not move at all, principally 
because our sales force was not 
familiar with the proper presenta- 
tion or its value to the user. 

Experience has taught mea bet- 
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ter way to select new items. If 
the manufacturer’s representative 
presenting the machine has con- 
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vinced me that it has quality, that 
the price is right, that it will fit 
into our picture, and more impor- 
tant that we can get turnover on 
it, I request a meeting with our 
sales force. This gives the repre- 
sentative an opportunity to pre- 
sent his product to our sales or- 
ganization of inside and outside 
men who will do the actual selling. 
They, in turn, learn of its many 
features, pick it to pieces if they 
choose, and it is up to them to 
decide if it can be sold. After they 
have committed themselves and 
feel they can do a Selling job, it 
is purchased. It is now up to each 
salesman to put it over. From 
here on we insist that all sales- 
men carry a machine on their 
daily calls and demonstrate it to 
their customers throughout their 
territories. This is done until each 
individual territory is entirely 
covered at least once. 

Stapling machines have been a 
regular part of commercial sta- 
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tioners’ stock for a long time, yet 
among present users, new uses are 
being found every working day, 
and now non-users too are daily 
discovering this a time and money 
saving little aid in the building of 
a more efficient office routine. 


A most fertile field exists among 
offices today. As a salesman makes 
calls where stapling machines are 
used, he should never fail to ask 
the customers how the machines 
are working. Things may and will 
develop from this activity. Many 
machines will be found which are 
not giving entirely satisfactory 
service, and perhaps machines will 
be found in use which have be- 
come obsolete. These should be 
traded in on a new machine. An 
intimate and detailed knowledge 
makes possible the offering of in- 
telligent suggestions to customers 
who have not yet come to a real- 
ization of the real value of a 
stapling machine. This is giving 
service, the real function of a 
salesman. 

Although stapling machines are 
used in practically every line of 
business and for any number of 
purposes, the use of them is not 
evenly distributed. One company 
may use, for example, five to 


twenty-five machines while an- 
other company, having the same 
amount of work, will use less or 
possibly none. It is, therefore, up 
to the salesman to do a Selling job. 
Our men convince their customers 
about the quality and merit of the 
machines, and, if they can’t at 
that moment sell them a machine, 
they leave one on trial for a cer- 
tain length of time. After the trial 
period has expired, it usually re- 
sults in a sale. Following the first 
sale, repeat business is almost a 
certainty. 


Quality Product Increases Sales 


We do not push a price line. 
Our reason for this is that with 
a quality line we have very few 
returns. In selling a price stapler, 
our outside men would be mere 
weekly service men. They would 
be adjusting and fixing staplers on 
weekly calls rather than selling 
more machines. They show the 
customer, when he questions the 
price, its features of superiority 
and give a thorough demonstra- 
tion. Furthermore, our salesmen 
try to sell machines for all per- 
sons in an office. One machine 
for six people or more in an office 
forms a so-called bottle neck and 
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also a genuine disturbance. For 
instance, while a clerk or an ac- 
countant is working on a column 
of figures, someone else may reach 
over and bang a stapler on his 
desk while others may be delayed 
in their work waiting for a ma- 
chine someone else is using. By 
keeping this and some of the other 
suggestions mentioned in mind, 
sales can be made and ever in- 
creased. 


In our store we show our com- 
plete line of sample staplers in a 
wall showcase. Occasionally we 
have a window display showing 
the various stapling machines we 
carry. We also have counter dis- 
plays to give customers an oppor- 
tunity to use the machines, which 
very often helps make a sale. Also, 
during this time of counter dis- 
play, our inside salesmen concen- 
trate especially on demonstrating 
and showing the various machines 
to prospective customers. Our pol- 
icy has been to concentrate our 
sales efforts on the machines we 
feel are the best and on as few 
numbers as possible. This policy 
we feel has helped us do a good 
stapling machine business. (Of 
course, there is always room for 
improvement.) 


SPEED AND QUALITY 


HE word speed has become al- 

most an obsession with the De- 
fense Industry. Designing, tooling 
and production have taken a 
tempo unheard of in the indus- 
trial life of our country. We are 
producing armaments faster today 
than we did after our entry in the 
last World War. The Defense Pro- 
gram is making our country speed 
conscious. But, it is also con- 
tributing another element to our 
economy which is destined to be 
even more beneficial than speed 
in mass production. 


That element is ... Quality. 

Speed and quality are synony- 
mous. You cannot reach maxi- 
mum production without quality 
materials and quality labor. This 
is true whether you’re building 
airplanes or air conditioners. 
Products for public consumption 
have not always been manufac- 
tured on standards of quality, but 
often, out of competitive necessity, 
were built to a price rather than 
to a standard. However, this is 
not the case in manufacturing 
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for the Defense Program during 
this emergency. 

Quality is the first consideration 
... price is second. Every metal, 
every screw, every nut and bolt, 
every rivet, every wood part, every 
gallon of paint, must represent the 
highest quality obtainable. Unless 
this is done, speed in production 
cannot be guaranteed. One sub- 
Standard part may hold up a 
whole production line on articles 
vital to our defense. A bomber 
diving into space at 500 miles per 
hour, challenges not only the in- 
genuity of its designers, but the 
quality and precision of every one 
of the 14,000 parts used in its con- 
struction. 

This emergency is making both 


manufacturers and consumers 
once more quality conscious. We 
all have drifted a long way from 
quality merchandise in the fast 
race of trying to meet competition. 
We have all made sacrifices on 
quality by buying or selling at 
prices which did not represent 
economy in the long run. As this 
Defense Program takes greater 
proportions with thousands of 
factories and manpower taking 
part, it will bring industrial man- 
agement to its senses. It will make 
management quality instead of 
price conscious. It will definitely 
establish in the minds of consum- 
ers, that quality is the best econ- 
omy in the long run. 


Most of the valuable precision 
tools and quality materials now 
used in the Defense Program will 
be diverted to the manufacture of 
consumer goods when this emer- 
gency is over. There will be plenty 
of quality materials on the mar- 
ket. There will be plenty of skilled 
labor available. There will be 
plenty of people with a new ap- 
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preciation of fine merchandise. 
There will be shortages in all 
quality goods. 

The office equipment industry 
will have a great opportunity to 
divert its defense machinery to 


the defense of quality in the pro- 
duction of normal supplies to the 
trade in the post-war period. All 
of the articles on the government 
restricted list will be revived and 
manufactured better than ever 
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before. That period will probably 
come quicker than most people 
realize. I believe it will come be- 
fore Christmas, or at least by 
Spring of 1942, just as I believe 
the war will be over by that time. 
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SELLS CALCULATING MACHINES 


N THE marketing of any product 

there is usually some one 
method which has proved more 
successful than others. While the 
sale of calculating machines by 
Stationery and office equipment 
dealers has had only a recent be- 
ginning, I believe it will soon be 
realized that there is but one suc- 
cessful method of marketing 
through such dealers a product as 
highly specialized as the calculat- 
ing machine. That method is by 
the employment of a _ specialist 
thoroughly grounded in all phases 
of the calculating machine busi- 
ness, principally: 

1. Knowledge of and apprecia- 
tion of the operating features 
of the particular calculator 
you are selling as compared 
with all competing calcula- 
tors. 

2. Ability to demonstrate the 
advantages of the features of 
your calculator over the fea- 
tures of all competing cal- 
culators. By this we do not 
mean a flashy demonstration 
but teaching the operators 
how to use the calculator to 
best advantage on their work 
and the elimination of all 
lost motion in getting the 
work done. 

3. Knowledge of the figure-work 
found in various businesses 
and the application of your 
calculator to that figure- 
work, particularly the advan- 
tages of your calculator to 
the prospect’s particular 
problems. 

It is too much to expect the reg- 
ular line salesmen selling office 
supplies, office furniture and 
equipment, printing and blank 
books to master the technique of 
the calculating machine business. 
However, the regular line sales- 
man has a very definite and im- 
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portant place in our set-up for 
marketing calculating machines. 
He is paid a commission on Sales 
of calculators to his particular 
accounts and is required to pro- 
mote the sale of such machines by 
the distribution of advertising 
matter and by arranging with the 
key men in his accounts for the 
trial of the calculator on their 
work. When the salesman arranges 
for a calculator trial, the special- 
ist places the machine and in- 
structs the personnel in its opera- 
tion on their figure-work. If con- 
venient the regular line salesman 
accompanies the specialist when 
the trial is placed but from that 
point the deal is usually followed 
up by the specialist, except in 
some cases the regular line sales- 
man may lend assistance in clos- 
ing the deal. In all cases the pros- 
pect knows that the regular line 
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Salesman receives credit and com- 
mission for the sale. 

In order that the regular line 
salesman may work effectively and 
upon those of his customers that 
are calculator prospects we go 
over his accounts with him and 
select those which are logical cal- 
culator prospects. A card is made 
for each calculator prospect and 
at some convenient time we call 
on those particular prospects with 
the salesman to discuss their 
figure-work problems and the ap- 
plication of our calculator to that 
work. At that time we make a 
record of any calculators owned, 
paying particular attention to the 
makes, number owned and ap- 
proximate ages. This information 
is noted on our record of each 
prospect, so that after calling on 
a particular salesman’s prospects 
we have a clear picture of where 
he should concentrate for calcu- 
lator business, and since the cards 
are filed by individual salesmen 
we can periodically go over the 
record with a salesman in order 
to keep him reminded of the ac- 
counts which should be watched. 
There are certain national busi- 
nesses and government branches 
that do not purchase supplies and 
equipment locally and are, there- 
fore, not assigned to a regular line 
salesman but which are excellent 
calculator prospects. Such pros- 
pects are covered by the calculator 
specialist. 

Of course, there arise problems 
which must be solved before the 
regular line salesmen are of much 
value in the marketing of calcu- 
lators. Some of the most obvious 
of the difficulties to be overcome 
are: 

1. The salesman having been 
accustomed to making sales 
which do not require a sub- 
stantial outlay by his cus- 
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tomer is loath to present a 
product selling from $350.00 
to $700.00. 

2. The salesman not having a 
knowledge of figure-work 
and the application of a cal- 
culator to such work is re- 
luctant to approach the sub- 
ject of calculators for fear 
the customer may ask ques- 
tions which he is unable to 
answer. 

3. The salesman not having sold 
products which require a trial 
period where many trials do 
not result in immediate sales, 
becomes discouraged and 
neglects the promotion of 
trials. 

4. Some regular line saiesmen 
do not look with favor on 
others of the organization 


calling on their accounts. 
They are fearful that the 
specialist may use tactics to 
which the customer may re- 
act unfavorably, thereby 
jeopardizing their regular 
business. 


Resistance Within the Organiza- 
tion Can Be Removed 


These difficulties can gradually 
be overcome through a process of 
education, the last being the 
hardest and, of course, the most 
important to overcome, because in 
that category fall the oldest and 
most productive salesmen who 
cover the most important ac- 
counts. It can best be overcome 
by tact on the part of the special- 
ist who must conduct himself in 
such a way as to convince such 
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salesmen that he is the type that 
can be taken into their accounts 
without the risk of an unfavorable 
reaction from their customers. 


The sale of calculating machines 
is a most pleasant and profitable 
business conducted on a high 
plane. With but few exceptions 
the men in it are able to market 
calculating machines on the basis 
of merit of the product and serv- 
ice to the user without resorting 
to cheap competitive tactics such 
as price-cutting, unjustified dis- 
counts and over-allowances on 
trade-ins. It seems, therefore, that 
more and more of the larger sta- 
tionery and office equipment deal- 
ers should become interested in 
the sale of such equipment as a 
means of broadening the scope 
and profits of their business. 
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SPECIALIZING IN DUPLICATOR SALES 


N the scheme of things, an indi- 

vidual human who is permitted 
to choose to his own liking is the 
most likely to progress. Office sup- 
ply salesmen are human and 
should be granted the same privi- 
lege. Certain products in every 
salable line of merchandise are 
chosen and sold by salesmen in 
all businesses. That is, a salesman 
takes more of an interest in cer- 
tain items than in others because 
he enjoys selling them and experi- 
ences a sense of satisfaction in 
placing them in the hands of 
customers. When a salesman picks 
“pet” products of his line, his 
superiors should aid him by giv- 
ing assistance and cooperation. 
This means greater sales for the 
house. 

Yet if a man does not choose 
pet items, he should not be classi- 
fied as a poor salesman. There is 
a very definite place for the gen- 
eral line man. He helps to broaden 
the base of a dealer’s sales activi- 
‘ties. But, the specialty man has 
greater opportunity for special 
training. Factory men during 
their frequent visits aid the local 
salesmen sell their product. These 
factory representatives are excel- 
lent teachers and can conve- 
niently train one man more thor- 
oughly than five or six. 
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It must be remembered, how- 
ever, that the general salesman is 
just as valuable as the specialty 
man. And salesmen, whether gen- 
eral or specialty, have certain ob- 
Stacles to overcome in selling mer- 
chandise. Frequently a general 
salesman cannot sell because of 
lack of knowledge of a certain 
item. At times a specialty salesman 
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cannot sell because of the lack of 
prospective customers. Therefore, 
each must codperate with the 
other, and as the old saying goes, 
“Two heads are better than one. 


A Specialist in Stencil Duplicators 


One of our salesmen specializes 
in duplicators and supplies. The 
line is somewhat limited and time 
needed for demonstrations may 
cause it to be placed in a second- 
ary class by the general salesman. 
Logically, enthusiasm of the spe- 
cialist uncovers more prospects 
and creates more sales. A pros- 
pective buyer is all that is needed. 
The next step is a demonstration 
in his office. The percentage of 
sales that follow is high. Through 
study and analysis a duplicator 
specialty salesman knows the 
market potential for his line and 
is aware of the various uses to 
which his machines may be put. 
Experience permits him to make 
a complete demonstration based 
upon a thorough knowledge. Thus 
the term specialist indicates pos- 
session of an exhaustive under- 
standing of duplicators, which is 
not probable in the general sales- 
man. 

And so a perfect demonstration 
is made, one that is complete in 

(Turn to page 27, please) 
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HE day was soft and warm 

and soakd with spring. A 
tonic for a tired businessman. 
So when the telephone went 
“burr-r-r-r’”’ we did a sort of a 
hop-skip-and-jump before we 
hoisted the receiver and said, with 
a sweet-taste-of-spring in our 
voice: “The Book Shop.” 

A male voice asked, “Do you 
do photostatic work?” 

We answered, “No, but we have 
a very complete stencil duplicat- 
ing service.” 

The male voice: “Naw . 
won’t do.” 

We: “Why?” 

The male voice: “That process 
is too sloppy.” 

Too sloppy! The words pelted 
us like a stinging cold shower, and 
our beautiful day was suddenly 
ugly. We invited the uninformed 
gentleman to honor us with a 
visit and cast his eyes over some 
samples of the stencil duplicating 
process—samples that could rub 
elbows with the most aristocratic 
of the photostatic and printing 
arts. In due time, the gentleman 
arrived and he stood and 
gaped in open-mouthed wonder 
as we displayed what quality sten- 
cil duplicating equipment and 


.. that 


Stencil Duplicating Machine Department, The Book Shop, Joliet, I1l.—On the wall 
panel at the left are numerous examples of the high quality of work that can be 
done on rotary stencil machine. The other wall carries displays of lettering guides, 


By A. J. MARKELZ 


The Book Shop, 
Joliet, Il. 


¥ 


supplies could accomplish. We 
showed him customers’ samples of 
letters, bulletins, programs and 
price lists—some done plainly and 
others illustrated with lettering 
guides, screen plates and color 
work—and he left the store nurs- 
ing a new conception of stencil 
duplication. 


An Example of Misunderstanding 
of Stencil Duplication 


This gentleman who ruined our 
day was not a prospect for stencil 
duplicating equipment, but he’s a 
sure-fire example of the popular 
opinion of stencil duplication. The 
problem of correcting the wide- 
spread notion that this process is 
a hurry-up, slam-bang, blurred- 
and-smudgy affair is a tough one. 
And no wonder! The process has 
been poorly represented and too 
many potential users have seen 
sloppy jobs done by inefficient 
operators. 








styli, screens and other accessories. 


It is our contention that the 
only successful method of combat- 
ing this popular belief rests in the 
hands of the dealer who sells 
stencil duplicating tools. He must 
look beyond the point of sale. He 
must stock a line of equipment of 
unquestionable quality and back 
it up with supplies of similar 
quality. Nothing speaks so elo- 
quently for the good name of the 
dealer—and for the industry as a 
whole—as merchandise that does 
an excellent job, and does it for 
years. 

The one way—and only way— 
to satisfy a stencil duplicating 
machine user is to place quality 
equipment in his office. Such 
equipment will daily prove its 
worthiness by producing attrac- 
tively clean-cut copies, rapidly, 
efficiently and economically for 
many, Many years. Quality equip- 
ment is planned to do this job 
consistently, provided of course 
the user is intelligently trained 
in the fundamentals of the 
process, and if the supplies in- 
tended for it are consistently used. 
When this happy combination— 
quality equipment, intelligent in- 
struction, and proper supplies—is 
attained, the enthusiasm of the 
user results in word-of-mouth ad- 
vertising that is worth a bushel 
of diamonds in smashing the pre- 
vailing misguided theories of the 


process. 


Tell Customers How to Use His 
Equipment 


The importance of the proper 
instructions given the customer in 
the use of equipment cannot be 
over-emphasized. Unless this in- 
struction is properly presented to 
the user, the simplest operation 
may not result in perfection. Also, 
the user should not be left in 
ignorance of the versatility and 
scope of the equipment. He should 
be shown how to utilize the tools’ 
which constitute the complete 
stencil duplicating process, there- 
by encouraging him to create 
pleasing layouts and effective copy 
by use of the illuminated drawing 
board, lettering guides, screen 
plates, styli, and the use of color. 
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With this knowledge in his mind 
and these tools at his fingertips, 
the user can efficiently and eco- 
nomically produce forms, bulle- 
tins, sales manuals, price lists, 
house organs, etc., that attrac- 
tively serve his needs and at the 
same time act as silent boosters 
for the excellence of stencil dupli- 
cating. 

Instruction is best imparted by 
factory - trained salesmen who 
possess a sound and thorough 
knowledge of the equipment, its 
capabilities and limits. These 
salesmen must be specialists and 
devote the major part of their 
efforts to this line. Each man must 
be able to expertly analyze the 
needs of the prospect, to acquire 
a penetrating knowledge of the 
prospect’s business, and to un- 
hesitatingly place the proper 
equipment for present and future 
applications. All users are not of 
the same capacity; different busi- 
nesses require different degrees of 
production. Some dealers, without 
realizing, sell equipment with the 
thought in mind that all users are 
equal. This is far from being true 
and it is essential to have the 
vision to place the correct equip- 
ment. 

After the equipment is placed, 
it is important for the salesman to 
make periodic calls to determine 
new applications, help solve spe- 
cial problems and increase the 
efficiency of the equipment for the 
customer. 


Selling and Servicing Require 
Specialization 


Stencil duplication is a highly 
specialized line, both in sales and 
service. The process cannot be 
considered as merely a machine, a 
stencil, a can of ink, and a ream 
of paper. Only when these mate- 
rials are properly guided—only 
when they are handled by intelli- 
gently trained personnel, can the 
dealer realize the good will and 
additional sales this department 
will build for him. 

We, at The Book Shop, are for- 
ever analyzing and experimenting 
with practical and special cus- 
tomer problems for greater effi- 
ciency and economy in their use 
of stencil duplication. Do we waste 
a lot of materials and time? We 
don’t think so. We believe in per- 
fection of technique for the satis- 
faction of our customers. And 
when we stop to consider that our 
Stencil duplicating department 
serves seven counties, we feel that 
any new ideas we can develop to 
multiply the value of our equip- 


ment to our users more than com- 
pensates for the time and expense 
involved. 

The office of today has a dis- 
tinct need for stencil duplicating 
equipment. In any business, a 
stencil duplicating machine is a 
money-saving, money-making 
unit. A business demands office 
forms that exactly fit its needs, 
letters and bulletins that convey 
messages effectively, advertising 
that is intimate and frequent. 
Quality stencil duplicating equip- 
ment does these jobs for business, 
quickly, attractively and econom- 
ically. 

Yes, the market is there, and 
the demand can be many times 
increased, if quality equipment is 
placed, if proper help and in- 
Struction is given, and if the all- 
important follow-up service is in- 
telligently executed and keeps 
pace with the user’s constantly 
changing needs. 
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REWARDS REAPED THROUGH 
SPECIALIZING IN DUPLI- 
CATORS 


(Continued from page 25) 


every detail because the specialist 
has all the tools and accessories 
needed. The correct ways for 
using the machine are shown the 
prospect. The keen eyes of the 
specialist discern various uses for 
accessories in the buyer’s office. 
He includes them in his presenta- 
tion. 

An interesting example occurred 
recently. One of our salesmen 
asked the printing department to 
submit quotations on the various 
quantities of stencil duplicated 
forms being used by an automo- 
bile dealer in our city. This dealer 
had the various forms duplicated 
and later completed as to models, 
prices of cars, etc. Our duplicator 
specialist asked the salesman who 
had made the first contact to 
allow him to visit the customer 
and demonstrate a duplicating 
machine. The demonstration was 
made and the result was a total 
sale of over one hundred dollars. 
It meant, of course, that we did 
not get future orders for duplicat- 
ing of forms, but now we furnish 
all supplies that are used by the 
customer, who certainly thinks no 
less of our firm because he pur- 
chased equipment that solved a 
specific problem and opens the 
way to future economies. 

Once duplicating equipment is 
sold, additional business comes al- 
most automatically. Supplies are 
always needed by the user. 
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A particularly happy result of 
this sale is that the general line 
salesman has broadened his 
knowledge of duplicators and 
looks for other sales opportunities. 
Yet we have found that he still 
depends on the specialty man, as 
he is confident that he has a bet- 
ter chance to secure the order 
with the specialist’s assistance. 


When a sale of this type is 
made with the aid of the special- 
ist, the initial order is divided 
and each salesman gets credit for 
one-half of the total sale. This 
is done to compensate the special- 
list, as he has a quota to meet 
the same as all other salesmen. 
However, all supplies that are sold 
are credited to the salesman sell- 
ing the account. 


Value Realized 


After a demonstration is made, 
and perhaps an order received, 
the general salesman realizes the 
value in dollars and cents and is 
quite ready to look for more. As 
a rule he is happy to call for aid 
even though the sale is divided. 
This codperation springs from the 
belief that half an order is better 
than none at all. 

After the specialty man visits 
the office of a prospect with the 
general salesman and has the 
order, or has opened the way for 
one, the job is not complete. The 
largest field is in the supplies for 
duplicating machines. It is also 
the most profitable. Not as much 
time is required to sell duplicating 
supplies as the machine. How- 
ever, after the specialty man has 
visited two or three prospective 
buyers, the general salesman has 
more of an idea of the manner in 
which he may secure the business 
for the necessary supplies that are 
used daily in large quantities by 
substantial numbers of duplicator 
users. 

It is true that a salesman often 
hesitates to make an inquiry re- 
garding certain lines of merchan- 
dise because of an unfamiliarity 
with the line. It is also impossible 
to have a factory man on hand 
each time a duplicator is to be 
sold. After extensive experimenta- 
tion we have found that by allow- 
ing a specialty man free rein and 
giving him the constant codpera- 
tion of the general salesman, as 
previously outlined, our sales have 
steadily increased. We are quite 
sure that all houses will find that 
sales on duplicator and duplicator 
supplies will increase if a similar 
plan is followed. At least that has 
been our experience. 
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POSTURE CHAIRS ARE OPENING WEDGES 
High PP pesauve Unnecessary in This Program 


N 1935, the Cramer Safe & Office 

Equipment Company of Kansas 
City, Mo., added, for the first time, 
office equipment other than safes 
to their retail merchandising pro- 
gram. Since that time they have 
sold more than 7,000 posture 
chairs in Kansas City alone. 

And in so doing they also opened 
several hundred new accounts for 
other office furnishings without 
one cent of additional advertising 
or other sales promotional cost. 
Outstanding in this sales program 
has been the absolute lack of high 
pressure selling. In fact, customers 
have actually been encouraged to 
order in small quantities. 

How and why this program has 
been so successful is a matter of 
simple psychology, according to 
Messrs. J. F. and R. A. Cramer, 
proprietors of the firm. In the first 
place, the market was planned 
in advance. Kansas City has a 
population, including its contrib- 
uting immediate area, of a little 
over 600,000. The firm believed that 
of this number at least 40,000 
could eventually be sold posture 
chairs. 

In the beginning, it was decided 
not to rush the market; to make 
the customers buy, rather than be 
sold, the chairs. Thus, the fullest 


(An Interview With J. F. and R. A. 
Cramer, Owners and Operators of 
the Cramer Safe & Office Equipment 


Company, Kansas City, Mo.) 
By BERT MERRILL 
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results would be obtained from the 
territory in a score or less of years 
through a constantly increasing 
demand, rather than special bar- 
gain events, price competition, or 
increased sales promotion. Thus, 
the margin of profit would always 
remain the same, the market 
would gain its own purchasing 
momentum, sales promotion costs 
would be kept at a minimum, and 
the firm would have ample oppor- 
tunity to keep merchandising of 
other office equipment abreast of 
the sale of posture chairs. 

The original aims of the pro- 
gram were simple: first, to get a 
few chairs in all the large offices, 
and second, to use this opening 
in the customer’s firm as a wedge 
with which to promote the sale of 
other office furnishing items. 


The system used to make the 
first sale, the same one that is em- 
ployed today, is dual in nature. 
The salesman walks into the pros- 
pect’s office and asks to see the 
boss. With him the salesman 
carries the chair, assembled not as 
it will be in use, but in such a 
manner that it can be properly 
assembled in front of the prospect, 
and thus acquaint him in a dra- 
matic presentation with the 
chair’s mechanical features. 

Once the chair is properly as- 
sembled, which takes only a min- 
ute or two, the salesman asks only 
that the prospect use or allow 
one of his employees to use the 
chair for a few days. Whenever 
possible, the salesman gets the 
boss into the chair, and if not he, 
his secretary is second choice. 


As soon as the chair is properly 
adjusted to the person who is to 
use it, and its adjustments ex- 
plained, the salesman leaves the 
office. Usually, this initial call 
takes ten minutes or less. Price 
is always avoided by the salesman 
on this call, and in the vast major- 
ity of cases the prospect will allow 
the chair to remain for a trial. 
And fifty per cent of the firms 
that try the chairs make their 
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first purchase within ninety days 
of this initial call. 


Following the placing of the 
chair “on trial,” the Cramer sales- 
man plays a waiting game; often 
allowing sixty days to pass before 
returning to the prospect’s office. 
Usually by this time the boss or 
one of the employees has become 
so acquainted with the advantages 
of this posture chair that he is 
reluctant to part with it. Of 
course, the initial sale follows. 
Often, too, other employees dur- 
ing the trial period will borrow 
the chair, and request the office 
to supply them with a similar one. 

Also, envy among the employees 
plays a big part and employees 
are not slow to pass the word 
around as to the advantages of 
the chair. Thus, a large numbe2r 
of Cramer’s prospects buy before 
this call-back is made. 

To date Cramer’s have central- 
ized their efforts on large offices 
because these customers offer a 
larger potential single market, 
make good testimonials, and exert 
a strong follow-the-leader effect 
on the smaller concerns. 


Advantages of Small Orders 


They have found thatin a year’s 
time a company will usually buy 
more chairs if ordered in small 
lots than they will under the pres- 
sure of a large order. Also, the 


customer never expects a discount 
on a small order, and many of 
them will hold up a large order 
in an attempt to get a lower price. 
Cramer’s have found it to their 
advantage to stick with a single 


Shaw-Walker Equipment in the Offices of the B. Worthen 
Company, Little Rock, Ark.—At the left are wobble-block 
equipped files in the central filing department of the company, 
which conducts one of the largest banks in Arkansas. Shaw- 
Walker systems service men planned the organization and ar- 
rangement of the department. Systems service operators then 





Roy A. Cramer, Jr., Demonstrates the 
Cramer “‘Carry-In”’ Technique.—Note 
that the chair will have to be assem- 
bled before it can be demonstrated. 
The vast majority of Cramer’s first 
sales are of posture chairs. 


price, regardless of the volume of 
the order. 

Cramer’s largest volume in these 
chairs is in their $20.00 per unit 
class. Continuously, they stress 
the comfort and fatigue-combat- 
ting elements of the units and 
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never quote a price until the pros- 
pect has made a test in his office. 

More than ninety-five per cent 
of their new accounts gained in 
the last five years made as their 
first purchase from the firm a 
posture chair. Liberal trade-in is 
employed throughout the selling, 
for it is Cramer’s opinion that the 
market for new chairs can best be 
served by getting the old chairs 
out of their customer's office. 
Many of these trade-ins are de- 
stroyed, but those that merit it 
are reconditioned and marketed 
to a trade that cannot afford the 
new posture chairs. 

A complete record of the pur- 
chasers of reconditioned chairs is 
kept, and at regular intervals they 
are contacted with the end in view 
of eventually selling them new 
units. The firm employs six out- 
side salesmen and one floor sales- 
man. 

Training a new salesman is 
accomplished in a very short time. 
He is taught how to quickly 
assemble the posture chair after 
it has been broken down into all 
its separate parts; he memorizes 
the advantages and mechanical 
superiority of the various parts 
and the unit as a whole. He is 
told of the comfort and rest ben- 
efits of the unit in use. He prac- 
tices assembling the unit until he 
can do so evenly and smoothly. 

Then his parting instructions as 
he goes out to meet the trade are: 
“Don’t mention price; just get the 
chair under the customer, adjust 
it to fit him, and then go away 
and let the chair do the Selling.” 





installed a tailor-made index to fit the needs of the bank. At 

the right is the Worthen Company’s central information file 

records, housed in Shaw-Walker Fire-Files, set up as a card 

record desk. An Expandex index permits instant reference to 

any one of 25,000 cards. The equipment was sold by Dan 

Dearasaugh of Allsop & Chapple, exclusive Shaw-Walker 
representatives in Little Rock. 








DAYLIGHT IN OFFICES 


NE of the more spectacular 

of new ideas in office makeup 
—and one that isapt to be brought 
to the attention of many ques- 
tioning customers—is the present 
tendency to push out walls and 
bring in more daylight. 

In the home building field the 
tendency to have larger windows 
and glass block areas in houses 
has been gaining in favor for some 
time. Now that the trend has 
reached the offices it has gone 
over in a big way. In many of 
the late installations whole walls 
are given over to windows, and 
when glass blocks are used they 
seem to cover larger areas than 
heretofore. 

When window glass is_ used, 
Venetian blinds are generally in- 
stalled over the entire surface. 
And many of the new offices are 
using the blinds that have alu- 
minum slats. These slats are 
curved, with the concave surface 
up and outside on the blind, pro- 
viding more light deflection than 
the ordinary flat slat. Additional 
light deflection is caught on the 
convex and underside of the slat, 
giving it a translucent appearance. 
The anodized aluminum surface is 
smooth and bright in texture, and 
doesn’t tarnish, and because it 
prevents the ingraining of dirt it 
doesn’t require scrubbing or other 
constant treatment to keep it in 
condition. 

In the photo shown of the 


By ALICE FUNKEN 


¥ 


Phoenix Production Company 
office in Milwaukee, Wis., the Ven- 
etians have been installed in 
panels to tie the windows into an 
unbroken line. While the installa- 
tion in the new Chicago offices of 
the Kraft Cheese Company use 
colorful drapery to cut the paneled 
sections into interesting units. 

One interesting point an office 
supply salesman might ask him- 
self is how this introduction of 
large blocks of light into interiors 
is going to affect office furniture. 
It is certain to make some differ- 
ence—just as more light in houses 
has affected the home furnishing 
field. 


Glare Elimination Important 


What these changes will be only 
time can tell. One thing is likely 
to be true, however, and that is, 
large work areas on tables and 
desks will have to be of a char- 
acter that will eliminate glare 
without the high-gloss reflection 
of the past. 

J. C. Forbes, a General Electric 
Company engineer, in a recent 
survey on office lighting has rec- 
ommended work tops of a shade 


that will represent a reasonable 
contrast between white papers and 
the work surface. He says research 
shows that for maximum comfort 
or ease of seeing, the brightness 
of the surroundings should be 
near the brightness of the work. 
However, to keep attention on the 
work, it should be somewhat 
brighter than the surroundings. 
He says that the research seems 
to point to the desirability of 
twenty-five to thirty per cent re- 
flection for desk tops—and he sug- 
gests that the reflection factors 
of all desk tops be at least above 
fifteen per cent until users and 
manufacturers are educated to the 
need of the lighter twenty-five to 
thirty per cent reflection tops. 


Is it necessary for office supply 
salesmen to keep in touch with 
trends of this kind? How often 
does he hear questions like these: 
“If you’re going to estimate on the 
furnishing of our new offices per- 
haps you have some ideas you can 
give us about the offices them- 
selves? What do you know that’s 
new? You get around a lot, you 
ought to know some of the latest 
tricks. What are they? Anything 
you can think of that we have 
overlooked ?” 

Unless the salesman is con- 
versant with all products that are 
related to his own he has limited 
himself to smaller sales and 
meager returns before he even 
starts to sell. 





Generous Use of Venetian Blinds Admits Daylight to 
These Offices.—At the left is an attractive private 
chamber in the new Chicago offices of the Kraft Cheese 
Corporation. Colorful drapery adds interest to the dec- 
orative effect of the blinds. At the right is an office 


of the Phoenix Production Company, Milwaukee, Wisc. 
With practically an entire wall being made up of win- 
dows, plenty of natural light is brought into the work- 
ing area, giving ease to the eyes of the occupants of 
the office, through lack of strain by artificial light. 
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A PLEASING ART METAL JOB.—The Maverick-Clarke Company, 
San Antonio, Tex., recently completed this splendid installation 
of Art Metal Construciion Company equipment in the new Bra- 
zoria County courthouse, Angleton, Tex. From top to bottom the 
four pictures show (first) the district courtroom containing judge’s 
screen, jury boxes, counsel table and custom-built, body-form 
benches. (Second) View of the county clerk's general office with 


a neat arrangement of desks, filing equipment, shelving and 
counters. (Third) The tax assessor's office with special counter 
equipped with grille work, shelving and filing cabinets. (Fourth) 


General offices of the district clerk, showing special filing equip- 
ment, standard equipment counters and miscellaneous furniture. 
Metal furniture, both special and stock was Art Metal, wood 
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TOP.—tThe library of the St. Thomas High school, Houston, Tex., 
which has been completely equipped with desks and tables of 
the Imperial Desk Company, Evansville, Ind. (Lower) The cafe- 
teria of the school which also is equipped with Imperial furniture. 
The installation was made by the Southern Office Furniture 
Company, Imperial dealers at 1320 Polk avenue, Houston. 


. 
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AN AUTOMATIC FILE INSTALLATION.—Here is a complete 

set-up of Vandex card record equipment of the Automatic File 

& Index Company, installed for a publishing firm in Dallas, Tex. 

The outfit consists of six Vandex units with 378 Vandex aluminum 
panels having a capacity of 20,412 cards. 





chairs in the commissoner’s office, by B. L. Marble Chair Com- 
pany and other furniture by Charles Fisher Company, Charles 
City, lowa.—BCR 
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MACEY EQUIPMENT IN A BOOK CLUB.—This impressive installation of 
steel desks of the Macey Company was made recently in the offices of the 
Book of the Month Club, New York City, by the Robert S. Fowler Company, 
also of New York. There are over 300 desks in this installation. Both pic- 
tures show clearly the desirable appearance of uniformity obtained when 
standard equipment is used, especially in large quantities. 


METAL OFFICE FURNITURE EQUIPMENT GOES MUNICIPAL.—Above is 

the city clerk's office in the new city hall and jail building at Rock Island 

which was recently outfitted with producis of the Metal Office Furniture 

Company by the A. M. Blood Company, also of Rock Island. The installation 

includes Steelcase manufactured posture chairs, counter equipment and 
upright files. 


OFFICE APPLIANCES 





TOP.—The Globe-Wernicke Co., Cincinnati, built this attractive counter 

which was recently installed in the Half Dollar Savings & Trust Company, 

Wheeling, W. Va. It is made with a steel fronted grained to appear like 

marble. Superstructure is aluminum with a satin finish made up of square 

bars set on a diagonal. Railing is also of aluminum. (Lower) The working 
side of the counter. 


ANOTHER PART OF THE STEELCASE INSTALLATION.—This is the vault 
of the same building, in which are shown Steelcase wall installations of 
stock filing cabinets, roller shelf cases and special built-to-order roller shelf 


and document file drawers above. For this job the Metal Office Furniture 
Company received three letters of appreciation—from the dealer, the archi- 
tect and the City of Rock Island. 
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A G-F JOB.—When the Aetna Life affiliated companies recently modernized 
their New York offices they chose furniture and equipment of the General 
Fireproofing Company, the installation amounting to one of the largest in 
recent months. Above is shown the claim department files on the third floor, 
with General Fireproofing aluminum posture chairs lined up at the tables. 





ANOTHER SECTION OF THE AETNA OFFICES.—The transcribing, policy 
writing and accounting department on the second floor. Entirely GF-equipped 
this large office is a lesson in the value of correct posture when one views 
the row upon row of General Fireproofing aluminum posture chairs with 





TOP.—Judge’s chamber in the new Nassau County courthouse, Mineola, 
Long Island, entirely equipped with chairs of the Jasper Chair Company. 
(Lower) The library ef the same building showing more Jasper chairs, built 
with the utmost comfort for judges, attorneys and others who must spend 
long hours in the room. The installation was made by the Long Island 
Institutional Equipment Company, Mineola, with R. J. Freeman, eastern rep- 
resentative of the Jasper Chair Company, collaborating in the sale. The fine 
results of this cooperation are evident in the pictures. 


which every desk is equipped. 


TWO Y AND E INSTALLATIONS.—(Top) This “Friendly” counter recently 
placed in the offices of the Mutual Building & Loan Association, Washington, 
D. C., is a product of the Yawman and Erbe Manufacturing Company. It 
is finished in the well-known “Y and E” Neutra-Tone gray. (Lower) Offices 
of the Bantam Bearing Company, South Bend, Ind., equipped with the 
Y and E Styled Associate desks in Neutra-Tone finish. There is also a 
private office containing a Styled Associate desk, table and bookcase also fin- 
ished in Neutra-Tone. Installation by Office Supply & Equip Co., South Bend. 
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EDITORIAL 


Office Machines Aid to Students 


@¢ INTERESTING results from experiments 
with students which show that the typewriter 
offers an instrument of personal expression giv- 
ing a measure of fluency far beyond the limits 
of handwriting, were presented in the “News 
Bulletin” of April 15, issued by the School of 
Business of The University of Chicago. 

As part of the course given in The University 
of Chicago High School, students are taught to 
think on the typewriter, composing subject mat- 
ter directly on the machine. Thus, they are 
being trained to depart from the laborious meth- 
od of writing term papers in longhand, and 
merely using the typewriter for the final copy. 

The course was started in 1938 and given to 
thirty students of 7th and 8th grade levels. Study 
was made of their rate of progress and the extent 
to which typewriting had facilitated each child’s 
written expression. A comparison was made be- 
tween the rate at which he composed in long- 
hand and that at which he composed at the 
typewriter. By the middle of the year, 83 per- 
cent had exceeded their hand written composi- 
tion rates. 

The increase in amount written by each child 
varied from 43 percent to 298 percent, and by 
the middle of the term the quality of the type- 
written compositions proved to be superior to 
that of those written in longhand. 

Doubtless, similar courses will eventually be 
given in other schools. Thus enabling students 
to make fuller use of the typewriter in connec- 
tion with all of their studies. 

The special School Supplies and Equipment 
section contained in this number of OrFricre 
APPLIANCES includes references to other courses 
of instruction on the typewriter and related 
business machines being given in the commer- 
cial courses in a variety of schools. 

Modern education is continually making ad- 
vances in its business training and office practice 
courses. The sales division of the office equip- 
ment industry and retail outlets are doing their 
part in the supply and servicing of an ever- 
increasing number of these machines for in- 
struction and student use. 
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The Office a Production Department 


@¢ A STRONG selling point for the office equip- 
ment salesman is suggested by the phrase, “The 
office is a production department.” Some com- 
panies have long been operating on the policy 
of providing liberally for the needs and services 


required by their manufacturing departments 
—in the name of progress—, while they have 
deprived their offices of many modern utilities 
—in the name of economy of overhead expense. 

That these two separate policies are “dan- 
gerous to progress, profits, and morale,” was 
effectively discussed in an article on this theme 
which appeared in the February number of 
Business, published for office managers in Can- 
ada. The following points summarize the con- 
structive viewpoints described in the article and 
which both office managers and office equipment 
salesmen may well consider: 

“We must recognize that the office is a pro- 
duction department just as much as is the 
foundry or the machine shop. Then we must 
see that those engaged on this work get the right 
kind of tools with which to work well. Let us 
insure that the right kind of advice is open to 
them whenever necessary.”’ 

The author pointed out that the material 
manufactured in the office is thought—applied 
at every stage of operation and control, from 
“purchase to banking the proceeds of sales.” 

No company can afford to “treat the office as 
a Cinderella department.” Obsolete, unsuitable, 
and inadequate equipment not only increase the 
costs of operation but they may often retard the 
company’s progress. 


a o> -——- 


Regional Meetings Break Records 


## THE regional meetings of the National Sta- 
tioners Association, most of which were con- 
cluded last month, are reported by N.S. A. lead- 
ers to have been the most successful the associa- 
tion has ever conducted. General Manager 
Charles P. Garvin, upon his return from the 
extensive tour, declared that the combined at- 
tendance at the meetings will break all records. 
He estimated that the total attendance would 
approximate two thousand members of the in- 
dustry participating in the sessions. 

Mr. Garvin’s additional statement that “They 
seem to be getting better year by year,” is con- 
firmed by the high interest shown in the con- 
ventions, to which reference was made in these 
columns last month. This is further reflected 
in the accounts of the meetings reported in other 
pages of this issue. 

The achievements of this industry’s national 
association are not the results of happenstance, 
but rather due to competent leadership in all 
its divisions—national, regional, and local—sup- 
ported by enterprising members who find great 
value in the group discussion of mutual prob- 
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lems and in the exchange of many useful ideas. 

Those who still have the opportunity of at- 
tending their district meeting should not miss 
it. And every dealer in the country will be serv- 
ing the best interests of his firm by making 
plans now to attend the national convention and 
its concurrent exposition to be held in Chicago, 
October 5 to 8. 


—_---- 


Looking Ahead 


@&¢ THESE are days when we must, if we are 
to avoid confusion, study conditions carefully 
in order to understand them and arrive at 
sound solutions of the many prevailing problems. 

We must also understand that the priceless 
treasure of a free people is liberty, and that to 
remain free we must be self reliant and willing 
to face life as it really is. Our American way of 
living will endure so long as it continues to 
provide “the greatest good for the greatest 
number,” and proves to be efficient. 

Unusual conditions affect the conduct of busi- 
ness and the welfare of our people. Shortage of 
material has become apparent in some indus- 
tries, and further control by the government 
becomes more evident. 

Certain industries are approaching full pro- 
duction capacity. In our industry there is talk 
of replacing the younger men called to service 
with older men from the “forty-plus” age group. 


w 
wn 


The practice is commendable because there are 
available many well trained men of more ad- 
vanced maturity whose experience, judgment, 
and dependability should prove valuable. 

Thus we see a many sided picture, involving 
need for adjustment if we would avoid failure of 
expectations. 

Responsibility for the nation’s adjustments 
rests jointly on business, labor, and government. 
There is a greater need than ever for the highest 
intelligence in administrative action in both the 
commercial and political fields. 

Summing up the result of our opportunity 
to look about and sense general opinion, we 
may be definitely hopeful and confident. The 
“administration,” our legislative bodies, busi- 
ness, and industry are all giving careful con- 
sideration to these and other conditions. And 
it is encouraging that they manifest a speed in 
creating controls toward maintaining and mak- 
ing sure for the future the standards of busi- 
ness operation and plane of living which have 
gained for this nation the leadership it enjoys 
today. 

The ultimate solution of the problems con- 
fronting the members of the office equipment 
industry, however, rests upon the management 
of each individual concern. It is apparent that 
on the whole this responsibility is being carried 
well, as the entire industry is prospering. 


HERE AND THERE 


MATT MASSOT'S WISTFUL WISH 
FOR ROOT ANSWERED BY 
DAUGHTER AND DENTIST 
This is a story about Horticultur- 
ist Matt Massot of the Browne- 
Morse Company, a deep-thinking 
daughter and an obliging dentist. 
As many people know Matt's life- 
long hobby is flowers and he has a 
little greenhouse which he_ built 
alongside his garage. In there he 
has spent a great many hours ex- 
perimenting and crossing several 
varieties just to see what he could 
produce in the way of unusual blos- 
soms. And ‘tis said he has done 
some wonderful things. 
And so, with that foundation laid 
we spring the delightful part of the 





ing! Then: "Oh, give him a bag of 
fertilizer and a root,’ Jeanne sug- 
gested. And that is exactly what 
a large package contained when 
Matt opened it at the house. 





OWEN UNEARTHS 72-YEAR-OLD 
FURNITURE CATALOGUE 

Paul D. Owen, owner of a busi- 
ness at 515 Fulton street, Troy, N. Y., 
is the proud owner of an office 
furniture catalogue which is seventy- 
two years old. It was issued by H. 
Mott & Company, Troy, and was 
printed by the Troy Daily Times 
Steam Press Printing House. 

The little booklet contains thirty- 
six pages upon which are illustra- 
tions of a number of old fashioned 
desks and tables of a style seldom 


yarn: 

Matt has a daughter, Jeanne, who 
among other things pays periodica 
visits to the dentist, a brother of 
her mother, and therefore her uncle. 
On a recent visit the uncle, Dr. Ran 
kin, asked Jeanne what her dad 
would like for a present. 


Time out for a little deep think 


SEA FOOD GASTRONOMY.—Charlie 


Garvin, general manager of the Na- 
tional Stationers Association, gives 
Violet Swanson a lesson in eating 
lobster while Stuart Healy looks on. 
They are pictured in the home of 
Dick Healy of the Santa Fe Book & 
Stationery Company, Santa Fe, N. 
Mex., just before journeying to Al- 
buquerque for the N. S. A. Tenth 
District meeting March 17 and 18. 


if ever seen in these days. 





HEN LAYS EGG WITH MITTAG 
& VOLGER TRADE-MARK! 


Every once in a while an other- 
wise industrious farm hen combines 
her daily egg-laying with some out- 
landish thing that provides gossip 














36 


around the barnyard for months. 
The latest of these temperamental 

girls to find a place in the sun be- 

longs to Mrs. H. K. Ostermiller of 
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THE “MITTAG & VOLGER” EGG 


Bayard, Neb. And she did her stuff 
by producing an egg upon the shell 
of which were plainly marked the 
numerals ''|005"" which is the trade- 
mark of Mittag & Volger, Inc., and 
was derived from the Roman nu- 
merals of the firm's initials, M&V. 

Mrs. Ostermiller obligingly sent 
M. & V. a drawing of the egg and 
above is an artist's conception of 


the thing. 





A GARDENER PHILOSOPHIZES 


Because of the stimulus it may give 
to others as it did to us, we quote 
the following from "It's Said and 
Done," published by the Dictaphone 
Corporation: 

"God bless the buds. To our tired 
heart they represent the eternal joy 
of new hope, promise and optimism. 

"No use beating around even the 
newly budded bush. The world is in 
a frightful state, with men's minds 
so far away from all that is good, 
healthy and happy, that sometimes 
we just have to break down our edi- 


torial rules of avoiding international 
news and mention the fact that we 
can't understand how so many peo- 
ple, the world over, can be so far 
on the wrong track. 

"But one of the most intelligent 
women we know, a writer by trade 
and a perfectly lovely person by 
nature, has given us about the most 
satisfactory balm for our confused 
noodle. She likens the evil thinking 
to the unlovely yet useful muck and 
filth we spread on our gardens. Up 
through this disagreeable material 
springs the pristine bud, branch and 
flower. She feels that up through 
so large a smothering of wickedness 
MUST come, eventually, a bumper 
crop of better nature. We give you 
the thought for whatever solace it 
may bring. It brought us a loft!” 
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RUN FOR YOUR LIVES, FOLKS!— 
Here comes Wildman Jimmy McClure, 
a rarin’ tearin’, bronc-bustin’, two-gun 
cowboy if ever there was one. Jimmy, 
aboard his mean-eyed cayuse, and 
gittin’ all set to shoot up the neigh- 
borhood, hales from Houston, Texas 
(but please, don't tell the sheriff) 
where his Paw, Ed. F. McClure, is 
western representative of the Cramer 
Posture Chair Company. Jimmy re- 
cently celebrated his eighteenth 
month of existence by settin’ up the 
drinks—of milk—for all other tough 
hombres of the sagebrush.—BCR 





AT LEFT — KAY-SIDNEY KYSER- 
BUTTERFIELD.—A story of how Sid- 
ney Butterfield, Smith & Butterfield, 
Evansville, Ind., staged a College of 
Academy Knowledge to aid the Com- 
munity Fund drive of his city ap- 
peared in the April issue. The picture 
above, not available last month, shows 
how Mr. Butterfield appeared in his 
Kay Kyserish role with cap and gown, 
book and scroll. 


AST half of the ninth, three on and none down. Two runs needed to tie 
and three to win. That's a predicament for a pitcher who cannot depend 


on his fielders. 


Base ball is not made up of pitchers’ battles. It is made up of pitching and 
support, and not infrequently we see a well pitched game lost because the 
pitcher did not receive good support. I've known a pitcher to strike out 
twenty-three men and lose the game! 

Not long ago I went to see a new play that had been announced with great 
acclaim and with loud touting of the stars prominent in the cast. The stars 
did their best to come up to their reputations and to bring the play up to its 
advertised level. It was a failure because the support was too weak. The 
money had all been spent on the leads and the poor subordinate players 
proved too heavy a load for the stars. 

There must be good support all the way from the ground up in base ball, 


in drama, in business. 


“I can’t fix that advance dating for you,” says the salesman. “They’ve 
made a rule against it. They ought to make an exception in a case like 
yours and I've told ‘em so, but somebody in the office is too dumb to see it.” 

What the salesman seems not to realize is that he is injuring the standing 
of the company and making buyers dissatisfied with its policy when he 
criticizes it. “Why,” declares that buyer to others, “their own salesman says 
they aren‘t right on that.” 

The company and the salesmen have a right to look for one hundred per 


cent support from one another. 
class performance. 


Anything less than that is not part of a high 


—Frank Farrington. 








| a in | {ane Sodionte Great Assembly 
July 21 to 23 


NDER the general chairmanship of Elmer Young, Young Office Equipment Com- 
pany, the Chicago committee making arrangements for the Sixteenth Annual 
Convention of the National Typewriter & Office Machine Dealers Association is ac- 
tively engaged in the building of plans that assure an outstanding gathering at the 
Palmer House, Chicago, July 21 to 23, 1941. Mr. Young, Sam Fogel, president of 
the Chicago Typewriter Dealers Association, and members of the convention commit- 
tee have had personal conferences with National President John Loser of New York, 
who made a special trip to Chicago recently in the interests of the coming conclave. 
Out of the consultations have come a number of ideas that will result in a program 
having an appeal for everyone engaged in the retail distribution of office machines 
and accessories. 

One of the special features of the program is a journey by chartered buses to 
Milwaukee for the purpose of visiting the great collection of typewriters, both old 
and new, at the Milwaukee Public Museum, gathered by Alderman Carl P. Dietz and 
presented to the museum some years ago. A full half day will be given to this inter- 
esting and educational activity. 

In Chicago there is much to attract visitors in the summer time. Excellent 
bathing beaches easily reached from the Loop, beautiful parks, fine golf courses, and 
places of entertainment are but a few of the features Chicago has to offer. Para- 
mount is the good fellowship that convention delegates will find in abundance. 





Chicago Committee, National Typewriter and Office writer Service, signs committee; Otto Ernst, Typewriter 


Machine Dealers Association Annual Convention to Be 
Held in the Palmer House, Chicago, July 21, 22 and 23. 
—Seated left to right: Al Hug, University of Chicago 
Book Store, finance chairman; Thomas Stack, Stack 
Typewriter Company, speakers committee; Sam Fogel, 
Mid-City Typewriter Exchange, president of the Chi- 
cago Typewriter Dealers Association and sub-chairman 
of the executive committee; Elmer Young, Young Office 
Equipment Company, general chairman of the execu- 
tive committee; James P. Ward, Reliable Typewriter & 
Adding Machine Corporation, president's reception, 
banquet and entertainment committee; Frank Kline, 
Manufacturers Typewriter Clearing House, exhibits 
committee. Standing: Hans Wagner. Wagner Type- 


Inspection Company, transportation committee; Harry 
Kingery, Kingson Service, registration committee; Rob- 
ert Goldblatt, Star Typewriter Company, publicity com- 
mittee; R. E. Hoover, Young Office Equipment Com- 
pany, secretary of executive committee; Sam Polonsky, 
All-Makes Typewriter Exchange, luncheon committee; 
Arthur Lyons, Reliable Typewriter & Adding Machine 
Corporation, hospitality committee. Members of the 
executive committee not present when the picture was 
taken are as follows: Miss Marjorie Vowell, Central 
Typewriter Exchange, ladies committee; William Claus- 
ing, International Typewriter Exchange, program adver- 
tising; L. K. Deobler, Office Equipment Exchange, con- 
vention hall committee. 
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SALES PROMOTION 


Quotes and Comments 





“THAT MAN IS MOST ORIGINAL WHO IS ABLE TO ADAPT FROM THE GREATEST NUMBER OF SOURCES’’—-CARLYLE 





SLOGAN CONTEST EXTENDED 
To May 15th For “Ivan Allen *100 Cup” 


Judges Continue National Sales Slogan Contest Additional Month 
As Greatly Accelerated Interest Prompts Desire to Enable All 
To Join in Giving Industry Best Representative Sales Slogan 


IGURATIVELY, a deluge of 

slogans descended upon the 
offices of this journal the past 
month, each statement vying with 
the others for the “Ivan Allen $100 
Trophy,” offered in the contest 
which has been promoted the last 
ninety days to give the office 
equipment industry a forceful 
sales promotion slogan. 

When time came for the closing 
date—April 20—however, several 
important factors influenced the 
three judges to advise continuing 
the competition for one more 
month—to May 15. This decision 
was approved by Ivan Allen, Sr., 
donor of the cup. Mr. Allen is 
chairman of the Ivan Allen- 
Marshall Company, Atlanta, Ga., 
and a past president of the Na- 
tional Stationers Association. 


Reasons for Extension 


Among the reasons for extension 
of the contest beyond the an- 
nounced closing date were: (1) 
the greatly accelerated interest 
manifested as the contest pro- 
gressed by members of the indus- 
try, not only in the United States 
but in other lands, (2) a desire to 
give all who might still be inter- 
ested in participating the oppor- 
tunity of contributing in the effort 
to obtain an outstanding phrase 
that could be adopted as this in- 
dustry’s own selling slogan, and 
(3) the difficulty in handling all of 
the submitted slogans in time to 
include announcement of the win- 
ners in the present issue of OFFICE 
APPLIANCES. 

Extension of the competition 
will also permit inclusion of the 
entries received after the official 
closing time from our friends in 
the trade in other countries, who 
mailed their slogans in seemingly 
ample time to arrive in the United 
States before April 20 but which 
were delayed by the abnormal 
transport conditions. 





IVAN ALLEN, SR. 


The contest has taken on an 
international character by virtue 
of the participation thus far of 
members of the office equipment 
industry in South Australia, Lon- 
don, England, and Canada. It is 
possible that other slogans from 
abroad may yet be received before 
the extended closing date of 
May 15. 


Additional! Entries Invited 


So, here’s your last chance to 
compete for the handsome $100 
trophy! All of you in every branch 
of the industry at home and 
abroad! All of you who intended 
to send in a slogan but neglected 
to do so in time. You are urged to 
write it out and send it at once 
to OFFICE APPLIANCES, 20 North 
Wacker Drive, Chicago, Il. 

Let’s produce a slogan for the 
office equipment industry that will 
be comparable to “Say it with 
flowers,” “Save the surface and 
you save all,” and similar slogans 
that have contributed immeas- 
urably in selling power to many 
other industries. The office equip- 
ment industry merits a slogan 
that reflects its prestige and im- 
portance to modern business and 
that will help to induce users to 


take full advantage of the wide 
range of modern office utilities 
available. 

As previously stated, the con- 
test is open to any dealer in com- 
mercial stationery, office machines, 
or office furniture; any manufac- 
turer of office equipment or sup- 
plies, and to any salesman or 
other employee of the above deal- 
ers or manufacturers. Travelers 
are, of course, included. 

Contestants may submit any 
number of slogans. 

To others interested in compet- 
ing, Atwell Jackson, prominent 
sales authority and one of the 
contest judges suggests that the 
following points be kept in mind 
when preparing a slogan: 


Some Suggestions 


1. The premise upon which the 
contest was run; ie. “A slogan 
should consist of an impelling ex- 
pression in phrase or sentence 
form which will stimulate the buy- 
ing urge of the office equipment 
user.” 

2. The slogan should be suffi- 
ciently short to serve a number 
of purposes to which it might 
be put when used by the retail 
and sales divisions of the trade. 

3. It should be all embracing 
and descriptive of the industry. 

4. The slogan should include a 
suggestion or urge to do some- 
thing. 

5. It should be such that it will 
be easily retained in the mind of 
the individual who sees it dis- 
played. 

Readers who may not have read 
the contest stories in the Feb- 
ruary, March and April issues will 
be interested to know that the 
judges are: Charles P. Garvin, 
general manager of the National 
Stationers Association; Charles 
A. H. Thom, vice-president and 
secretary of Gregory, Mayer & 
Thom Co., prominent Detroit, 
Mich., stationers; and Atwell Jack- 
son, sales promotion authority of 
Chicago. 

The beautiful trophy, standing 
29 inches high and pictured in 
these columns, will become the 
permanent possession of contest 
winner. Five additional prizes of 
one-year subscriptions to OFFICE 
APPLIANCES will be awarded to the 
runners up. 

Although the National Station- 
ers Association is not sponsoring 








MAY, 1941 


the contest, it has taken such 
cognizance of it for its construc- 
tive value to the industry that 
General Manager Garvin is plan- 
ning a place on the N.S.A. thirty- 
sixth annual convention program 
at Chicago, October 5 to 8, for 
presentation of the trophy to the 
winner. 

The names of the winner and 
runners up will be announced in 
the June number of OFFICE APPLI- 
ANCES. 


Slogans Submitted in April 


Approximately twice the num- 
ber of slogans submitted previ- 
ously were received during the 
past month, up to April 20. In the 
words of Mr. Thom, “There are a 
great many suggestions among 
the slogans which could be used 
to advantage in advertising our 
business.” Those not previously 
printed are presented below: 

“It’s 99 to 1 (name of deal- 
er) can suggest improvements in 
your present setup.” 

“One source for every need in 
the office.” 

“Look at your systems and equip- 
ment. Our ideas cost nothing.” 

“Money-saving ideas at your 
stationer.” 

“Consultation in office equip- 
ment or methods costs nothing.” 

“It’s 99 to 1 (name of deal- 
er) can improve your present office 
equipment.” 

“It’s 99 to 1 your office equip- 
ment dealer can improve your 
office.” 

“Look at your office equipment 
—others do.” 

“The best is none too good in 
the office.” 

“Try modern methods and equip- 
ment and see the difference.” 

“Be proud of your office and 
others will.” 

“Service and ideas are yours by 
asking your stationer.” 

“Are you proud of your office 
equipment and systems? Maybe 
we can improve them.” 

“Good management, good sales- 
men, and modern office equip- 
ment and methods are a winning 
combination.” 

“Modern office equipment is the 
key to success.” 

“You need only to glance around 
to see successful firms. Why? 
Modern methods and equipment.” 

“When you are sick, you call a 
doctor; call ——— (name of dealer) 
when in need of office equipment.” 

“Make your office the one your 
customers think of, by equipping 
it with modern office equipment.” 

“A well dressed office gets the 
profitable business.” 

“Let the women-folks equip your 
office—they know how.” 

“The doctor of business is your 
stationer.”’ 

“Look at your letterhead and 
equipment, then call your sta- 
tioner.” 








“Only one source to improve 
your office; visit your office equip- 
ment dealer.” 

“Pins to safes under one roof.” 

“A successful business means 
successful management plus mod- 
ern office equipment.” 

“Time your business for modern 
times with modern office equip- 
ment.” 

“Equip your business with mod- 
ern office equipment.” 

“See your stationer for the 
proper tools of business success.” 

‘‘Business success is only 
achieved through successful man- 
agement and the proper tools. 
See your stationer for the tools.” 

“Keep your business with mod- 
ern equipment; so that your busi- 
ness can Keep you.” 


Modernization Theme 


“Call on your stationer for ex- 
pert advice on the application of 
modern business tools.” 

“Your stationer knows the an- 
swer. Why not ask him?” 

“It’s our business to help your 
business.” 

“Good new furniture gives your 
office a ‘face-lifting.’”’ 

“The last word in office appli- 
ances.” 

“Modernize your office.” 

“Modernize your office for effi- 
ciency sake.” 

“Modernize your office for effi- 
ciency.” 

“Modernize your office—it pays.” 

“It pays to use modern office 
equipment and methods.” 

“Enjoy the advantages of mod- 
ern office equipment.” 

“Today is the tomorrow that 





IVAN ALLEN TROPHY 


The winner of this handsome cup will 
be announced in the June issue and 
presentation will be made at the 36th 
annual convention of the National 
Stationers Association, in Chicago, 
October 5 to 8. The trophy stands 29 
inches high, and will be appropriately 
engraved. 
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worried you yesterday. Buy now! 
Tomorrow’s yesterday determines 
the future.” 

“Efficiency reduces expense, 

Efficiency induces profits.” 

“Haste makes waste that effi- 
ciency will erase.” 

“Employ modern office equip- 
ment and you acquire an em- 
ployee.” 

“Better equipment —more effi- 
ciency.” 

“A Good Office Supplies Source 

Means 
A Good Office Force.” 

“Relax, phone us your needs.” 

“Your wishes our pleasure.” 

“We are fully prepared to fill 
your office needs.” 

“Service with a smile.” 

“Friendly, courteous service.” 

“Courtesy and service.” 

“A point in your favor is a finely 
appointed office.” 

“Quality office equipment de- 
notes success.” 

“Modern business demands mod- 
ern office equipment.” 

“Every business needs office 
equipment why not make 
yours the best.” 

“He profits most who buys office 
equipment of known quality.” 

“Re-styling your office makes 
better business.” 

“Increase your business with 
efficient office equipment.” 

“Make it a point to appoint your 
office correctly.” 

“Success is easy to see... . show 
yours through modern office 
equipment.” 


Efficiency Theme 


“Office tools of yesterday can’t 
compare with today’s. ... Buy 
now! Buy new!” 

“Is your office personnel more 
‘adapt’ than the equipment they 
use?” 

“Is your office doing or trying? 
New tools is the answer.” 

“Tf it’s better than what you’ve 
got, you'll do better with it.” 

“Better Results 
with 
Better Equipment.” 

“Be office wise-—modernize!” 

“A better office brings better 
business.” 

“Better your business with a 
better office.” 

“Better business methods for 
better business people. See your 
stationer.”’ 

“Make your business a better 
business; consult your stationer.” 

“Make any business a better 
business; consult your stationer.” 

“Consult your friendly stationer 
for office efficiency.” 

“Your stationer is an office spe- 
cialist.” 

“Let your stationer help you, 
too.” 

“Speed up with the help of your 
stationer.” 

(Turn to page 159, please) 











40 











Modern Business Machines As 
sure Adequate Training Facilities 





The Office Machines Room, State 
Teachers College, St. Cloud, Minn 


OLHUUL EQUIPMENT 
OUPPLIES oECTIUN 


Paralleling the development in the techniques of business training, 
there is evidence of genuine progress in the office practice courses 
offered today by high schools, colleges and business institutes. Equip- 
ing office practice rooms, as well as the other rooms and administra- 
tive offices of educational institutions, is the special privilege of the 
office equipment and supplies industry. It is the purpose of this special 
section to provide information and inspiration to teachers and deal- 
ers, pointing to mutual values, resident in cooperating to reach the 
goal of adequate machines, equipment and materials for student use. 
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Lets Have a Better Understanding 


A Teacher Indicates Some Methods by 
Which School Business Can He Built 


By FREDERICK G. FOX 
Metropolitan School of Business 
Los Angeles, Calif. 


ROM time to time there have been published in 

OFFICE APPLIANCES some excellent suggestions to 
stationery and appliances dealers on how to handle 
and profit from school and student trade. I should 
like to add to these suggestions, for I believe dealers 
are passing up some “good bets” in this particular 
field. 

First of all, I should like to emphasize an important 
fact; and that is, schools are rapidly becoming an im- 
portant market—one that should not be overlooked. 
Typewriter dealers have been doing business with the 
schools for years. Instruction in typewriting in public 
and private schools has opened up a vast home market. 
Practically every high school youngster learns to use a 
typewriter these days, and many of them buy ma- 
chines for home use. 

The popularity and success of classes in typing has 
gradually brought about a demand for other types of 
office machine training. Employers today are asking 
for trainees who can operate the machines and appli- 
ances in their offices—and the schools are trying to 
meet this demand. Practically every high school or 
business college in the country that takes its business 
training program seriously now offers courses in “Office 
Practice” or “Office Machines.” Even small schools 
are following this trend. This is the new field of 
opportunities for dealers. What can the dealer do 
about it? Following are a few suggestions that may 
prove helpful. 

Get Acquainted 

I heard a prominent business leader say recently 
that teachers and businessmen are generally suspicious 
of each other. He’s right. And I say the time has come 
for businessmen and business teachers to get together 
—for purely selfish reasons, if for no other! Both 
have much to gain through closer codperation. Dealers 
should know the business teachers in their communi- 
ties. They should keep them posted on new develop- 
ments in their products. Teachers have no other way 
of keeping up-to-date. 

If the idea of dealing with an old-fashioned, old- 
maid school ’marm doesn’t appeal to you, let me hasten 
to add that hundreds of fine, enthusiastic, capable 
young men and women, with up-to-date ideas, are 
coming into the field of business education every year. 
Get acquainted with them. Help them build a mod- 
ern type of business training program. They’ll appre- 
ciate your help—and they’ll play ball with you! 

If you’ve been confining your school contacts to calls 
on the board of education’s purchasing agent, you’ve 
probably been on the wrong track. In the first place, 


he’s too busy trying to handle hundreds of details to 
give much time and thought to you and your prod- 
uct; and in the second place, he’s a purchasing agent, 
not an educator. He probably doesn’t know much 
about the school program, and he has no part in plan- 
ning the curriculum. He merely tries to buy the things 
selected by administrators and educators in the most 
economical way possible. He does not create the de- 
mand for your product. Every business teacher and 
school administrator in your community should be on 
your mailing list and your calling list. 


Sell Service 

If you’re an impatient, “high pressure” type of 
salesman, stay out of the school field. Education is a 
unique business. The most successful type of sales- 
man in the school market is the one who is patient 
and willing to render service. Don’t make the mistake 
of forgetting your “school customers” after you have 
sold them. A number of typewriter agencies in differ- 
ent communities have lost a great deal of business by 
making this error. It will be a long time before they 
again will sell machines to the schools in their dis- 
trict. Drop in to see the teachers who are using your 
products. A few minor adjustments occasionally that 
will keep a machine in good operating condition and 
help the teacher keep the classroom going smoothly 
will be appreciated. It’s the best type of advertising 
you can do. Remember that it’s always difficult to 
overcome prejudice. If your product or your service 
wins the approval of teachers and students, you’ve 
done a big job of selling. 


Look to the Future 


A Los Angeles office equipment dealer tells me that 
his “goodwill” contacts with the schools have brought 
him a great deal of valuable business. Here’s his secret. 
He happens to be a filing expert—and he also has 
made it a point to become acquainted with business 
teachers in the city. As a result, he is frequently 
invited to talk to business classes on the subject of 
filing. His name becomes familiar to the students, 
many of whom obtain positions in business offices 
later. When a filing problem arises in their office, 
they call this dealer. Their requests for help in solving 
a filing problem frequently lead to the sale of filing 
equipment to their employers. Here’s a good example 
of the value of school contacts. 

A wise dealer will look to the future. School sales in 
themselves may not prove very profitable, but the fact 
that your product is used with success in the class- 
room may mean a great deal in the way of future 
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business. Boys and girls do grow up and get jobs. Many 
of them advance to important positions in which the 
selection of office equipment is one of their problems 
and privileges. If they have gathered a favorable im- 
pression of your product and your service in the class- 
room, they will be your boosters in the business office. 


Specific Suggestions 
Here are a few definite, practical, workable sug- 
gestions for dealers interested in school business. 
Many firms are already doing some of.the things 
listed. Perhaps this will provide a suitable check list 
for your business: 

1. Get acquainted personally with the business edu- 
cators in your community. 

2. Attend meetings and conventions 
teachers. 

3. Find out what the schools are trying to accom- 
plish and offer your services in planning the 
program. 

4. Supply teachers with information about your 
products and their use in a modern business 
office. 


of business 
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5. Provide teachers with classroom aids: instruction 
books for your machine, service manuals, bulletin 
board display materials, pictures and illustrations. 

6. Offer to give classroom demonstrations or to 
arrange field trips to offices where your equip- 
ment is used. 

7. Plan a business machines show or exhibit with 
teachers in your community. 

8. Sponsor contests for students. 

9. Offer your services as a speaker in the classroom 
or before commercial clubs, teachers’ groups, and 
other business education organizations. 

10. Support the business teachers in your community 
when they attempt to modernize their teaching 
and equipment. 

These suggestions are not offered with the belief 
that following them will assure success to dealers 
selling to schools, but I am confident application of 
the ideas will have a beneficial result both for the 
schools and the retailers. “Let’s have a better under- 
standing” and we'll have better businesses and better 
schools. 


Teacher Training for Uttice Machines 


Uperating Skill on a Number of Commonly 
Used Machines Is Ubjective of Courses 


By ARNOLD E. SCHNEIDER 
Ljirector, 
Dept. of Business Education, 


State Teachers College, 
St. Cloud, Minn. 


NE of the major justifications for commercial 
{] courses in the public secondary schools, high 
schools, vocational schools and junior colleges is the 
vocational objective. The vocational commercial course 
in business colleges and high schools thirty or forty 
years ago included penmanship, bookkeeping, com- 
mercial arithmetic, commercial law, shorthand and 
typewriting. A comparison of these early offerings 
with the commercial program of studies in the “aver- 
age” school of today would reveal that the offerings are 
very much like those which were given 
thirty years ago. This is not inher- 
ently bad unless the situation in which 
the vocational commercial graduate is 
going to use his training has changed. 

Has the situation in which the com- 
mercial trainee is going to use his 
knowledges, skills and _ techniques 
changed during the past three dec- 
ades? The answer is yes! The of- 
fice has changed! The office has in- 
troduced labor saving devices wher- 
ever possible. Adding machines, cal- 
culating machines, duplicating de- 


vices, check protectors, dictating ma- 
chines, billing machines and a host 
of others 


are not curiosities—some- 
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thing that is displayed to inquiring teachers at con- 
ventions by solicitous salesmen—they are rather real 
devices—common occurrences in the business world. 

It is obvious to all of us who are interested in the 
important job of training people for office work that 
machines will play an increasingly important role in 
offices in future years. That is why it is so necessary 
for all business training schools to recognize the im- 
perative need for adding this type of training to their 
curriculum. This is a machine age. Offices large and 
small are equipped with machines. 
They must be equipped with machines 
for the cost of office services would be 
prohibitive without their use in our 
far-flung integrated commercial activ- 
ity. The school sending out its stu- 
dents from the commercial course with 
no familiarity as to the operation, care 
and use of the common office ma- 
chines cannot rightfully call their 
commercial teaching an adequate 
business training program. They are 
as far behind the times as were the 
early high schools in their refusal to 
accept commercial education as an in- 
tegral part of the public school teaching 
program, Elizabeth Gregg MacGibbon, 
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in her article ‘“Exit—The Private Secretary” which ap- 
peared in the magazine “Occupation,” had this to say, 
“From employment agencies in many cities, I have been 
hearing of the scarcity not only of voice machine oper- 
ators but also the lack of billing, adding, bookkeeping 
machine, and calculating machine operators. One New 
York employment agent said: ‘Out of 400 applicants 
interviewed in a day only twelve to fifteen are trained 
machine operators. Consequently, in a market glutted 
with stenographers, it is difficult to find people with 
some machine training’.” 

No longer is training as a stenographer or a book- 
keeper sufficient for modern business. Machines are 
used extensively in offices; employers want stenog- 
raphers who not only can write shorthand, but who also 
can use the voice transcribing machine, the adding 
machine, calculating machine and numerous other 
common business machines. The bookkeeper must 
know how to operate an adding machine and calcu- 
lating machine. “Oh,” you say, “anyone can run an 
adding machine.” We who have been turning out 
trained teachers answer briefly from our experience: 
“No, they can’t run an adding machine, let alone a 
calculator.” 

In all education there is what is commonly termed 
“an educational lag.” This is not something that is 
wholly undesirable, it may, in fact, be very desirable. 
The gap caused by the educational lag between busi- 
ness practice and school offerings has probably been 
shorter in the case of office machines than in many 
other vocational training areas. During the past dec- 
ade, and in particular during those years in which 
the depression put a premium on sound vocational 
training, the schools spared no effort to determine 
what business wanted from its trainees. It was during 
this period that offices made a determined effort to 
cut down “overhead.” The widespread use of varying 
types of machines was in part occasioned by the desire 
to increase the productive effort of each office employee. 
To meet this growing demand from the business world 
for trained machine workers, a number of vocational 
high schools and other institutions both public and 
private, introduced office machines as an integral part 
of the commercial curriculum. It is the writer’s be- 
lief that the public schools did not wait for private 
schools and business colleges to lead the way in this 
training. In fact, it may be said that in this one area 
they have taken the initiative. If the public schools 
were to include office machines as a basic part of the 
commercial curriculum it is apparent that the state 
teacher training institutions must train teachers for 
this particular field of commercial teaching. 


How We Train Office Machines Teachers 


The modes of instruction for office machines has 
already passed through several stages which are gen- 
erally characteristic of all educative processes. These 
stages may be referred to as: 

1. Trial and error. 

2. Imitation. 

3. Apprenticeship. 

4. A systematic and organized teaching procedure. 

These stages are the result of steady evolutionary 
progress. As a machine becomes refined, the technique 
for the use and operation of that machine correspond- 
ingly becomes refined. As the work which the machine 
may accomplish becomes more complicated and in- 
tricate, the knowledges and skill required of the oper- 
ator becomes more involved and difficult. The more 
efficiently a machine is to be used, the more effectively 
must the operator be trained. Trial and error, imita- 
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tion and apprenticeship have each played their role, 
an important role, in contributing to the growth of 
a body of knowledges, skills and techniques which is 
required in carrying on a program of systematic and 
organized teaching procedures. In brief review, it 
would be well to examine what part the first three 
methods played in bringing office machine instruction 
to its present level. 

1. Trial and error: 

In the first stage the learner determines for him- 
self how to operate a machine. One learns how to 
operate an adding machine by attempting to operate 
it; by working out a self-method. This method was 
used exclusively in the early days of the typewriter. 
It is a matter of record that early in typewriting his- 
tory many a hot contest was waged between those who 
claimed to write faster on the typewriter with three 
fingers than those who wrote with ten fingers! In 
truth “blind” writing (typing without looking at the 
keyboard) was considered a “stupendous” innovation. 
The “sight” (those who looked at the keyboard) writers 
issued challenge upon challenge to those upstarts who 
presumptuously wrote without looking at the keyboard! 
The trial and error method is important because it is 
the basic manner in which the capacity of the machine 
and the operator’s ability to make the machine func- 
tion specifically is determined. The Wrights built an 
airplane and the science of flying began with the con- 
struction of the machine. Burroughs built an adding 
machine and the science of teaching adding machine 
operation began with the first column of figures which 
the machine totaled. Christopher Latham Sholes built 
a “writing machine” and the volumes of psychological 
and pedagogical literature on the teaching of type- 
writing began with the first typed sentence. 

2. Imitation: 

The second stage, imitation, is familiar to all of us 
who have worked in offices. “Just sit down here with 
George and watch how he does it,” is an oft repeated 
remark to the beginner. After watching George any- 
where from four hours to several days, the learner at- 
tacks the new machine on the basis of his observations. 
The one thing wrong with this method, educationally 
speaking, is that our psychologists have stated that we 
learn best by doing. Instead of the beginner watching 
George work, George should be watching and helping 
the beginner in his work on the machine. Learning by 
imitation may be entirely satisfactory under several 
conditions: If the machine itself is simple, if the oper- 
ation is fairly simple, and if the number of operations 
required is relatively few, then the method of learning 
by imitation may be justified. 

3. Apprenticeship: 

During the past two decades, as office machines in- 
creased in complexity, the amount of skill and tech- 
nique required by the operator correspondingly in- 
creased. Trial and error and imitation were no longer 
satisfactory methods for training business machine 
operators. Because of a lack of schools or other train- 
ing facilities, business very often took it upon itself 
to train its own operators through the apprentice 
system. Beginners were placed at the machine and 
under the expert guidance of a veteran were taught 
a specific office machine operation and the work of 
this machine in connection with the office routine. 

4. A Systematic and Organized Teaching Procedure: 

At the State Teachers College, St. Cloud, Minnesota, 
the business education teacher training program re- 
quirements include two courses in office machines: 
Principles of Office Machines is a sophomore course 
and Advanced Office Machines is a senior course. Each 
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course is a quarter or twelve weeks in length. Our aim 
is to train teachers of common office machines. We do 
not attempt to develop vocational operators of any 
one particular type of machine. We would seriously 
question the desirability of training our people to a 
level of vocational efficiency on any one machine. The 
time that would be so used, we believe, can be much 
better invested in training on a number of different 
types of machines which are commonly used in the 
business office. 

There are three common types of programs used for 
office machine training in schools. Plan one is called 
The Integrated Office Plan. It is based on the idea of 
having a student work on the various machines which 
perform the functions of the office. For example, a 
student would start his work by writing an order on a 
billing machine, next he would check and extend prices 
on a calculating machine, then enter and post on a 
bookkeeping machine, take a trial balance on the add- 
ing machine and in general use other office machines 
in connection with the office routine which he was 
performing. Plan two, The Battery Plan, aims to train 
a group of students on one particular machine. If a 
school were to install ten, fifteen or thirty calculating 
machines and give instructions to the entire class on 
them, they would be following the battery plan. 

In our institution we use the “Rotation” plan. This 
implies that we rotate the students from one type of 
machine to another until the student has had the op- 
portunity to gain a fair degree of skill in the operation 
of the common machines used in business offices. The 
purpose of our plan is to give the prospective teacher 
a breadth of experience rather than a narrow tech- 
nical training in any one type of machine. The aim of 
our office machines course is to prepare the young men 
and women to do a creditable job of teaching high 
school office machines or office practice courses. The 
manner in which we administer our rotation plan is: 


1. Teach the operating fundamentals of each ma- 
chine to the entire group through demonstration 
and lecture. 

2. Prepare job sheets for each learning step on each 
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machine. These job sheets are so constructed that 
they: 
a. are self explanatory in every detail 
b. contain complete instructions as to the opera- 
tion of the machine 
c. contain references for additional information 
as to the work of the machine. These refer- 
ences are to be found in the manufacturing 
company source books, etc. 
d. systematize the work to the greatest degree. 
This program is designed to leave the office machines 
instructor free to act as a free lance supervisor. The 
students are encouraged to ask for help over any diffi- 
cult problems or situations. 


The Machines on Which Training Is Given 


There are certain operations which have been com- 
monly accepted as machine operations in an office. 
These are basic tasks which must be performed over 
and over again in the assimilating, recording, filing and 
disseminating functions of the office. It is well recog- 
nized that the typewriter is the standard instrument 
for writing in the office. It is just as well recognized 
that the adding machine is the standard instrument 
for addition. 

We attempt to train for required operations on the 
basic office machines. We have classified our objective 
as follows: (Note: Under each one of the headings we 
use a number of various models and makes. We believe 
it is unwise for us to use a battery of any one single 
type. We aim to give the student the opportunity for 
broad experience. The number of job sheets for each 
machine varies from a minimum of two job sheets to 
a maximum of five job sheets.). 

1. Adding machines—listing 

type 1—full keyboard—hand operated and elec- 
tric models 

type 2—ten keyboard—hand operated and electric 
models 

2. Calculating machines 

type 1—crank driven—hand operated and elec- 
tric models 
(Turn to page 49, please) 





OFFICE MACHINES ROOM, STATE TEACHERS COLLEGE, ST. CLOUD, MINN.—Observe the 
variety of machines in function, ranging from adders, calculators and typewriters to stencil du- 
plicators and dictating machines. Training methods are given in detail in the accompanying article. 
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Students at Southwestern Louisiana Institute, Lafayette, La., Busily Engaged in the Office 
Machines Room.—A working knowledge of the various machines in the room is assured every 
enrollee in the business machines courses. 


Uitfice Machine Instruction Needed 


How a Louisiana School Answers the 


Uemand for Trained Uperators 


Hy H. H. AGATE 
Professor of 
Business Administration, 
Southwestern Louisiana Institute, 
Lafayette, La. 


tHE southwestern part of the State of Louisiana has 
| experienced a rapid development of trade, a rapid 
expansion of its industries, and a pronounced explora- 
tion of its oil resources during the past decade. The 
high schools and colleges of the area, however, did 
not supply adequate training in business techniques to 
meet the increased demand for proficient employees. 
The administrators of Southwestern Louisiana Insti- 
tute in 1939 recognized this acute need and took defi- 
nite steps toward remedying the situation. 

The past two years have witnessed remarkable growth 
and expansion of business training at Southwestern. 
In February, 1939, the offerings in accounting, busi- 
ness administration, economics, and secretarial science, 
were organized into one department called economics 
and business administration. Dr. Karl E. Ashburn, 
professor of economics at Texas Technological College, 
was appointed head of the newly formed department. 
There were but four instructors of business subjects 
and no provision had been made for training business 
machine operators when the department was created. 
There were only a few antiquated business machines 
of minor importance available, and all such training 
was incidental. At the present time the department is 
composed of a staff of ten, and it offers a much more 


extensive and intensive program of business training, 
including a course in business machine operation. 

In February, 1939, instruction in the operation of the 
few antiquated machines on hand (and a few modern 
machines that were borrowed) was made a part of 
several of the business courses then offered. In Sep- 
tember, 1939, a one-semester course, business machines, 
was added to the departmental curricula. The writer 
was chosen to conduct and promote the course which 
meets one hour daily each day of the week. The attain- 
ment of satisfactory operating proficiency on all the 
various machines available for instruction earns three 
college hours credit toward graduation. 

Recognition by Southwestern of the importance of 
a working knowledge of business machines is evi- 
denced by the fact that the business machines course 
is a curriculum requirement for majors in secretarial 
science, accounting, and commerce education. It is 
also offered as an elective to students majoring in eco- 
nomics. A relatively large number of students in other 
schools on the campus and several special students 
enroll in the course each semester, thus swelling the 
enrollment until it is a problem to accommodate all 
who apply for the training. 

At the present time the number of machines avail- 
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able and the plan of presentation of instruction makes 
it possible to accommodate twenty students in each 
section. Three sections are offered each semester and 
two sections are offered in the summer session. In 
this manner 150 students can be accommodated 
yearly. When planned purchases of new machines 
are effected, it is anticipated that everyone desiring 
this training will have an opportunity to receive it, 
and that this course will cease to be the curriculum 
“bottleneck” of students enrolled in the department of 
economics and business administration. 


Working Knowledge of Machines Is Objective 


Southwestern chooses as the objective of its business 
machines course a working knowledge of many ma- 
chines rather than a high degree of proficiency on 
but one or two machines. Training on each machine 
is presented in rotation to each student and he con- 
tinues training on a machine until he has acquired a 
satisfactory working knowledge of it. Experience in 
placing graduates has proved the wisdom of these 
objectives and has justified this plan of presentation. 

The business machines course was inaugurated with 
the antiquated equipment on hand, several new ma- 
chines which were purchased, and several additional 
borrowed machines. Since then new machines have 
been added whenever funds were available. At the 
present time the business machines equipment inven- 
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tories approximately $6,000 and consists of two Monroe 
student electric calculators, one Monroe large electric 
calculator, one Friden electric calculator, two Bur- 
roughs hand calculators, one Comptometer, two Bur- 
roughs crank adding machines, two Burroughs electric 
bank and commercial posting machines, three Bur- 
roughs electric adding machines, three electric ten- 
key Underwood Elliott Fisher Sundstrand adding and 
listing machines, one Burroughs electric billing and 
bookkeeping machine, one Graphotype, and one elec- 
tric Addressograph with a complete set of equipment. 
Plans are being made for the acquisition of several 
new and essential pieces of equipment, so that the 
course will include training on several other important 
office appliances. 

There is no laboratory fee charged for the course 
and all practice materials are furnished by the college 
without cost to the students. Instructional materials 
used include one full-key manual, one ten-key manual, 
one calculating machine manual, and a syllabus pre- 
pared by myself. 

The Department of Economics and Business Admin- 
istration of Southwestern Louisiana Institute recog- 
nizes its responsibility to the business firms in Louisi- 
ana, and is endeavoring to provide training that will 
increase the proficiency and efficiency of its gradu- 
ates. The course, business machines, has proved a most 
valuable phase of this training program. 


From Fifty Dollars to $150,000 


Methods That Built the Business of 
Missouri Store Co, Columbia, Mo. 


By PAUL J. PIRMANN 


HIRTY-ONE years ago five young men, who were 

attending the University of Missouri at Columbia, 
Mo., and were working their way through, were seated 
on the steps of one of the main buildings of the 
campus. They had fifty dollars between them. As they 
discussed their finances they agreed they would have 
to do something to bolster their fast fading cash 
reserve but none of them had a clear conception of 
just how this would be accomplished. 

But these young men were dynamic and resourceful, 
determined they were going to continue their educa- 
tion and that a way could be found to meet the obliga- 
tion this entailed. 

Then one of them had a bright thought. 

“Do you Know, fellows, there is not a book store 
anywhere near the campus and books are one of the 
outstanding needs of every university student?” he 
volunteered. 

The other four agreed, but what of it? 

“I believe a book store right in this neighborhood, 
where students could buy books on credit or for cash, 
would fill a real reed and would prove a success,” the 


speaker continued. “It would be handy and they would 
avoid those long walks to the main business section 
of the city.” 

The others fell in with the idea. They looked about 
for a location. Not another business establishment 
was within blocks of the university. It was strictly a 
residential section. The five young men got busy, how- 
ever, and looked about for a desirable site. Soon they 
had found just what they wanted. 

The idea of establishing the business was conceived 
in June, 1909, shortly before the university was to 
close for the summer. The young men incorporated 
in July of the same year. 

“Now we've got to erect a building,” said the spokes- 
man. 

In a short time this had been accomplished and 
the store stocked with books. They were ready for 
business by the time the university opened in the fall. 

It proved a popular place and business thrived. In 
no time at all they were on the road to success. They 
even added an extra room for light lunches and con- 
fections, and it was in this annex that the first re- 
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freshment booths ever in Columbia were erected. 
They proved a decided innovation and helped bring 
the bulk of the trade of the students to this establish- 
ment. The first year’s volume of business was about 
$20,000. 

The five young business tycoons were C. E. Garey, 
Warren Orr, Don McVey, H. B. Kline and R. E. Lucas. 
Today only the last named is still connected with 
the firm, known as the Missouri Store Company. He 
gained control of the business in 1912. 

From this modest start the business has grown until 
the corporation now controls nine stores in various 
parts of the United States and does almost a million 
dollars’ worth of business a year. 


For three years the firm did an almost exclusive 
book selling and lending business but when R. E. Lucas, 
Sr., secured control in 1912, just three years after the 
business had been started on its way, he branched 
into stationery and similar lines. Now the firm handles 
almost every conceivable item of stationery, including 
paper, ledgers, carbon paper, typewriters, ribbons, 
duplicators, desks, chairs, electrical fixtures, and thou- 
sands of other needed articles. 


In connection with the present business the Missouri 
Store Company operates a publishing company, known 
as Lucas Brothers, publishers, putting out school, col- 
lege and general books. They have a very compre- 
hensive list of titles. 


The growth of the store is shown by a comparison 
of the number of employees when the organization was 
founded and now. The company started with three 
employees and one of these, Roger Williams, is still 
with them. The main store at present employs sev- 
enty-five persons and in the entire chain there are 
226. Four salesmen travel out of the main store at 
Columbia and eighteen from the entire organization. 
The concern ships merchandise to the forty-eight 
states and several foreign countries. 

Included in orders from foreign countries are those 
from former students of the University of Missouri, 
who traded with the store while they were following 
their educational pursuits in the Athens of Missouri, 
and who still depend on the firm for special articles 
they cannot get in their home countries. 
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All of the business of the stores under the jurisdic- 
tion of this organization is directed from the main 
office at Columbia. The present capitalization is 
$150,000. Although owning stores in every section of 
the country, the company has been fortunate in not 
experiencing a serious fire in the thirty-one years of 
its existence. 

In a concern that does the immense volume of busi- 
ness credited to the Missouri Store Company, quite 
naturally there are some interesting and unusual inci- 
dents. Thousands of them, the owners declare. 


Losses Are Few 


One of the most outstanding, in their estimation, 
are the small losses they have suffered at the hands 
of students. Ordinarily books and supplies are not 
charged. It is only where a student is working his 
way through the University of Missouri that merchan- 
dise is sold on a charge account. In the thirty-one 
years of the operation of this concern, the percentage 
has been so small that in figuring loss it is considered 
zero in the bookkeeping computation of the firm. 

“Unusual or unique orders to fill?” said R. E. Lucas, 
Jr., repeating the question of his interviewer. “Yes, 
we have unique orders to fill. We get orders such as 
this one: ‘Please deliver so and so to me. You pick it 
and send it on out.’ 

“Well, the Missouri Store organization is human and 
when we receive orders the same day with similar 
instructions a mixup is likely to occur. A baby book 
was sent to an unmarried woman in a hospital having 
her appendix removed and the young mother received 
the book, ‘How to Be Happy Though Married.’ 

“Strange to say, neither of the women complained 
and we probably never would have learned about the 
mistake but for the fact that the one who had asked 
that the baby book be sent out had asked the other 
one to permit her to look it over. It was eighteen 
months before we learned of the error and had the 
opportunity of correcting it.” 

R. E. Lucas, Sr., who was twenty-one years old when 
he ventured forth in this enterprise, now is president 
of the corporation. A son, R. E. Lucas, Jr., is vice- 
president, and another son, M. B. Lucas, is secretary. 





Today and Way Back When. 


The insert at the top reveals the 
first building of the Missouri Store Company, Columbia, Mo., 
erected in 1909. On the walk is a crowd of Missouri University 
students waiting for the score of an out-of-town football game. 


Students had “jalopies’’ in those days too. At the left is pic- 


tured the present building of the company, containing two stories 

and a basement, capable of handling thousands of dollars worth 

of merchandise every year. The remaining view is an interior 

of the main floor, showing the attractive and handy display of 
school and sporting goods merchandise. 
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School Business Seasonal Peaks 


Success Is Uependent on Solving the 


Problems Inherent in Seasonal Sales 


By F. N. PIGOTT 
Sales Manager, 

L. W. Holley & Sons Company, 
Des Moines, Iowa 


HE school supply business is often considered to 

be a “pixilated” orphan sister of office supplies. 
We will admit that she is a little screwy, but she is 
fun to know. Those of us who are in the business 
sincerely feel that we are serving the school children 
of America and that there is something warm and 
vital about our job. 

The school supply business IS peculiar, however. To 
be successful in it you have to overcome a large num- 
ber of problems most of which are primarily concerned 
with the seasonal peaks of school buying. Practically 
all of the school business is secured by outside sales- 
men calling in the offices of the school executives. 

The Holley School Supply Company of Des Moines, 
Iowa, operates from the same headquarters but as an 
entirely separate unit from L. W. Holley & Sons Com- 
pany, office supplies. Most of our store space is de- 
voted to office supply items. We use our store as a 
retail selling outlet to school teachers who are in town 
to pick up a few items. We maintain a furniture dis- 
play room showing all types of school furniture, maps, 
globes, and equipment necessary to conduct a school. 
The superintendent and the members of the Board of 
Education have their problems solved in this depart- 
ment. 

Our sales force starts in January to sell—for fall 
delivery, and fall billings—the materials to be used 
during the next school year. They sell some materials 
for immediate shipment, but the volume for immedi- 
ate shipment at that time of year is negligible and 
often does not pay the salesman’s expense. The large 
volume of orders being shipped in August and Septem- 
ber necessitates building up large inventories for ship- 
ment at that time. Future shipment always involves 
hazards, and particularly during periods of rising 
prices. 

Orders to manufacturers must be 
placed early enough to protect our 
Sales and be paid for usually at the 
time of delivery. Our salesmen’s sal- 
aries are paid in the anticipation of 
the fall billings showing a profit. We, 
in Iowa, have a special summer crew 
which services the nine thousand one- 
room rural schools in the state. When 
combining rural shipments with our 
city school shipments it is necessary 
to maintain careful stock control, 
build a back log of future orders, and 
train a surplus of experienced order- 
pickers and wrappers who know the 
stock location, in order to get the 
shipments out without shortage. 
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School credit, as a class, is slow. We buy merchan- 
dise in the spring and pay for it then. We carry the 
accounts from two to five months and sometimes 
longer before payment is made. While the monthly 
volume of billings is different with each school supply 
jobber, in our case sixty-seven per cent of the yearly 
volume is billed in the last six months. During August, 
September and October approximately forty-five per 
cent of the year’s volume is billed. 

Schools constantly buy at wholesale prices. That 
is the reason the national average gross profit for 
school supplies is only twenty-four and eight-tenths 
per cent. As soon as we have a school district sold 
and the superintendent is strong for us, he changes 
jobs and jeopardizes our business with that account. 


Taking only the above into consideration, selling 
school supplies doesn’t look like a very attractive busi- 
ness. However, we are located in the heart of Iowa. 
All the teachers and school executives get to Des 
Moines at some time during the year, either to teach- 
ers’ conventions, basketball tournaments, summer 
school, to see the teachers’ agencies, or merely to buy 
a new fur coat. Because of our location we have a 
fine opportunity to keep our contacts alive and the 
customers get to know the office personnel as well as 
our sales force. 

Schools may be slow in paying, but they always 
pay eventually. The unit sale is large and the turnover 
is quick. The potential volume from each account is 


attractive. 
Salesmen Who Call on Schools Only Are Appreciated 


School men like to buy from a salesman who calls 
only on schools. The superintendent feels that we 
understand his problems and he can take off his 
“stuffed shirt” while we are there. We 
act as a safety valve and, since the 
salesman calls on no one else in town, 
he feels that he can safely “let his hair 
down” to the school supply man. The 
school buyer is loyal to his source of 
supply, and once he is yours he sticks 
with you. 

The school supply business IS differ- 
ent, but it is clean. We do a large 
volume of business and maintain close 
control of all costs, stock and ship- 
ments. It can and does pay a good 
profit. 

The school supply business and its 
more stable sister—office supplies— 
make good running mates. 
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TEACHER TRAINING FOR OFFICE MACHINES 
(Continued from page 44) 


type 2—key driven—hand operated only 
3. Duplicating machines 

type 1—stencil duplication—hand operated and 
electric models includes mimeoscopes and all 
types of accessories. 

type 2—gelatin—rotary and flat bed 

type 3—Addressograph 

type 4—Multilith 

type 5—liquid duplicator (Ditto) 
Use of right-hand margin justifying machines 

in connection with duplicating machines. 
4. Voice writing machines 
Unit 1—dictating machine 
Unit 2—transcribing machines 
Unit 3—shaving machine 

5. Bookkeeping—Billing machines 
type 1—ten keyboard posting 
type 2—full keyboard posting 
type 3—flat bed writing and accounting 
type 4—typewriter billing and accounting 

6. General Office Utilities 
check protector, staplers, punches, all types of 
styli, filing systems, stamping devices, punching 
and perforating machines, dater, automatic num- 
bering devices and a host of other common office 
equipment, devices and tools. 

A brief bird’s eye view of our instructional pattern 
in our office machines course may be gleaned from a 
portion of a bulletin which we recently mailed to the 
commercial teachers in the State of Minnesota. 


Instruction in 
Ditto Duplication 
2 Job sheets 
Mimeographing, including Color Work, and the Mimeo- 
graphed High School Paper, and 
Mimeoscope Stencil Cutting 
3 Job sheets 
Voice Transcription 
Dictation Machine; Shaving Machine 
3 Job sheets 
Adding Machines—2 Job sheets 
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Crank-Driven Calculators—4 Job sheets 

Key-Stroke Calculators—3 Job sheets 

Bookkeeping Machines, including Commercial and 
Bank Posting—4 Job sheets 

Filing—4 Job sheets 

And other office machines—Flat-bed Billing; Line-a- 
time; Check Protector, etc. 


Equipment Used 


1 Ditto Automatic Rotary Gelatin Duplicator 

2 Mimeograph Machines (Open and Closed Drums) 
and Interleaver 

2 Mimeoscopes, including 20 Styli, 19 Lettering Guides, 
and 9 Screen Plates 

Complete Dictaphone Equipment, including 2 Dicta- 

phone Transcribers, 1 Dictaphone Dictating Machine, 

1 Dictaphone Shaving Machine 

Full-Key Models 

Ten-Key Models 

5 Monroe Calculators (both hand-operated and elec- 
tric) 

5 Comptometers and Burroughs Calculators 

2 Burroughs Bookkeeping Machines 

1 Underwood Bookkeeping Machine 

15 units of Seven Outfits of Remington Rand Filing 
Equipment, specially-welled machines tables, secre- 
tarial desks and secretarial chairs. 


The Results 


Last year we sent out our first group of graduates 
with training in office machines. One of the boys who 
accepted a position as a commercial teacher in an 
average Minnesota community wrote back “home” 
after he had been on the job but one month. Let him 
tell us what these young commercial teachers think 
of their opportunity for office machine training: 

“If there is any one course I’m glad I was able to 
take in the Business Curriculum, it’s the machine 
course. I’ve been here but six weeks and it has 
proved its worth a thousand times.” 

Making education function effectively is the best 
answer to the critics of education. Vocational business 
education must recognize that office machines is a basic 
training area in the efficient and effective production 
of trained clerical workers. 


- Cw 
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Aigner, G. J., Co 169 Fulton Specialty Co. 184 
Allen & Co. 182 General Fireproofing Co. 80, 81 
Allen Calculators Inc. 149 Globe-Wernicke Co. 73, 104 
Allen-Wales Add. Mach. Corp. 187 Graphic Dup. Co. 180 


Allied Carbon and Ribbon Co...186 Guide System & Supply Co.......166 


All-Steel-Equip Co. 146 Gunlocke, W. H., Chair Co.......128 
Amer. Autmatc. Elec. Sales Co. 179 Hall-Welter Co. ... 148 
American Photo Laboratories....141 Harding, Milo, Co. 167 
Amer. Writing Machine Co....... 84 Harriman-Welts Products Co...189 
Artility Metal Products, Inc.....107 Harter Corporation, The... . $2 
Art Metal Construction Co. 87 Hellesoe, Hans H. ..147 
Art Steel Co., Inc. 186 Heyer Corporation, The 193 
Autmtc. File & Index Co. 183 Higgins, Chas. M., & Co. 147 
Bentson Mfg. Co. 173 High Point Bd. & Chair Co.......179 
Bright Chair Co. 172 Hilco Corp. ..172 
Brown-Morse Co. 188 Imperial Desk Co. ..162 
Clarotype Co., The 190 Imperial Methods Co. 153 
Codo Mfg. Corp. 184 Indiana Desk Co. : 134 
Columbia Rib. & Car. Mfg. Co. 145 Inkograph Co. 189 
Columbia Steel Equip. Co. 150, 151 Ink Specialties Co., Inc. 132 
CopyRight Mfg. Corp. 139 Inter-State Ribbon & Carbon 

Corry-Jamestown Mfg. Corp. 91 Co 188 
Cramer Posture Chair Co. 190 Jasper Chair Co. 79, 120 
Dawn Mfg. Corp. 148 Jasper Office Furniture Co.122, 156 
Dick, A. B., Co. 65 Jasper Seating Co. 180 
Dictaphone Corp. 117 Keetac Co. .... 158 
Dixon, Jos., Crucible Co. 111 Leopold Co., The 166 
Doppelt, Charles, & Co 173 Lyon Metal Products, Inc. 120 
Duplicator Paper & Sup. Co.185-190 Macey Co ..108 
Eaton Paper Corp. 171 Manifold Supplies Co. 67 


Mashek, Frank & Co. 155 St. Johns Table Co. 140 
Metal Office Furniture Co. 154 Security Steel Equip Corp. a 
Meyer & Wenthe 183 Sengbusch, S. C. Inkstand Co... 
Michigan Desk Co. 164, 174 Shaw-Walker Co. .... 95, 36 
Mimeograph, The 65 Sheaffer, W. A., Pen Co.............137 
Mittag & Volger, Inc. 101 | Sheppard, C. E., Co. 165 
Moore Push-Pin Co...... 191 Sherman-Manson Mfg. Cc.........164 
Murphy Chair Co. ... 138 Shipman-Ward Mfg. Co. osama ee 
Nat‘l Blank Book Co 189 Sikes Co., Inc. 97 
Nat'l Brief Case Mfg. Co. 143 Smith, L. C., & Corona Type- 
Neidich Process Div. 143 writers Inc. . . 69 
New Indiana Chair Co. 136 Speed Key Mfg. Co.. ......186 
Old Town Rib. & Carb. Co....83, 89 Speed-O-Print Corp. 175, 176 
Orthograph Co. 187 Standard Record Co. .180 
Pac. Mfg. Corp. 90 6©«.-«s Star _Products Co...... 183 
Pacific Cb. & Ribbon Mfg. Co..109 Stationers Loose Leaf Co. ..170 
Peerless Key-Imperial Mfg. Co. 99 Storms, H. M., Co. 170 
Peerless Steel Equip. Co. 106 Sturgis Posture Chair Co. 167 
Phillips Process Co. 179 Technygraph, The 144 
Print-O-Matic Co. 125 Toledo Metal Furniture Co. 74 
Pronto File Corp 142 Trussell Mfg. Co............. 191 
Rand McNally Co. 185 Tuch-Rite Corp. ........ 135 
Red Feather Prod. Ltd. 169 Underwd. Elliott- Fisher 

Reliable Tw. & A. M. Corp. 172 Back Cover 
Remington Rand Inc. 157 U. S. Tw. Ribbon Mis. > 
Rex-O-Graph Inc. 155 Vail Mfg. Co............ 72 
Rishel, J. K., Furn. Co. 173 Van Dyke Industries. 160 
Rite-Rite Mig. Co 187 Varat, Murray Co... ..190 
Roberts, Weldon Rubber Co......186 Victor Safe & Equipment Co. ——_ 
Rockwell-Barnes Co. 93 Webster, F. S., 

Ross Laboratories 188 Weis Mfg. Co. 75, "76, "7, " 
Royal Metal Mfg. Co 192 Yawman and Erbe Mfg. Co. 119 
Royal Typewriter Co. 71 Young Office Equip. Co. 168 








NEW CORONA PORTABLE ANNOUNCED 
L. C. Smith & Corona Typewriters, Inc., announce a 
new mode! Corona Comet De Luxe which will retail 
for $47.75. Like most of the Coronas it has floating 
shift. Among the other features are full width regula- 





THE CORONA COMET DE LUXE 


tion standard keyboard, piano key action, one stroke 
ribbon reverse feeding on same stroke, marginal warn- 
ing bell, complete visibility, both right and left hand 
carriage release, shift lock, single and double line- 
spacing, variable linespacer (locks on variable), car- 
riage centering and protective escapement lock-out 
lever, folding paper table, back spacer, accelerating 
typebar action, spring steel typebar anvil, non-glare 
keyboard, crownless key rings, Pica or Elite type, en- 
closed ribbon spools, non-glare ripple finish attrac- 
tively striped. 
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MACHINE OPERATOR’S DESK BY GENERAL 
FIREPROOFING 
The General Fireproofing Company, Youngstown, 
Ohio, has recently announced a new office machine 





THE G-F MACHINE OPERATOR'S DESK 
operators metal desk which is marked by a number 


of unusual features. 
Trimly designed and containing all of the sturdy 





structural features of the G-F lines, the new desk 
is said to be highly efficient and more functional 
because of its corner inset for placing a calculating 
or adding machine within easy and comfortable 
reach. The desk working space is always clear of 
the machine yet both machine and work are close 
together. 

There is ample knee and foot space and there is a 
convenient shelf which is clearly shown in the accom- 
panying illustration. Four drawers of varying sizes 
are standard equipment. 

—_- | 

NEW PAYROLL SYSTEM BY MASTER-CRAFT 

The Master-Craft Corporation, Kalamazoo, Mich., a 
division of the Shaw-Walker Company, has developed 
and announced a new payroll system which is made 
not only for the larger business organizations but 
for firms with relatively small payrolls, and is used 
in connection with the company’s Kopi-Spot carbon- 
ized checks. 

The system, which can be used with a company’s 
present equipment, eliminates copying work and makes 
possible the preparation of four records in one opera- 
tion—payroll check, pay statement, earnings ledger 


—, 






































THE MASTER-CRAFT PAYROLL SYSTEM 


and payroll summary sheet. Its operation is described 
as follows: 

The pay statement, earnings ledger and payroll 
journal are written simultaneously. The ledger sheet 
may be the original record and when the payroll is 
finished, the checks are written and the job done. 
The name of the employe with the check number and 
the deductions slip completely filled out are auto- 
matically written as a by-product of the machine 
operation. 

The form is folded with the pantagraph check as 
the original, the Kopi-Spot as the duplicate and the 
pay statement as the triplicate. The payroll summary 
is placed in the machine in the rear platen and the 
ledger sheet is inserted front feed to a point where 
the first blank line of the earnings ledger registers 
with the next succeeding blank line of the payroll 
journal. 

After the ledger is in position the folded check 
is dropped between the ledger sheet and the payroll 
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journal. The operator writes directly on the earnings 
ledger which becomes the original. The impression 
carried through the check (non print). The Kopi-Spot 
section reproduces the figures written on the ledger 
sheet directly to the pay statement, and the full 
carbon sheet makes the journal. 
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LYON METAL’S LOCKER DRAWING TABLES 
AND LOCKER WORK BENCH 

Two new items in the vocational schools group line 
of Lyon Metal Products, Inc., Aurora, Ill., are a locker 
drawing table and a locker work bench. Both units 
are of steel construction and are described as follows: 

Dimensions of drawing table, lockers are 4% inches 
wide, 24 inches deep, and overall width of 50% inches. 
Table top surface, 53’ inches wide and 26 inches deep. 
Height, front and back, 36 and 39 inches. It has a 
34-inch pipe footrest, 8 inches from floor. The unit 
provides private locker space for six students and 
bottom opening in each locker provides storage for 
drawing boards. Lockers are numbered from one to 
six, an upper compartment holds drawing materials 
and padlock hasps permit doors to be securely locked. 
Finish is Lyon green baked-on enamel and the top is 
of glue-jointed birch sanded and shellacked twice. 

The locker work bench conserves space by furnish- 
ing project locker facilities under the bench top. 





(TOP) THE DRAWING TABLE AND (LOWER) THE LOCKER 
WORK BENCH 


Locker doors are equipped with springs which close 
doors automatically and padlock attachments and door 
knobs are furnished. Bench top is of wood tongue and 
grooved members securely bolted together. The lock- 
ers may be ordered in back-to-back form for center 
floor use or in single depth style for use along a wall. 
Vices are not furnished by Lyon. Dimensions of the 
unit are overall height, 3234 inches, of which wood 
top is 214 inches. Individual locker sizes are 12 inches 
wide, 21 inches deep and 15 inches high. 
—————_—_0—=>>-0-—__—_ 
NEW CASH REGISTER AND ADDING MACHINE 
ANNOUNCED BY ALLEN CALCULATORS 

Allen Calculators, Inc., 676 Front street, N.W., Grand 
Rapids, Mich., has announced to the trade a new cash 
register and also a new Model 878 portable electric 
adding machine with a million dollar adding capacity. 

On the cash register each transaction is definitely 
indicated on the audit strip as N/S no sale, CSH cash 
sale, R’/A received on account, tax sales tax, P/O paid 
out, or CHG charge sale. 

In addition there are nine department keys, A B D 
EHKMVN S. The ring-up is 1c to $999.99 and the 
totaling capacity is $999.99. 

It is supplied as Model 240 with the machine remov- 
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able from the drawer permitting it to be used as a 
regular adding machine anywhere. 

Also supplied as Model 240N incorporating the Allen 
style drawer construction wherein the machine is per- 





THE R. C. ALLEN CASH REGISTER 


manently fastened to the cash drawer. A blank red 
button on the key board when latched down instantly 
locks the drawer preventing anyone tampering with 
the cash when clerk is away from the register. En- 
forced designation in the transaction key column ne- 
cessitates depressing one of the transaction keys in 
order to open the drawer. This model also carries a 
chrome plated coin plate on the drawer. 


The model 878 adding machine is seven columns 
listing and eight columns adding with a totaling 
capacity of $999,999.99. It has direct subtraction with 
subtracted items printing in red. The carriage is 5% 
inches wide, stationary and takes both narrow and 
wide roll paper. It has standard, flat flexible keyboard. 
Equipped with automatic clear signal (first item car- 
ries an arrow clear sign). Visible dials and automatic 





THE MODEL 878 ADDING MACHINE 


ciphers are two additional R. C. Allen features. Oper- 
ating keys include non-print, non-add, correction, 
repeat, live total and subtotal keys and plus and minus 
motor bars. 
2 —_$_—_— 
SPACE SELECTOR ON ERROR-NO 
COPYHOLDER 
The Dawn Manufacturing Corporation, division of 
the Hall Welter Company, 12 Champeney terrace, 


NEW 
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Rochester, N. Y., has announced a substantial improve- 
ment in its Error-No copyholder which is in the form 
of a space selector. 

Through use of the space selector the user of the 
Error-No copyholder may, by a flip of the finger, set 





THE ERROR-NO SPACE SELECTOR 


the unit for single, double or triple spacing, relating 
it quickly to the typewriter spacer and assuring ac- 
curate line-by-line copying regardless of whether the 
copy is one, two or three-line spaced. This device 
makes a big saving in time and motion, a specially- 
timed selling point for the dealer who offers his 
merchandise to those striving to quicken production 
for the defense program. 

For further details, prices, etc., the dealer is invited 
to communicate with the company at the address 


given above. 


BICKETT’S IMPROVED RESPIRATOR CUSHION 


The L. M. Bickett Company, Watertown, Wis., has 
recently announced an improved mode! in its line of 
Respirator stool cushions. The improvement consists 
of a flap extending over the edge of the stool seat 
which is drawn together by means of a rubber band 





THE RESPIRATOR CUSHION IN POSITION ON A STOOL 


so that after the cushion is slipped over the stool 
seat it is held securely in position. 

On each side of the cushion are three grommets 
coinciding with ventilating tubes which extend com- 





OFFICE APPLIANCES 


pletely through the cushion so that there is no inter- 
ference with the ventilating system. 

The Respirator stool cushion with overlapping flap 
will carry the same list prices as the same cushion 


without a flap. 
OO 


IMPROVED ESTERBROOK DIP-LESS DESK SET 

An improvement in the efficiency and appearance 
of its dip-less desk sets has been announced to the 
trade by the Esterbrook Pen Company, Camden, N. J. 
Single and double sets incorporating the results of 
considerable research are offered in the line. 

Among the mechanical developments are the fol- 
lowing: Inclusion of a live-rubber washer which sits 
on a solid shelf all the way around the well holding 
ink evaporation to a minimum by sealing out the air, 
a narrow slot which prevents “surging” of the ink up 
through the socket if the well should be suddenly 
moved or pushed, and a control in the base of the 
well to keep the six-month supply of ink (which is 
fully visible) at the correct level under all circum- 
stances. A pen which holds enough ink to write a 





IMPROVED ESTERBROOK DIP-LESS SET 


page without dipping and easy cleaning are additional 
features. 

The attractiveness is added to by a streamlined de- 
sign molded of ink-proof Durez in black, maroon, 
green, gray and walnut, colors chosen to harmonize 
with every type of office furniture. A wide choice of 
pen points in either solid Duracrome or Osmiridium 
is offered. 

oo 


QUALITY PARK’S BUILDING AND LOAN FILE 


The Quality Park Envelope Company, 11-116 Mer- 
chandise Mart, Chicago, has announced a new build- 






















tone 








THE BUILDING AND LOAN FILE 


ing and loan file made of red or gray pressboard with 
heavy four-inch metal tab attached. The size is 10 
by 1434 inches. 

The file has heavy manila dividers which are 
printed into various title headings securely held with 
an Acco fastener. The file is particularly adaptable 
for trust departments of banks and can be used wher- 
ever a system necessitates the placing of papers in 
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individual files. Title heading can be changed at will 
to fill various requirements and the file had a one- 
inch expansion. 

Further particulars, prices, etc., will be promptly 
furnished by the company on request to the address 


given above. 
eee 





NEW OFFICE DESK BY MICHIGAN 


The Michigan Desk Company, Grand Rapids, Mich., 
is introducing a new desk to the trade which is de- 
scribed as “a different desk built to fill a tough job.” 
It is of northern hardwood maple available in the 
standard finishes, walnut, mahogany and school brown 
although special colors are available at a slight ad- 
ditional cost. 

Specifications are: One and one-half inch moulded 
northern hardwood maple top, all corners rounded, 
three-ply quarter-inch panels, three-ply drawer bot- 
toms framed in, full size dovetailed drawers operating 
on extension wood runs, pencil tray, appropriate metal 





MICHIGAN'S NEW OFFICE DESK 


drawer pulls, brass sockets, heavy machined key center 
drawer lock with all pedestals locking from center 
drawer, tops rubbed and bases flat finished. Drawer 
interiors can be finished at $1.20 list. 

Further details and illustrated literature will be 
supplied the dealer on request. 
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WELHAM’S NEW CURRENCY OMNIBUS 

The Welham Metal Products Company, Geneva, II1., 
has announced a new unit for the use of banks which 
is trade-named the Currency Omnibus. It is made 
entirely of stainless steel with steel binding, a lino- 
leum top and satin chrome hardware. 

The device is equipped with a paracentric key lock 
which locks the unit completely. Portability is in- 
creased by easy rolling casters. The top is hinged 





THE CURRENCY OMNIBUS IN (LEFT) OPEN AND (RIGHT) 
CLOSED POSITION 


and there is an unsually large lower storage drawer. 
The finish is olive green baked enamel. 

Further details, prices, etc., on the new line are 
available on request to the firm’s home offices at 
15 Peyton street, Geneva, Ill. 
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AMERICAN WRITING ANNOUNCED NEW MONARCH 
ADDING MACHINE 

The American Writing Machine Company, 115-117 

Worth street, New York, N. Y., has announced a new 

Monarch adding machine which is listed as the No. 





THE MONARCH NO. 7163-3 


7163-3, and replaced the company’s model No. 7165-3. 

The new Monarch features multiplication, sub- 
totals, correction key, automatic ribbon reverse and 
other modern advantages. It is equipped with special 
rubber feet to prevent creeping and to avoid marring 
of furniture. It lists five columns and totals six, ad- 
ding to within one cent of $10,000. 

Complete information on this new machine and 
other models in the Monarch line can be secured by 
writing to the company at the address given above. 
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WRENN’S NEW BLOTTER ASSORTMENT 
The Wrenn Paper Company, Middletown, Ohio, has 
announced a new and convenient item for the dealer 





WRENN’S BLOTTER ASSORTMENT 


in the form of a packaged selection of blotters which 
is listed as the Wrenn’s Stationers Assortment. 

Each package contains 125 sheets—twenty-five each 
of five different colors. The sheets are of the Wrenn’s 
embossed desk blotting, size 19 by 24 inches, and are 
packaged in an attractive, dust-proof carton. 

The company’s standard assortment consists of 
twenty-five sheets of the most popular colors—moss 
green, chocolate, goldenrod, dark blue and old rose, in 
either the Mosaic or basket weave finishes. This assort- 
ment, however, can be varied to suit individual re- 
quirements. 

Further details will be supplied by the manufacturer 
or request. 
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BATES IMPROVED “MUNKEE” STAMP PAD 


A new construction of its Nos. 2 and 2A Munkee 
stamp pads which affords considerable convenience 
for the user has recently been announced by the Bates 
Manufacturing Company, 30 Vesey street, New York, 
N. Y. The new feature involves the use of a filler 
which can be slipped in and out instantly and without 
the need for tools or equipment. In removing the 
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filler it is only necessary for the user to insert a lead 
pencil in one edge and slide the filler over until it 
can be grasped with the other hand. Further details, 





BATES IMPROVED MUNKEE PAD 


prices, etc., of the entire Munkee line will be promptly 
furnished the dealer on request. 


—_——_9- 9 


KISCO’S NEW COOL-CIRCLE-ATOR 
MODEL ANNOUNCED 
The Kisco Company, Inc., Thirty-ninth street and 
Chouteau avenue, St. Louis, Mo., has recently an- 
nounced a new model to its line of Circulair units 





ABOVE.— The Kisco 
Utility model Circulair 
erroneously referred 
to as the Majestic 
Cool-Circle-Ator on 
page 20 of the April 
issue. At left.—The 
Majestic Cool-Circle- 
Ator which is fully de- 
scribed in the accom- 
panying text. 





which has been given the trade name of the Majestic 
Cool-Circle-Ator. 

Like all the other models of the line the device is 
capable of delivering powerful currents of air without 
unpleasant blasts or drafts. The Majestic can deliver 
these currents outward and downward over a wide 
area at the same time. In operation it is said to be 
extremely quiet. 
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meet a demand for an air mover and cooler of distinc- 
tive design and attractiveness. Its finish is of rich 
Satin-silver and bronze to make it a fitting unit for 
any type of office or office furniture. 

Further details and illustrated literature on this and 
other numbers of the Kisco line are available on re- 
quest to the company at the address given above. 
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NEW VICTOR CARD GUIDE LINE 
The Victor Safe & Equipment Company, Inc., North 
Tonawanda, N. Y., is now introducing its new line of 
Bristol card guides, with both plain and celluloided 
tabs. 
The new Victor guides are made in 5 by 3, 6 by 4 
and 8 by 5 inch sizes and are available with blank 





VICTOR'S BRISTOL CARD GUIDES 


tabs, and in printed alphabetical, monthly, daily and 
State sets. 

The packaging of these guides has been particu- 
larly designed by Victor to give them “consumer ap- 
peal.” 

The box is the familiar Victor bright orange printed 
with design in black and each set of guides inside is 
cellophane banded. An attractive and sales-making 
display can be arranged by merely opening up the 
boxes as shown in the illustration. 
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PEERLESS STEEL’S NEW OFFICE BOOKCASE 

The Peerless Steel Equipment Company, Unruh & 
Hasbrook streets, Philadelphia, has announced to the 
office equipment trade a new and handsomely styled 
bookcase for business use. 

Designed to meet a demand for a case for the stor- 
age of catalogues and other books and papers of ref- 
erence, the bookcase is finished in a style to har- 





THE PEERLESS STEEL OFFICE BOOKCASE 


monize with any type of office furniture or fixtures. 
It is sturdy and well-constructed to give a lifetime of 


The Majestic is a tall, pedestal model designed to satisfactory service. 


sy) é 
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ORTHOGRAPH’S AUTOMATIC POSTCARD 
PRINTER 


The Orthograph Company, 406 South Main street, 
Los Angeles, has placed on the market a new adjust- 
able automatic Postcard Printer on which can be 
printed postcards measuring 4 by 6, 3% by 5% and 
3 by 5 inches. 

By a simple device the necessary changes for the 
size of cards to be printed are made quickly and easily. 
A feeding arrangement is entirely automatic and feeds 
from the bottom of a stack of cards. 

Substantially built for long service and neatly de- 
signed and finished the machine retails for $24.50. 





THE ORTHOGRAPH POSTCARD PRINTER 


Further details will be furnished on request to the 
manufacturing company at the address given above. 


—_———_—- oe 


TUCH-RITE TYPING TEACHER 


The Tuch-Rite Corporation, New York, N. Y., has 
announced a new device named the “Tuch-Rite,” which 
is designed to teach touch typing within a brief period. 





THE TUCH-RITE TEACHER 


The unit is described as “a simple, inexpensive key- 

board device,’ with which the typing student learns 

“on a scientifically planned and designed keyboard.” 

The manufacturing company has prepared illustrated 

and descriptive literature which is available on request. 
————— 2 —___— 


RAND McNALLY’S NEW ROAD ATLAS 


Rand McNally & Company, 536 South Clark street, 
Chicago, has announced the 1941 edition of its well- 
known Road Atlas which this year features a showing 
of 1940 census population figures for all places as a 
special aid to salesmen and other business people. 

The new atlas retains the familiar scheme and all 
maps and other features have been thoroughly re- 
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vised and brought up to date. The price remains at 
seventy-five cents. 

The company, which furnishes attractive display 
easels for the store counter or window, also announces 






THE 1941 ROAD ATLAS 


that its Master Highway Guide has likewise been re- 
vised and brought up to the minute in its 1941 edition. 
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SANFORD ANNOUNCES DUBONNET PENIT INK 

The Sanford Ink Company, Congress and Peoria 
streets, Chicago, has announced a new ink which is 
trade named Dubonnet Penit ink. The new writing 
fluid is said to be a perfect match for the mulberry 
or Dubonnet edging or printing used on a great deal 


SANFORD’S DUBONNET PENIT INK BOTTLE 


of the present-day stationery. The ink is put up in an 
attractive, diamond-cut bottle which, like the balance 
of the two-ounce Penit line of inks, retails at fifteen 
cents. 


FAIR FURNITURE’S CHAIR CUSHION 


The Fair Furniture Company, 215 Chestnut street, 
Newark, N. J., has announced a rubber cushion for 





THE FAIR FURNITURE COMPANY CUSHION 


chairs which is featured by a sturdy construction and 
an available line of three sizes. 
The cushion is of one inch solid sponge rubber filler, 


(Turn to page 152, please) 
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Spokane Greets Eleventh District Delegates 


Convention Combined with Annual Meeting of The 


Northwest Stationers 


Association — Cooke 


Elected 


Regional Governor — Portland to Get 1942 Meeting 


HE thirty-second annual convention of the Pacific 

Northwest Stationers Association, which also was 
tne annual meeting of the eleventh district N. S. A., 
was held March 30, 31 and April 1 at the Davenport 
hotel, Spokane. The attendance included enthusiastic 
Stationers from Washington, Oregon, Idaho and Mon- 
tana. The Grand Coulee project, only ninety-five 
miles away, was a factor in the happy choice of the 
capital of the Inland Empire as this year’s convention 
city. A number of the visitors included Grand Coulee 
in their trip. 

The program was supplied partly by stationers and 
others in the district, by national officers of N. S. A. 
and other members of the N.S. A. troupe. The troupa- 
dours included President Owen Bayless, General Man- 
ager Charlie Garvin, Ted Caswell, F. S. Webster Com- 
pany; Roy Wells, Postindex Company, and John Gil- 
bert of OFFICE APPLIANCES. 

G. Prescott Tuesley, as president of the Northwest 
association and regional governor, presided at all ses- 
sions. Calling the convention to order, he introduced 
the mayor of Spokane, Frank Sutherlin, who besides 
extending a cordial welcome sketched the city’s 
growth. He said he was proud of that growth and 
proud of the increase of popularity in Spokane as a 
convention city. Two stationery concerns he men- 
tioned whose growth closely paralelled that of the 
city were John W. Graham & Company and Shaw & 
Borden Company. Mr. Bayless responded on behalf 
of the delegates. Mr. Garvin followed by paying 
special tribute to Mr. Bayless as a worthy representa- 
tive of the Pacific Northwest and one of the best 
presidents the association ever had. 

Jim Ball of Kilham Printing & Stationery Company, 
Portland, who celebrated his fiftieth year in the 
industry last June, introduced the troupers. He re- 
called that Rowland Waltz, John W. Graham & Com- 
pany; and Will Ortel, Shaw & Borden Company, both 
before him, were present at the organization meeting 
of the Pacific Northwest Stationers thirty-two years 
ago. 

Mr. Bayless said we must know more per man in 
this industry than in any other. So many different 
things come up every day that every day is a thrill 
—a challenge to the energy and ability of every one 
of us. He suggested that in replacing men entering 
military service special consideration be given to men 


over forty. A recommendation was that we use what 
we preach to our customers. That is one of the best 
ways to sell merchandise. 


Question Bees Generate Interest 


The convention was enlivened by three question 
bees, one on advertising, one about new things and 
new ideas about old and one on Northwest history. The 
first, conducted by John L. Mathiesen of John W. 
Graham Company, Richard G. Montgomery, J. K. 
Gill & Company, Portland, and Robert M. Needham, 
Needham’s Book Store, Salem, Ore., brought out valu- 
able ideas on newspaper advertising, radio, and enve- 
lope enclosures. The next brought up for discussion 
the new twenty-nine inch desks, office radios, fluores- 
cent lighting, competition with cheap files sold direct 
and how best to operate a fountain pen department. 
This one was conducted by E. F. Naegele, Naegele 
Printing Company, Helena, Montana; Norman Cun- 
ningham, Arch Cunningham & Company, Boise, Idaho; 
David Wax, Wax Office Equipment House, Portland, 
and Mr. Gilbert of OrriceE APPLIANCES. The last quiz, 
“Northwest-on-Parade,” was conducted by C. I. Isher- 
wood, Isherwood Advertising Agency, Spokane. He 
brought out some interesting facts about the old 
Oregon territory. 

Mr. Wells’ talk told of opportunities which visible 
record presented to dealers. Mr. Garvin went into 
detail on the national situation and how it affects the 
retail stationer. 

An interesting feature of the convention was a 
movie entitled “The Big Idea,” which gave good ideas 
on selling and was presented through the courtesy 
of Coca Cola Company. 

Mr. Garvin was invited to talk over radio station 
KFPY. In a fifteen minute period he told briefly of 
the beginning of the stationery industry, its develop- 
ment, the reasons for the Spokane meeting and his 
satisfaction at being there. 

The following officers were selected to serve the 
Pacific Northwest Stationers Association during the 
ensuing year: J. L. Cooke, Cooke Stationery, Salem, 
Oregon, president and governor of the eleventh dis- 
trict; Horace Kilham, Kilham Printing & Stationery 
Company, Portland, and Darrell Ireland, Trick & Mur- 


(Turn to page 178, please) 
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CAMERA SNAPS AT THE 11TH REGIONAL MEETING IN SPOKANE 


. Charlie Garvin broadcasting over station KFPY, with Lee S. Libby 
(left) and Rowland Waltz of John W. Graham & Co.., as studio visitors. 

. The Honorable Frank Sutherlin, mayor of Spokane. 

. C. I. Isherwood, Isherwood Advertising Agency, presenting prize to 
Mrs. Ray Flaherty, Office Supply Co., Missoula, Mont., for most 
points in quiz on Northwest territory. 

. Chet Williams, Yawman and Erbe Mig. Co.; Ray L. Ruhle, McKee Ptg. 
Co., Butte, Mont.; Betty Hansen, Anaconda; Charlie Garvin; Margie 
Wartens, Anaconda; Harry Budd, McKee Ptg. Co. The girls from 
Anaconda, near Butte, the copper capital, are members of the Ana- 
conda High school band which distributed copper arrowheads to 
stationers and other guests they met in the lobby and restaurant of 
the Davenport hotel. 

. Leslie Rosser, Rosser & Sutton, Yakima, Wash.:; George Simmons, 
Eberhard Faber Pencil Co.; Charles F. Evans, Sanford Ink Co.; 
Charles E. Davis, Samuel Ward Mfg. Co.; Franklin Rising, Bain- 
bridge, Kimpton & Haupt, Inc.; Earl Howe, Speed Products Co. 

. N. S. A. President Owen Bayless and General Manager Charlie 
Garvin talking things over. 

. Carl McBrayer, Pacific Staty. & Ptg. Co., Portland, examining badge 
of Ralph Ortel, Shaw & Borden Co., general committeeman. 
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. Mrs. John L. Bird; Mr. Bird, John L. Bird Co., Seattle; Miss H. B. 


Jackson, John W. Graham 6& Co. 


. The govenahs! Retiring Governor Prescott Tuesley. Yakima Bind ng 


& Ptg. Co., congratulates Governor-elect Jim Cooke, Cooke Staty. 
Co., Salem. Ore. 


. Inspecting Grand Coulee dam. Charlie Garvin, Rowland Waltz, 


John W. Graham Co.; John Waltz. 


. D. C. Wax, D. C. Wax Office Equipment House, Portland; J. L. Cooke, 


Cooke Staty. Co., Salem, Ore.; C. T. McBrayer, Pacific Staty. & Ptg. 
Co., Portland; Carl McBrayer of the same firm; Bob Smith, manufac- 
turers’ representative; John Hunt, John F. Hunt & Co., Tacoma. 


. George Griffith, Koh-I-Noor Pencil Co.; Al Holmes, Seattle Office 


Supply Co.; Don Stewart, executive secretary. Pacific Northwest 
Stationers Association; Mrs. Harbord: Ed. Harbord, The Harbord- 
Rogers Co., Portland; Charles Nunn, Wilson-Jones Co. 


. Keith F. Chandor and H. C. ‘'Hank’’ Lyles, Bates Mig. Co. 
. Front row: Watty Starr, Stationers Loose Leaf Co.; Jim Ball, Kilham 


Staty. & Ptg. Co., Portland; Al Osborn, Tacoma Office Supply Co.; 
John B. Hibbard, The Globe-Wernicke Co. Rear: M. D. Hasty. 
Sengbusch Self-Closing Inkstand Co.; A. G. Fitzpatrick, H. S. 
Thurber Co., Helena, Mont.; E. F. Naegele. Naegele Ptg. Co., 
Helena; Bob Gutsch, Gregory Fount-O-Ink Co. 


. Norm Cunningham, Arch Cunningham & Co., Boise, Idaho. 
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Seventh District Meets at Minneapolis 


Charles Regan Elected Regional Governor—Northwest 
Stationers Play Big Part in Convention Success—Twin 
City Stationers Honor Mrs. Bayless. 


TATIONERS from the Dakotas, Minnesota and Iowa 
gathered at the Nicollet hotel April 4 and 5 for the 
annual meeting of the Seventh District N.S.A. The 
hard work of the governor, Jim Parrott of Matt Parrott 
& Sons Company, Waterloo, the Twin Cities stationers 
and the Northwest Travelers, resulted in an excellent 
attendance and a genuine spirit of interest and co- 
operation. Several N.S.A. Troupers participated in the 
program, particularly President Owen Bayless, General 
Manager Charlie Garvin, Roy Wells, Postindex Co., and 
Bill Welch of W. W. Welch Company. 

The meeting was called to order by Mr. Parrott. 
After a verse of the Star Spangled Banner, John H. 
DeWild, manager of the Trade Extension Division, 
Minneapolis Civic & Commerce Association, welcomed 
the visitors and went further by giving an excellent 
Sales talk. Selling opportunities in 1941, he said, are 
better than ever before. One essential for best results, 
he reminded his audience, is to learn whether we are 
calling upon the right man. We should develop sales- 
men, sales equipment, personality. Complete informa- 
tion about prospects should be in the prospect file. 
Salesmen, he said, waste a lot of time fiddling with 
people’s needs and not their wants. Check up on their 
wants and you'll be further along than paying all at- 
tention to their needs. He said that this year would 
have no summer dip. As an indication of possibilities he 
showed a chart on business furniture and equipment 
volume from 1929 on, showing the drop from that year 
to 1933, the climb to 1937, a small dip to 1939 after 
which the volume went up. In Selling, he said, start 
at the top and work down. It is too difficult to start 
at the bottom and work the other way. He suggested 
that dealers talk to high school groups, business col- 
lege students and others to interest intelligent young 
people in the stationery business. 


Bayless Discusses What’s Ahead 


President Bayless was assigned the topic “Impres- 
sions of What’s Ahead.” The largest thing in our 
business, he said, is small business, and that was an 
important factor in its favor. He spoke on many 
angles of the business. Referring to publicity, he 
stated that if the manufacturer advertises to the pub- 
lic, the stationer should advertise to the public as well, 
letting the buyers know where he is. Particular atten- 
tion should be paid to personnel work. He stated 
that greeting cards were great for developing store 
traffic, also that a big increase is due in writing paper, 
since people are writing letters more now than ever 
before. The subject of inventory was covered, Mr. 
Bayless saying we must not give our merchandise away 
by selling underpriced. 

Mr. Garvin spoke on “Observations from a Washing- 
ton Balcony.” America will be great, he stated, as long 
as its domestic economy works. He told of various 
developments which would exercise an influence on the 
Stationery industry. 

The first afternoon meeting was for dealers only, 
Mr. Parrott presiding. He introduced E. R. Manning, 
sales manager Stein Bros. Manufacturing Company, 
Inc., Chicago, who spoke on “Leather Goods and the 
Stationer.” His talk had to do with the fundamentals 
of selling brief cases, binders and portfolios. Mr. 
Manning is one of the best informed men in the 
leather goods business. 

Following Mr. Manning was an “Information Please” 
hour, which developed into one of the most interesting 
features of the convention. Many questions about 


dealer problems were asked and answered. 
The subject of “Management,” handled in a very 
thorough manner by Harry Horder of Associated Sta- 


tioners Supply Company of Chicago, gave new ideas 
to many visitors. We all should start thinking, he said, 
about what we are going to do policywise. We are 
running our businesses for net profit, for ourselves and 
for our employees. Net profit is after taxes. Raising 
list prices, he said, will not answer any present prob- 
lems. One thing causes us to make or not to make 
money and that is the pricing of the merchandise we 
sell. Where are we to get the money, he asked, for 
new taxes? What is a price and what makes it? We 
should start thinking about prices at once. A price 
list should embody a business philosophy. 

Roy Wells of Postindex Company spoke on the sale 
of visible equipment, explaining that the field is im- 
mense and that practically all stationers are equipped 
to handle it although some have not yet seen fit to 


try it out. 
The subject of “Loose Leaf” was covered in another 


address by Mr. Bayless. There is a growing market, he 
said, for loose leaf ring books. Replacement on ring 
books now in use, he stated, is big business in itself. 
We should sell ring books for shop use. They are good 
for blue prints which take too much space when spread 
out but are handled nicely in loose leaf sections. Busi- 


(Turn to page 164, please) 


SEVENTH REGIONAL DELEGATES AND THEIR LADIES AT 
MINNEAPOLIS 


1. Charlie Garvin talking things over with the regional governor-elect, 
Charlie Regan, Globe Publishing Co., South St. Paul. 

2. Seated: Mrs. John Dougherty, Mrs. Karl Kiesel, Mrs. Claude Fleet. 
Mrs. Hollis Stephens, Mrs. Jim Parrott, Mrs. Ray Hammond, Miss 
A. B. Carroll. Standing: Karl Kiesel, The Carter's Ink Co.; Mrs. 
Sterley Jerue; Al Nordstrom, Smead Mig. Co.; Mrs. Nordstrom: 
Charles Knapp. Matt Parrott & Sons Co.; Mrs. Knapp; Mrs. Herb 
Morgan; Dan MacDougal, Stationers Loose Leaf Co.; Ray Hammond, 
National Blank Book ond Larry Hamm, The Pierce Co., Fargo. 

3. Governor Jim Parrott, Matt Parrott & Sons Co., Waterloo, Iowa, and 
Mrs. Parrott holding armful of American Beauty roses. 

4. Mrs. L. P. Burlingame; Mr. Burlingame, Miller-Davis Co.; Mrs. H. S. 
Fall: Herb Fall. legen Co., Minneapolis. 

5. Dave Bevans, Jack Lenehan and Fred Pitt, Wilson-Jones Co.; Hollis 
Stephens, Neva-Clog Products, Inc.; Ray Hammond, National Blank 
Book Co.; Harold Graves, Wilson-Jones Co. 

6. Mrs. Al Nordstrom and Ed. Friedman. LePage’s Adhesives, Inc. 

7. Roy Wells, Postindex Co.; Frank Palmer, Eaton Paper Corp.; Jack 
Berry, The Globe-Wernicke Co.; Jay Parrott, Matt Parrott & Sons Co., 
Mrs. Berry: Ray Johnson, and R. F. Ahlquist, Quality Park Envelope 
Co.; Mrs. Robert Kemske; Dan Consodine, Richard Best Pencil Co.; 
Dan MacDougal. Stationers Loose Leaf Co.; E. M. Metz. Quality Park 
Envelope Co.; Jack Goldman, Thomas & Grayston Co., Minneapolis. 

8. At the registration desk. Seated: C. E. Williams, Williams Book & 

ame Co., Winona; L. Ed Friedman, LePages’s Adhesives, Inc.; 

Fred Schaefer, Sanford Ink Co.; Art Grayston, Thomas & Grayston 
Co., Minneapolis. Standing: Ed. M. Hansen, Miller-Davis Co,; Doug- 
las “Tiny’’ Roos, Autographic Register agent; Bob Davies, Miller- 
Davis Co. 

9. Seated: Roy Wells. Postindex Co.; W. W. Welch. W. W. Welch Co.; 
Ted Caswell, F. S. Webster Co. Standing: Hollis Stephens, Neva- 
Clog Products, Inc.; Jim Berggren, W. W. Welch Co. 

10. Seated: Cliff Cody, C. F. Cody Co., Dubuque; Mrs. E. Mulliken, 
Fritz-Cross Co.; George Vinton, The Macey Co. Standing: Clarence 
Benson, Farnham Staty. & School Supply Co., Minneapolis; Larry 
Collins. city purchasing agent, Nels Schreiber, Messenger Ptg. Co., 
Fort Dodge; E. J. Mitchell, manufacturers’ representative. 

ll. E. M. Metz, Quality Park Envelope Co.; Hector Morrow, Ridley’s 
Office Equipment Co., Moorhead, Minn.; R. F. Ahlquist and E. E. 
Hart, Quality Park Envelope Co.; Larry Hamm, The Pierce Co.; Paul 
Ridley, Ridley’s Office Equipment Co. 

12. John Krueger, F. S. Webster Co.; Ralph Maneval, A. W. Faber, Inc.; 
Morrie Thompson, Shaw-Walker Co.; Walter Pierce, Midland Staty. 
Co., Minneapolis. 

13. Herb Morgan and Harry Horder, Associated Stationers Supply Co.; 
Oscar Bertelson and Tony Geisen. Bertelsen Bros., Minneapolis. 

14. Arthur Fark, Miller-Davis Co., Minneapolis; Claude Fleet, Eberhard 
Faber Pencil Co. 

15. McGowan and Company. A group 
thirst parlor a few doors from the 
Ink Co.; R. R. Kemske, Kemske Paper Co., New Ulm, 
Griebel, Yawman and Erbe Mig. Co.: Morrie Thompson, Shaw- 
Walker Co.; Joe McGowan, proprietor; Al Nordstrom, Smead Mig. 
Co.; R. H. McGowan, Shaw-Walker Co.; Gene Mitchell, manufactur- 
ers’ representative; Cliff Talty, Poucher Ptg. & Litho. Co., Minneapolis; 
Jay Parrott, Matt Parrott & Sons Co., Waterloo, Iowa; Joe Popple. 
Zaiser’s, Inc., Des Moines. 

16. Sherman Read, St. Paul Book & Staty. Co.; Edd Dawson, Koch Bros., 
Des Moines. 

17. Bill Smith's party 

18. G. J. Sengbusch, Sengbusch Self-Closing Inkstand Co.; A. C. Van 
Horne, Eberhard Faber Pencil Co. 


athered in front of McGowan’s 
icollet: Fred Schaefer, Sanford 
Minn.; Stanley 
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SEVENTH REGIONAL VISITORS INDIVIDUALLY IDENTIFIED ON OPPOSITE 
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Fifth District Stationers Gather at Columbus 


L. S. Crowl Crowned Regional Governor—Garvin and 
Bayless Represent ''Troupe’'—Delegates Attend Conven- 
tion From Six States 


TATIONERS from six states—Ohio, Indiana, Mich- 

igan, Illinois, West Virginia and Kentucky—gath- 
ered at the Neil House, Columbus, April 7 and 8, for 
the annual convention of the Fifth District N.S.A. The 
program furnished was out of the ordinary. Charlie 
Garvin and Owen Bayless represented the N.S.A. 
troupe. Important topics were covered by stationers in 
the district. Two of the addresses had to do with the 
functions of insurance in business, one with illumina- 
tion. 

The governor, Earl Kochheiser, presided at all ses- 
sions. He called the meeting to order, introduced offi- 
cers and guests, appointed committees and gave an 
outline of the program before calling upon Mr. Garvin 
who spoke on “Recent Observations.” He was followed 
by Mr. Bayless. The talks of both speakers were weil 
received, as they were at all the meetings preceding. 
Mr. Garvin reported that business was active and that 
the troupe found a good attendance everywhere. The 
stationer, he said, is growing in public appreciation. 
He told of hearing on a Bing Crosby program a refer- 
ence to Eberhard Faber putting erasers on pencils back 
in 1861. He mentioned a show in which a person is 





CELEBRITIES SNAPPED AT THE FIFTH REGIONAL MEETING. 

1. N. S. A. President Owen G. Bayless, Fourth Vice-president Harry 
Balch, Mrs. Earl Kochheiser. W. R. Diehl, Sr., with the light of a 
candle spotting his nose. 


2. Wesley Thomas, Findlay Ptg. & Supply Co., Findlay; Mrs. Harry Nich- 
ols, Governor-elect L. S. Crowl, Blade Pt.“ Paper Co., Toledo. 

3. Mrs. Ray Schumacher; E. H. Sell, E. H. Sell, Inc., Columbus, past 
president of the N. S. A. 

4. Governor Earl Kochheiser, Sam Vining. orator, and NSA General 
Manager Charlie Garvin talking things over while Mrs. W. R. Diehl. 
Sr.. finds interest elsewhere. 


told to go to Schwabacher-Frey’s for certain mer- 


chandise. 

Mr. Garvin gave some facts and figures on the im- 
portance of distribution through present retail chan- 
nels. He expressed his belief that the stationers have 
the best sales organizations in the world. 


Mr. Bayless spoke on inventory and the danger of 
concentrating on defense to the neglect of old cus- 
tomers. He stated that we must supply our own Sales 
forces with the best equipment we can furnish, both 
for general utility and the effect on others. This, he 

(Turn to page 174, please) 
ON OPPOSITE PAGE.—Ladies and gentlemen of the fifth regional dis- 
trict gather at Columbus, Ohio. 

1. Seated: Howard Denomme, Lynn B. Emery Co.; Detroit; Walter 


Bussing, Bussing’s, Detroit; Dean A. Hall, Gage’s, Battle Creek. 
Lafayette; H. 


Mich. Standing: Tony Decker, Decker Bros., Inc., 
H. Treudley, H. H. Treudley & So., Inc., Youngstown; Ray Schu- 
macher, National Blank Book Co.; Art Fontaine, Decker Bros., Inc., 


Anderson, Ind.; Jack Boyd. National Blank Book Co.; Art Eldred. 
Eldred Co., Lorain, Ohio. 

2. Sam Vining, author and lecturer, after working up to a high pitch 
in putting on a sales demonstration of an electric iron with which. 
in addition to eliminating wrinkles, at the same time fried a strip 
of bacon and an egg and made coffee. fhe iron is between Mr. 
Vining’s left hand and the microphone, partially obscured by 
smoke from the bacon and eggs and coffee. 

3. Seated: H. B. Van Dorn and W. M. Van Dorn, Joseph Dixon Cruci- 
ble Co.; George Long. The Globe-Wernicke Co. Standing: Roy 
Chambers, Miles Fox, Inc., Detroit; Fred Tracht, University of 
Chicago Bookstore; Harry Anderson, The Globe-Wernicke Co.: 
Harry R. May. May Office Service, Inc., Beckley, W. Va.; Jim 
Spurlock, Spurlock Office Service, Huntington, Ww a. 

4. Charlie Garvin, N.S.A.; Jim Dryden and —a Dick, Redeker & 
Dick, Cincinnati; W. R. Diehl, Sr., and William R. Diehl, Jr., Diehl 
Office Equipment Co., Columbus; Claude Allen, The General Fire- 
proofing Co.; Don Crile, Office Equipment Co., Canton; ve 
Thomas, Findlay Ptg. & Supply Co., Findlay. 

5. R. L. Sanford, The Brooks Co., Cleveland; H. H. Wittstein, manu- 
facturers’ representative; Harry May. May Office Service, Inc., 
Beckley, W. Va.; Ed. Manning, Stein Bros. Mig. Co.; E. J. LeBlanc 
holding a copy of Office Appliances; Al Gorman and John Morley, 
Office t uipment Co., Louisville; Charles ~~ % Associated Sta- 
tioners Su pply Co.; A. F. Lindhorst, Gibson & Perin Co., Cincin- 
nati; Joe Leroux, Franklin Ptg. & Engraving Co., Toledo. 

6. Henry Block who has become associated with Ken Boyer (right) 
in the Newell B. Newton Co., Toledo. 

Seated: 


7. Some of the ladies ready to leave for a noon engagement. 
. Thompson, Mrs. 


Mrs. C. W. Leonard, Mrs. H. C. Dick, Mrs. E 
Henry Mohrdieck, Mrs. George King. Standing: rs. Harry 
Nichols, Mrs. Earl Kochheiser, Mrs. Ed. J. Lohmeyer. Mrs. Roland 


Kyle, Rose Marie Mohrdieck, Mrs. Karl King. Mrs. Roy Wells, Mrs. 
W. J. Carroll. 

8. Paul Cheney, Southworth Co.; Harvey Rockwell, Yawman and 
Erbe Mfg. Co.; Ole Ditmansen, Youngstown Office Supply Co.; Gene 
Donahue, Yawman and Erbe Mig. Co. 

9. Harry Balch, Quality Park Envelope Co.; Earl Kochheiser, The 
Charles Ritter Co., and governor, 8th District, NSA, Mansfield, Ohio; 
Ed.*Conlon, Rockwell-Barnes Co. 

10. W. W. Welch, Jr. (left) and Sr.. W. W. Welch Co., with Bob Beek- 
man, sales representative, in between. 

ll. Ollie Stratton and A. G. Schaefer, Sengbusch Self-Closing Inkstand 
Co.; L. S. Crowl, Blade Ptg. & Paper a, Toledo; Al Aigner, G. J. 
Aigner Co.; C. G. Gregory, Gregory Fount- O-Ink Co.; T. W. Buss- 
ing. Bussing’s, Detroit; C. T. Schnell, Invincible Metal Furniture Co. 

12. Governor-Elect L. S. Crowl, N. S. A. President Owen Bayless and 
Retiring Governor Earl Kochheiser at the speaker's table. 

13. C. W. “'Neal’’ Leonard, Leonard & Co., Detroit; Harry Nichols, Weis 
Mig. Co.; Owen Bayless. Lowman & Hanford Co., Seattle; H. T. 
Griswold, Sanford Ink Co. 

14. Jack Sell, Sell, ng Columbus; Bernard F. Girardot. Gregory 
Fount-O-Ink Co.; Dykema, Doubleday Bros. & Co., Kalamazoo: 
anes = School "Teoheuibte Metal Furniture Co.; E. H. Sell, Sell. 

Inc. 

15. Pensive is the word for Charlie. The NSA general manager in a 
typical pose while talking to someone at the speaker's table. 

16. E. T. Waters, Waters & Waters Co. 

17. F. R. Nichols and R. R. Hengge. Columbia Ribbon & Carbon Mfg. Co. 

18. Larry Saunders, C. Howard Hunt Pen Co.; Chet Harper, Boorum & 
Pease Co.; Claude Allen, The General Fireproofing Co.; Fred Pitt, 
Wilson-Jones Co.; E. L. McEwen, Devoe & Raynolds Co.; Lyn Logan. 
and Matt Dimmitt, Wilson-Jones Co.; R. S. Greathouse, Waters & 
Waters Co.; Harry Nichols, Weis Mig. Co. 

19. J. C. Oom and Sy Herrema, Economy ra Su ply Co., Grand 
Rapids; John O'Keefe. John Underwood & arry Morton, In- 
dianapolis Office Supply Co.; Harry Dick, es & Dick, Cincin- 
nati: Steve Stout. Boorum & Pease Co.; Jack Schaefer and George 
L. Mason, Eversharp. Inc.; Frank Willenborg. Willenborg Staty. & 
Ptg. Co., Cincinnati; Jack Kuresman Pounsford Staty. Co., Cincinnati. 

20. Mostly Chicago. Seated: Hy Linden, Ace Fastener Corp.; Al Aigner. 
G. J. Aigner Co.; Roland Kyle, Mosler Safe Co. Standing: Elmer 
Krumwiede, G. J. Aigner Co., and Art Steel Co.; Homer Sheets. 
Victor Safe & Equipment Co.; Bill Lipner, Koh-I-Noor Pencil Co.:; 
Harry Balch, Quality Park Envelope Co.; Jim Bradley, Chas. M. 
ee & Co. 

21. O. E. Earnshaw. Roth Office Equipment Co., Dayton; Ken Boyer. 
a B. Newton Co., Toledo; Charlie Orth. Joseph Dixon Cruci- 

e Co. 

22. Seated: Charlie Ramsey. Ever Ready Calendar Mig. Co.; O. E. 

Earnshaw. Roth Office Equipment Co., Dayton; Paul Cheney, South- 


worth Co.; Lou M. Brown, Eberhard Faber Pencil Co.; standing: 
Dixie Carroll, Eberhard Faber Pencil Co.; Ted Caswell, F. S. Web- 
ster Co.; D. M. Smith, Eberhard Faber Pencil Co. 
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BRADFORD BECOMES OFFICIAL OF AMERICAN 
PAD AND PAPER 

H. S. Bradford last month was elected vice-president 

and a director of the American Pad & Paper Com- 

pany, Holyoke, Mass. In the latter capacity he will 














H. S. BRADFORD 


fill qut the unexpired term of the late G. W. Brain- 
ard who was treasurer of the corporation and whose 
passing was reported in the March issue of OFFICE 
APPLIANCES. 

Mr. Bradford has been connected with the company 
for over thirty years, twenty-five of which were spent 
in the firm’s New York City office. He has been man- 
ager of the branch since 1929. 

Well-known throughout the East, he spent a number 
of years covering a territory consisting of the New 
England states before being placed in charge of the 
New York office. He now covers Boston, Philadelphia, 
Wilmington and other cities in New Jersey besides the 
work in New York City proper. 

¥ a 
MALLESON ON BUENOS AIRES TRIP 

T. T. Malleson, foreign sales director of the Royal 
Typewriter Company, who for the last few years has 
been on semi-active duty, left New York on February 
21 on the SS. Uruguay with Mrs. Malleson for a 
pleasure trip to Buenos Aires. En route the Uruguay 
called at several points in the West Indies and Brazil 
and Mr. Malleson paid brief visits to Royal dealers at 
these points. 

Mr. and Mrs. Malleson also recently took a cruise 
through the Caribbean where he visited Royal dealers 
in the Virgin Islands, Haiti and Cuba. For many years 





Mr. Malleson traveled in Royal interests over the en- 
tire world and still retains his love of travel and has 
many friends among Royal dealers. 
et = 
CONLON NOW SALES MANAGER FOR 
ROCKWELL-BARNES 

J. Edward Conlon, for the past twenty-two years a 
member of the staff of the Rockwell-Barnes Company, 
Chicago, last month was promoted to the position of 
sales manager. 

Joining the company in 1919 Mr. Conlon has spent 
the last eighteen years traveling the Middle West and 
southwest, a territory in which he needs no introduc- 
tion to the stationers and office supply dealers. Al- 
though he will spend more time at the Chicago office 
under the new set-up, it is nevertheless his intention 
to keep personal contact with his friends in the ter- 








J. E. CONLON 


ritory and also pay regular visits to stationers 
throughout the East and South. 

At the annual meeting of the Northwest Travelers 
Club, Mr. Conlon was elected president of that body. 

savin 

WALKER AND WIFE HURT IN TRAFFIC CRASH 

Arthur J. Walker, president of the Farnham Sta- 
tionery & School Supply Company, Minneapolis, Minn., 
and Mrs. Walker are recovering from injuries suffered 
on April 1 when their car left the highway near Iowa 
Falls, Iowa, and rolled over several times. 

Although Mr. Walker was released from the Iowa 
Falls hospital a day or two later, Mrs. Walker was 
more seriously hurt, suffering injuries to her back 
which necessitated her removal home in an ambulance. 
Although steadily improving, it is expected that Mrs. 
Walker will be confined to her home for some time. 
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A DESERT IN MINIATURE.—This realistic 
bit of desert was displayed in the win- 
dow of the General Supply Company. 
Albuquerque, N. M., during the tenth 
regional meeting in that city. Jack Harper, 
owner of the business, did a grand job 
with sand, adobe and figures of men 
and animal inhabitants of the desert. 
In the foreground was a large sign wel- 
coming the delegates to the convention. 





TWO NEW COLONELS FOR N:S.A. 
Josephine Eckert of Santa Fe Book & Stationery 
Company and Harry Balch of Quality Park Envelope 
Company, both have been appointed colonels on the 
staff of N.S.A. Jo, as Miss Eckert is known to many 
in the trade, is a very capable young lady, well known 


to N.S.A. troupers. Whether it be selling stationery, 
coming down the mountain on a pair of skis or tak- 
ing an active part in some stationers gathering, she 
always does her task well and does it smiling. Harry 
Balch serves N.S.A. as fourth vice-president. He made 
an excellent record last year as general chairman of 
the national convention and contributed much to the 
meeting at Columbus. 


HORDER’S MAKES CHICAGO POS- 
TURE-CONSCIOUS. — Chicago recently 
learned the value of correct seating when 
Horder’s, Inc., devoted large windows 
in three of its leading stores to this un- 
usually clever window display of the 
“Synchrotilt” executive posture chair of 
the Johnson Chair Company, Chicago. 
Cutout figures to supply the human ele- 
ment were supplied by Johnson and 
together with the various signs which 
were attached to tapes running to the 
section of chair to which the card referred 
did a magnificent job of telling the story. 
Horder’s also capitalized on the occasion 
to show in a nearby window a sten- 
ographic posture chair of a moderately- 
priced style as a means of calling to the 
attention of the passerby the fact that 
the firm specialized in office furniture. 
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WARD'S GLOBE-WERNICKE WINDOW. 
—Ward's, Stationers, Boston, recently 
devoted this entire window to Globe- 
Wernicke Co., index tabs as part of the 
firm’s promotion of G-W products, a 
drive which lasts a whole month. Ac- 
cording to Arthur King, general manager 
of Ward's, the annual promotion of the 
Globe-Wernicke products is preceded 
by considerable planning and, while the 
drive is on displays in the window as 
well as in the store are all arranged to 
tie-in with the campaign which has 
always proved of considerable profit. 








EXCUSE US, F.e ae 


In the caption under the three center pictures on 
Page 29 of the April issue, the following statement was 
made: “Above are three views of the office of the 
Freuhauf Trailer Company, Detroit, after the office 
furniture firm of Walter J. Duncan, Inc., installed 
The Leopold Company products.” The statement is 
accurate but incomplete. The desks, tables and stands 
were made by the The Leopold Company, Burlington, 
Iowa, but the chairs were produced in the factory of 
The B. L. Marble Chair Company, Bedford, Ohio. The 
omission of this information last month is regretted. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Aasociation of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4 


London, 1st March, 1941. 
Of paramount importance today is, “What effect 
will the intended consolidation of industry have on 
the office appliance and allied trades?” It is a mat- 
ter of vital import both to the manufacturing and serv- 
icing branches of the trade. Already it has lost the 
services of many of its mechanics in the national 
interest. Overnight the wholesale trade of the type- 
writer industry vanished in mid-air. Will the same 
thing happen again to other sections of the trade? 


* x - 


Steel furniture and eash registers are whittled down 
to twenty-five per cent quota of normal trading, under 
the limitations of supplies order. Addressing, office 
printing and duplicating machines, also safes, need a 
license for sale against the plant and machine control 
order and the order applies both to sales of second 
hand machines and reconditioning, as well as to sales 
of new machines. 

* ~ * 

The trade fully realizes that resources of men and 
materials must be diverted to the war effort. We must 
have more planes, more ships. “Speed up” is the cry. 
The men who control must make themselves something 
of a nuisance to orthodox ways of business. One feels 
everywhere the throb of events as the great war ma- 
chine gains momentum. Spring is at hand and long 
promised events dimly foreshadowed are just peeping 
through. Everywhere is the spirit of co-operation, 
gone is the apathy of winter. The ravages of bombing 
are being rapidly repaired and where there was dev- 
astation but a short while ago, is now a nice tidy open 
space. Our engineers have built bridges over. craters 
necessitating lengthy periods for essential repairs. 
Traffic proceeds normally, undisturbed by the pioneers 
working beneath. Machinery has eased the position, 
mechanization knows no limits with skilled men be- 
hind it. What part our trade has to play in the pooling 
of businesses and the building of the bridges over the 


gap from war to peace is a moot problem. “It can 
take it.” 
* + + 
Standardization, perhaps less striking than the 


progress of mechanization is a distinctive feature in 
the modern office—furniture, office machinery, stand- 


ardized throughout the building—and a newer trend 
in the process is the standardization of office station- 
ery. Paper control has forced many developments. 
The number, sizes and variety of forms and envelopes 
have been considerably curtailed and standardized. 
What permanent developments in this process of 
standardization of stationery war conditions will 
achieve is difficult to forecast. 


ot * * 


As a result of the visit to the U. S. A. of the presi- 
dent of the Stationers’ Association of Great Britain 
& Ireland—Mr. Lancelot D. Spicer—this organization 
has just launched an Overseas Correspondence Circle, 
with the object of keeping their Americna friends 
posted as regards the position over here and to foster 
a greater friendship between these two countries, in 
addition to the trade gaining strength thereby. 


~ * * 


After sixteen months of negotiations on the subject 
of “Who Is a Commercial Traveller?’ Mr. Gilbert 
Gledhill (G. H. Gledhill & Sons Ltd.), M. P. for Hali- 
fax and president of the Incorporated Salesmanagers 
Association, has successfully established that all bona- 
fide salesmen travelling for commercial purposes, 
whether selling to the trader for resale or direct to 
the user, should have equal privileges. The term 
“Commercial Traveller” had previously been construed 
by certain government departments as applying to the 
salesman, or representative, selling to the retailer 
only, and that the salesman selling to the user was 
merely a peddler of wares without commercial status, 
this with the resultant loss of certain government 
privileges in the carrying out of his duties. In the 
main, salesmen employed in the office appliance and 
allied trades, are on a direct to user basis. The trade 
has therefore benefited very considerably by this 
effort. 

. > * 

The trade has taken a very lively interest in the 
arrival of the new American ambassador, Mr. H. 
Winant. It eagerly anticipates that it will lead to still 
greater co-operation between our two great nations. 
—SSE 
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The Law of Nature is not much 
different from the Law of Busi- 


ness—the strong push out the 


weak; the good push out the bad; 


the true push out the false. 


In business, the strong prod- 
uct, well made—the good dyna- 
mo, the true compass, the fine 
fountain pen—has what it takes 
to get along 


for the “Survival of the Fit- 


The Importance of Truth 
in Duplicating 

These are no days to be mistaking “‘3’s’’ for 
“8's” or “1's” for “7’s.”” Even such a mistak« 
to the right of a decimal may ruin a day’s 
“close tolerance” production; to the left it 
may cost thousands of dollars. 

Because so many bid sheets, manufactur 
ing specifications and other forms are pro 
duced by stencil duplication, executives ar 
putting their feet down for absolute accuracy. 


The Mimeograph stencil sheet does not fool 


eo 


MIMEOGRAPH is the trade-n 


Fil 


is the “Survival of Quality.” 


test’ 


Quality isn’t a matter of size 
or of cost. Quality is a matter of 
doing what’s supposed to be done, 
for as long as it’s supposed to be 
done, at the lowest possible cost 
to the person who wants it done. 

The product of quality, like the 
person of quality, you like to have 
around. 


The product of inferiority is 


you. What is typed or written on its clean, 
smooth surface appears on the duplicated sheet. 

Numbers are clean-cut and accurate; \et 
ters are easy to read. 

Mimeograph stencil sheets are engineered to 
provide better results with Mimeograph du 
Their economy is threefold: ease of 

sureness of 
and accuracy 


plicators. 
preparation which saves time; 
preparation which saves waste; 
of reproduction which prevents costly errors. 

Let our local distributor make a no-cost 
survey of your duplicating needs... . A. B. 
Dick Company, Chicago. 


licator 


Mimeograph duplicat« 


Office 


test 


Out of many acorns, one digs into the ground and sprouts. 
It pushes aside the weaker seedlings . . . 

It alone grows into the mighty oak... 

We call it “Survival of the Fittest’’— the law of plants, 


animals, men—and products... 


something you “keep upstairs” 
when company comes. 

Too many people look on qual- 
ity as something only the rich can 
afford, when the opposite is true. 

Thefartheryourdollarhastogo, 
the farther quality will stretch it. 

When you come down to it, 
only the person with money to 
throw away is in a position to 


pay ‘‘too much for too little.” 


COPYRIGHT 1941, A. 8. DICK COMPANY 
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MEETINGS—CONVENTIONS—DINNERS 





MILO HARDING SALES CONFERENCE HELD 


With progress and expansion reaching new highs 
for the Milo Harding Company, an important two-day 
sales conference of its key sales representatives was 
called by Milo M. Harding, president, on March 29 and 
30, at the general offices and factory of the company 
at Los Angeles. 

Those attending included Cecil W. Burden, J. Ran- 
dolph Gerold and Lorin L. Wilson from the western, 
midwestern and northern territories. 

Verne R. Shattuck, eastern sales manager of Pitts- 
burgh, flew to the coast for the conference which was 
attended also by Walter H. Radell, San Francisco dis- 
tributor of Tempo products. 

A surprise visitor was Lieutenant James M. Harding, 
son of the company’s president. Lieutenant Harding 
was formerly associated with the company but is now 
in the service of his country, stationed at Fort Mc- 
Arthur. 

Arrangements included a tour through the new en- 
larged plant of the company during which the group 
was addressed by department heads and laboratory 
authorities on stencils, ink, and other items manufac- 
tured by the company. 

In addressing the group, Mr. Harding stated that a 
better-trained selling organization plus improved qual- 
ity products, resulted in a new high record of sales for 
the company. Further, he declared, he felt a personal 
interchange of ideas at this important time highly 
essential to the company’s plan to serve the trade more 
adequately. 

To accomplish wider coverage, in keeping with the 
company’s plan to render more personal service to its 
trade, the present field staff has been extended 
through the addition of several divisional sales repre- 
sentatives. 

During the meeting not only were additional details 
for the enlargement of the 1941 advertising schedule 
completed; but plans for 1942 already in the making 
were considered at great length due to contemplated 
changes in the field. 

ee oe 
BUSINESS SHOW HELD AT FORT WAYNE 

The second annual Business Show of the Fort Wayne 
chapter of the National Association of Cost Aceount- 
ants was held April 15 and 16 in the Fort Wayne 
Chamber of Commerce. Office equipment and systems 
were displayed on both days until 10 p.m.—AK 


DICTAPHONE SALES STAFF ATTEND ACHIEVE- 


MENT CLUB CONFERENCE 

Top-ranking district sales managers and sales repre- 
sentatives of the Dictaphone Corporation from every 
major city in the United States and Canada met for 
the annual Dictaphone Achievement Club conference 
in New York City last month. 

Membership in the Dictaphone Achievement Club 
and attendance at the annual conference are dis- 
tinctions conferred upon those individuals in the 
Dictaphone sales organization who achieve their re- 
spective quotas and maintain a high selling average 
for the year. 

The three-day conference opened on Thursday, 
April 3, at the Hotel Biltmore, under the Chairman- 
ship of F. I. Peterson, district sales manager of Min- 
neapolis, and the leading manager in point of sales 
in the United States and Canada. The day was devoted 
to a discussion of sales policies and plans for 1941 
by members and company executives. In the evening 





NOTABLES AT THE ACHIEVEMENT CLUB CONFERENCE.— 
(L to R) F. T. Peterson, Minneapolis branch manager and pres- 
ident of the 1940 Dictaphone Achievement Club; L. M. Powell. 
general sales manager, Dictaphone Corporation; L. C. Stowell, 
executive vice-president, Underwood Elliott Fisher Company 
and member of the Dictaphone board of directors; President 
Merrill B. Sands, Dictaphone Corporation. In the rear, between 
Mr. Stowell and Mr. Powell is L. D. Norton, director of research, 
Dictaphone Corporation. 





THE GROUP WHICH ATTENDED DICTAPHONE CORPORATION'S ACHIEVEMENT CLUB CONFERENCE IN NEW YORK 
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I ‘Ask Your 
1 Panama 


or 
Beaver 
Man" 




















THE NEW “HiGa 


in Panama and Beaver users 
is not spectacular. It has 
climbed consistently since 





1896 ... on confidence. 


MANIFOLD SUPPLIES COMPANY 


Manufacturers * Coast-to-coast Distribution 


Identified Ink and Fabric Products Which 


Meet All Possible Office Conditions 
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DICTAPHONE’S ACHIEVEMENT CLUB- 
BERS TAKE TO THE AIR.—One of the 
rewards of these star salesmen was a 
capital airplane flight aboard a United 
Airlines Mainliner. The group is shown 
posed for a picture beside the big plane 
just before the take-off. A theater party. 
banquet and inspection of the company’s 
Bridgeport plant were features of the con- 
ference this year. 


the group met for a reception and buffet dinner which 
preceded a “Louisiana Purchase” theatre party. 

Friday morning the entire group was transported 
by special New Haven Railroad accommodations to 
Bridgeport, Conn., for a tour of the Dictaphone fac- 
tory. The conference convened for luncheon at the 
Stratfield hotel in Bridgeport and in the afternoon 
continued the general session, returning to New York 
on an early afternoon train for a formal reception 
and the annual Achievement Club banquet in the 
music room of the Hotel Biltmore. 

Included in the list of guests and speakers at the 
banquet were the following members of the board of 
directors of the Dictaphone Corporation: William C. 
Breed, a member of the law firm of Breed, Abbott & 
Morgan; A. E. Impey, vice-president of the Chase 
National Bank; J. Arthur Singmaster, president of 
Singmaster & Breyer; L. C. Stowell, executive vice- 
president and director, Underwood Elliott Fisher Com- 
pany; C. K. Woodbridge, partner, Arbuckle Brothers. 
Congratulatory messages were also sent to the banquet 
by Chairman of the Board Paul Appenzellar and 
Board Member E. A. Pierce. These were amplified and 
reproduced for the group on the Dictaphone Telecord. 


The 1940 Dictaphone Achievement Club officers in- 
cluded the following: President, F. I. Peterson, Min- 
neapolis; first vice-president, D. W. Hagan, Tulsa; 
second vice-president, D. W. Sandberg, St. Paul; 


secretary, W. W. Harrell, Chicago; sergeant-at-arms, 
E. J. Lanagan, Washington; deputy sergeants-at-arms, 
R. E. Manley, Jr., Philadelphia; F. S. Sherman, New 
Frank McGarvey, 


Haven; Ottawa; W. A. Spittler, 


7 fal 
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St. Louis; associate deputy sergeant-at-arms, H. H. 
Clausen, Milwaukee. 


—— 9 


CHICAGO TYPEWRITER MEN DISCUSS 
CURRENT PROBLEMS 

Following the usual dinner at the Sherman hotel, 
the regular monthly meeting of the Chicago Type- 
writer Dealers Association was called to order by Presi- 
dent Sam Fogel on Monday evening, April 14. Twenty- 
seven were present. 

The first order of business was an interesting and 
informative discussion of the Wages and Hours law, 
which, it was revealed, covers virtually every dealer in 
business. 

Another helpful interchange of information con- 
cerned the plan of letter shops in the city to organize 
a central buying service through which members of 
the letter shop association would be able to purchase 
machines and equipment at special prices. The Chi- 
cago Typewriter Dealers Association went on record as 
being opposed to this type of collective buying. 

Before adjournment, Elmer Young, chairman of the 
National convention committee, made a report con- 
cerning the plans for the great assembly to be held 
in Chicago next July. 


a 
NEW YORK OFFICE MACHINE DEALERS ANNUAL 
BANQUET 


The sixth annual dinner dance and revue of the 
Office Machine Dealers Association of New York at the 
Hotel New Yorker on the twenty-ninth of March was 
indeed a Sell out. It was obvious that John A. LaHiff 
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NEW YORK OFFICE MACHINE DEALERS ASSOCIATION'S SIXTH ANNUAL DINNER-DANCE 


® 
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ec Axnouncine THE NEW! BIG 
VALUE! in the famous CORONA line. 
Yes, it’s got Floating Shift...andsays 
so on the type guide where customers 
can see it. In fact, there are over 
30 SALES FEATURES on this newest 
CORONA! But, you’ve got to see it 
to really appreciate its EYE VALUE! 





Non-glare, ripple finish attractively 
striped...bright parts have a high 
lustre finish. It’s sMART, up-to-the- 
minute, 

—Write today for further de- 
tails—L C Smith & Corona Type- 
writers Inc., Desk 5, 191 Almond 
Street, Syracuse, New York. 


SMITH-CORONA 


OFFICE TYPEWRITERS 


PORTABLE TYPEWRITERS 
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REMINDERS OF A PLEASANT JOURNEY. 
After the stationers’ meeting in San Fran- 
cisco toward the end of March, Ed Wob- 
ber, a well known San Francisco station- 
er, took the N.S.A. troupe to his home at 
Woodside, which is near the southern 
part of the peninsula. The pictures shown 
herewith bring to mind two delightful 
days at the Wobber home. At the top is 
the party assembled for dinner. Seated, 
left to right, it reads: Charlie Garvin, John 
Knox, Ted Caswell, Ed Wobber, Owen 
Bayless, Jim Anderson. In the second row 
are Roy Wells, Jack Marish, Chad Milli- 
gan and Gaston Goetting. 

2. N.S.A. troupers pause at the temple 
alongside the road to Woodside, which 
marks some important engineering in 
connection with the San Francisco water 
supply. Left to right are Ted Caswell. 
Roy Wells, Ed Wobber, Owen Bayless, 
Jim Anderson, Charlie Garvin. 

3. The water temple itself, with the troup- 
ers in the foreground. The temple is 
located at Spring Valley Lakes, the wa- 
ter supply of San Francisco, through 
which flows water from Lake Eleanor 
above Yosemite Valley, more than 300 
miles away. 

4. Jerry, Mr. Wobber’s dog. which is 
friendly with everyone who is friendly 
with him. 


(J. E. Albright & Company), president of the associa- 
tion, in whose honor this annual banquet was held, 
has lost none of his charm and personal popularity. 
Every available space in the North ballroom was used 
and completely sold out weeks in advance. 

The dinner itself was delectable, well served in the 
New Yorker’s efficient style. Between courses the 
dance orchestra filled in with music of excellent 
rhythm to the enjoyment of most of the 459 guests 
who entered into the festivities without reservation. 

An interesting program headlining some of the stars 
of radio and Broadway was presented. One of the 
acts was accomplished with the assistance of four 
members of the audience who good naturedly “stooged” 
for a sleight-of-hand artist. The audience took to this 
in a big way. 
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After the program dancing was the order of the day, 
and far, far into the night, long after many of us 
sissies were stowed away in our bunks, a fair share 
of the crowd called for encores from the orchestra. 

William Purvin, Superior Typewriter Company, and 
his entertainment committee did a swell job. 

——o——i—2- 

CHICAGO RIBBON AND CARBON MEN DISCUSS 

EFFECTS OF WAR ON BUSINESS 

An intensely interesting discussion on what results 
may be expected from the present European conflict 
coupled with a description of conditions brought about 
by the last World War featured the April meeting and 
luncheon of the Illinois Carbon Paper & Inked Ribbon 
Association. 

The meeting was held on April 7 in the Atlantic 





HONORING JOHN KNELL.—Each of 
these gentlemen boasts of ten years or 
more of service with the All-Steel-Equip 
Company. Aurora, Ill., and recently 
gathered to do honor to A-S-E President 
John Knell on the occasion of his fifty- 
eighth birthday. The story of the banquet 
appeared in the April issue at which 
time this picture was not available. 
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What makes an ad good box-office? 


HEN AN ADVERTISEMENT clicks in a great big way, 
am are inclined to do a little plain and fancy 
speculating. “Was that just dumb luck?” they wonder, 
“or are those fellows master-minds?” 

We like to imagine you're doing a little of that sort 
of thinking about us. For, heaven knows, that advertis- 
ing of ours in Life, Post, and Collier’s has clicked! And 
at the main box office, too—your cash register! 

So, just to show you that we’re neither shot with luck, 
nor yet gifted with second sight . . . let us take you be- 
hind the scenes and show you the thinking behind our 
advertising: 














We figured it was best to concentrate our adver- 
@ = tising dollars. Not to advertise Portables for cor- 


respondence, and for advancement, and for trav- 
elling use, and for schoolwork. But to hammer away 
at the most important single one of these uses until the 


cows come home! 





2 Next, we made a nation-wide survey to find out 
@ just which was the greatest single reason for 

buying a Portable. Owners reported: Student use! 
Seems that the good old desire of parents to give young- 
sters the best possible chance in life sold more Portables 


than any other one thing. 














Well, the third part was simple. Many tests have 

@ proved that when a Portable is used in home- 
work, grades are better, brains are keener, and 
students enjoy their work. And we all know what a 
knowledge of typing can mean for a youngster in later 
life. So we simply told these facts in our advertising. 





4 Sure, Royal advertising has helped the sale of 
e all Portables. But Royal dealers have got the 

lion’s share of good out of those full-page Royal 
ads. For our sales have reached an all-time high. And the 
Royal is today more than ever the leader in the industry! 





ROYAL PORTABLE 


THE Standard Typewriter 
in Portable Size 


Copyright 1941, Royal Typewriter Company, Inc. 
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There is an ever increasing de- 
mand for VAIL metal paper 
fasteners NOW!! 


With the influx of business every- 
where and the extra demands 
put on production schedules, 
metal paper fasteners are being 
used in larger quantities through- 


out the nation. 


Be sure you supply your custom- 
ers with the approved VAIL line 
of Paper Clips, Pins, Brass Fasten- 
ers, Staples and Thumb Tacks. 
Each box of paper fasteners is 
made to rigid specifications, 
packaged attractively and priced 
to allow you a reasonable mar- 


gin of profit. 


Next time you order metal 
paper fasteners, 
be sure to— 


VATIL 
MANUFACTURING 
COMPANY 


900 E. 95th St. 


Chicago, Ill. 
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hotel, Chicago, with President Fred Neely, Fred W. 
Neely Company, wielding the gavel. There was a nice 
turnout and because of the interesting nature of the 
round-table discussions it was nearly three o’clock be- 
fore the gathering, called for 12:30, broke up. 

Mr. Neely brought out some illuminating reminders 
of what ribbon and carbon manufacturers and dealers 
may expect if restrictions similar to those enforced 
during the World War 1, are again ordered into being. 
Mr. Neely showed that as early as a month before the 
United States entered the last war government experts 
had already begun to “crack down” by restricting col- 
ors in which typewriter ribbons could be made for 
Sale to the business world. 

After the United States became a belligerent fur- 


| ther restrictions were enforced which included abol- 


ition of tin boxes for ribbons and, a short time later, 
an order prohibiting the use of tinfoil in which to 
wrap ribbons. 

At the same time President Neely said the industry 
as a whole did not experience any particular difficulty 
in filling orders providing consumers restricted their 
demand for colors and were content to get along with- 
out packaging previously available. 

Several others present also gave short resumes of 
their selling and marketing experiences during the 
1917-18 period which were interesting in the extreme. 


The next meeting will be held on Monday, May 5. 
consubigiieaiinnts 


'_ AXEL SODERWALL GUEST AT FAREWELL DINNER 


On April 4 fellow-workers gathered at the Im- 
perial hotel in Portland, Ore., for a farewell dinner 
for Axel Soderwall who has retired after thirty-four 
years with Bushong & Company as head of the litho- 
graphing department. 

Mr. Soderwall started to learn his trade in Sweden 
in 1880. He and his brother came to the United States 
shortly thereafter and practiced their trade in Port- 
land for a time and then went to San Francisco where 
they stayed until the San Francisco earthquake, which 


| destroyed all Mr. Soderwall’s tools. He then went to 


Portland for a visit and joined Bushong’s where he 
stayed until this year. 

He is a charter member of the Portland Craftsman’s 
Club and was its first president. About twelve years 
ago a serious illness left him totally deaf but in spite 
of this handicap he returned to his job and remained 


to the date of his retirement one of Portland’s leading 


craftsmen. 
He and Mrs. Soderwall plan to spend the remaining 


years of their lives in Astoria where a daughter is 


living.—BBC 
ee eee 
CATON ADDRESSES PITTSBURGH A.M.A. 
The Office Appliance Managers’ Association of Pitts- 
burgh (Pa.) held its first cooperative sales meeting 
on Monday, March 24, in the Roosevelt hotel. The 


_ gathering was the first of a series having for its object 


the group education and inspiration of salesmen em- 


| ployed by association members. 


The speaker of the evening was W. D. Caton, vice- 


| president of the Standard Register Company and 


president of the Office Equipment Manufacturers’ In- 
stitute. His address was of considerable interest to all 
those present and was followed by the presentation 


| of a Borden & Busse sales educational motion picture. 


Officers of the organization are: 

President, N. B. Dininger, Remington Rand, Inc.; 
vice-president, Milton Weiner, Allen Wales Adding 
Machine Corporation; secretary-treasurer, W. S. 
Thompson, Kee-Lox Manufacturing Company. 

PES 3 aE 
McGOVERN CELEBRATES 80TH BIRTHDAY 

James P. McGovern, Thorp & Martin Company, 
Boston, celebrated his eightieth birthday on April 16 
by being host at a luncheon for a number of his 
friends in the Parker House. 

Deluged with birthday cards, letters and messages 
of congratulations Mr. McGovern received further 
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THESE USEFUL OFFICE ACCESSORIES 
cf ARE NEEDED BY EVERY BUSINESS TO 
Neer ase, fg SPEED UP ROUTINE AND SAVE MONEY 


ANGULAR CELLULOID Today thereisa vast and growing market for Globe-Wernicke 
TAB CURE" office accessories and filing supplies. These dependable, 
Oem §=6economical and practical business helps are needed in 


eM § ovory office to speed up routine, save time and money. 
always visible. Inserts are 


removable. Now is the time to fully replenish your stock of these useful 
office accessories so you can give prompt service to cus- 
tomers. Write for catalog, prices and details of our attractive 
proposition to dealers. 












TABS HAVE THE 
































SAFEGUARD 
FILING PLAN 


This Globe-Wernicke system 
provides the safest, simplest, 


















ev-T$U-t-5 ae bale MN ol-\-) ab aal-hd alole MMe) AGATE CARD 
*, te, ae | CLIP BOARDS 
SUS bate me-bale Mb abatobbalem Sturdily built Eleven styles...in- Meet most every Choice of 
vd . a ca tea dexed alphabetic- filing require- j ores 
he “y —s ene ally, days of week, ment. Available in == ees 
Neeai iets: daysof month, etc.; fifteen different rans _— i 
re 1 foll a also metal tabs sizes with many forhol sega air o/ 
eS with removable styles of indexing. . a 


roy 








hoa ble faba Meler-) One-Half Cut 3x%5,4x6 
. ’ ¢ inserts. Standard Often used for 
be i bene ae 


me yg ag and legal sizes. personal filing. 


Double Tab “STREAMLINER” STEEL DESK TRAYS 


a) . for executive and general office use 
Se Sa 
One-Third Cut — Fifth Cut 


TUFTEAR 
9-08 8 87. 4) BD) 2) <4) 


Tuftear manila folders 
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stand up under heavy con- 


Mg 





Pi a- bab an bt-{- ME vol bb ale (-\s Mole) a 
de 4 1} atel These smart, attractive steel desk trays have full width opening 
Hers... Ce ee that makes it easy to handle papers . . . no fumbling . . . no lost 


of standard tabbing. motion or wasted time. Available in seal gray or flat green finishes. 


Globe-Wernicke 


Otlateliavar-lemmelarce 


MAKERS OF .OVER 4000 ITEMS NEEDED IN OFFICES 
Service Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—-Specia! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 








































Dealers! 
Profits 


will surely be 
yours 







if you get in 
now while the 
opportunity is 
open to you. 

The Govern- 
ment Defense 
Activities af- 
fect every part 
of this country. 


The plants that are making war material 
are engaging thousands of additional drafts- 
men and each draftsman must have a stool. 


Many dealers are sending in sizeable or- 
ders for— 


UHL stTee 


High Desk Stools 


and they report that there is no difficulty 
making sales. 












lf there is any war material be- 
ing made in your vicinity you will 
surely get some orders if you go 
after them. 


Ask for 
Catalog 
THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1718 Hastings St., 
TOLEDO, OHIO 
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honors when he was presented with an original plaque 
to which were attached eighty silver dollars. This 
was a gift from his associates and friends. 

Following the presentation a big birthday cake was 
brought in and, after a gracious speech of acceptance 
and thanks Mr. McGovern skillfully cut it and dis- 
tributed pieces to all those present. 

a 
NAYLOR ADDRESSES NEW YORK O.M.D.A. 

A good attendance at the April meeting of the 
Office Machine Dealers Association of New York, Inc., 
heard L. P. Naylor, eastern division sales manager of 
the Victor Adding Machine Company, speak on “The 
Office Machine Industry in the Defense Program.” 
The meeting was held in the Hotel New Yorker on 
April 10. 

“America’s huge defense program,” said Mr. Naylor, 
“is the subject of the hour. Unprecedented attention 
is focused upon our industry. We are playing a vital 
part in the Defense Program. To maintain a steady 
flow of materials, semi-finished goods and parts, in 
the correct ratios to assembly lines, is a management 
job—a control job—of the greatest magnitude and of 
the greatest intricacy. It demands the utmost in the 
way of system, precision, speed and accuracy, and 
these must come from the machines, methods and 
systems, which our industry furnishes.” 

Mr. Naylor cited several interesting facts concerning 
the growth of the office machines industry. He stated 
that, in 1870 only 2100 out of every million in popula- 
tion were engaged in office work. “To-day, however,” 
he added, “with the advent of the typewriter, followed 
by machines for adding, computing, accounting, record 
keeping and other business procedures, there are 33,000 
people per million population, engaged in office work.” 

Congratulations still are coming in to the committee 
for the splendid work done in arranging the sixth 
annual dinner dance. The consensus is that this affair 
was the biggest and best ever held by the association. 

————————__— 
STATIONERS & PUBLISHERS BOARD OF TRADE 
ANNUAL FORUM 

Friday, April 18, a balmy spring day, about fifty 
credit and sales executives met at the Hotel Biltmore 
for the annual forum of the Stationers & Publishers 
Board of Trade, Inc. The afternoon meeting was opened 
by George F. Griffiths of the Noesting Pin Ticket Com- 
pany, who gave a brief sketch of the purposes and 
benefits derived from association in meetings of this 
type, and commended the efforts of the Stationers & 
Publishers Board of Trade toward the gradual better- 
ment of our field. He voiced the opinion of most of 
the assembly when he said he was glad to be present, 
for in forums of this type new ideas and new angles 
on old problems always were developed. 

William Rossway, credit manager of the Eberhard 
Faber Pencil Company was introduced as the first 
speaker. The purpose of Mr. Rossway’s remarks was 
to encourage discussion from the floor. He discussed 
five different facts involving credit at the present 
time, the first of which was slow accounts. If all of 
these manufacturers, said Mr. Rossway, sold only AAA 
accounts, credit managers would have no difficulties 
nor headaches. But not all accounts on the books are 
defined as AAA credit risks, and so the job of the 
credit manager is to hold these slow accounts for their 
respective companies. It was his contention that the 
slow account at best is a long gamble. Usually no 
financial statement is obtainable, and the only factor 
of reliance are the interchange reports of the Sta- 
tioners & Publishers Board of Trade which have 
proved invaluable. He gave a case to indicate his 
point. In speaking of accounts where credit is ques- 
tionable, he left the suggestion that a continuance 
of credit often hampers other dealers in the same 
territory who are endeavoring to do a real job. He 
also offered the suggestion that those in charge of 
credit step in on the accounts as soon as there is 
















IF YOU ISSUE A CATALOG 








Let the Weis advertising department assist you in 
making your layouts and copy for those pages you 
wish to devote to filing equipment and filing supplies. 
This service is free and you are urged to take 


advantage of it 





THE WEIS MANUFACTURING COMPANY 
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FREE ADVERTISING 








During the year we receive hundreds of letters 

from dealers commending us on our liberality and 

typographic appearance of the free advertising 

material we furnish with dealer imprints. Are you 

taking advantage of this service designed to help 
in selling Weis products? 
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We frequently revamp our window and counter 
display material which we furnish dealers. None 
of it is sent out unless requested, but we urge you 
to ask for it when you are in position to use it. 
The third cover page of our price lists tells you 


most of the story 
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SCHOOL ADMINISTRATORS 


Every school superintendent and principal in your 
county are likely prospects for office files and supplies 
of some description. If you will furnish us the name 
and address of the school administrators in your county 
we will send them copy of our catalog and price lists 
with the suggestion that they place them on file for 
future reference and will also suggest that they ask 
you to quote on their requirements 
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run along. The discussion that followed this particular 
point concerned the value of salesmen to credit de- 
partments. The consensus of opinion seemed to be 
that the sales department could be of invaluable 


assistance to the credit department in keeping them | 


informed of the condition of their accounts, possibly 
being able to get information that the credit depart- 
ment could not. 


Bad Debt Loss 


The second factor Mr. Rossway discussed was loss 
through bad debts. He stated that bad debts were 
solely a deduction from net sales. He cited several 
illustrations to show that a certain amount of goods 
sold to a distributing unit at a very close margin 
represented a larger loss than the same dollar volume 
of goods sold at a longer margin, if both were bank- 
rupt. His point was to indicate that the bad debt 
problem is greater for a manufacturer who sells low 
marginal items. The discussion that followed this 
point indicated that all present were thoroughly in 
agreement on this statement. 

Mr. Rossway’s third point was present and past tax 
conditions. He stated that in years past merchants 
and manufacturers were able to make a reasonable 
prediction on their tax requirements, but at the pres- 
ent time taxes are very difficult to predict. He de- 
clared that a definite effort should be made by all 
manufacturers to impress upon their distributing units 
the importance of tax requirements to encourage them 
to consider this factor in figuring the cost of their 
merchandise. From the discussion that followed, it 
was evident that the tax situation has very definitely 
had and still is receiving the attention of credit 
managers. 

The fourth point discussed was extensions and set- 
tlements. Mr. Rossway indicated that one of the jobs 
of the credit executive was to try to keep in business 
honest debtors who for one reason or another become 
involved. It was his opinion that our field under the 
leadership of the Stationers & Publishers Board of 
Trade had achieved conspicious success in this direc- 
tion in helping dealers. Thus, keeping distress mer- 
chandise off the market and retaining valuable mer- 
chandising channels. He indicated he believed they 
had found a way to discourage undeserving merchan- 
dising channels from making settlements by making a 
high offer for settlements and thereafter refusing to 
sell on any basis except C.O.D. He reminded the group 


that very often a credit executive does an undeserving | 
merchant a favor by insisting upon bankruptcy. The | 
discussion that followed this point concerned cases of | 


like character. 
Sales-Credit Codperation 


His fifth point was cooperation between the sales 
and credit department. A sellers market such as we 
experience at the present moment, according to Mr. 
Rossway, demands cohesive action between the sales 
and credit departments. In times such as this the 
sales department often sells faster than they can pro- 
duce. A share of this increase in sales is accountable 
to the fact that some dealers anticipate higher prices 
and buy large quantities, thereby hoping to gain. But 
Mr. Rossway reminded that we must all look ahead 
to the time when, if this process were continued, the 
dealer’s inventory may become large in comparison 
with sales when the inevitable recession sets in. It 
was his point that it was better to buy at slightly 
higher prices than it was to buy at the slightly advan- 
tageous prices and experience a serious inventory 
deflation. 

R. L. Unser, General Pencil Company, presented the 
result of his findings after interrogation of many 
manufacturers in the field concerning their policy of 
accepting dating of invoices and cash discounts, say- 
ing that it was the general consensus of opinion that 


evidence of instability instead of permitting them to | 




























Playing An Essential Role 
In AMERICA’S EDUCATION! 


SCHOOL CHATS 


hy JASPER CHAIR CO. 





CORRECT POSTURE SCHOOL 
CHAIRS 


The JASPER CHAIR CO. school line includes 
seating equipment for schools, libraries, colleges 
and universities, scientifically constructed for 
comfort and lasting service. The use of first- 
quality materials and unique metal corner 
bracing gives exceptional strength and fine ap- 
pearance. Many types are illustrated in our 
school chair catalog. 


JASPER CHAT CO. 


JASPER, INDIANA 
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From the time business transactions originate to the time they are a 
matter of record, there are certain steps which set the pace of office 
procedure. Accuracy during this period is mo less important than the 
time consumed. Both are profit factors. When there are inaccuracies 


and lost time, then profit hours are consumed without compensation. 


Super-Filer acts to control irregularities in filing operations and hold 


the office production schedule to a high standard of effective results. 


There is greater usable capacity with Super-Filer. A full drawer of 


filed records is completely accessible, due to Super-Filér’s swing-front 


ti 


drawer. When Super-Filer is opened, four inches of working space is 
ADDED. When Super-Filer is closedy there is automatic and safe com- 
pression. The swing-front Super#Piler gives the business office a swing 


ne 


qu ck and easy filing and finding of records. 
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of efficient operation. the 
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the dating of invoices to the first of the next month 
on orders received after the twentieth to the twenty- 
fiftn of the present month was a distinct hardship on 
the manufacturer and was taking advantage of the 


| cash discount. Manufacturers generally were meeting 


demands of this kind by holding shipment on orders 
until the first of the month. 

The forum was then introduced to a very unusual 
experience in that Peter B. Olney, referee in bank- 
ruptcy for the Southern District of the State of New 
York, discussed some of the angles of the bankruptcy 
situation. To inaugurate his remarks, Referee Olney 
complimented the organization on having such able 
administrative heads as Howard S. Sanders, executive 
secretary, and Abraham Popper as counsel. Speaking 
of financial statements, Referee Olney said they were 
a peculiar breed of cats sometimes causing him to 
wonder if financial statements were ever made to be 
read, and if read, to be believed. Contrary to opinion 
that he has heard expressed at times, he said the real 
desire of the referee in bankruptcy was always to see 
that the greatest amount of money was paid to the 
debtors. He then gave a couple of reasons why the 
dividends were often so small, one of which was a 
desire for greater business. He stated that financial 
statements were not always taken merely for the basis 
of extending credit, but were sometimes for the pur- 
pose of having something hanging over a man’s head 
for possibility of criminal proceedings. The second 
reason he gave why dividends were so small was be- 
cause of the tremendous and crushing burden of taxa- 
tion. He said in a number of instances where the tax 
situation was so far delinquent that when these prior 
claims were made, little or nothing existed for the 
creditors. Referee Olney advised that all manufac- 
turers and the Board of Trade take an active interest 
in all of the accounts which needed their attention. 
He said he realized it was a tough problem, but his 
belief was that energetic credit action might conserve 
much more of the liquid capital of concerns. He also 
indicated that such action would have an excellent 
effect on the condition of the whole industry. Mr. 
Olney’s final plea was that creditors give every pos- 
sible codperation suggesting that a creditor’s com- 
mittee that will do a real job be appointed on each 
specific case. 

In closing, Mr. Olney gave an explanation of some 
of the inner workings of the referee’s office. The 
spontaneous applause with which his remarks were 
received gave evidence of their popularity. 


Banquet Conclusion 

Followed then a cocktail hour in which the gather- 
ing was increased by many who could not get to the 
afternoon meeting, and by members of the fair sex 
who came to join their husbands in the dinner that 
followed shortly after. A tuneful orchestra was at 
hand to provide the necessary stimulus to keep every- 
one active between courses at dinner, and for dancing 
after dinner. 

As usual, Mr. Sanders had some unusual entertain- 
ment in store for the diners. He found some very 
excellent voices among the assembly, and all who 
were called upon were kind enough to respond and 
received splendid recognition for their efforts. A 
puppet show was put on as was explained by the 
director for very little boys and girls and for men 
and women who are little boys and girls at heart. It 
was quite out of the ordinary, and was very well re- 
ceived. But as all good evenings, this one drew to a 
close all too soon. Much credit is due Mr. Sanders for 
his untiring zeal and executive ability which made the 


| day and evening so instructive and pleasant. 


Se 
N. ¥. GOLFERS OPEN SEASON AT OAKLAND CLUB 

With lusty roars of approval and grins of pure 
delight some fifty members of the Stationers Golf 
Association of New York opened their 1941 season with 
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CAN YOU FILL THESE SHOES? 


Y 
SSoMEWHERE among the readers of this ad or their 
acquaintances is a man we want to meet. For that man 
we have an attractive opportunity. 


To fill the shoes we have in mind, he must be able 
to keep time with the swift pace of an organization 
that has shown a gain every year of its quarter century 
history. He must be of a temperament that thrives in 
a big little company. For although Old Town’s new 
streamlined factory turns out the biggest volume of 
ribbons and carbons in the industry, Old Town has no 
absentee-stockholders, no red tape and personnel regi- 


mentation, and everybody calls everybody else by his 
first name. 


Maybe the man who will fill these shoes is seasoned 
in ribbon and carbon experience. This will be helpful, 
but is not essential. In all probability he is now em- 
ployed. But this likewise is not a requirement. Nor is 
the “past forty” mark or the “under thirty” mark a 
bugaboo with Old Town. We have confidence in our 
ability to recognize the qualities we are seeking and to 
judge a man as an individual for today and tomorrow. 
What he did yesterday is only of incidental interest. 


Fifteen Pairs of Shoes to Fill 


Ir Old Town sounds like YOUR kind of a company, 
get in touch with us. We have shoes of various sizes to 
fit the kind of man who belongs in our group. You can 
grow with this fast-growing organization. 

Actually, we have FIFTEEN SALARIED OPEN- 
INGS. Not replacements. Our own men know of this 
ad and of the success that makes it necessary to add 
man-power to keep forging ahead. 


What To 


Appress your reply, which will be held in confi- 
dence, to I. H. Wilson, General Sales Manager, Old 
Town Ribbon & Carbon Company, 750 Pacific Street, 
Brooklyn, N. Y. 


7 Tell us what you have done and what you would like 


OLD TOWN 


Old Town’s National Dealer Division is scoring new 
gains every month. A large appropriation is being 
expended during 1941 for the broadest program of 
advertising, merchandising and dealer-development 
ever undertaken by a ribbon and carbon manufac- 
turer. We need capable men for posts as factory repre- 
sentatives in various parts of the United States, 


Tell Us 


to do. Describe your education and business back- 
ground. Give us a few facts about yourself ... your 
age, your family responsibilities, whether you can 
move your home if necessary. Send along a recent 
snapshot. Give us any other information you believe 
will interest us. 
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See This 


adding. Machine 


Marking another great step forward in AWMCO’s 


efforts to increase your adding machine sales, two 


- desirable features, Multiplication and Sub-totals, 
sete y have been added to Model 7165-3 Monarch Adding 
eee / Machine. The new model, at no increase in price, is 







known as Model 7163-3! 


MODEL 7163-3 


And here _1t 
SILENT PARTNER 


Factory Reconditioned Remington 
Noiseless No. 6 is an economical, 
profitable investment that will help 


you open new accounts. It is “quiet 


If you are a Monarch Dealer, you 
will want to stock up on this new 
machine right away! Or if you do 
not now handle Monarchs, write 
today for full information about 
the well-rounded, profitable Mon- 
arch Dealer Line of 6 and 7 column 


as a floating feather.” 


adding machines! 


Our complete line of typewriter parts and supplies 
enables you to save time and money by centralizing 
your buying in AWMCO. Currently the supply of 
rough typewriters is limited. We will, however, do 
our best to locate in one of our 17 branches any 





machines which you need. 
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Invincible Platens 
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a bang at the Oakland Golf Club, Bayside, on April 15. , 


The weather was first-class and the grounds in 
proper condition to inaugurate the season with good 
play, but perhaps not-so-good scores. Putters were 


bright, but codrdination of arm muscles still feeling | 


the involuntary idleness of Winter. 


As in previous years President L. H. Tavernier, Vice- | 
president Fred G. Huber and Secretary George F. | 
Griffiths, backed by an excellent handicap committee, | 
had seen to it that members of both Class A and | 


Class B started off with playing ability nicely graded 
to make competition keen in proper proportions. And 
when the day ended and scores were tallied it was 
found that the honor of being declared the first 
leaders of Classes A and B., respectively, go to W. D. 


Evans, W. A. Sheaffer Pen Company, and Ernest R. | 


Payne, E. R. Payne Company. 
One of the most important games of the series is 


scheduled for June 24, which is to take place at the | 


Westchester Country Club and which carries the im- 
portant designation of Ladies’ Day. This is always a 
gala occasion and everyone concerned in the manage- 
ment of the association does his level best to make 
the event a complete success. 


There are four cups for this season—Class A winner | 
trophy, donated by Eberhard Faber; Class A runner- | 


up, donated by Ray Weissenborn; Class B winner, 
donated by Association President Tavernier, and 
Class B runner-up, donated by Harry Levy. In addi- 
tion Herman Price is offering a prize to be awarded 
to the member who shows the greatest percentage of 
improvement in his game, 
donated a prize to be presented to the member who 
shows the best attendance schedule at the competitive 
tournaments. 
— 


ILLINOIS BOOKSELLERS READY FOR MEETING 


-Final details have been completed and the stage 
made ready for the twenty-sixth annual conven- 
tion of the Illinois Booksellers & Stationers Asso- 


ciation which will be held May 8 and 9 at Peoria, Ill. | 


There will be a ‘House of Friendship” sponsored by 
salesmen in attendance, and those who arrive on 
Wednesday evening (May 7) will be guests at a 
"Warmth of Friendship,” or stag party, which the 
association is sponsoring and paying for. 

Thursday’s program will include the appearance of 
such speakers as J. S. Sprott, Globe-Wernicke Co.; 
Harry Horder, Horder’s, Inc., Chicago; W. E. Tucker, 
Hall Brothers; Joe Meek, Illinois Federation of Retail 
Association, and a prominent book author not as yet 
named. This day will clcse with the annual cabaret 
dinner-dance. 

Friday morning will start with a “Dealer’s Break- 
fast” and immediately after will begin the Informa- 
tion, Please program conducted by Dan Hansen 
assisted by Mr. Sprott, J. Glenn McFarland, Fred 
Pitt, Al Skibbe, Mr. Meek and others. The afternoon 
will include two speakers, a talk on “Budget Control,” 
the election of officers and the annual banquet. 


_ rr 


WEINGAERTNER HEADS GREATER ST. LOUIS 
STATIONERS 


M. T. Weingaertner, head of the Egyptian Stationery 
Company of Belleville, Ill., was elected president of 
the Stationers’ Association of Greater St. Louis at the 
annual election of officers held April 21 at the York 
Hotel in St. Louis. He succeeds L. Walter Ruedy of 
the S. G. Adams Company, who served as president for 
two years, and now becomes a member of the associa- 
tion’s board of directors. Mr. Weingaertner is widely 
known in stationery trade circles of the Middle West 
because of his untiring interest in promoting the wel- 
fare of fellow stationers. 

William (Bill) Foshage, Decker-Foshage Company, 
1602 Locust street, was elected vice-president of the 
association. Other officers elected were: Chester A. 


and D. A. Davies had | 
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STAPLES C E L | N E R WALNUT 
PINS GREEN 
TACKS “LUE Lee” CORLL 
CLIPS MAHOGANY 


Those who sell ACE Stapling Machines know 
that ACE engineering is Distinctive and Crea- 
tive—that their customers get Precision and 
Lifetime Performance, whether they choose 
America’s Most Beautiful ACELINER, or the in- 
expensive ACE Glider or ACE Scout. To the 
millions of ACE users, this name stands for 
‘‘The World’s Most Perfect Stapler.’’ 


ACE Outsell All Others 


ACE 
GLIDER 

















Write for Exclusive Stock Plan 


ACE FASTENER CORPORATION 


3415 WN. Ashland Ave., Chicago 


Makers 


THE WO Ree BEST STAPLING MACHINES 

















Rough Handling 


won't do this to 


CHAMPION Clasp Envelopes! 


Macs. 





The extra well gummed, deep flaps 
and seams on CHAMPION CLASP 


ENVELOPES are made to withstand 


exceptionally rough mailing. 


The contents always arrive in good 


order when mailed in CHAMPIONS. 
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the best envelopes obtainable. 


QUALITY PARK ENVELOPE C0. 


Chicago Office and 
Warehouse 
11-116 Merchandise Mart 


General Office & Factory 
Quolity Park 
St. Paul, Minnesota 
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Kennedy, William J. Kennedy Stationery Company, 
802 Pine street, St. Louis, secretary; Charles Spalding, 
Spalding Stationery Company, 1619 Pine street, St. 
Louis, treasurer. 

The annual asparagus dinner for members, their 


| wives and sons and daughters will be held in Belle- 











ville, Ill., as usual, with the tentative date set for 
May 19. The new officers for 1941-42 will be in- 
augurated on this occasion, and there will be dancing 
and games for everyone at one of the leading hotels 
in the city HB 
OFFICE EQUIPMENT DINNER CLUB ELECTS 
OFFICERS 

At the annual meeting and banquet of the Office 
Equipment Dinner Club of New York, held April 2 at 
the White hotel, in New York City, the following men 
were elected officers for the coming year: 

President, B. H. Nemlich, Regan Office Furniture 
Company; vice-president, George B. Wray, Jasper 
Office Furniture Company; vice-president, John W. 
Sabin, Columbia Steel Equipment Company; secretary, 
Harry Goldman, Charles Nathan & Sons; treasurer, 
James M. Glen, Manhattan Desk Company; directors, 
Robert B. Hayward, Macey-Fowler Company; H. A 
Clemetsen, Office Furniture Warehouse Company, and 
J. G. Schwander, Desks, Inc. 

An important factor of the meeting was the organ- 
ization’s change in by-laws to extend the membership 
to include wholesalers and additional retailers. 

The annual golf tournament of the club will be held 
in June, with the date to be announced later. 

a es 
CONN. VALLEY STATIONERS MEET 

As this issue goes to press the Connecticut Valley 
Stationers Association is scheduled to hold a regular 
meeting on April 22 at the 1711 Inn, Meriden, Conn. 
The speaker of the evening was to be Mr. Childs of 
the Gunlocke Chair Company. 

ec 

N.S.A. TROUPERS VISIT WILL MONTGOMERY 

En route from San Francisco to Spokane four of 
the N.S.A. troupers—Charlie Garvin, Ted Caswell of 
F. S. Webster Company, Roy Wells of Postindex Com- 
pany, and John Gilbert of OrricE APPLIANCES—had an 
afternoon layover in Portland for train connections. 
President Bayless had gone on ahead to Seattle pre- 
paratory to completing the circuit and going on with 
Mrs. Bayless to Florida. The four in Portland improved 
the afternoon by calling at the J. K. Gill Company 
store and spending an hour in conversation with Will 
Montgomery who is at the head of that important 
institution. Richard Montgomery already had left for 
Spokane to attend the regional meeting. 

Mr. Montgomery is a descendant of Oregon pioneers. 
He reminded us that the Oregon territory was the only 
one acquired by the United States for which the gov- 
ernment had to make no payment. He told of the 
name for the city being decided by the flip of a coin. 
The other name considered was Boston. Early Oregon 
had a strong New England tinge. Mr. Montgomery told 
of the early efforts which brought the Oregon terri- 
tory definitely under the American flag. 

Portland’s new and growing industries were dis- 
cussed. The Pacific Northwest is playing an important 


part in this country’s expanding industrial activities. 


_———_o-=— 
NEW YORK T. 8S. A. HOLDS MEETING 

Nearly 200 guests were present when the Transcrip- 
tion Supervisors’ Association of New York held a joint 
meeting on March 19 with the New York Chapter of 
the National Management Association and the Filing 
Association of New York. The meeting was held in the 
Belmont-Plaza hotel. Two interesting addresses, given 
on behalf of T. S. A., were delivered by Mrs. Mary C. 
Trainor, who spoke on “What Executives Can Do to 
Improve Transcription and Filing Service,” and Miss 
Emma Moore, who recited her diary from the em- 
ployee’s viewpoint. 
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VE TOOK THE CLUTCH out of Filing too! 









It's the Art Metal 
Adjustable File 
support— Bringing 
New Ease to Sales 
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Gone are the days when your customers had 


norris 


er ge ee 


to push springs and compressors every time 


they wanted to locate papers in their files. Art 
Metal Files with Adjustable File Supports not 
only take the clutch out of filing—they elimi- 
nate shifting too. Hands are left free for filing. 


Art Metal's patented Adjustable File Supportis 
the answer to today’s filing requirements! This 
time-saving—effort-saving device completely 
eliminates compressors and needs no new 
guides. They are applied in standard drawers 
and are used with standard rods and guides. 











Your salesmen can quickly point out how they 





speed filing and finding. They can show how 
these supports lift out and replace as easily 
as you would lift and replace a folder. They 





can show how time is saved, how operations 
are simplified and how efficiency is increased, 
all around! 


Art Metal Adjustable File Supports may be 
installed in any Art Metal Standard filing 
equipment. 


It's a sure-fire improvement in filing that will 
please both your salesmen and your custo- 
mers! If interested write Agency Division, 











Art Metal Construction Co., Jamestown, N. Y. 





Art Metal 


7 Jamestown. New York 


“m Art (YVetal - 














STEEL wWericesE BeaevU li P M-ENT 

















TO MAKE NEW CUSTOMERS 
KEEP OLD ONES .... AND 


WITH THE WABASH LINE 


It's "The Dealer's Line" be- 
cause we work for our dealers 
— sell only through dealers. 


THE WABASH CABINET CO. 
WABASH, INDIANA 
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THE WABASH CABINET COMPANY 

140 E. WATER STREET, WABASH, INDIANA 
Rush our special presentation of The Wabash Line—o vol- 


ume that will help us to bigger profits! Is an exclusive 
sales franchise available? 


om om ond 


Name 
Address 
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OFFICE APPLIANCES 


B. & PF. FOLKS SURPRISE TAMANY WITH 
NEW OFFICE 

It’s one thing to go away to Florida for a vacation 
and come back to the same old stand, but it is an 
entirely different feeling to return to a brand new 
office which has been all fixed up while you’re away. 

For exact details on how it does feel we refer you 
to John W. Tamany, president of the Boorum & Pease 
Company, New York City, who is still talking about 
it all. 

All tanned up by the Florida ultra-violet and ready 
to tackle a host of work which awaited his return, 
Mr. Tamany opened the door of his office and found: 

New outer walls of Masonite board finished in blue- 
green, with draperies, rug, etc., to match. A new 
executive desk and chair, three side chairs, one table, 
Venetian blinds and a beautiful broadloom rug. 


But that wasn’t all. Occupying the place of honor 


on the desk was a handsome desk set bearing a small 





THE “SURPRISE” OFFICE.—One very happy man was J. W. 
Tamany when he returned from a recent vacation in Florida 
to find that his executives and workers of the Boorum & Pease 
Company had joined forces to completely renovate and furnish 
his private office during his absence. The handsome desk set 
was a gift from the B. & P. employees. 


plate upon which was the following message: “To John 
W. Tamany From the Employees of Boorum & Pease.” 


| Reflecting the spirit of the gift was a poem written 


by G. Perrin, an employee, which is presented here. 


“This may not be a masterpiece not great 

In the realm of arts, 

But we hope it makes you happy ‘cause it 

Comes right from our hearts. 

May your newly-furnished office with its 

Aspects of delight 
Be an impetus of sunshine to make your day 

Seem bright. 

May all its gleam unearth today a song 

Within your heart, 

As joy and peace entwine themselves true 

Happiness to impart. 

Good luck and cheer, success to you 

And with it all a rest 
That tends to bring delight and love 

To one who deserves the best.” 

In his reply Mr. Tamany wrote the following mes- 
sage: 

“To all my friends in Boorum & Pease Company. 
Allow me to sincerely thank you for the very beautiful 
gift which you have given me for my new office. This 
is deeply appreciated and will be a fond remembrance 
for the rest of my life of the wonderful people with 
whom I am associated in Boorum & Pease Company.” 

And it is reported confidentially that all of the Boo- 
rum & Pease people are just as tickled about it! 
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tells the year’s most dramatic ribbon 


and carbon ONY . skate 


I encore ..- America loves it .. . especially when there's only 
i trifling difference in cost. Every business house, large or 
imall, can afford “Silk and Sable”. OLD TOWN Silk, undisputed 
fader of the ribbon family, adds prestige to executive corre- 
jpondence. OLD TOWN Sable produces crystal clear carbon 


ippies that are balm to jaded eyes. 


Join the OLD TOWN PARADE 
to PREMIUM PROFITS! 


1941 is an OLD TOWN Year! A stepped-up advertising cam- 
ign with teeth in it is delivering the mighty OLD TOWN mes- 
ace from coast to coast and border to border. An eye-catching 
oe display moves more merchandise per sq. inch than any 

splay you have ever seen. A host of other selling aids turn 

bur inventory into ready dollars. Join OLD TOWN and get a 
en to profits. We tell ’em and you sell °em. Write or wire 


day for the most sought-after franchise in ribbons and carbons. 


Gorgeous Marie Wilson typifies the luxury of 
Silk and Sable. Miss Wilson is currently ap- 
pearing in “Rookies on Parade’’—a Republic 
Picture. 





“The Secret of Beautiful Let- 
ters’’ is a booklet every intelli- 
gent secretary will enjoy reading. 
Send for your free copy. 


OLD TOWN AMhons &-Girlons 


‘MAKE A GOOD IMPRESSION” CO 
aan 





750 Pacific Street, Brooklyn, N.Y. 59 East Van Buren Street, Chicago 788 Mission Street, San Francisco 
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America's First 


Plastic D 
astic 1 1CAR 
puPh Card 


PAT. No. 125784 Duplicator 


$Q7° 


COMPLETE 






Designed 
by Petzold of 
General Electric 


DUPLICARD IS MADE SO YOU CAN SELL IT 


PAC engineers, working with one of America’s leading 
industrial stylists—Petzold of General Electric—have 
developed, in Duplicard, a perfect machine for postcard 
duplicating. Duplicard is streamlined in beautiful, dur- 
able plastic. Its solid, compact, yet colorful construc- 
tion guarontees lasting, trouble-free use. 

















EASY TO DEMONSTRATE 


Your customer makes his own easy, unpracticed dem- 
onstration. He notes Duplicard’s Gravity Feed. This 
single improvement over horizontal feed duplicators 
mokes insertion of cards easy and insures evenness in 
printing as well as uniformly accurate register. He sees 
how Duplicard’s Full-Floating Printing Assembly 
equalizes pressure. And, he sees durability and long- 
time service in Duplicard’s One-Piece Plastic Housing. 
Duplicard is made in Black and Walnut. Price $9.75 
complete with stencils, stylus, writing plate, ink, ink 
brush and ink pad. 

Order two Duplicards—1 Black and 1 Walnut. Give 
your customers a choice. 

Send references. Maximum discount. 


PAC MFG. CORP., TERRE HAUTE, INDIANA 
A A TT ATTRI 


| exclusive distributors 


OFFICE APPLIANCES 


UEF ADVERTISING CAMPAIGN KEYED TO TIME 
THEME 


The 1941 advertising campaign of the Underwood 
Elliott Fisher Company has been planned to‘tie in 
with the demand for increased production of defense 
material recently voiced by William H. Knudsen, chief 
of the National Defense Commission. 

The drive, which was announced by Advertising 
Manager C. H. W. Ruprecht, is to be the largest adver- 
tising campaign in the history of UEF. Much of its 
copy will stress the limited time left for completing 
industry’s job in 1941. 

In this connection it is explained that one piece of 
copy is particularly timely. It will carry a main line 
“America Has No Corner On Time” with a subhead 
announcing that “the only way America can get more 
time is to save it. Let’s make time saving a national 
obligation.” This is followed by the tie-in—‘“Underwood 
Elliott Fisher Speeds the World’s Business!” 

More than thirty magazines will be included in the 


| campaign. 


One of the presentations which was particularly 
attractive and timely appeared in the April issue of 
Fortune magazine and consisted of a two-page spread 
stressing the idea to the reader that hours, minutes 
and seconds are precious in the United States at this 
time. 

Four cuts showing office workers engaged in the use 
of various UEF machines occupiea the lower part of 
the spread. These presented the company’s standard 
typewriter, accounting machine, adding-figuring ma- 
chine and a portable typewriter in actual operation 
with the tie-in captions of “Save typing time,” “Save 
accounting time,’ “Save figuring time” and “Save 
personal time.” 

But the upper section of the spread drove home the 
idea behind the time saving drive. White on black, 
and in unusually large type the message warned: 

“Less Than 1700 Hours Left in 1941—Don’t Waste 
a Minute!” This was followed by the common-sense 
plea: “The only way America can get more time is 
to save it. Let’s make time-saving a national obliga- 
tion.” 


—>- 


NEW HOME OF THE 
H. S. THURBER COM- 
PANY.— This good- 
looking building is 
now the home of the 
H. S. Thurber Com- 
pany, Helena, Mont., 


for the Corry-James- 
town Manufacturing 
Corp’n. Up to date 
in every respect, the 
store has the entire 
first floor in use as a 
retail store with a 
printing plant in rear. 
On the second floor is 
maintained an excel- 
lent and well-stocked 
furniture department 
with desks, tables and 
chairs given promin- 
ent display space. The 
Thurber organization 
is one of the largest 
and best-known in the 
state of Montana. 





HIGGINS’ OFFERS REARMAMENT FIELD 
NEW DRAFTING AID 
Because of the upsurge in demand for draftsmen 
and designers due to the rearmament and the defense 
program Chas. M. Higgins & Company, Inc., 271 Ninth 
street, Brooklyn, N. Y., has recently issued a thirty- 
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CHAIR No. E-15D 

Smartly - Styled, 

Comfortable and 
Self-Fitting! 





OFFICE APPLIANCES 





ENCORE PERFORMANCE 


GOOD story is always worth repeating. Especially the 
story of Harter’s new Selfit Chairs—because it means 
greater satisfaction for your customers, better business for 


you. 


In some respects, the new Selfit Chair is much like any 
other posture chair. It offers corrective support to the back. 
In this way it improves posture, helps overcome poor sitting 
habits, aids efficiency. This is the basic function of every 
posture chair. But Selfit goes beyond that point, by making 
it easier! 

The name tells the story. This chair is entirely self-fitting! 
Handy, easy-to-operate controls make it easy for the eccupant 
to adjust seat and back to exactly the right positions for 


correct posture at all times. This eliminates special fitting 


services or devices. It puts good posture within reach of any 
person who may use the chair. 
This feature is a good springboard for quicker sales. But 
don’t overlook the others! Selfit Chairs are comfortable, too 
trim and smart, good-looking. And as strong as 16 years’ 
successful experience in building steel chairs can make them. 
Get full details on this money-making line today! 


T 


HARTER CORPORATION 
STURGIS, MICHIGAN 


Branch Offices: 354 Fourth Ave., New York. 14 E. Jackson Blvd., Chicago 
Export Dept.: 1120 Chester Avenue, Cleveland, Ohio. 
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MAY, 1941 


page booklet on mechanical drawing entitled “Draft- 
ing Standards Accepted and Proposed.” 


The new brochure holds between its covers the com- 
plete drafting standards of the American Society of 
Mechanical Engineers and the American Welding So- 
ciety as well as one page of proposed standards not 
yet accepted by the American Standards Association 
and not to be found elsewhere in printed form. 


A copy of the booklet may be obtained free of 
charge by draftsmen or educators who write their 
requests on company or school stationery. Where 
quantities are required, such as for classroom use in 
industrial schools, the Higgins organization has made 
provisions of supply copies at twenty-five cents each 
to cover cost of editing, printing and postage. 








pee Re | al ate 
SHEAFFER PEN GRADUATES.—Happy group of retail sales- 
people outside W. A. Sheaffer Pen Company offices, Fort 
Madison, Iowa, as they completed their one-week Sheaffer 
sales and service training course. Left to right: First row: 
Miss Sexton, Pongracz Jeweler, Grosse Point, Mich.; Miss 
Conrath, Egyptian Stationery Company, Belleville, Ill.; Miss 
Anderson, Pelletiers Store Company, Topeka, Kans.; Miss Ham- 
merberg, Hammerberg, Inc., Chicago, Ill.; Miss Shank, Sykes 
Jewelers, Elkhart, Ind.; Mrs. Hammerberg, Hammerberg, Inc., 
Chicago, Ill.; Miss Krulin, George B. Peck, Kansas City, Mo.; 
Mrs. Sykes, Sykes Jewelers, Elkhart, Ind. Top row: J. A. 
Donahue, Sheaffer director of personnel, Ben Tenenbauem, 
Jaffe Jewelry Company, Birmingham, Ala.; Fred Higgins, 
Peoples Drug Company, Vardaman, Miss.; James Sahle, Peoples 
Drug Company, Vardaman, Miss.; Harold Sites, Vine’s Pen & 
Card Shop, Seattle, Wash.; Gordon Foster and Ellis Swon, 
W. C. Fastenow., Webster City, Iowa. 

— =o 


WELHAM OPENS NEW BUSINESS IN GENEVA 


A new manufacturing business which has recently 
entered the office equipment and supply field is the 
Welham Metal Products Company, 15 Peyton street, 
Geneva, Ill. 

As the name implies, the firm manufactures a num- 
ber of steel units for the home, office and banking 
establishment. Among these numbers is a device 
named the Currency Omnibus which is pictured and 
described elsewhere in this issue. 

The company is headed by President A. L. Welham, 
a man who is thoroughly schooled in the manufacture 
of steel equipment and has a valuable background of 


experience in the field. 
—— 2 


KAMKE CHANGES NAME AND LOCATION OF FIRM 


W. A. Kamke, factory representative at Toledo, Ohio, 
of Allen Calculators, Inc., has recently moved his 
Place of business to a new location at 1218 Madison 
avenue where the firm will hereafter be known as 
Kamke Office Machines. Mr. Kamke will occupy quar- 
ters with the Lewis Business Furniture Company thus 
giving him an opportunity to offer his prospects a 
complete office outfitting service. 















NO BULGE AT 
THE BINDING 
EDGE ; 
















Re THERE ISA 
NON-SKID EDGE 
\.ON EACH COVER 


Reb ea as 








BOOKS OPEN FLAT 


] Patented special method of binding 
permits rapid turning of pages without 

SPRING teariag or interference. Books open flat 
BINDING . every page can be used from top to 








bottom. 





ALL BOOKS CONTAIN 80 PAGES 


Patented NON-SKID EDGES keep 
the book upright in any desired 2 

















position. NON-SKID Easel Note- NON-SKID 
books don’t creep or collapse. EDGES 
EYE TINT or WHITE STOCK 
3 Whatever your preference, NON-SKID 
THREE Easel Notebooks provide choice of either 
STANDARD eye tint paper ruled in green—or white 
RULINGS paper ruled in red. Paper suitable for 








either pen or pencil notes. 





and full details gladly furn- 
ished to interested stationers 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street Chicago 
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EVERYONE KNOWS 











No. 2479 
Double Ball Bear- 
ing Caster with 
2” Ruberex 
Wheel. 


easier swiveling . . 


For even distribution of load .. . 
and freedom from wobble, there is no substitute for 
TWO FULL ROWS of ball bearings, running around 
That’s why Faultless Office 


two uninterrupted raceways. 
Chair Casters not only out-perform but out-sell the 
ordinary kind. That’s only one reason why more and 
more dealers are using Faultless Double Ball Bearing 
Casters as the wedge to new equipment sales. Ask for your 
copy of our LG Catalog covering complete line of floor 


protection equipment and sales helps. No obligation. 


FAULTLESS CASTER CORPORATION 
Dept. OA-5 Evansville, Indiana 
Branches in Principal Cities. Canadian Factory, Stratford, Ontario 


FAULTLESS 


BEARING 


DOUBLE BALL 


CASTERS 
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ONE TYPEWRITER STARTS BIG OHIO BUSINESS 

How Robert F. Wolfe started an office equipment and 
supply business in Fremont, Ohio, with a $20 typewriter 
and built up to an organization which is one of the 
largest in the state of Ohio is a saga of the industry 
which recently came to light with the announced re- 
modeling and redecorating of the Robert F. Wolfe 
Company’s premises at 907 West State street. 

The story of Mr. Wolfe’s business goes back to the 
depression at which time he was a clerk in the tax 
department of the local courthouse. Salaries of city 
and county employees were given a drastic cut and, in 
order to make ends meet, Mr. Wolfe purchased a type- 
writer for $20 and started a typewriter rental service 
plan. Although he still held his municipal job he 
worked hard at the new undertaking and found busi- 
ness beginning a gradual but steady increase with the 
result that he added several items. In 1937 he left his 
job and entered the employ of the H. J. Heinz Company 
but continued the small firm he had started. 

On July 1, 1940, the then well-established ‘stationer 
left Heinz and turned his full efforts towards his own 





THE “TWENTY-DOLLAR” BUSINESS]—Above are views of 


the Robert F. Wolfe Company, Freemont, Ohio. 


| organization and immediately the gradual increase of 


trade took on an added impetus. 
| For two years the business was operated from Mr. 

Wolfe’s home and then he purchased the present prop- 
| erty which was a duplex residence. One half was 
turned into a store and was then completely remodeled. 
The store is located on U. S. Highway 20 which is one 
of the heaviest traveled highways in the country, being 
a direct route from Chicago and Toledo to Cleveland. 
The organization now has a Staff of five persons. 

Among the great many items now carried in the stock 
of the company are products of the following com- 
panies: Allen Calculators, Inc., L. C. Smith & Corona 
Typewriters, Inc., Remington Rand, Inc., Royal Type- 
writer Company, Underwood Elliott Fisher Company, 
Woodstock Typewriter Company, Shaw-Walker Com- 
pany, Meilink Steel Safe Company, National Cash Reg- 
ister Company, the Speed-O-Print Corporation and 


others. 
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4. Extra Profits 


Shaw-Walker’s 7. 
Nationally Advertised 
New Low Desk 
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You Sold That Big Pay 
Roll Job | Quoted On? 


Cha 


Sure thing! You quoted the usual “standard” 
forms at a cheap price. | suggested Master- 
Craft Pay Roll forms—with Kopi-Spot carbon- 
ized checks—one of the exclusive Master-Craft 
specialties and made a fair profit on the 
order! 


eb 


| showed the customer how to save money 
with Kopi-Spot, by preparing all four pay roll 
records in one operation. | can sell it to the 
small companies too, with as few as 25 em- 
ployees. With production picking up it’s the 
hottest item I’ve got. 
















Who's getting the pay roll jobs in 


your territory? 
Investigate MASTER-CRAFT 
the 2-in-] Line — staple 


goods, plus a complete 
extra line of specialties 


"Built Like a 
aper” 








GHAW WALKER 


MASTER-CRAFT LOOSE LEAF DIVISION 
KALAMAZOO, MICHIGAN 
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HOOVER JOINS YOUNG ORGANIZATION 
On the fourteenth of April, R. E. Hoover became af- 
filiated with the Young Office Equipment Company, 
Chicago, Ill., as sales manager. In addition to his gen- 
eral duties, Mr. Hoover will give immediate attention 
to the development of a wholesale department. For 





R. E. HOOVER 


this work he is particularly fitted because of his ex- 
perience as director of sales for the Pruitt Company, 
where he became acquainted with dealers throughout 
the country by way of correspondence. 

Mr. Hoover’s first connection with the office machine 
industry was with the American Multigraph Sales 
Company branch in Chicago in 1929 and 1930. During 
the next ten years he was associated with the Pruitt 
organization, until he joined the staff of Elmer Young. 

_— 
DICTAPHONE PROMOTES ANDERSON AND ASHTON 

The Dictaphone Corporation last month announced 
the promotion of J. W. Anderson, Boston branch man- 
ager, and Charles B. Ashton, New York district sales 
manager. Mr. Anderson becomes executive assistant 
in the home offices and Mr. Ashton goes to Boston to 
take over management of the branch there. 

Mr. Anderson takes to his new position a wealth of 
Dictaphone experience which will be of material ad- 
vantage in the furtherance of presently-planned and 
future executive projects. He started with the corpora- 
tion as a salesman in Worcester, Mass., in 1924 and 
four years later was made manager of that sub-branch. 
In 1930 he was transferred to the Metropolitan Boston 
area, becoming manager in 1933. 

Mr. Ashton is well-known to the entire organization 
as a first-class salesman and manager of salesmen. 





CONGRATULATIONS!—Jim Lehan, (left) Dictaphone Corpora- 

tion’s district sales manager in the Metropolitan New York area 

congratulates Charles B. Ashton on his new appointment as 

Boston branch manager at a farewell party at Janssen’s res- 
taurant. 


He started in the New York branch as a salesman in 
1927 and piled up a consistent and impressive sales 
record, taking over the reins of district sales manager 
in 1936. 
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| - Because We 
| MADE A SPRING 
| WORK 


BACKWARD 





LL SIKES POSTURE CHAIRS 
NOW GIVE FIRM SUPPORT 
| TO THE BACK 


5 


.... and Give 
TRUE RELAXATION 
When Leaning Back 


The ordinary back-action has been REVERSED in all Sikes exec- 
utive and clerical posture chairs. Instead of “wishy-washy” 
back-support, these Sikes chairs have a new type spring tension 
which holds the chair back snugly against you. 


And, when you lean back in a Sikes Posture Chair, you really 


RELAX comfortably and easily because the 








FIXED - FLOATING SEAT WITH 
REVERSE SPRING ACTION 
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INVESTIGATE! provides LESSENING resistance the farther 
back you go! 


See how easily these chairs sell on 
demonstration. Send for sample chairs This startling improvement is now STAND- 


SOaey. "VER can mie CnEaDS ee- ARD ... and in no way alters the fine, 


livery. 


toe beset 


modern appearance of Sikes posture chairs. 
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Li ie SIKES COMPANY, INC. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N. Y. 











98 





HP-6 $2.75 and $3.00 


... and you make real profits — 
with this handsomely harmonizing 


Complete variety of styles, 
colors, and prices for 
every office requirement 





Plain or “dressed up” —single 
or double—black or in strik- 
ing colors — the HP-6 Series 


HP-670 (Preswood 
Base) $7.50 and $8.00 


e 


HP-640 
(Genuine Two-tone 
Walnut Base) 
$5.00 and $5.25 


gives you everything you 
need for a 100% Handi-pen 
installation, at retail prices 
from $2.75 to $10.00. 

HP-6 styling helps you sell 
the basic Handi-pen features, 
that give your customers the 
writing satisfaction they have 
always dreamed about. Seng- 
busch “‘tip-in-ink” feature 
provides uniform pen-ink- 
ing; no flooding. No creep- 
ing of ink up to the finger- 
grip. No over-supply of ink 
to spill. 

Don’t be satisfied with /ittle 
orders. Go after the big in- 





HP-650 
(Genuine Two-tone ; 
Walnut Base) f 


$9.50 and $10.00 stallations, too—with Handi- 


pen—and make extra profits. 
Stock up now, ask for latest 


literature to help you sell. 


Sengbusch Self-Closing 
Inkstand Co. 
515 Sengbusch Bidg. 





HP-660 (Genuine Walnut Base, Milwaukee ° Wisconsin 
Colorful Plastic Trim) 
$6.50 and $6.75 Ee ER 
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GLOBE-WERNICKE SETS DATE FOR WINDOW 
DISPLAY CONTEST 

The annual contest promoted by The Globe-Wer- 
nicke Co., Cincinnati, for the best window displays of 
Globe-Wernicke office accessories, filing supplies and 
othér products will be held during the months of May 
and June, according to an announcement by Clarence 
W. Hamilton, sales promotion manager. The company 
is offering $200 in cash prizes for photographs of the 
best window displays which must be submitted not 
later than July 10. 

“This annual window display contest is steadily 
growing in popularity,” said Mr. Hamilton, “because 
experience has shown that every dealer who actively 
participates is sure to win a substantial increase in 
Sales and may also receive one of our cash awards. 
Dealers have found that it pays to expose the cus- 
tomer to the merchandise through window and store 
displays which effectively stimulates business.” 

The Globe-Wernicke Co., is furnishing display mate- 
rial to dealers who ask for it. 

9 ie 

BRITTON NOW TRAVELING FOR ACME VISIBLE 

Melvin C. Britton, for many years a traveler in the 
southern and southwestern states in both paper and 
visible systems work, last month became a member of 
the sales staff of the Acme Visible Records, Inc., 
Chicago, Ill. 

Mr. Britton has spent a considerable time developing 
visible systems business in Washington, D. C., and 


a — =a 

















MELVIN C. BRITTON 


for that reason is assigned to the Washington office 
under the management of Paul M. LeBeuf, district 
manager. 
—_-—-—___ 

DIEHL CHAIRMAN OF ROTARY CONFERENCE 

When the annual conference of the Rotary District 
No. 159 was held last month much credit was given to 
General Chairman William R. Diehl, Sr., president of 
the Diehl Office Equipment Company, Columbus, Ohio. 
Under his direction a number of committees func- 
tioned perfectly and paved the way for a completely 
Successful convention. Despite his many duties in 
connection with his business organization Mr. Diehl 
has found time to devote a considerable amount of 
activity to association work and is a well-known figure 
in the National Stationers Association. 

eee 
MRS. COLE WINS NEW HONORS 

Mrs. John Cole of Minneapolis, whose husband 
travels the Northwest for Carter’s Ink Company, won 
third place in the Sixth Annual Midwest Rifle Tourna- 
ment held recently by the University of Chicago at its 
Midway field house. Mrs. Cole also was first among the 
women shooters. Many of the nation’s best marksmen 
were entered. Both Mr. and Mrs. Cole are noted for 
their rifle accomplishments. Mrs. Cole’s score was 2398 
out of a possible 2400, and 167X-ring shots out of a 
possible 193. 
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What's behind the remarkable growth of 


PEERLESS-IMPERIAL 


Now out in front among the 


FIRST 10? 


Gentlemen, bear with us while we give three lusty cheers— 


RAH RAH RAH. Now we will proceed quietly , 


with this outstanding success story. VS 
The Great White Father said it first. When he spoke 
of the "Forgotten Man" he unwittingly referred to the 
Forgotten Ribbon and Carbon Dealer. The little man 
who wasn't there when it came to whacking up the profits 
from the big juicy consumer accounts. 
PEERLESS-IMPERIAL built its business on the corner- 
stone of FAITH—faith in plain, simple American folks 
(even as you and |). We showed Dealers how to get 
business that had always been miles out of reach, how to 
get profits they had never dared hope for. We proved 
to them that PEERLESS-IMPERIAL is a friend, not a 


competitor. There you have it in a nutshell—FRIEND, 
NOT COMPETITOR! That, plus product excellence sec- 
ond to none, is the reason for our amazing and continu- 
ing growth. Would YOU like to grow with us? A post- 
card or letter will start the ball rolling. 





Are you 
“KEYED UP” 
for 
PROFITS? 





The demand is for speed—more speed! This auto- No item in your stock is easier to sell. Nine out 
matically means PEERLESS rubber typewriter keys, of ten girls are already interested. Place a set on 
PEERLESS Tuchtype Keyboard which gives “magic her machine for a week's trial. When you return, 
eyes" to the operator's fingers, assuring faster, non- precious few girls will let you take those rubber 
skid typing with greater ease, less fatigue, fewer keys away. Ask for details of our generous sales- 
errors. men's bonus plan. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office and Factory: 409 Mulberry Street, Newark, N. J. 


NEW YORK CITY CHICAGO LOS ANGELES 
32! Broadway 179 W. Washington Blvd. 828 S. Spring Street 
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modern business 
tools by... 


VICTOR 


at YOUR service 


TRADE nN REG 
4 RS 


MARK U.S.A INSULATED FILES 





VICTOR CERTIFIED SAFES 





VICTOR 
Sold EXCLUSIVELY thru 


Stationery and Office 


Equipment Dealers 


VICTOR VISIBLE RECORD CABINETS : VICTOR VISIBLE RECORD SECTIONS 
Victor can supply you with 


many of the products needed 
to solve the record keeping 
and record protection prob- 
lems of defense industries— 
and to help your commercial 
customers keep pace with the 
Bec requirements of today’s ac- 
VICTOR DUPLICATOR SUPPLIES celerated business. 





a om 
“4 os oe 





MAK-UR-OWN INDEX TABS 


Technical and sales assistance 
from an experienced sales or- i 
ganization, trained TO HELP 
YOU SELL, are part of the 
service Victor gives its dealers 
to help them get their share 
of this business .. . plus, 
distinctive and result-pro- 





VICTOR TREASURE CHEST : ; : 
VICTOR eae oes ducing displays, literature, ‘ein th sebniomiain inmate 


demonstration equipment 
and other sales helps. 













If its modern, quick selling 
and high-profit products you 
want... plus close sales co- 
operation .. . write Victor 
today. 





FILING SYSTEMS & SUPPLIES STEEL FILING EQUIPMENT 


THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 


NORTH TONAWANDA, NEW YORK 
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W. E. STOCKETT, SR. 

William Edward Stockett, Sr. president of the 
Stockett-Fiske Company, and one of the best known 
men in the stationery and office equipment field, died 
April 3 at his home, 3901 Morrison street, Washington, 
D. C. He was in his eighty-second year and his passing 
came after a lingering illness. 

Mr. Stockett’s career began in 1877 when he was ap- 
prenticed to John R. Edwards of Baltimore to learn 











THE LATE W. E. STOCKETT, SR. 


the bookbinding trade. His early years are a story of 
hard work, long hours and little pay but he emerged 
from his apprenticeship a first-class worker and thor- 
oughly schooled in the business he had entered. 

For a while he worked a district consisting of the 
District of Columbia, Maryland and Virginia, selling 
the Miller-Magee patented flat-opening blank book 
just then being introduced. But a short time later he 
decided to open a bindery of his own in Washington 
and thus began the present company. Mr. Stockett 
launched his business at 434 Ninth street, N. W., and 


although the beginning did not look promising he had | 


managed to break even at the end of the first year. 
In 1901 he conceived the idea of enlarging the busi- 
ness and, renting a building at 413-415 Ninth street, 


N. W., opened a commercial stationery department. 


Three years later Charles A. Fiske, who had been con- 
nected with another stationery house, was taken into 
the firm and the company was incorporated, the offi- 
cers being William E. Stockett, president; Charles A. 
Fiske, vice-president, and Charles A. Stockett, secre- 
tary and treasurer. 

In addition to his business activities Mr. Stockett 
was interested in boating and was a former commo- 
dore of the Corinthian Yacht Club. He was a member 
of the Elks Club and in earlier years belonged to the 
Capital Bicycle Club and the Columbia Fishing Club. 


Mr. Stockett is survived by his widow, Mrs. Annie | 


Hodgson Stockett; a daughter, Miss Louise Stockett, 
and three sons, all of whom are active in the business, 
William E., Jr., Monroe H. and Norman J. Stockett.—BJ 


oo ole oo 
FORREST THOMAS 
Forrest Thomas, fifty-six, prominent office supply 


dealer of Pauls Valley ,Okla., died at the Hardy sanita- | 


rium in Ardmore, Okla., on March 3, after an illness 
of more than a month. 

Operator of the Thomas Office Supply, 106 East Paul 
ave., Mr. Thomas had been confined to bed at the home 
of his son, Forrest, Jr., postmaster at Healdton, Okla., 
for several weeks prior to entering the Ardmore hos- 
pital. He had been in ill health for several months. 
Funeral services were conducted from Stufflebeam 


funeral home, and burial was in Pauls Valley ceme- | 


tery. 


Born at Anona, Texas, August 8, 1884, Mr. Thomas | 

















Why will a fireman, on holiday in a strange 
city, spend hours around the local fire-house? 
And why does a ballplayer with the afternoon 
off take in a baseball game? And what is the 
real low-down significance of workers gravitat- 
ing to their own familiar work and atmosphere 
even when not on duty? 

I am going to tell you . . . every human 
being who does not actually hate the work he 
or she is doing, honestly wants to be more 
proficient at that work. Sometimes the desire 
is so submerged that the person scarcely ad- 
mits or even recognizes it . . . but it’s there. 





You take this fascinating subject of type- 
writer supplies . nobody could possibly 
know all there is to know on the subject, but 
we find in our daily 
contacts that most 
clerks, unless they are 
absolute misfits, are 





ee keenly aware of the 
GUIDE intricacy of Carbon 
REFERENCE Papers and Typewriter 


Ribbons . . . honestly 
desirous of learning 
more about them. It 
was for this very rea- 
son that M.&V. spent 
so much time and ef- 
fort compiling the ex- 
haustive Reference 
Guide which my Home 
= _— Office is now distribut- 
ing far and wide. This Guide can unquestion- 
ably help you merchants to better business 
through education of the salesforce. I heartily 
recommend that every store have a copy 
where the clerks can refer to it. 
Well, what are we waiting for? 


Your copy of our SALESMEN’S GUIDE 
and REFERENCE sent on request 


A ted thane’ 
MATCHED PACRRGES 


WITH SUGGESTED RESALE 

PRICES AND DISCOUNTS 

FOR CONSUMERS ONLY 
. 
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RESPIRATOR 
CUSHION 






U.S. Patent 
No. 2,025,712 


RESPIRATOR STOOL CUSHION 





SPINE-PROTEX RESPIRATOR CUSHION 





Combining the airolating features of the Respirator Cushion 
with spine relief features, the Bickett SPINE-PROTEX Cushion 
represents the greatest improvement ever offered in seat 
cushions. 


L. M. Bickett Company 


WATERTOWN, WIS., U. S. A. 
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married Miss Pearl May Roady. To this union were 
born two sons, Forrest Jr., and James. Both sons sur- 
vive him. James is a student at Southwestern State 
college at Weatherford. Mrs. Thomas died last De- 
cember 4. 

With the exception of a few years, he had been a 
resident of Pauls Valley since 1904. Prior to that time 
he published a newspaper in Allenreed, Tex., for two 
years. He went to Pauls Valley as a printer for the 
Sentinel, which later became the Democrat. He pur- 
chased the latter in 1918 and a year later was joined 
in the business by Jesse Alexander, present publisher. 
In 1929, he disposed of his interest in the paper and 
became publisher of the Liberal, Lordsburg, N. M., and 
a year later became publisher of the Healdton (Okla.) 
Herald. He returned to Pauls Valley in 1934 and a 
few months later established the office supply busi- 
ness. 

Mr. Thomas was a member of the First Baptist 
church and of the Odd Fellows lodge, and was prom- 
inent in Boy Scout and civic affairs. 

Besides his two sons, other relatives surviving in- 
clude a granddaughter, Diana De Thomas, Healdton, 
and two brothers, John Thomas, of Tulsa, Okla., and 
W. K. Thomas, of Marietta, Okla—EVH 


-}- -}- »}- 
P. O. MOORE 
Paul Olcott Moore, president of P. O. Moore, Inc., 


| New York City, died April 10 in the Post Graduate 


hospital in Manhattan following a brief illness. He 


| maintained his business organization at 300 Fourth 


avenue. 
Mr. Moore’s first connection with the office supply 


| and equipment industry came about when he was with 


the old Columbia Phonograph Company and took a 
part in the negotiations for sale of part of the busi- 


| ness to the present Dictaphone Corporation. After a 
' period spent in San Francisco he returned East and 


was appointed one of the agency managers of the old 


| Safe Cabinet Company and was rated as one of the 


best men in this position on the firm’s staff. When the 
Rand Kardex merger took place he was made assistant 
manager in Brooklyn, one year later being appointed 
manager for Brooklyn and Long Island. 

In 1928 Mr. Moore became manager of the Walcott- 
Taylor Company’s New York office, at a time when 
that firm had the exclusive franchise for the distribu- 
tion of the DoMore chair. After the Walcott-Taylor 
organization retired from New York and Philadelphia 
business, he incorporated that office as the Charinton 
Corporation and continued the DoMore chair distribu- 


| tion, re-incorporating in 1933 as P. O. Moore, Inc. At 


the time of his passing Mr. Moore’s company had the 
exclusive distribution for TelKee products as well as 
the New York distribution for the products of the 
Aeroshade Company, Waukesha, Wis. 


+: - 
H. W. BUSE 

Henry W. Buse, former burgess of Ridley Park, Pa., 
and for thirty-two years connected with the Reming- 
ton Typewriter Company, died at the Temple Uni- 
versity hospital, Philadelphia, at the age of sixty- 
seven years. 

Mr. Buse, who earned an outstanding reputation as 
a salesman during his long period with Remington, 
was noted throughout eastern Pennsylvania as a 
speaker, lecturer and radio broadcaster and had ap- 
peared before hundreds of audiences in the East. His 
principal address, “The Story of the Typewriter,” has 
been delivered over the radio a great many times. 

+: - | 
R. N. BRIGGS 

Robert N. Briggs, for thirty years with the Copp, 
Clark Company, Ltd., Toronto, Ont., and for a number 
of years superintendent of printing for that well 
known commercial book firm, died recently at the 
home of his daughter, Mrs. C. S. Coyne, 54 Boustead 
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‘SHOW NEVA-CLOGs FIRST 


PUT THE “SIZZLE” IN YOUR many other handy fastening jobs. It fastens letters together 
STAPLING MACHINE DEPARTMENT easily in vertical files without removing file letters. It seals 


bags, attaches tags. It’s portable—take your machine to the 





The “Sizzle” is what sells the steak and increases the cus- job—save time and effort.” 


t ‘s check to twi h hot d h 
ee eee ee ee en a oe Then show how it lays flat on the desk or in a small drawer, 


ich. 
ae out of the way. It fits the pocket for portability. Stapes pene- 


And NEVA-CLOG is the machine that raises the demand trate 40 sheets of paper, heavy bags, light wood or cardboard. 


from the ordinary desk type to a machine that performs many Yes—you can increase both your dollar volume and cus 


more stapling operations. tomer satisfaction at the same time. You put the “sizzle” in 


When your customers come in to ask for Stapling Machines, your sales talk because you can demonstrate NEVA-CLOGs 
show them NEVA-CLOG Plier-types first. Put one in their with enthusiasm. 
hands, together with testing material such as paper, cardboard Show NEVA-CLOG Stapling Pliers first and you will induce 
or softwood, handy for testing. Here’s your opening sentence: your trade to buy better stapling machine value, and increase 
“Try this machine. It will do all that other types do, PLUS your present and your future business in this department. 
And by using a: wt 
NEVA-CLOG LH et? ne 
free display Po } nH oO a 
cards in show OF VO ine® pit 
windows and , LL Ae a ha 
on the counter, i? a 
well as — 
NEVA-CLOG 1\ \ PB 
imprinted circu- Ce 


lars, you main- 


tain a steady GENUINE NEVA-CLOG 
flow of orders. STAPLES 


NEVASLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 








gi i-3U STAPLING PFPLIEK 33.VUVU 





$4.5¢ MODEL B-100 STAPLING PLIER $5.00 
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eemesexereere Adil We Say...COMPARE THIS 
ot pupae BETTER TRI-GUARD FILE WITH 
Sees ANY KIND OF ONE ROD FILE 
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development, is a 












revolutionary im- 








provement in filing. 


@ Each guide slides 
on three rods and 
supports as well as 
phate (->:¢-¥- Morey ahe-sahe-Mey i 
dato ba-hi'a-5 ama ab Kod at 
are kept in an up- 


right position with- 








out compression. 








@ Ample working 
Sell the file that serves your customers best. . . TRI-GUARD. 


Selo CMe eR SCCM The three-rod filing principle speeds up filing and finding 


without frequent and reduces office expense. 


fa-¥-ReRROE-hecek-Seh@Mebaee Users appreciate the advantages of Tri-Guard files. They 
: help eliminate errors, delays and extra work . . . protect 
the follower or the ee . P 
material from loss or damage. 

use of additional 

: Dealers like Tri-Guard files too, for they please customers, 
ees 18. and the exclusive three-rod feature assures you of ALL 
the supply business. Write for more information and 


details of our attractive proposition to dealers, 



















V-CUT POCKET 






TRI-GUARD 
SUPPORT 


i 0) Globe“Wernicke 


Oavetlalar-lemmelarce 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
SWAY CHECK Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. 











er Et eons 


— 














MAY, 1941 


avenue, Toronto, Ont. He had been retired since 1934. 
He was a Presbyterian in religion and a member of 
the Canadian Order of Foresters. Surviving are one 
daughter, Mrs. Coyne, and one son.—SJL 


- i & 


HANS KUEHNE 
Hans Kuehne, a member of the firm of Additions & 
Rechenmaschinen A/G, Zurich, Switzerland, died 
March 18 following a short illness. During his busi- 
ness career Mr. Kuehne was active in selling Barrett 
adding machines and Madas calculating machines, 


his company having the exclusive distribution of them | 


in Switzerland. 

One of those who mourn Mr. Kuehne’s passing in 
America is Frank J. Roderick, vice-president, Barrett 
adding machine division, Lanston Monotype Machine 
Company, Philadelphia. Mr. Roderick said: 

“His death will be a great loss to his company and 


will be regretted by many close personal friends, not | 


only in his home land but in the United States and 
other countries where he was well known. He was 
possessed of many fine qualities and was liked and 
admired by a large circle of friends and acquaint- 


ances.” 
+ - 


A. VALIQUETTE 

Antonio Valiquette, president and general manager 
of the stationery and printing firm, Librarie Beauche- 
min, Ltee., Montreal, Que., passed away recently at 
his home, 1922 Gouin boulevard, West, Montreal, after 
a lengthy illness. He was born sixty-one years ago. 
Mr. Valiquette was associated with the Beauchemin 
firm for more than forty years and had been president 
and general manager since 1936. He is survived by 
his widow, five sisters and three brothers.—SJL 


»}s >}. »}. 
J. C. SIMON 
Joseph C. Simon, for nineteen years outside sales- 


man for the Los Angeles Stamp & Stationery Com- 
pany, and affectionately known in his territory as 


“Joe,” died recently at the Cedars of Lebanon hospital, | 


Los Angeles. He had been ill but a short time and was 


in his fifty-first year when the end came. Mr. Simon is | 


survived by his widow, one son and one daughter.— 


JET 
" t de 
A. J. DOMERRITT 


A. J. DeMerritt, Los Angeles representative of the | 
Sengbusch Self-Closing Inkstand Company, Milwau- | 
kee, Wis., died April 14 in the California city after a | 


brief illness. He had been a resident of Los Angeles 
for about two years and is survived by his widow. 
Burial was at Forest Lawn Memorial park.—JET 
bk + 
J. W. LYON 
Joseph W. Lyon, for thirty-three years connected 
with the printing department of the H. & W. B. Drew 
Company, Jacksonville, Fla., died March 9 after an 
extended illness. He was in his sixty-first year, a 
native of Greenville, Tenn., and had resided in Jack- 
sonville for thirty-five years—JHR 
tok & 
R. C. HOUSER 
Rembert C. Houser, secretary of the Dixie Book Com- 
pany, Montgomery, Ala., died March 25 at the age of 
sixty years. He had been a resident of Montgomery 
and prominently identified with printing and station- 
ery circles for twenty-two years.—JHR 


+ k + 

F. P. BEST 
Francis P. Best, a special representative of the 
Manhattan rubber manufacturing division of Ray- 
bestos-Manhattan, Inc., Passaic, N. J., died April 7 in 
the St. Agnes hospital, White Plains, as a result of 
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For Over Fifty Years 
the Leader in its Field 





Quality means as much to the seller as to the 
buyer. It establishes a dealer’s reputation as the 
place to buy again and again and again —and 
repeat sales are the real profit in business. 

You can sella Bates Numbering Machine with 
complete assurance that it is the best in the 
world. There are several models for many uses. 
We illustrate the Multiple Movement — its 
featherweight frame cuts the weight almost in 
half, yet we guarantee it for life against breakage. 

Bates is headquarters for special Numbering 
Machines —a field of good extra profit for you. 
It will pay you to dig up special machine orders 


and ask us for prices and specifications. 


Bates 


QUALITY PRODUCTS 


THE BATES MFG. CO., Orange, N. J. * New York Office: 30 Vesey St. 
Makers of Bates Staplers Bates Indexes Bates Eyeleters 
Bates Mun-Kee Stamp Pads Bates List Finders Bates Ink, etc. 
Bates Eyelets Bates Perforators 





Bates File Fasteners 
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rae NEW 


Semen ee OFFICE 


BOOKCASE 





Built to Give 
A Lifetime 
of Service 


— in either home or office. An ideal 
dealer product which is priced to 
sell rapidly. 


Write for descriptive literature. 


PEERLESS STEEL 
EQUIPMENT CO. 


Unruh & Hasbrook Sts., Philadelphia, Pa. 
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injuries suffered when he was struck by an automobile. 
He was in his sixty-eighth year and resided in 
Mahwah, N. J. 

Mr. Best was connected with his company since 1916 
and during his lifetime was responsible for the devel- 
opment of many improvements in typewriter platens, 
tubing and other specialties. 

He is survived by his widow, Mrs. Olive Robinson 
Best; a daughter, Eleanor, and a son, Jesse. 

~~ + + 
T. STEVENSON 

Thomas Stevenson, since 1928 a traveller for the 
Dixon Pencil Company, died very suddenly at his 
home, 73 Wolfrey avenue, Toronto, Ont., last month. 
Mr. Stevenson who covered Western Ontarto for the 
firm went to Toronto, from Ireland in 1911. He was 
a valued member of the First Church of Christ, 


Scientist —SJL 
+ - + 


MRS. F. H. THOMPSON 
Mrs. Florence Harcourt Thompson, widow of Henry 
L. Thompson, for forty-two years president of Copp 
Clark Company, Toronto, printers of commercial text 
books, died recently at her home in Toronto. She was 
the mother of the late Dora Olive Thompson, well- 
known Canadian authoress.—SJL 


+ i & 
G. N. SMITH 
George N. Smith, partner in the firm of Smith Bros., 
Toronto stationery manufacturers, died recently at his 
home, 41 Scarboro road, Toronto, Ont. Surviving are 
his widow, also four daughters and two sons. Two 
brothers, Malcolm and William, are members of the 
company of Smith Bros.—SJL 
-}. >}. >]. 
MRS. W. MAAS 
Mrs. Walter Maas, whose husband travels a group 
of states east of the Mississippi, passed away suddenly 
on April 15 following a stroke. The funeral was held 
in Chicago on the eighteenth, interment at Desplaines, 
Ill. Mrs. Maas was an accomplished woman. Among 
other attainments she was a practicing physician. Mr. 
Maas, who was traveling in Mississippi for the Rock- 
well-Barnes Company when she became ill, was noti- 
fied promptly and returned to Chicago. 
+ + 
C. H. McGILL 
C. H. McGill, president of the Quality Park Envelope 
Company, St. Paul, Minn., died April 7 at the age of 
seventy-five years. 





CARTER’S STAMP PAD DISPLAY.—This attractive cabinet, 
made to display the firm's lines of stamp pads and rubber 
stamp inks, has been created by the Carter's Ink Company, 
Boston, Mass. The unit is designed to increase the dealer's 
sales and save time and space by eliminating bulky cardboard 
boxes on shelves. The cabinet is 15!/, inches wide, 14%, inches 
deep and 6 inches high, and is of highly polished maple with 
dark walnut handles on the two drawers. It holds several 
dozen Carter pads in assorted sizes and the top shelf is for 
the dispiay of rubber stamp inks. 











nN eMIN Ee . 
c nee idee 











MAY, 1941 








ARTILITY 


“AIR-FLOAT" 


. bes fs 
eet: ie” Beers 8 
a oe 
aa? 
4 








NO. 371 “AIR-FLOAT” 


THE ALL-PURPOSE POSTURE CHAIR 





DESCRIPTION 


A Posture Chair of pleasing appearance; quickly and easily fitted to the user. 
It aids in maintaining erect posture and helps reduce fatigue. 


The “Air-Float” rubber-cushioned seat is luxuriously soft, yet has a layer of 
insulating fabric between the rubber and seat covering. This means a cooler 
seat with long life. 


The 1!/,” tubular steel base with spindle guard is equipped with high grade 
casters having 154” wheels—either hard or soft faced. 


Seat height adjustable 17!/,” to 21!/,”. Form-fitting back rest 15” wide and 6” 
high, quickly adjustable both vertically and horizontally without aid of tools. 


Beautifully tailored upholstery with welted seams in genuine leather or frieze 
mohair. Metal parts finished in baked enamel in a wide variety of colors. A 
chair that brings comfort to the user and adds dignity to any office. 








\ THAT YOU ANTICIPATE YOUR NEEDS WELL IN ADVANCE. 
/ THAT YOU PLACE ORDERS IMMEDIATELY. 


WE RECOMMEND 








ARTILITY METAL PRODUCTS, INC. 


421 SECOND STREET 


ELKHART, INDIANA 
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SOMETHING TO THINK ABOUT 


Macey Bookcases enjoy the well earned reputation of a useful and reputable product. Already 
in°use everywhere, the dealer is assured of repeat as well as new business in his local market. Every 
school, office, and home is 4 pr 

Being sectional. Macey B v7 1d themselves present day limitations of wall space as 
no other type of bookcase can. They may be to and rearranged to conform to changing 
requirements. These practica features of utility together with Macey quality are responsible for the 
fact that Macey Bookcases are ir e throughout the world. 

Macey Bookcases do not look sectional—but they are. 
Catalog on request. 


THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 


“ial Shelving igh Line Equipment—Safes—Sectional Bookcases 
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BROWN TO HEAD SYRACUSE C. OF C. 
Carleton F. Brown, vice-president of L. C. Smith & 
Corona Typewriters, Inc., last month was elected pres- 
ident of the Syracuse (N. Y.) Chamber of Commerce. 
Mr. Brown is also president of the Manufacturers’ 
Association of Syracuse and last year served as a mem- 
ber of a special commission to investigate Onandaga 


County government. 
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UEF ANGELENOS GO TO WARI—A clever method of tying 





’ 


in with the preparedness theme was utilized recently by the 


Los Angeles branch of the Underwood Elliott Fisher Company 
when Branch Manager J. A. Johnson created the chart shown 
above. At the left are the salesmen’s names while across the 
top are military ranks from private to general. As each man 
makes the required percentage of his quota the salesman- 


soldier wins promotion, step by step, until he reaches the | 


imposing rank of general. 
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BECKWITH-HOBRECKER 

Recently married at St. Paul’s Anglican church, 
Halifax, N. S., Canada, were Miss Nancy Louise Ho- 
brecker and William Walter Beckwith, both of Halifax. 
The groom is on the staff of the Underwood Type- 
writer Company, Halifax, and is assigned to road as 
well as showroom sales duty. The honeymoon was 
spent on a trip by air to Montreal and Toronto. 
Among the gifts received by the happy couple were 
one from the Underwood Typewriter Company and 


another from the Halifax staff—WJM 
é oun 


SHULL-DIEHL 

Elizabeth Diehl, daughter of William R. Diehl, on 
March 5 became the bride of Wilbur L. Shull, a Colum- 
bus, Ohio, attorney. The ceremony was performed 
by the Rev. Ganse Little, of the Broad street Presby- 
terian church, at the home of the bride’s parents, 
308 S. Parkview avenue. Mr. Diehl is president of the 
Diehl Office Equipment Company, Columbus. 

MILLS-MACDONALD 

Fred Mills, salesman for Harbord-Rogers Company, 
Portland, Ore., was married to Miss Elizabeth Mac- 
donald in a ceremony performed at Trinity Episcopal 
church on the evening of April 12. After a week’s 
honeymoon trip the couple returned to make their 
home in Portland.—BBC. 


HASKELL-VENN 
Miss Harriet Venn became the bride of Kirby Has- 
kell at a candlelight ceremony at Grace Memorial 
church, April 27. Mr. Haskell is a salesman for Kubli- 
Howell Company, Portland, Ore-—BBC 
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YOU SAVE 


TIME and MONEY 
with 
CEN-TR-KOTED 
CARBON PAPER 


Because... 





I, Cen-Tr-Koted snaps out easier . . . speeds work! 
It is one-half inch longer than ordinary kinds, measures 
82 inches wide by 13 inches long instead of the ordi- 
nary 8% by 13! 


2. Cen-Tr-Koted lasts longer because it does not curl. 


It is uncoated along the edges . . . a feature that assures 
spick and span carbon copies free from smudgy 
“treeing”’! 


3 Cen-Tr-Koted makes permanent copies because its 
made only with our special-formula ink. Thanks to this 
superior ink, Cen-Tr-Koted stands up longer, too, and 
makes more copies! 


4, Cen-Tr-Koted always provides the same uniformly 
superior quality . . . because it is always rigidly in- 
spected at the factory! 











FREE BOOKLET 
Get “Carbon Paper Facts” 
Too! Send for our free book- 
let, “Carbon Paper Facts,” 
which gives you the impor. 
tant facts you should know 
about Carbon Paper! 


An Exclusive Agency 
on GRAND PRIZE Rib- 
bons and Carbons in 
our city points the 
way to new profits. 
Write for our dealer 
Proposition booklet. 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
|. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
145] Harrison St., San Francisco 


Los Angeles Denver 





irene sna a Sey ar re laal Vai Canes ss mmm mn ieanerindern i Die ae os 


oe Capt i 
St SN 


glia 


i Wes wares eee 
vraag etches or peer s-seceegiaaeanbee ua 























110 


600060 








WITH 


IL-KLATIE 


THE SCIENTIFIC TYPEWRITER PAD 


UIETER, easier typing is what your customers 
want... and they can get it with the KIL-KLATTER 
Typewriter Pad. That’s why you'll find that selling 
KIL-KLATTER is more profitable . . 
low-priced typewriter pad outsells all others. 

KIL-KLATTER is made of famous OZITE ALL- 


HAIR Felt for more efficient sound deadening and 


. that’s why this 


more effective cushioning against typing shock. 
Treated top keeps typewriter legs from digging in 
. non-skid bottom prevents slipping. Size 11 x 13 
in. fits all typewriters and many other business ma- 
chines. 
In addition, KIL-KLATTER is attractively packed 
in individual cartons for eye-catching counter or 


window display and increased sales! 


SMARTLY 
PACKAGED 





FOR COUNTER 
DISPLAY 
FITS ALL 
TYPEWRITERS 
RETAILS AT 


FREE DISPLAY CARDS: With orders for a 
dozen or more pads we'll send you FREE a 
colorful display card and a quantity of 
2-color mail enclosures imprinted with your 


name. 
FREE SAMPLE PAD FOR DEALERS ONLY 

will be sent, if the coupon below is attached 

to your letterhead. 








0006060 















AMERICAN HAIR & FELT COMPANY 
Dept. D5, Merchandise Mart, Chicago. 


Send FREE sample of KIL-KLATTER Typewriter pad and information 
about prices and discounts. 


FIRM NAME 
ADDRESS... 
a STATE 
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HAVE A GOOD GIFT DEPARTMENT AND 
YOU'LL SELL GIFTS 


Last Christmas season the Stewart Office Supply 
Company, of Dallas, Texas, decided that in such an 
establishment every day there was a procession of men 
and women who would have interest in the myriad 
office specialties as Christmas present suggestions if 
only the idea were given birth. It set about to do 
that through the installation of a small Christmas 
gift section, or shop, in which the gift motif would 
prevail. 

The gift shop department was continued for a 
month, approximately, and its results were such that 
the store management determined to make the gift 
shop a permanent department. Special fixtures were 








GIFT DEPARTMENT BECOMES PERMANENT FEATURE. — 
Here is a corner of the gift department of the Stewart Office 
Supply Company, Dallas, which was installed following a 
highly successful experiment with the gift idea during the last 
holiday season. Not only attractiveness was stressed but also 
comfort and convenience, the section being equipped with 
fluorescent lights and even air-conditioning equipment. 


ordered, and about mid-February the shop had be- 
come part of the store. 


The shop is relatively small of size—an approximate 
eighteen feet square—and occupies a corner approxi- 
mately half way to the rear of the building and at 
one side. It occupies a space which formerly failed 
of appeal to customer traffic and whose value as a 
business building area was negligible. 


The fixtures provided for the shop, as the photo- 
graph will indicate, were not considerable. They in- 
volved in the main plate glass shelves with chromium 
metal supports. As the picture will further indicate, 
the shop puts to profitable use surface area of the 
veneer-covered ducts which are part of the store’s air 
conditioning system. The grill to be seen in the photo- 
graph is one of the exhaust outlets of this system. 
The shop has been provided with fluorescent illumina- 
tion, in keeping with that of the rest of the store. 

The Christmas experience of the shop, says A. H. 
Mills, who was in charge of the experiment and di- 
rected the installation of the permanent one is that 
the office supply dealer is overlooking opportunity 
when he fails to make use of this merchandising ap- 
peal to its fullest extent. The shop not only brought 
remarkable results in terms of sales of accessories of 
every sort, Mr. Mills said, but won approval of hun- 
dreds of patrons who visited it, many of whom sug- 
gested it be made permanent. 


“The shop permits presentation of virtually every 
office accessory,” Says Mr. Mills, “not only in a manner 
of maximum attractiveness, but with the added attrac- 
tion of its utility as a gift. The modern office appliance 
store abounds with such articles; and all the customer 
needs to make the purchases is that the suggestion of 
their use as gifts be attractively made.”—JDM 
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All-America packaging 
award. 


Vhinex. 36 colors 


* They show off 
}a complete line of 

Dixon colored pencils 

Fat a glance. Yet they’re 
compact enough to go 
anywhere on the counter. 
Closed, the transparent 
case effectively discourages 
pilfering — open, it makes 
| the entire line easily accessible 


| to the customer. 


Busl-326 colors 


& They are easily the outstand- 
ing sales-makers that have hit 
the pencil trade in years. Better 
get yours now! 

Pencil Sales Department 98-J5 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. 


Anadel -24 colo 


















A NEW Low IN COST 


Now you can offer your customers a AN 
means of visualizing their voluminous supe. 
records. This modern vertical visible P * 
; : ik So stana 
record equipment is so low in initial  . 
in vis 
cost, low in space cost, and low in operat- sqaaaiilingen 
ing cost that thousands of records now cabin 
housed in blind files may be made more units, 
er entre 
usable and valuable by visualization. The pace 
urgent need for more speed in these critical onv. 
times can be met by this new type of equip- Tecor¢ 
ment which not only multiplies the effec- S 
tiveness of active records but cuts the clerical MECHANIZED ACTION — 
or sma 
time in half. Just open the mechanized drawer andfYou can 
same light-finger action automatically jsame dr 
(a) unlocks and opens the swing fro omg 
(b) disengages the buttonless safelf,, other 

latch of the drawer front 

















(c) releases the positive compressig} ILLUST 


+ 


Part the contents at any point—the * Per! 
Bearing Indexers provide an easy rota, game 
action and a wide mechanically suppog 1560 ca 
angle spread — placing the visible sorres} 
panels in a reclining, natural line of visg® S*er’ 
@—m One of the many practical Super-Visible arra D. Teletac 


a 


ments each of which provides extreme capacityg “*” ” 
low space cost. This unit features a movable desif* or 
that slides forward ten inches. l-drawé 
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4 NEW High IN CAPACITY 


Msuper-Visible Card Panels, housed in 
a wide variety of units, set a new high 
standard for compactness and capacity 
in visible record equipment. With an 

“ingenious combination of card panels, 
cabinets and specially designed filing 
units, visible card records can be con- 
entrated in a minimum amount of 
space with a maximum of speed and 
onvenience for those using the 
records. 


SUPER-VISIBLE HOUSING UNITS 


Available in a wide variety, suitable for large systems 
or small, and for different types and sizes of cards. 
ndgYou can even provide for different card sizes in the 
ly same drawer, Telefacts or tub desks, and can make use 
of any portion of the unit to house the Visible Record, 
filing other types of material such as correspondence 
fel or other supporting papers in the remaining space. 


frou 





iol ILLUSTRATED BELOW, FROM LEFT TO RIGHT, ARE: 


> ee Portable Cabinets wn removable locking covers. Capacity up 
8C ards per it 

ta B. Acme VISI- water A Sores agri groan unit wearer pl from 240 to 

pa" 1560 cards. A unit w 1 bri : filed in a 


> 


visi C. a Visible ~~ om with ony Perec Pegs cover. Gives 
srrag>- Telefacts--A floor model visible card cabinet for desk-side use. 


ity May be } j 
lesipE Five- Drawer Saeer bern Cabinet. In addition. there are available 
l-dr Tawe >| - | 4 ; | t 


SUPER-VISIBLE CARD PANELS 


Note the visible margin at the top of each card reading naturally from 
the top down. Card carriers providing for easy insertion of single cards 
and rapid group shifting are held on these card panels which may be 
inserted at any point in the record system, providing expansion wherever 
needed. Complete range of sizes and types from 3% x1 inch up to 8 x 6 
inch cards are available. 


HOLDER CARDS are also available for inserting blind record cards, loose 
inserts, report slips, punched cards, etc. 

Acme’s 25 years of experience in developing visible rec- 
ord systems and equipment is available to your customers 
in the application of Super-Visible. Every type of business 
and every type of record, regardless of the size of either, 
can be served by ACME. Your inquiries are invited. 


Send for the Acme Super-Visible Catalog and full infor- 
mation about dealers’ franchise. 


Acme Visible Records, Inc. 
122 South Michigan Avenue .. . Chicago 
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The Test yf Time 


Liberty Record Storage Boxes have 
stood every test for over 22 years. 


@ Since the first Liberty 
Box was manufactured 
they have been subjected 
daily to every storage 
condition ... and every 
time they have proved 
superior. 

@ Liberties have stood the 
test ofefficiency. Noother 
box has surpassed or even 
equalled Liberties for 
efficient record storage. 

e@ They havestood the test 
of economy. Throughout 
the years, Liberties have 
always proved to be the most economical. 





e@ Most important of all — Liberties have 
passed the supreme test—customer accept- 
ance. Each year thousands of concerns have 
become Liberty minded until now there are 
over 78,000 users. 


@ Liberties are definitely the best bet for stor- 
ing inactive records—they are the only satis- 
factory answer to the record storage problem. 


@ Here are five sound reasons why you should 
sell Liberty Storage Boxes: (1) They satisfy 
as to quality; (2) You make a good profit; 
(3) They sell in a large enough volume to 
justify handling; (4) Repeat business is 
steady and easy to secure; (5) They are 
competitively priced. 


Write today for our catalog 
showing complete range of 
sizes, prices, and substantial 
dealer discounts. 


BANKERS BOX COMPANY 
536 SOUTH CLARK STREET CHICAGO, ILLINOIS 
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JONES BECOMES KUBLI-HOWELL OFFICIAL 

L. C. Jones, who has been closely associated with 
the office supply and printing industry in Portland, 
Ore., for twenty-one years, has joined the firm of 
Kubli-Howell Company, coincident with the retire- 
ment of K. K. Kubli. 

The company, located at 314 SW Fourth avenue, is 
one of the old time firms of Portland, having been 
established by Mr. Kubli and D. B. Howell in the early 
part of the century. It will be directed in the future 





L. C. JONES | 


by Mr. Howell as president and Mr. Jones as secre- 
tary-treasurer and general manager. 

They have carried out an extensive remodeling pro- 
gram, including the addition of a complete fluorescent 
lighting system for store and windows. Stock is being 
built up in anticipation of a substantial increase in 
business in the coming year and a warehouse has been 
acquired to take care of the expanding office furniture 
department stock. 

Mr. Kubli made his start in the stationery business 
in 1900 with Kilham Stationery and Printing Com- 
pany in Portland. In 1906 he went into business for 
himself as the Commercial Stationery & Printing 
Company with a store at Second and Stark streets. In 
1909 he incorporated and moved to a new location at 
Fourth and Oak streets where he was the first tenant 
in the Board of Trade building which had just been 
completed. The firm is still in the same building 
though occupying different quarters. Mr. Howell went 
into the business with Mr. Kubli in 1912 and they 
formed the Kubli-Howell Company. 

Mr. Kubli has been active in politics as well as in 
the trade, having served as a member of the City 
Council several times and as state representative. He 
attended the Republican National convention last year 
as an alternate delegate. 

His plans for the future are not definite but he says 
he plans to catch up on a lot of things he has been 
wanting to do for a long time.—BBC. 

<=. 


WARNS SHIPPERS OF PENDING LEGISLATION 


The Chicago Furniture Manufacturers’ Association 
has recently issued a warning to shippers that there 
is legislation pending before both houses of Congress 
which, if passed, would “destroy the business of fur- 
niture pool car consolidators and the advantages to 
manufacturers and retailers which result from their 
operations.” 

The proposed laws are Bills No. 210 and 3684 both 
of which, the association declares, would result in the 
following disadvantages, 1. A heavy increase in furni- 
ture freight charges. 2. Localization of furniture manu- 
facturing industry. 3. Elimination of economies in 
transportation costs which are inherent to pool car 
consolidation. 

The association has made available literature ex- 
plaining all phases of the pending legislation and its 
effects upon the furniture industry. 
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Team Play Produces Champions! 





TEAM-PLAY between Manu- 
facturer and Dealer makes 
Victories possible. 


Speed! Everything on the ball to 
consistently win sales and good- 


will for you. Attractive, imprinted cir- 


Here’s the HARD 
HITTING Line-Up 


Hits win ball games .. . it takes 

hits to make sales. In Air-Flight 
Circulators you have the hardest-hitting 
combination of the 1941 season... 


Eye Appeal—Design—Construction— % > culars... attention-getting, crowd-stop- 






a 





and SUPERIOR PERFORMANCE! ~ aie * ping window display . . . photo-illustrat- 
Bree : Top-Note coaching . . . for d Holi | 
No Errors . . . Air-Flight gives Le your sales organization by experi- o6 eye ts saa 
you bang-up team support... enced, trained Air-Flight representatives ~» ALL AIR-FLIGHT CIRCULA- 


. continually working with dealers’ ba TORS CARRY 5-YEAR MOTOR 


salesmen to promote team-play. Per- GUARANTEE AND OUTPERFORM! 
fect team-play gets results. 


Complete dealer protection backed up 
by a definite sales policy! 





Model No. 10—Finished in attractive aay” ce mrs ag P Two- Model No. 30—Finished in Two-Tone 

3  * one Opalescent Gray; wider air Statuary Bronze. Added table-shelf. 
Two-Tone _Opalescent oo 4 553 spread; three speed, quiet operating. Three speed, quiet operating. Sturdy 
speed, quiet operating. Stur = Sturdy guard offers complete pro- ring guard offers complete protec- 
guard offers complete protection. tection. ten 


W. W. WELCH COMPANY 


General Offices: Carew Tower 
CINCINNATI, OHIO 
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The Fridén Super-matic Tabulating 
Model “'ST-10” . . .So completely auto- 
matic that all mental and physical ef- 
fort is eliminated from its operation. 


Without pre-setting operations this 
thodel provides: Positive Full Auto- 
matic Multiplication... Negative Full 
Automatic Multiplication ... Full Auto- 
matic Accumulation of Products...Full 
Automatic Accumulation of Multipliers 
... ALL with Pre-determined proof. 





OFFICI 


FRIDEN 
Super-matic 
Tabulating 
Model “ST” 


The Selective Automatic Carriage 
Tabulation ... Full Automatic Dividend 
Entry ... Automatic Dial Clearance... 
Automatic Non-entry of “]’’...and 
Automatic Keyboard Clearance — ALL 
with the Depression of the Dividend 
Tabulating Key. 


In addition, the Fridén Super-matic 
offers... Positive, Negative, Accumu- 
lative or Subtractive Quotients at will, 
without pre-setting operations. 


Fridén also builds Automatic Calculators in different 
models and capacities for all kinds of figure work. 


FRIDEN 


CALCULATING MACHINE CO. INC. 


LIN | 


SALES AND SERVICE IN ALL PRINCIPAL CITIES 
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EIGHTH ANNUAL CHICAGO ROTARY EXPOSITION 
APRIL 22 TO 25, INCLUSIVE 

Sponsored by the Rotary Club of Chicago with the 

slogan for the show “Pioneer with Rotary on new 
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Thousands of Business Men Say 
DICTAPHONE 


Frontiers in 1941,” the exposition was open daily from | 


12 o’clock noon to 10:30 P. M. and was held in the 


Grand Ballroom and on the mezzanine floor of Hotel 


Sherman. 

This annual exposition is confined to displays of 
those holding Rotary membership. It has been grow- 
ing in interest and scope during the passing years 
until it is now probably as comprehensive in spread 
and as diversified as to product display and service 
company operations as any exposition held the coun- 
try over. A never failing interest was created among 
those attending through the use of factors in show- 
manship such as movies of varied character and enter- 
tainment in Ruggles Hall, the Rotary Little Theater, 


fire prevention demonstrations, a daily fashion show 


and other such activities of general appeal. 


The office appliance industry was well represented 
with comprehensive displays by the following organi- 
zations who were entitled to participate through their 
Rotary affiliations. 

The American Perforator Company, Chicago, Mr. C. 
S. McAlister, vice-president in charge. They had on 
display a complete line of their perforating machines 
and also displayed for the first time six new stream- 
line models both hand and power machines. They 
also demonstrated their electric check signing ma- 
cine and check endorsing machine. One of the features 
of the display was their special “quick change” ma- 
chine which was kept busy perforating Social Security 
numbers in the hatbands of those who visited the 
booth. 

Acme Visible Records Incorporated, Chicago, dis- 
played their complete line. The booth was in charge 
of M. J. McMurray, city sales manager who was as- 
sisted by the Chicago sales force. They gave practical 
demonstrations of the time saved through the use of 
modern visible records showing the modernization and 
simplification of their visible systems and the time 
saved through the use of such records. Among the 
features of the display were ‘“Flexoline” quick refer- 
ence system and both cabinet and rotary type of rec- 
ord holding equipment in plain and pocket type con- 
struction featuring their super-visible equipment with 
improved type of vertical, visible card panels. 

Tallman, Robbins & Company displayed a new visible 
record system “Visi-Record.” The booth was in charge 
of G. W. Morris with the Chicago sales force in at- 
tendance as well. They had on display the Tarco sys- 
tems ang steel filing equipment showing applications 
to purchasing, receiving and issuing records, stock 
control, payroll, factory accounting and sales account- 
ing. 

Art Metal Construction Company featured their Air 
Line desk. The booth was in charge of R. D. Cooper, 
Chicago manager with the Chicago sales force assist- 
ing. They also displayed their Plan File for filing 
tracings and blue prints, and the feature of the dis- 
play was their new five drawer Speed file and the 
new Foldaway typewriter desk which permits making 
both pedestals of the desk exactly the same size. 
Various color schemes and combinations of colors were 
shown in connection with the equipment. 

Addressograph-Multigraph Corporation displayed a 
complete line of Addressographs. The booth was in 
charge of J. B. Ward, Chicago sales agent assisted by 
the Chicago sales force. An original Addressograph of 
the 1893 model was on display and compared with 
the latest models to show the development of the 
line. Among the features of the display was their list- 
ing device showing multiple color listing, their new 
automatic feed attachment and automatic selector 
device. A feature of the display was a working model 
in a glass case which was used at the New York Busi- 


has made dictation easier! 





LL over South America business men are turning to the 
A Dictaphone method. Dictaphone is a simple, modern dictating 

machine which enables you to dictate at any time, without 

requiring the presence of a secretary. You “speak” your 
letters, memoranda, and instructions to Dictaphone, and your voice is 
recorded on a revolving wax cylinder. 

Your secretary places this cylinder in her transcribing machine and, 
through earphones, hears your exact words as clearly as you have 
spoken them, and types them as she listens. 

Among your business associates you're pretty sure to find some 
enthusiastic users of the Dictaphone System. Ask them! They'll 
vouch for Dictaphone’s simplicity of operation. They'll tell you how 
convenient and helpful it is. And how it can be used to advantage in 
so many different ways. They've learned to depend on this modern 
dictating machine as a ‘“‘contro!] instrument.” 

You'll appreciate Dictaphone’s economy, too. Each wax recording 
cylinder can be shaved and used many times ... and the electrical 
operating cost of Dictaphone is negligible. 

Dictaphone has been sold in South America for many years. Its 
representatives are responsible business men. You probably know the 
Dictaphone agent in your city. He will demonstrate, without obliga- 












tion, the value of the Dictaphone in your business. Mail the coupon 
NOW! 
aid AA 
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~~ 
\ 
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Cameo Model Dictating Machine Cameo Model Transcribing Machine 


These machines are also available in De Luxe and Progress Cabinets 


ICTAPHONE CORPORATION 


BRIDGEPORT, CONNECTICUT, U.S.A. 





the word DICTAPHONE is the registered trademark of the Dictaphone Corporation 

Manufacturers of Dictating Machines and Accessories to which said trademark is 
applied 

OA-5 


DICTAPHONE CORPORATION, 420 Lexington Ave., N.Y.C., U.S.A. 
Please send me copies of “YOU'RE IN GOOD COMPANY” and “THE 
DICTAPHONE SYSTEM.” Also send me the address of the nearest 
Dictaphone representative. 

Name 


Company 


Address 
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ness Show so that visitors could see how the machine 
R | & K FE T a. actually operated. They also featured a display of their 

a ee class 1950 Addressograph. 

: The Thomas A. Edison Company had on display the 
Rufbak Rubber Chair Mats | Ediphone demonstrating Edison voice writing. The 
booth was in charge of E. C. Barnes and O. C. Dentzer. 
One of the original models of the machine was on dis- 
play to show comparisons with the modern product 
and the progress in development of the adaptation of 
the machine. 

The Hedman Company had on display a complete 
line of F & E check protectors both hand and electric 
power models. The booth was in charge of H. R. Hed- 
man assisted by the Chicago sales force. They also 
had on display their check signiig machine both hand 
and power models demonstrating that with this device 
both the machine and the signature were under the 

| owner’s control twenty-four hours a day. 

Horders, Incorporated, had a display under the 
slogan “Everything for the Office.” The particular fea- 
tures of the display were the Victor Safe and Equip- 
ment Company’s steel equipment—Victor Fire Master 
insulated filing cabinet and the Victor sectional visible 
systems. Scotch cellulose tape applications were dem- 
onstrated and the Acco method of filing large sheets 
was shown together with other Acco Company prod- 
ucts. 

Marchant Calculating Machine Company had on 
display their complete line of calculating machines. 
J. L. Oakes, Chicago manager, was in charge assisted 
by the Chicago sales force. The feature of this dis- 
play was the new C. R. 8 M machine with their new 
type of decimal system application. 

Nelson-Eisman Company had on display a complete 
line of carbon papers for all purposes. William Eisman 
was in charge assisted by the Chicago sales force. They 
also displayed the Neco carbon Pack for use with con- 
tinuous forms. 

L. C. Smith & Corona Typewriter Inc., had on display 
their complete line of all typewriter products both 
standard and portable and the Corona adding machine 
as well as the Vivid duplicator. The booth was in 
charge of H. W. Foley, Chicago manager, assisted by 

| the Chicago sales force. The feature of the booth was 
the Silent L. C. Smith and a special carbon roll ma- 
chine equipped with a regular typewriter ribbon, a 
carbon ribbon and a cellophane riboon for stencil 
cutting. 

Stromberg Time Corporation’s booth was in charge 
of H. Cundall. They showed the Stromberg products 
including job time clocks and time recorders for wage 

| and hour record keeping. 


ee 


MEET THE TEXCEL “HANDYMAN” 


A new advertising character will have its first birth- 
| day with the introduction of the Texcel “Handyman” 
in a consumer campaign of the Industrial Tape Cor- 
poration, scheduled to start in Life magazine, May 12. 
Smiling, strapping and smart looking, the “Handy- 
man” was created to dramatize the perennial utility 
of Texcel. The Handyman is a genial character made 
of a continuous strip of Texcel cellophane tape, who 
struts through the ads offering to do every conceivable 
| job around the house for practically no pay. Store 
window and counter displays will feature the same 
Handyman in order to direct the consumer’s attention 
to the rulls of Texcel and to attract her to the Texcel 
| display rack. 
The campaign, developed by George Bijur, Inc., will 
| have these three objectives: 
1. To introduce Texcel to millions of consumers 
| who have never before used a cellophane tape that is 
| transparent and requires no moistening. 
| 





2. To stress its advantages as a cellophane tape, the 
fact that it has no transfer, no diagonal tears, no edge 


L. M. Bickett Company | og 


WATERTOWN, WIS., U. S. A. 3. To acquaint manufacturers and retailers with the 
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Shannon Clip Boards are 
widely used by factory time 
study men, shipping depart- 
ment supervisors, produe- 
tion checkers, etc., because 
their strong metal clips hold 
papers firmly in place 
against the flat, even sur- 
face of the board when 
notations are being made or 
records checked. 


The Empire “D” Perforator 
is the finest built, yet is 
priced but very little above 
ordinary types. Extra lever- 
age permits punching of 
more than 40 sheets of 16 
pound bond stock at one 
Perforator represents real 
value for lighter work. 


Shannon Transfer Cases 
with Lock Arch Binders 
offer economical storage for 
temporary records. Well 
suited and designed for 
housing the records now 
being kept by companies 
having defense contracts. 
Patented arch permits easy 
removal of any or all papers. 


Shannon Lock Arch Board 
Files include board, arch, 
perforator and index. Pro- 
vide user with complete 
equipment to write up rec- 
ords or reports, then per- 
forate, file and index them 
immediately. An_ essential 
item for all production and 
traflic supervisors in defense 
industries where time and 
speed are of major import- 


ance. 


YAWMAN AND 


1099 JAY STREET, ROCHESTER, N. Y. 
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Have you been missing 
the RICH “SHANNON” 
Market? 


The expansion of industry and business under 
our National Defense Program has caused a 
tremendous increase in the demand for Shan- 
non filing equipment and supplies—the oldest 
and most practical method of filing temporary 


records. 


Today, as always, Shannon is the ideal system 
for handling and safely keeping small quan- 
tities of papers, invoices, records, etc. There’s 


hardly a business organization that’s not a 





prospect—and, in today’s sold-out markets, 
it’s the wise Dealer that pushes Shannon to 
keep his volume up and to build new customers 


to cushion the future. 


Thousands of Dealers selling the modernized 
“Y and E” Shannon line are enjoying this 
profitable and easy to get business. Write us 
at once and we will tell you how you can also 
share in the profits of this rapidly expanding 
market. ‘ 


Y, 


” 
FOREMOST FOR E SIXTY YEARS 


Also manufacturers of the famous family of Style-Master Steel 
Desks, Empire Files, and the Direct Name Filing System. It may 
be possible that the protective Franchise for “Y and E” filing 
systems and equipment is available in your city. Why not write 


and ask us? 





ERBE MFG. CO. 
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And what that Value means to you! 


Throughout our years of operation, the office furniture dealer's prob- 
lems have been our point of attack in all change and redesigning of 
the line. How to better the comfort quality, step up the appearance 
and maintain the substantial, life time construction and moderate cost 
are questions that are answered in bigger and more profitable sales. 

Improvement is the order of the age—definitely for Jasper Chair Co. 
chairs. ‘Lap of luxury” comfort, artistry of form and color and selec- 
tion of materials are continually studied with a view to improvement 
in value. 

All things considered, you have a great sales opportunity in Jasper 
Chair Co. chairs. Business is brisk for the dealer who has put them 
in stock and on display. See our catalog. 


Jasper Chair Go, sm 


REPRESENTATIVES 
Gec A. Litchfield, Sales Mgr 
S. H. MacDonald (West James S. Fowls, (Southern) R. J. Freeman (Eastern E. W. Thomas, (Southwest) W. H. Brown (Chicago-Midwest 
405 Orpheum Bldg. 3414 Euclid Heights Blvd 383 Madison Ave. Box 3493 Peninsula Station 6708 Glenwood Ave., Chicago 


Daytona Beach, Florida Phone ROGers Park 3644 


Seattle, Wash. Cleveland, Ohio. New York, N. Y. 
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speed, economy and neatness of Texcel as a wrapping 
aid. 

The campaign is being merchandised to jobbers and 
stationery stores throughout the country. Main mer- 
chandising aid is a three-color, fifteen and one-half 
inch by twenty-one inch portfolio, reproducing the 
first few Texcel advertisements. Mounted on board, 
and laminated, it is designed to secure an order on 
the spot. 


>< 


VANDERLIP COMPANY FORMED 


A new firm in the industry is the F. L. Vanderlip 
Company, formed last month in Hartford, Conn., and 
now settled down to business in an establishment 
at 8'% Ford street. In an announcement of its for- 
mation the company said in part: “We will offer 
nationally-known lines of wood and steel equipment 
formerly carried by the Flint-Bruce Company which 
has discontinued its office furniture department.” 


*—-¢ 


LAWSON COMPANY IN 125TH YEAR 


As The F. H. Lawson Company, Cincinnati, Ohio, 
manufacturer of sheet metal products, celebrates its 
century-and-a-quarter anniversary, research institut- 
ed by Frank H. Lawson, representing the fifth genera- 
tion of the family, has disclosed many interesting 
facts about its early history. 

Cincinnati was only an outpost in the wilderness, 
in 1816, when Thomas Lawson arrived from Pitts- 
burgh on a flatboat, built a crude log cabin and opened 
shop as a “Tin-Plate Worker, Brazier & Iron Monger.” 

Thus started The F. H. Lawson Company, which has 
grown Steadily until today, for example, it is one of 
the largest mnaufacturers of steel bathroom cabinets 
in America. In addition, Lawson is a manufacturer of 
galvanized ware, decorated kitchen ware, and many 
other types of metal products used in the home and 
by institutions, schools, hospitals, hotels and service 
stations. 

The sound policies instituted by Thomas Lawson in 
1816, which have brought the company lasting good 
will, are still in effect today. Franklin H. Lawson is 
secretary and treasurer of the company, and in a 
statement to customers he has promised the continua- 
tion of these policies now in force for a hundred and 
twenty-five years. 





OLD TOWN’S NEW DEALER DISPLAY.—This handsome dec- 

orated-steel ribbon display case is the latest addition to the 

list of merchandising aids offered to dealers by the Old Town 

Ribbon & Carbon Company, 750 Pacific street, Brooklyn, N. Y. 

In addition to stimulating sales the unit also makes an attrac- 
tive store accessory as well. 
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Today’s Big Demand For 
VOCATIONAL SCHOOL 
EQUIPMENT 











@ In every community, vocational 
schools are being organized or ex- 
panded to meet Industry's demand 
for more and more skilled crafts- 
men. These schools must have in- 
dustry-proved equipment of the 
type shown in the new Lyon Voca- 
tional School Equipment Catalog. 
Sales on every item shown in this 
book are skyrocketing. 


@ Lyon Vocational School Equip- 
ment is a “NATURAL” for Office 
Appliance Dealers at this time. 
Investigate its sales possibilities 
at once. Factories and offices, as 
well as schools, are immediate 
prospects for Lyon Vocational 
Equipment. Go after this business 
and multiply your summer volume 
and profits. Sales are easy to 
make because you can promise 
—AND GIVE—immediate delivery 
on Lyon Equipment. Mail coupon 
today for catalog and full details 
about our attractive dealer propo- 
sition. LYON METAL PRODUCTS, 
INCORPORATED, Aurora, Illinois. 


LYON 


- OFFICE 
EQUIPMENT €- 


LYON METAL PRODUCTS 


ev 


INCORPO 





Lyon Metal Products, Incorporated 
2805 Madison Ave., Aurora, Illinois 
Send catalog and proposition on Lyon Steel Vocational School 
Equipment. 
Name 
Address 
State 
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JACKSON 
School DESKS 


All requirements for teacher’s desks, typewriter 





tables and desks, commercial school tables, are 
included in the JACKSON line. Constructed of 
plain oak, combination walnut or combination 
mahogany, this furniture will withstand the hard 
usage given to school equipment. retaining its 
good looks and efficiency. 

Call upon us whenever specifications and quota- 


tions are requested. We'll be glad to assist you in 


serving the school boards with detailed specific 


information. Write or wire your inquiries. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
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PRONTO-COLE CHICAGO BRANCH MOVES 


Forced by rapidly-increasing business to find larger 
quarters and better facilities for serving the trade, the 
Chicago branch of the Pronto File Corporation and 

ithe Cole Steel Equipment Company, Inc., has moved 
| to a new home at 115 South Morgan street. The branch 
| was formerly located at 325 West Adams street. 

The new location affords the branch considerably 
more space for all its activities, according to Joe Roth 
who has been in charge of the Chicago office for the 
past four years. Compared with a total space of 1700 
square feet at the West Adams location. the new site 
offers a total of 5400 square feet. All advantages will 
be taken of the extra space to create a better service 
for the branch’s customers, Mr. Roth said. 

Since its establishment seven years ago the branch 
office has grown and prospered and has experienced 

'a steadily-growing business from the time it opened 
in a small store on Wells street. 


———————_——e —____ 





SHEAFFER'S COUNTER “LEAD-HEADQUARTERS.”—The W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, has recently 
created this impressive counter unit which is described as a 
“Lead Headquarters” for the stationery store. On the front of 
the case (left) is a complete selling message which sparkles 
due to the fact that a special construction of the case “edge- 
lights” the various letters. Dimension are 13% inches high, 95 
inches deep, 13!/, inches wide. The unit accommodates a 
complete assortment of Sheaffer leads and erasers for all 
mechanical pencils and takes only one foot of counter space. 
It is free to dealers in various Sheaffer offers. 
—_-  —— 


BUSINESS WOMAN LOOKS AT N. S. A. MEETING 

An interesting (and particularly accurate) descrip- 
tion of a National Stationers Association regional 
meeting as seen through the eyes of a business woman 
came to light when Miss Blanche Ross, secretary to 
Eighth Regional Governor Walter C. Guy, wrote her 
impressions of the meeting just held in that region. 

Among the observations seen and recorded by Miss 
Ross were the following: Men who address the meet- 
ings may not be orators but they know their subjects 
thoroughly. Discussions of mutual problems are the 
principal interests of the meetings. Most of the 
delegates are open-minded and do not react to dif- 
ferences of opinion as personal criticisms. Helpful 
suggestions, sincerely put across, are the aim of 
regional meetings. Few women go to conventions as 
representative of their individual companies but for 
those who do there is extended the cameraderie of the 


organization in full measure. 
—- 


DOOR CHIME SEEN AS GOOD STATIONER ITEM 

The office equipment dealer who has paid no heed 
to the electric chime as a device to supplant the old 
buzzer for signal purposes in offices of every variety 
is overlooking an excellent bet in the opinion of Dr. 
W. W. Fuller, of Dallas, who has installed such chimes 
in his recently completed medical and dental clinic 
here. The chimes have been employed to replace the 
buzzers as signals in the multiple unit telephone sys- 
tem in service. Since they are available in variety 
of tone arrangement, the identification of signals is 
reduced to simplicity itself, he says. At no cost in 
efficiency, he adds, they introduce a pleasing note to 
replace an often discordant one-——JDM 
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How to MAKE and SAVE More oath 
Money with the Yellow Box Line FASTENERS 
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A complete variety 
of sizes and types 








1. DISPLAY IT — and watch one sale lead to another! also STAPLES 


2. TRUST IT — your customers do! 


3. STANDARDIZE ON IT — and simplify bookkeeping 


Yes, a complete line makes the most effective 
display. A trustworthy line — with a full 
count, no defective items, and convenience in 
every box — keeps your customers coming 
back for more. Start building your business up 
today with the Yellow Box line! Write us 


for full details. 


THUMB TACKS 


DISPLAY HOOKS 


ma and related items 
and ordering! 
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The Home of The Famous Yellow Box Line 


OAKVILLE 


COMPANY 


Division of Scovill Manufacturing Company 
Waterbury, Connecticut 








NEW YORK - CHICAGO . SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2, 
em SARNIA 
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Sell this new DIEBOLD Business Tool that Sp 


Talk about selling features! The Cardineer 
offers your customers so many advantages 
that selling is usually only a matter of 
demonstrating. 


Each Cardineer INSTANTLY brings up to 
6000 records to the operator’s finger tips for 
speedier posting and reference work. Elimi- 
nates wasted office motions. Greatly reduces 
fatigue and eye-strain. Portable. Available for 


/_ 


Greater Efficiency 


in Handling Car 
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d Records 


either manual or electrical operation. Readily 
adaptable to present and future records. 


Right now, when increased production re- 
quires rapid expansion of all records, you'll 
want to stock and se// this remarkable new 
DIEBOLD Business Tool. Newspaper mats, 
direct mail and a complete sales training 
program are available to help you sell the 
Cardineer. Write today for full details. 


DIEBOLD SAFE & LOCK CO., CANTON, OHIO 






REVELDEX 


For complete 
reference rec- 
ords. Two or 
more records 
can be simul- 
taneously ex- 
posed. Speedy. 
Compact. 











DIEBOLD SECTIONAL 
DRAWER VISIBLE FILES 
© COMPLETE LINE OF 
FIRE-RESISTIVE SAFES © 
VERTICAL AND COUNTER 
CASHGARD CHESTS ° 
REVOLVING, SLIDING 
TRAY LEDGER SAFES © 
ELECTRIC REKORDESK SAFES 


OTHER DIEBOLD BUSINESS TOOLS THAT ARE MAKING MONEY FOR DEALERS 


For fast one gue 
or two-line 
indexing fh 
jobs. Cards 

in perfor- | 
ated strips * 
typed with- 





RECORD SYSTEMS EQUIP- 

MENT, SAFES, MONEY 
CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 











eeds 
Office Work ¢ ¢ « Saves Space ° © ¢ Cuts Costs 


REFERENCE PANELS 


out special attachments. 








SPRAIN HERS 
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UEF PORTLAND BRANCH ADDS TO SALES FORCE 

H. K. Ehrsam, branch manager, Underwood Elliott 
Fisher Company, Portland, Ore., has made the follow- 
ing additions to his sales force: 

In the typewriter division a newcomer is Dean Lit- 
tell, a recent graduate of University of Oregon. C. F. 
Morrison has gone into the organization as salesman 
in the Sundstrand adding machine division and also 
in the adding machine division is Ted C. Fisher, sales- 
man.—BBC 

<> 
STOCKWELL JOINS PACIFIC STATIONERY 

Fred A. Stockwell has been appointed manager of 
the new wrapping paper, bag and twine department 
recently added to its other lines by the Pacific Station- 
ery and Printing Company, Portland, Oregon. 

Mr. Stockwell’s experience in this field covers many 












=— 


FRED A. STOCKWELL. 


years. He recently resigned from Carter, Rice and 
Company, of Portland, where he was manager of the 
wrapping paper department for seven years. Before 
that time he was with the Zellerbach Paper Company, 
Spokane branch, for twenty years, serving for eight 
years as division manager, until ill health caused him 
to resign. After a retirement of two years he became 
associated with the trade again and has been in Port- 
land since that time—BBC 
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SHELF TIER SOLVES DEALER’S PROBLEM 
A tier of narrow, felt topped shelves along the west 
wall of his store, has solved the problem of display of 
a number of ordinarily hard-to-display items, for 





~~ , q 
THIS TIER OF NARROW SHELVES SOLVED A PROBLEM FOR 
WIGGERS.—Oklahoma City stationer finds this open display 
style saves time and space and increases sales. 


C. H. Wigger, of Wiggers’ Inc., 403 West Main street, 
Oklahoma City. 

As shown in the picture such items as desk pads, 
scrap books, albums, price books, ring books, record 
books, and a number of other items are arranged in 
upright position in such a manner that any wanted 
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The Only Self-Feeding, 
Automatic, Post Card Size Duplicator 
On the Market at Anywhere Near the Price! 


aaeel Was yours among the many orders received for 





the sensational, new PRINT-O-MATIC? Enthusiastic 









NS see 
cf ae | response and the ever-increasing stream of orders 
clea eee and inquiries assure us of the great demand for 
aa iis ’\ this sensational, new automatic self-feeding, post- 
x py card size, stencil duplicator. 


map CA each turn of the handle . . . self-fed and auto- 

matically PRINT-O-MATIC produces a per- 
fectly duplicated impression. No duplicator can 
do a better job at any pricel 


Unequalled quality and performance, an un- 
usually low retail price, plus a handsome dealer 
discount, make PRINT-O-MATIC the most profitable, 
fastest selling item of its kind on the market. 
Don’t delay! Send now for complete information. 
Why not order one PRINT-O-MATIC today? Ship- 
ping charges prepaid ... a money back guarantee 
for complete satisfaction with every machine. Return 
postage assured 

The PRINT-O-MATIC is the finest post card size 


stencil duplicator on the market ... yet it sells 
at the lowcst retail price! 


$67 


RETAIL PRICE 


SPECIFICATIONS 
PRINT-O-MATIC is 1812 inches long, 7 inches wide, weight 41/2 pounds, 
ideal for storing or carrying. The body is of one-piece 16 gauge steel 
construction, braced at many points, finished in durable black crackled 
enamel. Only the finest rubber and metal parts are used. The 
PRINT-O-MATIC has been adjusted at the factory for U. S. Government 
post card size. For immediate delivery, write today! 


PRINT-O-MATIC CO. 


333 West Lake Street * Chicago 


Complete with supplies: 
stencils—ink 
brush—stylus—writing plate 
correction fluid 
and ink pad 


Offices 
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The Time-Tested and 


Proven Profit Line! 
The Original, Pioneer and Patented 





"Successor 


To The Fan” 





IMPROVED IN APPEARANCE AND 
PERFORMANCE .. . DESIGNED, BUILT AND 
GUARANTEED BY KISCO! 


Leading Stationers and Office Equipment Companies fea- 
ture the Time-Tested and Proven Profit Line of Kisco 
CIRCULAIR Air Recirculators because They are 
capacity-rated at the factory and are Guaranteed to give 
Complete Satisfaction . . . Stepped up to deliver 4200 Cu 
Ft. of air per minute. ONLY KIS7O CAN MAKE THIS 
CLAIM! 











The 
“UTILITY” 


THE “UTILITY” . A handsome 
and useful table which conceals a 
powerful 4-blade, 3-speed air recircula- 
tor. 4200 C. F. M. capacity. Black and 
chrome finish. 


el 


’ : > 
i 

















Oe - “LO-AIR” 
“MAJESTIC” 

- . + Tall, Stately, THE “LO-AIR” is a low 

pedestal type air re- table model in black and chrome 


circulator of utmost 
beauty and efficiency. 
Rich satin-silver fin- 
ish. 


Four blade assembly, 3-speed con 
trol; moves 4200 Cu. Ft. of air 
per minute 


The 
“NU-SMOKER” 
THE “NU-SMOKER”.. 
Beautiful smoker stand 
that conceals a powerful 
air recirculator. Finished 
in metalesecent bronze and 
chrome 





The “SENATOR” 


THE “SENATOR” 

Serving tray, 
smoker and air recir- 
culatoer combined 
Two-tone tan and 
chrome 


PROTECTED BY PATENTS 

U. S. Patent Numbers: 75,485—76,012—101,479—107,777—109,012— 
114,222 —~1 14,223 — 114,224 — | ,694,214—1,712,698—2, 130,802—Other 
patents applied for. 

Ask about The CIRCULAIR “GOLD RUSH" $25,000.00 In Prizes 
for CIRCULAIR Salesmen! 


KISCO COMPANY, INC. 


39TH STREET AT CHOUTEAU _ ST. LOUIS, MO. 


Designers and Manufacturers of Heating ng and Ventilating Equipment 


THE “MAJESTIC” 
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piece of merchandise may be easily taken down for 
closer inspection. 

With every item visible, a customer may easily make 
selections without the usual time-consuming operation 
of pulling out and putting away stock. In addition 
to saving time for both customer and clerk, the dis- 
play actually eliminates much wear and tear on 
merchandise that necessarily occurs in the latter 
method. 

The felt covering on shelves protects the edges of 
merchandise from scuffing, Mr. Wigger pointed out.— 
EVH 
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A NICE BIRTHDAY PRESENT.—Larry Schmidt, a representa- 
tive of several companies, presented an Underwood portable 
with built-in stand to his father, M. B. Schmidt, on the occasion 
of the latter's eightieth birthday party at the Hotel Granada, 
Brooklyn, N. Y. The elder Mr. Schmidt was formerly a member 
of the firm of B. Illfelder & Company, and his son represents 
the Eagle Rubber Company, Wayne Paper Box & Printing Com- 
pany, Clinton Paper Company, Vitro Agate Company and 
Plastik, Inc. 


Sails etc 
FIEGEL BECOMES EXECUTIVE OF BICKETT 

Victor G. Fiegel, who has traveled most of the United 
States for his organization, last month was elected 
vice-president of the L. M. Bickett Company, Water- 
town, Wis. The other officers are L. M. Bickett, presi- 
dent; F. C. Moldenhauer, secretary, and E. M. Conant, 
treasurer. 

Short after his new appointment was made public, 
Mr. Fiegel started on an eastern trip on behalf of his 
firm, which will take him through the New England 
states and, on his return, through New Jersey, Dela- 
ware, Maryland, West Virginia and Kentucky. When 
this journey is finished he will make a trip to the 
West Coast over the northern route, returning by way 
of Arizona and New Mexico. 

Mr. Fiegel’s journeys are unique in that he travels 
entirely by car and trailer and he is accompanied on 
all his trips by his wife, the former Helen Bickett, 
daughter of the company’s president. 

o he 3 
PREVUE-RADSELL IN NEW HOME 

The Prevue-Radsell Company, manufacturers of the 
patented memo recording device called Memo-Pal, now 
occupies new, enlarged quarters at 538 South Dearborn 
street, Chicago. The new location, not far from the 
former address, is still easily accessible to Chicago’s 
business loop, thus making it convenient to business 
friends in and out of the city. In the new location, 
the company uses a substantial amount of space on 
the ninth floor. It was the need for greater operating 
room that dictated the move. 
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W. H. GUNLOCKE CHAIR CO. 


Wayland, N. Y. 

Please ship immediately the chairs (with 
Maploak base legs) listed on the attached 
order—the price to be the same as with 
regular oak bases and legs. 


Name 
Street and No. 


City and State... 


ANOTHER GUNLOCK 
MAPLOAK SCOOP 


A SET OF bowling pins takes more 


punishment in a single game than the 


ordinary chair base takes in years of 


actual service. Bowling pins can take 
it because they are made of maple. 
Maploak (maple with an oak finish) 
chair base legs can also take it because 
they are made from that same Hard 
Rock Maple. 

All Gunlocke oak chairs are now being 
shipped with Maploak base legs at no 
extra charge! 


Here is a selling point that will con- 





Chair Legs That Can Take It 


. H. GUNLOCKE CHAIR COMPANY) 


WAYLAND, N. Y. 









The only difference between bowling pins 
and Maploak base legs is their shape. 
They are both made of hard rock maple 
and both can take the same punishment. 












vince economy minded Office Managers} 
and Purchasing Agents. You can sell} 
these chairs with complete assurance 
that the base legs, which ordinarily 
must take the most abuse, will last 
longer and retain their appearance 
longer than any other kind of wood] 
in their offices. 

Dealers will undoubtedly want show: 
room samples of one or more models 
of these chairs. For prompt delivery, 
send the coupon below with your 


order. 
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OLD TOWN’S CAMPAIGN GAINING MOMENTUM 


One of the most energetic and far-reaching drives 
ever undertaken on behalf of its dealer organization 
has been launched by the Old Town Ribbon & Carbon 
Company, Inc., Brooklyn, N. Y., and is now in full 
swing. 

The company started the ball rolling by initiating 
its 1941 dealer program which includes a consistent 
and extensive schedule of consumer advertising. This 
is of the type calculated to attract attention of the 
reader and then develop in him the desire to buy. It 
is modern, attractive and impressive. 

Then the company has made available substantial 
amount of window and store display material, the latest 
unit of which is described and illustrated elsewhere 
in this issue. Closely allied to this material is another 
branch of advertising pieces which include presenta- 
tion books for dealers and dealer salesmen, envelope 
enclosures, service gift books for consumers and a 
hard-hitting variety of other promotional aids. 

Old Town’s staff of factory representatives has been 
expanded to keep up with the rapidly-growing dealer 
organization. Trained ribbon and carbon specialists 
are giving dealers and their salesmen special field 
instruction in ribbon and carbon merchandising and 
are producing actual orders to demonstrate the effec- 
tiveness of the company’s promotional plan. 

The dealer development program, which is one of 
the principal factors of Old Town’s campaign, is being 
conducted under the supervision of I. H. Wilson, whose 
appointment as sales manager was reported in the 
March issue of OFFICE APPLIANCES. 

_ oc ee 8 
OFFICE SUPPLIES FORM GIRL’S ATTIRE AT 
PARTY 

The alumni of the Institute of Modern Business ar- 
ranged a “Pencil Pushers’ Promenade” held at the 
school, 624 South Michigan Avenue, Chicago, on Friday 
night, March 28. 

By official decree of the committee on arrangements 
it was ruled that the stenographers and secretaries 





ECONOMIC ATTIRE.—These young ladies won prizes at the 
Pencil Pushers Promenade for the best costume made of office 
supplies. (L to R) Virginia Perry, sporting a paper clip jacket 
and copy paper skirt; Liz Beth Wells, wearing an “onion skin” 
Hawaiian costume, and Estelle Bretsnyder, displaying a dress 
made of invoices and bills of lading. The promenade was 
given by the alumni of the Institute of Modern Business, 
Chicago. 


must be arrayed in the finest of office supplies. Or- 
dinary fancy dress was barred by the judges who 
awarded prizes for the prettiest, most novel, and the 
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MOSLER 


INSULATED RECORD CONTAINERS 


WITH LETTER FILES OR LEGAL CAP FILES 
AND SUBSTITUTE INSERT DRAWERS 


MADE IN THREE AND FOUR DRAWER UNITS 


THE CONVENIENCE OF A FILE 
THE PROTECTION OF A SAFE) 





vice, 





ONE-HOUR FIRE PROTECTION AT POINT OF USE. 


The Mosler 


partment 
with heavy steel door, combi- 
nation lock and relocking de- 
offers protection and 
privacy for personal papers, 
which are always conveniently 
accessible—one of 
additions to the Insulated Rec- 
ord Container line. 





Insulated Record 
Container with Security Com- 


(illustrated at left), 





THE ONLY FILE carrying both the Under- 
writers’ Laboratories and Safe Manufacturers 
National Association ONE-HOUR FIRE LABELS 
with 30-foot DROP or IMPACT TEST. 
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FIRE INSULATED SAFE 


SMNA RATING MMB HR EXPOSURE CAT NO 








DEALERS 


Mosler Insulated Record Contain- 
ers, plus the Mosler flexible Sys- 
tem of Interchangeable Insert 
Drawers and Lockers, offer a 
dealer line of high sales volume 
and low sales resistance. 

Write The Mosler Safe Co. 
Dept. D), Hamilton, Ohio, for cata- 
log and prices on this and other 
fire and burglary-resistive equip- 


ment. 


(Right) Four-Drawer Letter 

File. Door closed and locked 

Combination lock can be add- 
ed for dual control. 


Patent Applied For 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 


320 FIFTH AVE., 
NEW YORK CITY 


HICA 


Shanghai, Toky Venezuela 
Mosler has meant Safes and Safety for more than 75 years 


FACTORIES 
HAMILTON, OHIO 
BURGH 
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In Prices on High Quality 


One inch solid sponge rubber chair cushions. 
Only the finest new material used. (No vulean- 
ized scrap.) Quality velours, corduroys and 
combination reversible fibres. At “Fair” prices 
dealers should make a new high in profits. Send 


for catalogue and price list at once. 














eee ore 1514” x 14144” x 1” 
i og acre 1s” x16%"x1" 
7 Ad pee a ee 17” ~«18” xi” 


FAIR FURNITURE CO. 


Manufacturers of costumers, desk pads and 
chair cushions. 


NEWARK, NEW JERSEY, U.S. A. 
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costume best illustrating the Thomas shorthand sys- 
tem, taught exclusively at the school. 

Belles and beaus wore staples bound by attorney’s 
tape and gummed reinforcements. Glamour girls’ jew- 
elry consisted of paper clips and rubber bands. Escorts 
attended pretty office “forms” modeling petty cash 
slips and were presented with bills of lading. Rulers 
and stencils added the proper note to costumes. 

The committee on arrangements consisted of: Miss 
Virginia Perry, 621 Melrose avenue, Chicago, chairman; 
Warren Alsberg, 4709 Ellis avenue; Albert Apcel, 4010 
South Rockwell street; Miss Jean Ely, 6231 South Troy 
street; and Miss Leona Hirsch, 4905 North Damen 
avenue. 





HE’S ABOUT TO REPEAT FOR UEF.—J. A. Sawyer last month 

achieved distinction and the congratulations of his fellow 

workers when he became the first Underwood Elliott Fisher 

salesman to qualify for the company’s 1941 All Star Club. Mr. 

Sawyer is connected with the Washington branch and was 
among the UEF sales leaders last year. 


—>—e—__$___ 


| DOPPELT OPENS BIG WINDOW DISPLAY CONTEST 


Dealers with a flair for clever and original window 
displays are eligible to enter a contest which has 
just been launched by Charles Doppelt & Company, 
412 North Orleans street, Chicago. The event opens 
May 1 and closes June 30 and will be followed by a 
presentation of prizes totaling $1002.00 in value. 

Under the company’s rules there are forty-four 
prizes to be awarded to dealers who submit photo- 
graphs of their windows and which are chosen win- 
ners by a committee of four judges. The windows will 
be required to display at least twelve Dopp-Kits, three 
Dopp-Kit window cards and should tie-in with Moth- 
er’s Day, Father’s Day, travel or vacation themes. 
These displays will connect directly with an extensive 
advertising campaign which will appear in Esquire, 
Mademoiselle, Fortune and Time magazines. 

An additional feature of the contest provides that 
every entrant whose window does not win one of the 
forty-four major prizes will be awarded a No. J1754 
Dopp-Kit. Duplicate prizes will be awarded in case 
of a tie. Descriptive literature on the contest, giving 
rules, etc., will be supplied on request to the company. 

MIDWEST TRAVELERS ELECT OFFICERS AT 

ANNUAL MEETING 

The annual meeting of the Midwest Travelers Club 
was held during the eighth regional district convention 
and resulted in one of the finest turnouts in its his- 
tory. 

The chief business of the day was of course the 
election of the new officers who were introduced as 
follows: President, D. A. MacDougall; first vice-presi- 
dent, Art Pfister; second vice-president, Jack Ellis; 
auditor, A. R. Waterbury; secretary-treasurer, R. C. 
Moore, and corresponding secretary, E. J. Mitchell. 

The subject of travelers who are being drafted into 
the armed service of the United States was given con- 
sideration and a motion was carried whereby all those 
so drafted be carried as paid up members of the club 
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An entirely new 
mechanism for con- 
trolling the tilting 
action of an office 
chair. Has a patent- 
ed principle that 





cannot be imitated. 


SA ee ne 


ee reese ate 
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HERE’S WHY THE FLO-TILT CONTROL IS DIFFERENT 


The tilt of the chair seat is controlled by torsional 
stress on deterioration-protected rubber which has 
been given many times its normal strength by tons 
of compression between steel members. 


THE MODERN CHAIR CONTROL 


Bassick 6-777 


Tilting in Rubber 


Replaces the fast 
throw-back and 
snap of metal 
springs with the 
smooth, quiet, easy 
and controlled ac- 
tion of rubber. 


YOU'LL LIKE THE CONVENIENT FINGER-TIP ADJUSTMENT 
No stiff. heavy metal springs to try and tighten. 
The degree of tension can be adjusted quickly to 
give you the comfort vou want—without getting 
out of the chair seat. 


Bassick Flo-Tilt Chair Control is now used by leading chair 
manufacturers. It’s easier to sell chairs equipped with Flo-Tilt. 


THE BASSICK COMPANY - 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 








131 





Bridgeport, Connecticut 








Here is the most reliable source 
fo) E305 0} ©) Yam Co} am DION 0) ber Tot ele MB bol c= 
for every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
‘ey.V, [e} 9) 3 
MADE 
inks now— 


and test it! 


Our 45 years’ experience in the 
pests etbbe-Voittta=Me) Meith e)bCer-tatele mt el.s) 
enables us to offer you the finest 


Je) cole hb Loi -MRo) oh t-bbet- Voy (-ME-teb Ausel-) ¢-o 





Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 


AAS AZHHADOHr way 


All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO. INC. 
525 S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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during their induction period. At the same time those 
present learned that the draft has already claimed 
two members—Pete Masterson and William Glenn. 

On the suggestion of Mr. Pfister a motion was car- 
ried ordering that a travelers luncheon be held on the 
third Friday of each month in Kansas City. This was 
followed by an enthusiastic vote of thanks being 
accorded the various committees whose splendid work 
was mainly responsible for the success of the annual 
meeting. These committeemen were: 

Entertainment: Chairman D. A. MacDougall, W. B. 
Bohart, J. H. Ellis, P. C. Masterson, Hy Linden. Friend- 
ship room: Chairman Art Pfister, E. J. Mitchell, Matt 
A. Dillon, Carl M. Schutz, T. H. Hanson. Reception and 
program: Chairman Fred C. Schaefer, Fred D. Pitt, 
Lyle S. Turner, Herbert Beckman, Maurice F. Mann. 
Ladies: Mrs. D. A. MacDougall, chairman; Mrs. Lyle 
S. Turner, Mrs. E. J. Mitchell, Mrs. R. C. Moore, Mrs. 
Irving Shockley, Mrs. Paul Baird. 


oe ——— 





CONGRATULATIONS, LADIES, KEEP UP THE GOOD WORK.— 
So says Hurlbut W. Smith, president of L. C. Smith & Corona 
Typewriters, Inc., to (L to R) Mrs. Gertrude Kieffer and Mrs. 
Alice Merriman, two members of the L. C. Smith Bowling 
League. These two young ladies won the Class A doubles 
championship at the tenth annual New York state women’s 
bowling tournament. Their score for three games was 1123. 





o—w se 


GREAT LAKES TRAVELERS NOTES 

At the regular monthly business meeting of the 
Great Lakes Travelers Club, held March 27, following 
luncheon, the principal order of business was the read- 
ing of the new constitution and bylaws of the organi- 
zation. Ray Eichenlaub, as chairman of the con- 
stitution committee and principal laborer in its de- 
velopment, read the entire document. 

Those present listened and made notations so that 
all discussion could be concentrated at one time after 
the reading had been completed. A number of changes 
were suggested and approved and then the entire new 
constitution and bylaws adopted unanimously. 

The group also voted a unanimous expression of 
appreciation to Mr. Eichenlaub for the time and effort 
he had put into his work as chairman of the committee. 

As there was neither time nor inclination to transact 
other business, the meeting adjourned. 


» * * 


June 6 is the date set for the club to hold its golf 
tournament and the place is the Rolling Green Coun- 
try Club at Rand road and Euclid, northwest of Des- 
plaines. 

Harry Balch, Quality Park Envelope Company, is 
chairman of the committee. Other members include 
Bill Boyd, Acco Products, Inc.; Hy Linden, Ace Fastener 
Corporation; Garry Dell, Southworth Company; Leon- 
ard Rose, National Blank Book Company; John 
Smythe, Geyer’s; Harry Allen, Eaton Paper Corpora- 
tion; Lloyd Keenan, Index Sales Corporation; Tom 
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Tle for SELLING 
Oxford FOLDERS 


Yes, there are 179 items of Oxford Folders—a line so 











complete that any Oxford dealer is “headquarters for file 
folders.” 


Of course, no dealer wants to carry all these items, but 








it’s mighty handy to have them at your beck and call—fully 








67 cinst GRADE’ MANILA FOLDERS described in your Oxford catalogue, ready for quick delivery 


27 "700 LINE'' MANILA FOLDERS to meet any demand. 


A 











= Furthermore, you can “‘plus” most folder sales for extra 





profits. Here’s how: 

With every hundred manila or kraft folders, suggest 
the purchase of four or five extra capacity folders for the 
larger correspondents. Oxford Steel Tab Folder No. 9332 











is ideal for this purpose. It stands out in quality and 

FOLDERS . ° 
33 reinroncen tas wanita service, leading to reorders. 
REINFORCED TAB KRAFT FOLDERS 


Look to Oxford—your filing supply specialists—for your 











filing folder requirements. Send today for folder sample 


set number 65.1. 





6 “DUROX' FOLDERS 





REG. U.S. PAT. OFF. 


“YOUR FILING SUPPLY SPECIALISTS” 


OXFORD FILING SUPPLY CO. 


340 Morgan Avenue Brooklyn, N. Y. 
125 South 8th Street St. Louis, Mo. 








17 PRESSBOARD FOLDERS—Plus facilities for 


quickest manufacture of any special! folder 
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Built for Every Stage and Every Age 
WITH ‘~uwu Edge and (Corner Rounded” 
a INDIANA SCHOOL DESKS 
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From the lower grades to the col- 
lege lecture room—INDIANA 
DESK CO. builds a complete line 
of school furniture designed pre- 
cisely to meet every class room 
need. 















No. 340 
Double Pedestal Teacher's Desk 





Authorities throughout the country, styled and man- 
ufactured by Indiana Desk Company and dedicated 
to the American School. Write for catalog. 


“EVERY EDGE AND CORNER ROUNDED” 
An “up to the minute” line of smart, practical School 
Furniture, personally endorsed by hundreds of School 


PREPARE ROT PRETEND TTNER eee ame 








: No. 330 
Flat Top Teacher’s Desk 


INDIANA DESK COMPANY 


JASPER INDIANA 


Student's Desk Set 
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Gillice, Rockwell-Barnes Company; Ray Eichenlaub, 
Service Steel Products Corporation. A date has been 
selected which will not conflict with any other tourna- 
ments in the industry now on schedule. It affords an 


excellent opportunity for our members and stationer | 


friends to have a delightful afternoon and evening 
together. More particulars will appear in the next 
bulletin. 

x * * 

Carl Kaufman is a lucky fellow. When his car was 
struck violently by another one on March 23, he came 
out of it with bruises but no serious injuries. Mrs. 
Kaufman was badly hurt but is now reported to be 
recovering satisfactorily. 

>? - 
NEW PACKAGING FOR MILO HARDING PRODUCTS 

Geared to the modern trend is a new, streamlined 
packaging recently announced for the complete line 
of stencil products of the Milo Harding Company, Los 
Angeles and Pittsburgh. Of particular interest is the 





NEW PACKAGING FOR MILO HARDING'S TEMPO STENCILS 


adoption of the hinge-lid type of container for the 
firm’s de luxe stencil item, Tempo Film. 

The hinge top facilitates removal of stencils from 
the box and permits the operator to keep stencils in 
a desk drawer or on a shelf. A lack of other wrappings 
in the box adds to convenience of the user. When 
empty the box may be salvaged for general filing pur- 
poses, especially for stencils where re-runs are neces- 
sary. 








Emphasizing the Tempo trade mark its tri-color | 


combination of royal and copen blue with a minimum 
of white is unusually effective and a high gloss coat- 
ing makes the box practical for display purposes. 
———»— 2 
PAUL OSBORNE OPENS NEW BUSINESS 
Paul D. Osborne, for twenty-eight years connected 
with the Osborne Office Furniture Company, Boston, 
which closed recently after forty years of operation, 
has established a new organization under the name of 
the Paul D. Osborne Desk Company. The new firm is 
located at 170 Purchase street. According to Mr. 
Osborne the new organization will handle practically 
the same lines of wood and steel as did the former 
firm. 
—- - 
CAROL LEE EMHARDT CHRISTENED 


On Easter Sunday morning, April 13, Jack Em- 
hardt, assistant sales manager, Columbia Steel Equip- 
ment Company, Philadelphia, Pa., was a proud partici- 
pant in the ceremony of christening his baby daughter, 
Carol Lee. Following the church services a fitting cele- 
bration was held in the home of Mr. Emhardt in 
Orland, a suburb of Philadelphia. 


—-s-. 


ASSOCIATED TO HANDLE “KIL-KLATTER” PADS 

Announcement was made last month that the Asso- 
ciated Stationers Supply Company, Chicago, has taken 
on the national distribution of Kil-Klatter typewriter 
pads and expects to add substantially to the sales of 
this nationally-advertised product. 
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TUuCcH-RITE 


THE ONLY SHORT CUT 
TEACHES TOUCH TYPEWRITING 





IN A FEW HOURS 


@ Tuch-Rite is a simple, inexpensive keyboard device 
with which anyone can learn touch typing within one 
day. 


@ It is simple because one learns on a scientifically 
planned and designed keyboard. 


@ Leading school authorities acclaim it as the perfect 
touch system teacher. 


What Tuch-Rite will do:— 


@ Tuch-Rite will teach touch typewriting without a 
teacher, without a typewriter and without a typewriting 
book. 


@ A perfect graduation gift. 


@ Leading stationers and department stores are having 
quick and profitable sales. 


@ Send now for complete information. 


Retails for $2. 


SHOW THIS SENSATIONAL, EASY 
METHOD IN YOUR STORE 


Well made, durable, attractively packaged. 
Sales helps and folders for your imprint. 


THE 
TUCH-RITE CORPORATION 


149 BROADWAY NEW YORK, N. Y. 
RS ET LL 
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NEW 
INDIANA 
CHAIR CO. 


Tablet arm 


chairs 
Teachers chairs 
Juvenile chairs 


Laboratory 
chairs and 


stools 


You have choice of birch walnut, birch 
mahogany, quartered oak and plain oak For further details 
in these fine chairs. Well and strongly and illustrations of 
built for long service, they especially our all wood and 
appeal to the thrift and efficiency ten- leather upholstered 
dencies of the board members and chairs, see our cat- 
superintendents. alog and price list. 


New Indiana Chair Co., Jasper, Indiana 

















or 


complete information 


on the popular bine 


of Line quality, favor- 
ably priced 


66 . d 9? 
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AIRFOAM CHAIR 
CUSHIONS 
SPONGE RUBBER CHAIR 
CUSHIONS 
MISCELLANEOUS RUBBER 
OFFICE SPECIALTIES 


WRITE TO 








THE SUN RUBBER COMPANY 


BARBERTON OHIO US A 
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The Guest Book 


A. J. Markelz, proprietor of The Book Shop, Joliet, 
Ill., was a welcome but too brief a visitor on April 16. 
He paused barely long enough to inscribe his name in 
the Guest Book. Tony, as friends throughout the in- 
dustry call him, is a past president of the Illinois 
Booksellers & Stationers Association. He was in Chi- 
cago on business for that group which will hold its 
Twenty-sixth annual convention in Peoria, May 8 
and 9. This year Tony is serving as the governor 
of District No. 6 of the National Stationers Asso- 
ciation. 

O. H. Davison of San Francisco was a visitor at the 
office of this journal on Saturday, April 26. He was 
on his way to his territory after spending a time with 
the manufacturers he represents, including a two-week 
period with Old Town Ribbon & Carbon Company. 
Other companies he represents and visited while East 
are Neva-Clog Products, Inc., and Fulton Specialty 
Company. He reported a substantial increase in vol- 
ume in Pacific Coast business. The requirements of 
defense industries, he reported, were extensive. A 
transplanted Chicagoan, no native son could be more 
loyal to his adopted state of California. He planned 
to go home the long way, working the Northwest before 


completing his journey. 
—— 


VAN DYKE FLUORESCENT MOVES TO NEW HOME 


On or about May 1, Van Dyke Industries, manufac- 
turers of fluorescent lighting, will occupy its new and 
enlarged quarters at Twenty-first and Rockwell streets, 
Chicago, Ill. In this new location, Van Dyke will util- 
ize more than three times as much floor space as was 
formerly used and entire production activities will be 
under one roof. The new plant has been taken with 
the idea of permitting the company to greatly increase 
its output of fluorescent lighting fixtures; every phase 






ow 


BUILDING IN WHICH IS LOCATED NEW QUARTERS OF 
VAN DYKE INDUSTRIES. 


has been engineered for high speed production. De- 
signing, engineering and experimental work will be 
expanded. Dealers will find extensive show room facili- 
ties when they visit Van Dyke’s new quarters. The 
new location is easily accessible and is convenient to 
several forms of transportation. Auto parking is 


adjacent. 
—>—-—___ 


ZUBER A TWENTY-FIVE YEAR BENEDICT 


Twenty-five years ago on Washington’s birthday, 
F. G. Zuber, treasurer of the Columbia Steel Equipment 
Company, Philadelphia, Pa., was married. This year 
he and Mrs. Zuber celebrated their silver wedding anni- 
versary at their home in Orland, a Philadelphia suburb. 
A number of friends, old and new, were present to 
share in the joys of the day. 
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FEATURE 


SHEAFFER'S 
GIFTS FOR 


THE MEN 
IN THE SERVICES — 








THEY’RE SPECIALLY DESIGNED— 
WITH NEW “OVER-THE-TOP” CLIPS AND 
SPECIAL DIMENSIONS TO FIT 
UNIFORM POCKETS 


Many employers will be interested in the special military 
models for going-away gifts for their men leaving for 
camp. The natural thing is to send them off with a 
useful gift that expresses the firm’s approval and keeps 
the man’s job warm in his heart. 


These are not civilian models, but special military 
models with special clips, special dimensions, even spe- 
cial packaging. Unlike so many gifts that are imprac- 
tical, when they reach camp, these gifts meet all Army 
requirements. Unlike other fountain pens, they are 
designed especially for the Services. When they go 
into the uniform pocket and the flap is buttoned over, 
there is no pocket bulge because of the end-to-end 
streamlining. They ride low, unseen in the uniform 


pocket. 


YOUR 1941 SALES OPPORTUNITY! 





MEETING ALL REQUIREMENTS 
OF MEN IN THE SERVICES (BE- 
WARE IMPRACTICAL GIFTS!) 
See how Sheaffer's new military “over- 
the-top” clip lets these sets ride low, 
hidden, in uniforms—while end-to-end 
streamlining minimizes pocket bulge! 
Perfect gift from an employer to his 

selectees! 


“TUCKAWAY.” NEW! FOR 
CIVILIANS OR SERVICES 
Here’s one that’s going great guns— 
Tuckaway—slips into uniform, trousers, 
or slacks—slips handy as a lipstick into 

a lady’s handbag. 


PLUS THE SALE WITH SAFETY 






















SKRIP! SEE EMPLOYERS! 

Average 6-month supply of SKRIP in Os: 

tough, transparent plastic package... , AVAILABLE FOR USE: 
belongs in every Service Kit. = re 

SE] Soctermmg Q sreroncer Handsome four-color literature 

FREE = eae ; H i i = 

PROMOTIONAL | 224 ===: and effective direct mail sug 

MATERIAL “=4 “=-_. ___|_ gestions are available. You 

© Use it, get fast, —— can quote attractive quantity 

ae pte = prices to employers. Feature 





volume! 
this merchandise in your show- 


case and sell to mothers, fath- 
ers, and sweethearts as well. 





W. A. Sheaffer Pen Company, Fort Madison, lowa 
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MURPHY CHAIR COMPANY 
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MURPHY TABLET ARM CHAIR CONSTRUCTION 


A—Tenons on top and middle slats 
securely glued in tight-fitting mor- 
tises. 

B-Stock for wood seats joined with 
perfect fitting tongue and groove con- 
struction, securely glued with animal 
hide glue. A joint often stronger than 
the wood itself. 

C—-Two heavy, hardwood spiral grooved 
dowels glued at each end of rails. 


D—Two perfect fitting screws counter- 
sunk in each rail to fasten the seat 
to frame. 

E—One piece, full size stretchers 


chucked with square shoulders and 
securely glued to adjoining members 
to make close-fitting joints. 

F—Five full size stretchers to form 
book or hat rack. Two stretchers in 
front and back and one on each 
side. 

G—Heavy 12-gauge three-way angle 
brace fitted with three screws to arm 
and two screws to back posts—rigid 
ly supports the arm. 

Although low in price, these 
chairs embody the same strength 
and comfort features which have 
made Murphy Chairs outstanding 
for many years. 

Full dowel construction—heavy 
corner blocks—clear, sound stock 

-~smooth, durable finish—these 
are points to consider when pur- 
chasing school chairs. Select 
Murphy Chairs. You will be well 
repaid for the amount invested, 
and your replacement cost will be 
reduced. 

Suggestions and specifications 


furnished on request. 


INCORPORATED 


OWENSBORO, KENTUCKY 


H--Heavy perfect fitting screw counter- 
sunk in back post to attach arm. 
Screw head covered with wood but- 
ton. 

I—Heavy wood block glued and 
screwed to arm to give it strength 
and to prevent splitting. 

J—Two angle irons screwed to front 
post and arm block to give extra sup- 
port to the arm. 

K—-Heavy hardwood spiral grooved 
dowel fitted and glued into the front 
post and arm block to prevent the 
arm from working loose at this junc- 
ture. 

L—Hard Maple (non-porous wood) arm, 
with all sharp edges eliminated, 
provides a smooth writing surface. 

M—Heavy corner blocks mortised and 
tenoned and securely glued to rails 
at all four corners of chair beneath 
seat. 

N—Steam bent back posts eliminate 
possibility of cross grain. The ap- 
proved type of post for strength. 
Chair equipped with glides. 





No. 9250 
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NEW ENGLAND TRAVELERS NOTES 

From month to month and week to week the mem- 
bers have been pining for the 1941 golf schedule to 
be released and here it is: 

May 14, Norfolk Golf Club, Westwood; May 28, Blue 
Gill Golf Club, Canton; June 11, Indian Hill Golf 
Club, Hartford; June 25, Bellevue Golf Club, Melrose; 
July 2, Pawtucket Golf Club, Pawtucket, R. I.; July 
16, Pine Brook Valley Golf Club, Weston; August 6, 
Grand View Golf Club, West Boylston; August 20, 
Trapelo Golf Club, Weston; September 3, Oxford Golf 
Club, Indian Orchard, Mass.; September 17, Marlboro 
Golf Club, Marlboro; October 1, Norfolk Golf Club, 
Westwood. 

* * aS 

The annual election of officers of the Boston Sta- 
tioners Club was held March 10 at a meeting in the 
Viking restaurant and the new officers are: President, 
Daniel L. MacDonald, D. L. MacDonald Company; first 





vice-president, C. Herbert Belledeu, Belledeu & Com- | 
pany; second vice-president, H. D. Leach, George B. | 


Graff Company; third vice-president, Arthur C. Shear- 
man, Boorum & Pease Company. 

Congratulations are in order to the L. W. Beckwith 
Company which recently celebrated its twenty-fifth 
anniversary. This organization started out with the 


owner, a secretary and an office boy and today boasts 


a sales staff of thirteen men. 

The Sullivan Office Supply Company, Taunton, was 
recently visited by burglars who apparently had an 
unlimited time to work because they cleaned out the 


store, taking a large number of new typewriters, every | 


fountain pen and numerous other items. 


* * * 


Harold D. “Hal” Leach of the George B. Graff Com- 


pany is the latest addition to the club roster and as | 


such is welcome into the N.E.T. ranks. 

Uncle Sam calls. Captain Raymond Sheppack of 
Bradley & Scoville, New Haven, Lieutenant John Goek- 
ler, of Tuttle, Morehouse & Taylor, New Haven, and 
Stanley Llewellyn, son of Rhys Llewellyn, are all sta- 
tioned at Fort Blanding in Florida. 


* * * 


Harold S. Knight, McAuliffe Paper Company, Bur- 
lington, has been promoted to general manager of the 
firm and rates congratulations. He started with the 
company as a clerk in 1919 and since that time has 
by diligent endeavor worked his way up to the posi- 
tion he now holds. 

* * * 

Rhys Llewellyn, R. H. Llewellyn Company, Manches- 
ter, N. H., has taken on additional duties despite the 
demands on his time made by his business and his 
N. S. A. activities. According to a recent issue of the 
Manchester Leader Mr. Llewellyn has been elected 
to the board of the Manchester Federal Savings & 
Loan Association. 


* * cs 





The above news items were gleaned from the pages | 
of the N. E. T. Club News, official organ of the New | 


England Travelers Club. 
— —-———_—. 
O’KEEFE REPRESENTS JOHN UNDERWOOD IN 
FIFTH DISTRICT 
Effective the first of April, John O’Keefe has been 
appointed representative for John Underwood & Com- 
pany, manufacturers of typewriter ribbons, carbon 
papers and writing inks, in the states of Ohio, Indiana, 
Kentucky and West Virginia. Prior to this new con- 
nection he has had twenty years’ experience in the 
ribbon and carbon business. His headquarters are at 
1316 Morton street, Cincinnati. The meeting in Colum- 
bus last month afforded him an opportunity to secure 
a quick introduction to many of the dealers in his 
territory. 
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The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
ie 
ROR MODERN, FRONT-VISION 

Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 
* 

SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
* 


ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes 
Backache, Time 


OPPORTUNE TIME TO 
PROFIT! 


War Contracts, ‘'Preparedness" 
Work . . . and the consequent cry- 
ing need for SPEED in typing and 
copying . . . multiplies the neces- 
sity for this great Time and Labor 
Saver. 


Healthy, steady PROFITS can 
come from having complete data 
available for Customers and Pros- 


MONEY! 


pects who need CopyRIGHT now 
more than ever! 


Write for Price Sheet E with 
illustrated literature 


COPY RIGHT MFG. CORPORATIO! 
53 PARK PLACE cor ; 
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ROLL 
LABELS 


SUPERDEX 


Made by the special WARSHAW per- 
forating method, SUPERDEX Roll Labels" P0Ste™ 


always part evenly—always look neat BUFF 


and trim. Well gummed for quick, per- en 

manent application, made by automatic satmon 

machinery, they are always uniform, GREEN 
MANILLA 


Prices are attractive. Quality is excel- BLUE 
lent. We'll gladly send samples and = WHITE 
prices. Write Now! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN, N. Y. 


INDEX CARDS 
MENDING TAPE 


FOLDERS 
GUMMED INDEX TABS 


GUIDES 
PROTEX STICKONS 
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GO MODERN! 





The combination of beauty and function 
are two elements that are more and more 
becoming associated with the St. Johns 
lines of office tables. The new No. 30 
table which has both of these desirable 
qualities was designed to meet the demand 
for a modern table that had style and 
efficiency. Smart in appearance and sound 
in construction, it has all of the char- 
acteristics that make for leadership and 
already the No. 30 table is a top notcher 
in the fast moving line of St. Johns office 
tables. 
Description 
This table is made of solid Northern 
Michigan Hard Maple; Walnut or Ma- 
hogany Finish. Also School Brown Finish. 
Plank edge top, 1%” thick with extra 
frame underneath to prevent warping. 
Legs are 2%4”. Six foot table has 3” legs. 
Drawers are dovetailed front and back 
with framed-in 3 ply bottoms, dull chro- 
mium plated hardware. 5 and 6 foot 
length tables have two drawers. 
SIZES 
30 x 48 inches 32 x 60 inches 
34 x 72 inches 


Write for the new catalog and price list today. 


ST. JOHNS TABLE CO. 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Co., 573 Broadway, New York 


Office Table 
No. 30 





















“Gratfco Products Build Business” 


naf fer 
lVise CLIPS 


Customers who prefer a better paper 






BOSTON 


clip are steady repeat buyers of this 
Graffco product. Vise 
Clips answer the demand for a thin, 
flat clip that does not bulge or bulk 





oustanding 


up in a mailing envelope. 


papers 





Unique double grip holds 
firmly and neatly. Durably made of 
non-rusting spring steel. Three sizes 


a »: 
NO.1 VISE CLIP hold from 2 to 60 paper: 


i " 5 Kling Klips serve efficiently where a 
KLING KLIP flat clip is wanted for light duty. 


Write us for detailed information. 


GEORGE B. GRAFF COMPANY 


64 WASHBURN AVE. CAMBRIDGE, MASS. 
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ARCHIE THOMAS HEADS SECRETARIAL 
SCIENCE DIVISION 
The appointment of Archie C. Thomas as assistant 
professor of secretarial science and head of the divi- 
sion of secretarial science has been announced by 
Dr. Kar] E. Ashburn, head of the department of eco- 














A. C. THOMAS 
nomics and business administration, Southwestern 
Louisiana Institute, Lafayette, La. 

For the past seven years, Mr. Thomas has been head 
of the commerce department of the high school at 
Stillwater, Okla. In this position he assisted with the 
program of observation and apprentice teaching at 
Oklahoma A. and M. College. Mr. Thomas had previ- 
ously taught commercial subjects in the high schools 
of Nelagoney and Stigler, Okla. 

Mr. Thomas received his grade school and high 
school education in the Stillwater public schools and 


| was awarded the B.S. and MS. degrees at Oklahoma 


A. and M. College. For the past several years his stu- 
dents have been quite successful in the Oklahoma inter- 
scholastic contests and in their later college education. 
- 2 —__ 
LUND WINS POLITICAL OFFICE 

E. W. Lund, for many years engaged in the office 
supply and equipment business in Duluth, Minn., last 
month was elected a city commissioner of Duluth. He 
takes office immediately. Known to hundreds of his 
friends as Wally, Mr. Lund is one of the most promi- 








E. W. LUND 


nent members of the industry in his community and 
takes an active interest in association work. Together 
with his wife, two sons and one daughter, he resides 
at 320 East Oxford street. 
—- + 

MACHINES SPEED COUNTY TAX FUND FIGURES 

Cook County, Ill., last month speeded the distribu- 
tion of tax collections by the installation of five modern 
bookkeeping machines. County Treasurer John Toman 
declared that the new equipment replaces an anti- 
quated system of pen and ink entries in yearly ledgers 
and places the balance of each taxing body on specially 
designed cards. 
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Partial 
List of 





x x * * SALES FEATURES 


The Precise Trimming Board is quality merchandise 
thru and thru. It embodies outstanding features 


Satis ted 
such as *** finest seasoned hardwood, ebony 


USERS! — 
finish * * ** blade is best grade steel, properly ground and hardened 


**x** adjustable paper guides, for accurate trimming * * * * two United States Army 
rulers for perfect alignment, graduated in 1/16” * * * * surface ruled 
in ¥%2” squares* *** safety spring, prevents knife falling * * * * 





United States Navy 


made in 7 sizes from 62” to 242” * * * ® priced from $2.50 to $27.50. Chicago Board of Education 
Feature this product in your window and on your New York Board of Education 
counter — just a trial is all that is necessary to seil them! 


Cincinnati Board of Education 
Many dealers are “cashing in” on Precise Trim- p ; 
ming Board Profits—why not YOU? ennsylvania State College 


WRITE NOW for descriptive folder and dealers prices. te a 


/ 


M AMERICAN PHOTO LABORATORIES, Inc. 


28 N. Loomis St. Chicago, Ill. 


Tennessee Valley Authority 
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PRONTO 


X-HAY 
CABINET 


Designed for X-Ray 
films, this large 15 
drawer cabinet can 
also be used for Blue- 
prints, paper samples, 
insurance policies, 
law blanks and other 
large forms. Used by 
opticians for stock 
lenses. Made of heavy 
gauge furniture steel. 


$2 g°5 Electrically welded 


Wide High Deep throughout. Drawers 


Outside Cabinet 17%” 52” 2014” operate smoothly and 
Inside Drawer ... isi” 2%” 18'/.” easily. Olive green 


Send for our catalog. finish. 


PRONTO re corp. 


349 BROADWAY NEW YORK 


Lit (EETe 
LELELTLELLLECLLcUuceF 





No. 1518 








4 
i 


No. 458 


$4500 


Letter Size 
Green 





COLE 
PORTABLE DESK FILE 


This new combination letter file and safety personal 
compartment keeps private papers really private. Swivel 
casters insure utmost portability. Reversible follow 
block permits use on either side of a desk. Privacy 
assured by locks for both compartments. Brushed brass 


handles. 9 
‘ : No. 458 No. 45 
SPECIFICATIONS Letter Size Legal Size 
Height 30 inches 30 inches 
Upper compartment 12x10Yex24 15x10Yex24 
Lower compartment 12x11x24 15xl1x24 


In Olive Green (smooth or crinkle) 
Grained walnut and grained mahogany finishes, 
$2.50 additional. 

‘rite for Catalog 


W 
COLE STEEL EQUIPMENT CORP. 


349 BROADWAY, NEW YORK, N. Y. 











PRONTO STEEL “CHECK” FILES 


Designed for cancelled checks, drafts and deposit tickets. Made 
of a heavy grade furniture steel yet costs only a few cents 
more than corrugated board paper files. Equip with beautiful 
plated card holder and handie. Olive green boked enamel finish. 
Can be interlocked into solid units and built as high as the 
ceiling. 

INSIDE DIMENSIONS 


a per oe « high 
—24” deep 






Price 


$495 


PRONTO FILE 


CORP., 
NEW YORK CITY 


No. C 109 

















FT 
COLE STEEL TRANSFER CASE 


A high-grade steel Transfer Case. Can be 
interlocked and stacked to the ceiling. Olive 
green, baked enamel finish, brass plated 
eard holder and solid steel 
handle. Electrically welded 
throughout. 


Ne. C112 
LETTER SIZE 
12%” x 10%” 

x 24” 


$300 

















STEEL No. C 115 
EQUIPMENT HOA ae 
CORP. By, 
NEW YORK, N.Y. a 4,00 











PRONTO 
Corrugated Board 


STORAGE FILES 
Made in 35 
Popular Sizes 
Steel Reinforced 
Steel Front 


Write for Catalog 


PRONTO FILE CORP., 
NEW YORK CITY 














PRONTO 
STEEL 
SORTERS 





A newly designed sorter constructed en- 


tirely of heavy gauge steel, equipped No. 345 
with gliding compartments, name plates 3 —— 


attached. Can be labelled A to Z for 30” W. x 13” 
filing purposes. A splendid work or- H. x 127%” D. 


ganizer or main distributor. Also used 
$4 1°° 


as a sample rack. Olive green baked 
enamel finish. Send for catalog. 
PRONTO FILE CORPORATION, NEW YORK CITY 





























MAY, 1941 


PACIFIC NORTHWEST NOTES 

Lowman & Hanford Company, Seattle office equip- 
ment, stationery and printing organization, was the 
recipient this April of a contract of the War Depart- 
ment in most recent National Defense preparations. 
The pioneer Seattle stationery house will furnish on 
this contract $2,233 worth of office equipment for War 
Department administration in this area. 

The typewriter shop of the University Book Store, on 
University Way, off the campus of the large University 
of Washington at Seattle, staged a special typing 
school for all comers—adults, students and children 
above the fifth grade—April 12 to 19. This mid-April 


event was entirely gratis for the pupils, taught to type, 


whether young or old. Not only was instruction in 
familiarity and facility with the keyboard taught with- 
out charge, but the typewriters were loaned gratis and 
the necessary typewriter supplies were furnished with- 
out cost. This new school was staged because of the 
tremendous popularity of a Similar event last year. 


Miss Florence Barry, who was in Seattle last Spring | 


to conduct the instruction, returned this April to han- 
dle the throngs desiring to learn typing and become 
excellent prospects for new machines in the imme- 
diate or near future. 
* * * 

Featuring posture chairs this April, the J. W. Met- 
calfe Company, retailers of office furniture and equip- 
ment on Fourth avenue, Seattle, focused the spotlight 


of attention upon its special office furniture for better | 


health and posture during the summer days ahead. 


* 

The Alaska Business Service has been established at 
901 Cushman street, Fairbanks, Alaska, to handle all 
manner of office equipment, including standard and 
portable typewriters, cash registers, check writers, 
desks, filing cabinets, and allied equipment. This new 
business service in the Northland, where industry is 
being stimulated by National Defense and new air, 
army and naval bases, is operated by Harold Thornton, 
who also has the agency for Elliott addressing equip- 
ment. 

” * * 

Oregon, old fashioned state in many respects, re- 
jected a proposed “fair trades” bill in its legislature 
recently, and this act is held lost. The measure would 
have prevented merchants from selling their wares at 
less than the cost of production plus overhead ex- 
penses. The state of Oregon on numerous occasions 
has rejected passage of a sales tax,—although its sister 
state, Washington, goes on May first from a two per 
cent to a three per cent retail sales tax that will up 
by fifty per cent taxation on sales of stationery, office 
supplies, equipment, furniture and other commodities 
in this field —CML 

OO 
CAMPBELL ELECTED EXECUTIVE 
OF HORDER’S, INC. 

At the annual election of officers of Horder’s, Inc., 
Chicago, an additional executive position was created 
when R. D. Campbell, for the past four years comp- 
troller of the company, was elected operating vice- 
president. 

The day’s proceedings began with the meeting of 
the shareholders and all members of the board of 
directors were re-elected. They are: W. J. Goodman, 
E. Y. Horder, Harry G. Horder, G. A. Lloyd, Fred P. 
Seymour, I. H. Seymour and E. M. Stark. The officers 
are as follows: 

E. Y. Horder, president; Fred P. Seymour, first vice- 
president and secretary; W. J. Goodman, second vice- 
president; R. D. Campbell, operating vice-president 
and comptroller; Harry G. Horder, treasurer; E. M. 
Stark, chairman of the board. An operating policy 
board is composed of Chairman Harry G. Horder and 
Messrs. Seymour, Stark and Campbell. 

Mr. Campbell joined the company on November 1, 
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an Stock the 
a, —Ss=t Brief CaseLine 
that sells - - 
“NATIONAL” 








National Brief Cases, Zipper Envelopes 
and Ring Binders include every ad- 
vance feature known to the trade—new 
and useful designs—quality craftsman- 
ship—up-to-the-minute style—all at the 
prices your customers want to pay. If 
you value profits and turnover, be sure 
you stock the “National” Line. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 
10 E. 34th St., New York 
1709 W. 8th St., Los Angeles 
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Mono rd 


CARBON 
PAPERS 


INKED 
RIBBONS 


“QUALITY” “ECONOMY” 


THE NEIDICH LINE 


A trial of Neidich Carbon Papers 
and Typewriter Ribbons will be 
more convincing than a thousand 
words describing their points of 





TYPEWRITER, 


CARBON 
PAPER 


eerste ces trees reeee ceerees 
coo reese 








S= 








“SERVICE” 


excellence. 


Write for full details. 


NEIDICH PROCESS 


DIVISION OF UNDERWOOD ELLIOTT FISHER Co. 
BURLINGTON, N. J. NEW YORK, N. Y. 
ST. LOUIS, MO. SAN FRANCISCO, CAL. 
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e ESCO’s new, 
fast-moving line 
will enable you 
to offer your 
customers the 
latest develop- 
ments in draft- 
ing equipment. 
There are mod- 
ern, efficient 
items for the en- 
gineer, architect, 
artist, student 
and _ industrial 
drafting room. 
Modern mate- 
rials and design 
| are outstanding 
| features of 
| ESCO Products 
| along with qual- 
ity and attractive appearance—a line of drafting 
| equipment with plenty of sales appeal! 
| The No. 8002-C Table (illustrated) has a specially 
| constructed drawing board top—built-in parallel rul- 
| ing device—plastic straightedge—sturdy steel base— 
| height and slope adjustment. Other items include 
Plastic T-Squares, Plastic Straightedges, Drawing 
Boards, Drawing Kits, Stools, and many other draft- 
ing specialties. 


Let's go ESCO! 














Our new catalog showing our complete line of 


Drafting Room Equipment is just off the press 


o- Write for a copy. r 


ENGINEERING SALES CO. 
Dept. 0-5 Sheboygan, Wis. 























TECHNYGRAPH RAINBOW STYLI 





@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


@ 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@FEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lamarith. 


= SRR 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 
and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


SO a: ree 


FUMES 
e . ‘ ~ es 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
Ries vis. abe taser’ page broadside show- 
uf ; ; ing the styli in actual 
CADMIUM-PLATED size and color. 





THE TECHNYGRAPH, TECHNY, ILL. 











1926 as a member of the systems advisory staff. Later 
he was promoted to the position of assistant to the 
city sales manager, holding that job until he was 
made comptroller in 1937. He is a member of the 
Comptroller’s Institute and during the World War 
served overseas with a Canadian regiment. 
= > oe 
BAUMAN AND BEAL OPEN WICHITA STORE 


Ralph V. Bauman and Forest G. Beal, both of whom 
possess long records of success in the office supply 
field, have opened a business of their own in Wichita, 
Kans., under the name of the Bauman Office Equip- 
ment Company. The store is located at 137 North 
Market street. 

Mr. Bauman has been in the office equipment busi- 
ness for nine years, five of which he spent as manager 
of the office supply store of the Western Lithograph 





[ 








RALPH V. BAUMAN 


Company, and the past three as vice-president and a 
director of Cast Office Supplies, Inc., both of Wichita. 
Prior to that he was connected with the advertising 
department of the city’s largest newspaper. 

Mr. Beal likewise has been identified with the in- 
dustry for a long time and is a specialist in the opera- 
tion and functioning of duplicating processes. To- 
gether the two men will handle a complete line of 
loose leaf systems, filing supplies and general office 


items. 


GOLDEN STATE TRAVELERS NEWS NOTES 





By Joe D. Hale, Correspondent 

The Golden State Travelers Club, Los Angeles, gave 
a farewell dinner for its president, E. R. Daniels, 
at the Hotel Alexandria on March 10. Mr. Daniels, who 
represents Eversharp, Inc., and has covered the Los 
Angeles district for a number of years, has been trans- 
ferred to Denver, Colo., where he will be district 
manager for the Rocky Mountain states area. 

* * * 

The new president is Russell Jones, local representa- 
tive of the W. A. Sheaffer Pen Company, and the boys 
all feel that he will work just as hard for the organ- 
ization as Mr. Daniels did during his presidency. 


* * 





Two new members whose names now adorn the 
club’s roster are Walter Scott and Al Watson. Mr. 
Scott formerly belonged to the Stationers’ Corporation 
but is now with Eversharp, Inc. Mr. Watson is a repre- 
sentative of the Joe D. Hale Company. 

Members will be glad to hear that the new roster. 
which has been in the process of compiling, is just 
about ready for distribution and will be issued in 


a short time. 


* 7 * 


The golf game and the dinner of the club is sched- 
uled to be held at the Fox Hills Country Club on the 
twenty-fifth, too late for inclusion in this issue. 
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PARTICULAR 
EXECUTIVES 
FAVOR ARROW” 













PARTICULAR | , 
SECRETARIES At —s 
FAVOR COLUMBIA" 








ie 


ee" in any field——results from thoughts in the minds of customers. “It 
pays to wear the best. It pays to use the best.” “Arrow Shirts give you social prestige. 
Columbia Carbons give you business prestige.” 

The secretary gives her approval to the boss’ trim Arrow Shirts—the boss is en- 
thusiastic about the beautifully clear, low cost letters that his secretary writes with 
Columbia Ribbons and Carbons. 

All because both Arrow and Columbia products are made from “the cus- 
tomer’s angle’’—the same careful research, attention to details, expert work- 
manship—for good looks, long life, hard wear, lasting satisfaction. 

The result is that both Arrow and Columbia are easier to sell—and to 
keep on selling. Ask any Columbia dealer—or write 


us for full details of Columbia’s unusual sales- 
Carrow ) cooperation plan. 


COLUMBIA RIBBON & CARBON 


qa MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. L, N. Y. 




















New York Sales and Export, 58-64 West 40th St. 
° ° Kansas City, Mo., Dwight Bldg. 


COLUMBIA 





TYPEWRITER RIBBONS & CARBON PAPERS 
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IN OFFICE EQUIPMENT BUYERS 
fa STANDARDIZE ON A-S-E AURORA 


VALUE is what buyers demand 
. . . and value in A-S-E Aurora 
Equipment is easily recognized. 
Superior workmanship and attrac- 
tive extra value have built sales- 
producing consumer acceptance. 

In A-S-E Aurora Balanced-De- 
sign Files, for instance, there are 
58 features of consumer appeal— 
58 sales-winning points from sturdy 
inside frame to the side-locking 
follower. Every detail of construc- 
tion, no matter how inconspicuous, 


is on a quality par with every other 


A FILES 


AURORA 


design feature and mechanical 
part. There is a type of A-S-E 
Aurora File for every need. 
When you sell equipment like 
this your selling job is easier—your 
sales faster. Why not increase your 
income by introducing your cus- 
tomers to this highly profitable 
line—the line with sales-punch in 
every product? Your sales curve 
will climb—and your customers 
will be assured of greater dollar- 
for-dollar value. Write for full de- 


tails today—there is no obligation. 


CABINETS 
DS FILES 











THE LINE WITH 


SALES-PUNCH 


in Every Product 


ASE Ds Files 


answer the need for 
practical, economical 
and effective storage of 
permanent and inactive 
records. 


57 Storage 
and Wardrobe 
Cabinets 


for higher quality 
—lower cost. 





meets the flat-sheet 
filing requirements of 
every engineering of- 
fice . . . furnished 
in 5-drawer and 3- 
drawer units, 





AE Files 


are furnished in 
four full lines. 
Types, sizes and 
arrangements to 
suit any office 
need. 














ALL-STEEL-EQUIP COMPANY, 


605 JOHN STREET ’ 


INC. 


AURORA, ILLINOIS 
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REYNOLDS IN OKLAHOMA CITY HOSPITAL 

M. E. Reynolds, owner of the American Typewriter 
Company, Oklahoma City, is a patient in the L. J. 
Moorman Farm Sanitarium where he is undergoing 
rest and treatment on orders of his physician. During 
his absence Mrs. Reynolds is managing the business 
which was formed four years ago and since that time 
has experienced a steady expansion, now being lo- 
cated at 301 North Broadway.—_EVH 


—f<- - 





WINGS TO WORDS.— Members of the Women Flyers of 

America do their part in national defense. Cynthia Davis, 

daughter of former Secretary of War Dwight F. Davis, and 

Jesse R. O'Connell, national secretary of the organization, 

assist Mariel Nichols and Avanell Pinkley who are correspond- 

ing on their Underwood typewriters at the women flyers head- 
quarters, Hotel Plaza, New York City. 


pea St 
TEXAS NEWS NOTES 

C. C. Shee, sales manager for the Oakville Company 
(division of Scoville Manufacturing Company) has 
been visiting the stationery trade in Texas during the 
past month in company with Horace T. Hamilton, 
manufacturer’s representative of Dallas. Both men 
report the outlook for business as very good. 


* * * 





The Fredericksburg Publishing Company of Fred- 
ericksburg, Texas, Arthur Kowert, publisher, has been 
appointed dealer for L. C. Smith & Corona Type- 
writers, Inc., and Charles B. Hales, formerly sales- 
man for this firm in Corpus Christi, has been named 
a dealer. Both are under E. P. Haye, district manager 
for Smith-Corona in San Antonio. 

* * + 

Joseph Mackey and Richard Neyland, formerly serv- 
ice men with Underwood Elliott Fisher of this city 
have resigned to accept a position at Duncan Field, 
U. S. Army. i ae 


Harry Waldron, vice-president of the W. A. Sheaffer 
Pen Company, was in the city recently calling on the 
trade with O. N. Garner, territorial representative, in 
the interests of a “tuck-away” pen set for men, and 
a “purse” pen for the ladies. 

Mrs. H. B. Moody has joined the staff of the Central 
Typewriter Company as secretary to M. R. Allen, 
proprietor. ae 


Substantial improvements are being made to the 
San Antonio offices of the Royal Typewriter Company. 
Additional floor space equivalent to that already occu- 
pied has been taken over and is now being remodeled. 

The area under the supervision of this office has 
also been enlarged through the addition of the El Paso 
territory, which includes West Texas and a part of 
New Mexico, and is in charge of T. A. Thornton. The 
San Antonio office also enjoys the distinction of being 
one of the leaders in sales of Royal typewriters during 


t= Columbia 
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CHART PRINTERS 


Primer Pictures & 
Word Stamps 


by Hellesoe 





Choice of 
sizes & 
figures. 


Essential for 
Schools & 


Teachers. 


Order from YOUR jobber 
or 


Send for descriptive folder. 


HANS H. HELLESOE 


2444 Ainslie St. Chicago, III. 














HIGGINS sin rics 


Win the eternal gratitude of 


your best customers by selling 
a HIGGINS 
Fy Eternal Black 





ry 





A™ 















* Fe HIGGINS ETERNAL BLACK WEATHERS THE STORMS. THIS 
Si“ ou 1S AN ACTUAL REPRODUCTION OF A POST CARD WRITTEN 
7 UPON WITH SEVERAL SO-CALLED “PERMANENT™ INKS 

‘ AND NAILED TO THE MAST OF A SHIP FOR SIX MONTHS 





— —ONLY HIGGINS ETERNAL SURVIVED THE TEST. 


Higgins Eternal Black writing ink is proof against 
age, sunshine, fire and flood; it will withstand dual 
bottle ink eradicators. Recommend it —with con- 
fidence — to lawyers, business and professional 
men for important records and documents. Excel- 
lent for both fountain and dip pens. 


5 TAINING MEMBER N.S.A."* 
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YOUR CUSTOMERS ARE GOING 
TO BUY ERROR-NO WHEN YOU 
SHOW THEM ITS NEW SPACE 
SELECTOR! yes, sir,1TS NEW 
AND EXCLUSIVE WITH ERROR-NO 





HALL-WELTER CO, INC. 


12 CHAMPENEY TER. ROCHESTER, N. Y. 











Extensive experience in man- 
ufacturing all types of spe- 
cial metal equipment enables 
us to create metal furniture, 
filing cabinets and office 
equipment, laboratory equip- 
ment, printers furniture, 
bank work, kitchen and pan- 
try equipment and allied 


metal items. 


Your inquiries regarding man- 
ufacturing of SPECIAL 
METAL ITEMS of every sort 


in single, hundred or thou- 





CURRENCY 
OMNIBUS sand quantities is respectfully 
An example of the . 
Special type of work solicited. 
we do. 


WELHAM Metal Products Co. 


A. L. Welham, President 
GENEVA, ILLINOIS 
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the first quarter of this year over 1941. G. L. Davis 
is in charge of the San Antonio office. 

M. C. Hall, district manager of the Royal Typewriter 
Company in its Cleveland office, and J. A. Murray of 
the Houston office, were in San Antonio recently call- 
ing on G. L. Davis, manager of the local branch.__BCR 

—_>-  —— 


Browne-Morse Company — Wastefess Michtpen 





_ COVER OF THE NEW BROWNE-MORSE COMPANY CATA- 


LOGUE WHICH IS DESCRIBED ELSEWHERE IN THIS ISSUE. 
a 
OKLAHOMA CITY NEWS JOTTINGS 


R. Q. McFarland is new outside salesman with Bran- 
ham’s Inc., 401 North Broadway. An experienced sales- 


| man, he has been connected with other lines of busi- 
| ness in Tulsa. In the past few months, Branham’s 
| has lost three salesmen—H. B. Lee and William Mul- 








| linax are taking a year’s army training, and Paul 


Marler went to California. Lee, who was a Sergeant 
in the Service company of the 120th Medical Regiment 
in the Oklahoma National Guard, retained his com- 
mission when the guard was inducted into federal 
service. Mr. Mullinax enlisted for a year’s service. 
Both men, serving with the Forty-fifth division, have 
completed six months of their training year and are 
among the soldiers recently transferred from Fort 
Sill, Okla., to Camp Barkeley, Abilene, Texas. 
~ - ” 


New glass doors recently installed at the building 
lobby entrance to Mike Bryan’s office supply store, 224- 
226 West Second street, gives the store the benefit of 
full store visibility from the Cotton Exchange building 
lobby, even when the store is closed. 

+ 7” ” 

New floor salesman with House of Wren, First street 

and Broadway, is Herbert Valentine. He has had ten 


| years’ experience in the stationery business, here, 


spending four years with Standard Office Supply com- 
pany, where he started in the delivery department, 
and the past six years as outside salesman for Bill 
Doyle, office supplies. 

W. S. Naylor, formerly connected with H. Dorsey 
Douglas, office equipment, here, has also joined House 


| of Wren; he is traveling a territory. Mr. Naylor spent 


some time in North Platte, Nebraska, only recently 
returning to Oklahoma City. 
* * * 

The Oklahoma Typewriter Company, 310 North 
Robinson avenue, recently added Paul Martin to the 
sales force. Mr. Martin has been connected with the 
typewriter business here for the past fifteen years, 
and for five years prior to coming here worked as grade 
salesman for a typewriter firm in Springfield, Mo. For 
the past few years, he was connected with the Capitol 
Typewriter Company, here. 

* sd a 


After six months’ convalescing from an automobile 
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ANNOUNCES A NEW ELECTRIC-MODEL 








A popularly priced portable electric with subtraction—seven columns 
listing—eight columns adding . . . . totaling capacity $999,999.99 .... 


RR ‘4 has 5!/, inch stationary carriage for narrow or wide paper roll... . auto- 
e . 
‘ FIGURING matic clear signal ... . visible dials . . . . prints subtracted items in red 


| 
.... Model 878. 


i 





ALLEN CALCULATORS, INC., 676 FRONT AVE., GRAND RAPIDS, MICHIGAN 
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COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 
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accident, W. P. O’Neal, owner, O’Neal Typewriter Ex- 
change, 405 West Main Street, is back on the job. Mr. 
O’Neal, who suffered a number of serious injuries to 
head, arm, ribs, and legs, is doing inside work, being 
not yet able to give his injured leg too much exercise. 
—EVH 


 * 2 -- 





10,000 MILES IN THE AIR!—That is the record which Charles 
Linn, export manager of the Bates Manufacturing Company, 
has set out to achieve. Emphasizing his company’s belief in 
the good neighbor policy Mr. Linn is taking a 10,000 mile aerial 
journey to Mexico and Central America where he will pay 
visits to Bates dealers and distributors, and tell them the latest 
news about Bates products. It’s a long journey but means 
nothing at all to Export Manager Linn who is an air-minded 
gentleman if there ever was one. 
—>--————— 
NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


L. L. Whitney of Stein Brothers is the newest mem- 
ber of the Northwest Travelers Club having been 
signed up by Paper Papa Conlon, while at the Kansas 
City meeting. 

Incidentally, Paper Papa in addition to the honors 
heaped upon him by his election to the presidency of 
the Club is the new sales manager of the Rockwell- 
Barnes Company. Story of this promotion appears 
elsewhere in this issue. 


* * * 


E. W. Lund, well known stationer and office supply 
dealer of some years ago in the city of Duluth and 
more recently a manufacturers agent for well known 


| office equipment lines, was recently elected by a large 


majority as city commissioner of Duluth, Minn., which 
story also appears elsewhere in this publication. Con- 
gratulations, Wally, from your host of friends in the 


Northwest Travelers Club. 
7 * - 


Pierpont Morgan is sporting a new automobile, one 
of the “higher bracket” cars, so his friends tell us. 
* * x 
Jim Parrott says being governor was fun, though 
hard work, and is glad the strenuous days are over 
so that he can take a much needed rest. 
i + * 

Charley Regan, the South St. Paul printing tycoon 
was elected governor of the seventh regional district. 
. * * 

Sherm Read of the St. Paul Book and Stationery 

is also driving another “block long” automobile. 
+ +o * 
Freddie Schaefer did an outstanding job as General- 
lissimo of the Friendship Room during the regional 


meeting 


+ = + 
Larry Ackert, the fine paper man, was elected second 
vice-president of the club, and Karl Castle first vice- 
president, two very admirable selections, assuring the 
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club of good presidential timber for the next two years. 
* ~ * 

Karl Castle was also appointed chairman of the goif 
committee, a job which he has so ably filled for the 
last two years. A tentative date has been set as 
August 22. Definite announcement will appear in this 
column in the next issue. 

Harry Short’s smiling face was missed by his many 
friends at the convention. 

* a * 

Roy Clarke, Sig Friedman, Stanislaus Griebel and 
Larry Ackert handled the registration desk in their 
usual efficient manner. 

* a * 

Art Grayston, Edward Mortimer Hansen and Sterley 
Jerue did sterling work in assisting Governor Jim 
put over the convention in grand Style. 


* * * 


Harry Collins, well known penman of previous years | 


was a visitor to the Convention and has fully recov- 
ered from his long siege of illness, and says he feels 
like a new man. 
* + * 
Mrs. Cliff Talty will be confined at her home for 
some weeks, having a badly sprained ankle. 
+ ie « - 
OFFICE MACHINERY CO. IN NEW HOME 
The Office Machinery Company, for the past fifteen 
years dealing in a general line of adding, calculating 
and bookkeeping machines in Philadelphia, is now 


completely established in its new home at 1117 Wal- | ; 


nut street. The firm, which is under the management 
of E. Kocher, was formerly located 
Eleventh street, a site it had occupied since 1929. 
—- © - 
BASS OPENS OFFICE IN ST. LOUIS 

M. Bass, who recently completed the establishment 
of contacts with several manufacturing firms has 
opened offices under the name of the Bass Office 
Equipment Company, State National Life building, 
St. Louis, Mo. The new organization will serve the 
territory as distributor of the Electro-Pointer pencil 


sharpener and will carry a complete line of duplicating 


equipment and supplies. 

—- © 

VON RITTER VISITING THE WEST COAST 
Frank M. Von Ritter of the Stationers Loose Leaf 

Company, Milwaukee, Wis., left his home city the 
latter part of April for an extended business trip to 
the Pacific Coast. He met “Watty” Starr, west coast 
representative of the company, and is now in the 
process of covering the high spots with him. The date 
of his return is uncertain, depending upon circum- 
stances. 

<-> <¢ 


ALPHA COMPANY CHANGES ADDRESS 





at 204 South |: 





OP RB Ie 


The Alpha Office Supply Company, for a consider- | 


able time located at 17 East Forty-fifth street, New 
York City, has recently taken new quarters at 2 East 
Forty-sixth street. The firm is interested in securing 
catalogues and other literature from manufacturers 
and distributors. 


_—- 
PETERSEN ADVANCED BY UEF 
Charles G. Petersen, who has been representative 


for the Underwood Elliott Fisher Company in Eastern 


Oregon for many years, has been appointed assistant | 


branch manager for the company and took over the 
duties of his new office April 1, in Portland—BBC 
*—--¢ 
NEW COMPANY IN HASTINGS, MICH. 

Lee Office Supply Company is the name of a new 
company established March 17 in Hastings, Mich. It 
is understood that a full line of office supplies is to 
be carried. 
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COLUMBIA STEEL EQUIPMENT CO. 


PHILADELPHIA, PA. 




















eee 
Office and School Reports, Catalogs, \ ‘ 
Price Lists, Sales Manuals, Ete. we 

An ideal and inexpensive method of binding looseleaf sheets. 
Barkley Embossed Report Folders are made of a tough 
leatherette stock in a variety of attractive colors to accom- 
modate from | to 50 sheets. 

Equipped with the Barkley Fastener they form a neat and 
compact binding for either standard 2 or 3 hole punching. 








SEND NOW ... For samples and com- 
plete details on our introductory offer 
including this novel display stand 
which has already proven a real sales 
producer. 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 








Manufacturers of Filin& Supplies 


517 S. JEFFERSON STREET CHICAGO, ILL. 





Better Because It LICKS THEM ALL... 





{Letters Pat. No. 2-016-216—Design Pat. No. 93,734) 


“BETTER MOISTENER” 


Check these features 

¥ Moistens 1 or a dozen envelopes at a time. 

V Perfect for moistening large kraft envelopes. 

¥ Quickly moistens every shape, size and type of label. 

¥ Unexcelled for counting currency or sorting papers. 

V No moving parts . . . self cleaning. 

V 3” or 6” (wide) adjustable brush- 
RETAILS No. 3-3” Porcelain $2.75. No. 3C-3” metal 
vitreous enamelled $3.25. No. 6-6” Solid Bronze $7.50. 
Send your order now for this patented “Better Mois- 
tener” that has received U. S. Government awards for 
the past 8 years, 


E. W. PIKE & COMPANY 


Manufacturers P. O. BOX 4, ELIZABETH, N. J. 















OFFICE APPLIANCES 


NEW MACHINES AND DEVICES 
(Continued from page 55) 


| covered with velour, corduroy and with reversible 


fibres. The cushion can be had with one side corduroy 


| and the other fibre, or with one side velour and the 


other fibre. 
The sizes available are 15% by 14% by 1 inches, 
15 by 1634 by 1 inches, and 17 by 18 by 1 inches. These 


| are listed as the Nos. 31, 32 and 33, respectively. 








OXFORD FILING’S PENDAFLEX.—Shown above is the new 


| Pendaflex desk data unit of the Oxford Filing Supply Com- 


pany, Brooklyn, N. Y. This item was fully described in the 
April issue. 


5 se 


BARRETT’S NEW ADDING MACHINE 


The Barrett Adding Machine Division of the Lan- 
ston Monotype Machine Company, Twenty-fourth at 
Locust, Philadelphia, Pa., has announced that the 
Model B15A_six-column figuring-listing machine will 
in future be furnished in the new Graytone styling 
at no additional cost. 

The model has as standard operating features a 
ten-key keyboard, visible adding dials, multiply Key, 
one stroke correction key, sub-total key and a time- 
saving automatic total. The machine will print an 
automatic clear signal, and sub-total and total signs. 
A short, light handle action returns the fingers to 
the correct position on the keyboard for touch opera- 
tion at the end of each adding stroke. 

The No. B15A is attractive in design and sturdy in 
construction to afford long service. It has an adding 
and totaling capacity of six columns, $9,999.99. 


*—- 
ROSE RECOVERING FROM TRAIN ACCIDENT 
INJURIES 


David B. G. Rose, former executive of the Standard 
Printing Company, a printing and office supply firm 
of Louisville, Ky., is recovering from injuries suffered 


| when a passenger train was derailed April 10 near 
Valdosta, Ga. Mr. Rose, who was treated for a frac- 


tured arm, was on his way to Coral Gables, Fla., for 
a vacation when the accident occurred.—CG 


li 
OLMSTED-KIRK TO REPRESENT L. L. BROWN 
The Olmsted-Kirk Company, Dallas, Tex., has been 
appointed distributor in that territory of L. L. Brown’s 
Linen Ledger, the well known one hundred per cent 
new white rag permanent record paper made by L. L. 
Brown Paper Company, Adams, Mass. 
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Here are 3 Nobby Naturals’ 
... that Produce Prolific Profits ! 





Making little things count in sales and profits is an 
Imperial specialty welcomed by smart office equipment 
suppliers all over America. When business booms (as 
now) small specialties should and can produce a larger 
profit percentage per sales effort than your larger items. 


Let Imperial show you the way! 


THE IMPERIAL CATALOG 
56 Profit Making Pages for You! 





Prove to yourself that you can make more money on your office 
specialties. Write for the Imperial Catalog and Price List No. 44 
today! Here’s a book full of high quality items at lower prices 
you'll sell day in and day out with less effort and more profit. 


Send for your copy now! 








COLORED STRIPE FOLDER TRIANGULAR CELLULOID 
LABELS PRESSBOARD GUIDES 


Imperial enables you to offer con- In 5 Brilliantly Colored Tabs 


venient books of 500 labels with 


all the time saving advantages of File clerks prefer angular tabbed guides because 
colored stripes that give definite they impart greater visibility and help them to 
color signal and buff background do more work with less effort. Now you can 
for 100% visibility. In seven colors feature the Imperial triangular celluloid guides 
at an economy price. Put up in illustrated and others . . . furnished in all 
book form. standard card and vertical sizes . . . all priced 


to make your cash register jingle. 





IMPERIAL FOLDER ROLL LABELS 


A necessity in any office! Attractively packaged in America’s Fa 
favorite colors—red, white and blue. Completely practical auto- f= ah a 
matic unwinding tabs combined with Imperial’s knowr quality f — i 











and variety of eight attractive colors makes this a buy for you 
. a sure sale to your customers! Packed 12 rolls to an eye- 


catching, sales-producing counter display. 





IMPERIAL FILE FOLDERS are “Tops” in Quality .. . 
Low in Price. Write for your FREE SAMPLE SET and 


quotation today! 














MPERIAL METHODS C0, Poccot Zk LW 
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Is Chosen and Endorsed by 


ROCK ISLAND, ILLINOIS 


<hoo! Equapmen: Specialises and Office Ouefiters 


1 UEERIND ANT MECHAMICAL SERVICE 








A. M. Blood Company 


Petree aet, 
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The US The Dealer Chitect 
In installation after installation, when the final choice Dealers find Steelcase sales and engineering cooperation 
is made, the completeness and flexibility of the great) make contracts such as this profitable. If you are 
Steelcase Line are important determining factors. interested in increasing your own sales and your own 
These valuable considerations, plus the unmatched profits, specify and sell Steelcase chairs, desks, files, 
Steelcase quality standards of design, efficiency and counters, cupboards and lockers. It will pay you 
craftsmanship make the Steelcase franchise a most well to get in touch with us. Send for details about 
valuable asset. Steelcase now! 
METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICH. 

















‘STEELCASE cre ULT ROOM iN 


ciTY CLERK'S ine CLERK’ : 
Business Equipment, "8 OFFicg 


ROCK ISLAND, ILt- 
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CANADIAN NEWS NOTES 


Members of the stationery trade in Canada will likely 
begin in the near future a genuine pen friendship 
with their fellow brothers in the trade in Great Brit- 
ain. The question of entering into friendship via mail 
for the general benefit of the trade and for the friend- 
ships which it will undoubtedly found, interested a 
small group of stationers in Toronto, Ont., so strongly 
a few days ago that eleven of them decided to enter 
into the scheme. The idea was first suggested by 
Lancelot Spicer of England who was visiting the trade 
in the United States and Canada last summer and who 
established not only valuable business contacts during 
the trip but friendships as well. His pleasant experi- 
ence made him feel that the trade members in Eng- 
land ought to form contacts with their brothers 
throughout all of North America in order that the 
great English-speaking nations be linked together. 


* x * 


Lionel Roher, young son of Harry Roher, well known 
stationer of Toronto, Ont., has joined the Royal Cana- 
dian Air Force and is now in western Canada. Lionel 
was a valuable assistant to his father before enlisting. 


* * 


Villemaire Bros., manufacturing stationers with head 
office and plant at 1001 St. Urbain street, Montreal, 
Que., have appointed Walter Dickinson & Company, 
79 Wellington street, W., Toronto, agents for their loose 
leaf and blank books. 

* a * 

The sum of $100 was recently realized for the 
“Bomber Fund” being raised by the stationery and al- 
lied trades when the Toronto branch of the Junior Sta- 
tioners Guild held a dance in that city. More than 
three hundred were present. Fifty dollars in War Sav- 
ings Certificates were donated by city stationery firm 
as dance prizes.—SJL 





ipl iliac 
TIME TO BUY! 


Every time folks gaze at the window time-piece that 
ticks and displays its face to passersby amidst a neat 
arrangement of adding and calculating machines of 
U. G. Moore, a specialist in business machines on 
Seattle’s Third avenue, they are strikingly reminded to 
“Buy NOW.” Mr. Moore’s electric clock,—no matter 
what the hour and minute of the day—or evening for 
that matter, indicates from its large placard above its 
round dial that it is “Buying Time.” 

As the district agent for the Allen-Wales Adding Ma- 





chine Corporation, Mr. Moore has his store and street- | 
window display filled with machines for sale as well as | 


rental—for those desiring first to sample the calcula- 
tions of the business machines—while exemplifying the 
value of the selling minute—the eternal NOW that 
always prevails. 


Does your window clock say in one way or another | 
that “Now is the Time to Buy?” It’s a gentle admoni- | 


tion ...a timely thought ... and it cannot be gain- 
said. The “Buying Time” placard ever holds to the eye 
that this is the time to make that purchase. It also 
reminds that now is the time to profit... . It’s high 
time to profit. ... Too much time has already been 
lost.—CML. 

o —te + 


ROESING WINS UEF WATCH 


William Roesing, accounting machine salesman for 
the Underwood Elliott Fisher Company in Portland, 
Ore., has been presented with a twenty-one jewel 
Waltham watch as his prize for winning the March 
sales contest by a narrow margin over his fellow sales- 
men.—BBC 

— <>? 


DOWEN TO PEORIA FOR L. C. SMITH 


Lester Dowen, a Chicago Loop salesman for L. C. 
Smith & Corona Typewriters, Inc., last month was 
sent to Peoria, Ill., where he takes charge of the firm’s 
sub-office. 
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Disappearing 
Handles Zip-Case 


Well Liked On the Campus 


Students compare cases as well as notes. That's 
why MASHEK enjoys ever increasing College and 
School business. 

Wide selection—quality and long life have made 
the name MASHEK popular on the Campus. 


Make your store HEADQUARTERS for Student Trade 
with MASHEK Cases. 


RANK MASHEK #0 
CHICAGO 


NEW YORK OFFICE: Harold Atwood, 280 Broadway 


“It it's made with Leather, MASHEK makes it Better’ 








Like a F-L-A-S-H! 
Ready to Print in 5 Seconds! 


REX-O-Graph School Model SA 
Fluid Type Duplicator 


''5-SECOND STARTING'"—Speed—Economy—Accuracy— 
SIMPLICITY—recommend the REX-O-Graph Model SA to 
Schools everywhere. With its new LIGHTNING Self-cen- 
tering Device, Automatic Feeding, Printing, and Stacking, 
the most inexperienced operator or student can make 
perfect copies with little or no training—accurately, FAST, 
as many as 75 per minute. REX-O-Graph 100% Roller 
Moistener saves fluid, time, makes better, sharper copies 
—SEVERAL HUNDRED from ONE Master. No Wicks to 
wait for—no Pump parts to require service. Requires no 
stencils, inking, or type. Attractive, sturdy, durable. 








REX-O-Graph 
Model SA 
a BIG Value 
at only 


$g9°° 


Milwaukee 






Write for in- 
formation on 
complete REX- 
O-Graph Line of 
Duplicators and 
Supplies. 





REX-O-graph, Inc. 


3727 North Palmer Street, Milwaukee, Wisconsin 
Cable Address: REXO, Milwaukee 


(Other Models 
from $27.50 
to $250.00) 
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Yes! 


TO-DAY IT’S 


LEATHER 














Leather furniture of distinc- 
tion dependable sales boost- 
ers . . . styled for con- 
sumer acceptance, because the 
selling factors are ‘Built in.” 
Ehrlich Upholstery meets every 
standard for good quality and 
value! 


eu R bi con 
UPHOLSTERY WORKS 


520 West 43rd Street 
New York, N. Y. 


@ Write for fully 
illustrated cata- 
logue today. 





























Best There are ten strong reasons why a 
. JACKSON DESK will serve your cus- 
fitted tomer satisfactorily: We make ten 
for different modern series, each design 
your having grown out of some individual, 

specific need that has proved to be 
purpose typical—some function that makes for 


better work, more speed or effectiveness. 


The JACKSON 3000 series shown below 
is made in walnut or mahogany, in three 
executive sizes,—also secretarial styles. 
tables, phone stand, cabinet, costumer, 


and waste basket to match. See our 


catalog for the complete story. 





The Jackson Chippendale 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 














OFFICE APPLIANCES 


Calendar of Industry 
Activities 
Chronological Arrangement of Major 
Events For Easy Reference 


May 8 and 9. Illinois Booksellers & Stationers Asso- 
ciation convention, Peoria, Ill. (President) Harry D. 
McFarland, McFarland Office Equipment Company, 
Rockford, Il. 


« » 


May 15 and 16. N. S. A. fourth regional meeting, 
Hotel Charlotte, Charlotte, N. C. (Governor) J. L. 
White, The White Company, 14 Twelfth street, Colum- 
bus, Ga. 


May 21, 22 and 23. Wholesale Stationers Association 
convention, Seneca hotel, Rochester, N. Y. (Secretary) 
H. C. Whittemore, 250 Fifth avenue, New York, N. Y. 

« » 

June 13 and 14. N. S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) A. W. 
Gill, A. W. Gill & Company, Trenton, N. J. 

« » 

July 21, 22 and 23. National Typewriter & Office 
Machine Dealers Association convention, Palmer 
House, Chicago. (President) John Loser, Noiseless 
Writing Machine Service Company, 95 Chambers 
street, New York. 

« » 

October 5, 6, 7 and 8. National Stationers Associa- 
tion convention, Palmer. House, Chicago. (General 
manager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 

October 6 N.S. A. sixth regional meeting, Palmer 
House, Chicago. (Governor) A. J. Markelz, The Book 


| Shop, Joliet, Il. 


ee ee 
JOE HILDRETH JOINS BENEDICTS 


As the May number of this journal was going to 
press a telegram was received in Chicago reading, 
“Married today. Letter follows,” and signed “Joe and 
Minnie Hildreth.” It was sent from Daytona Beach, 
Fla., April 22. Joe Hildreth is known to thousands in 
the stationery trade through friendship created when 
he was traveling for Esterbrook Steel Pen Manufactur- 
ing Company. Through all the years before his retire- 
ment and since, he has been considered one of the 
Stationery industry’s most eligible bachelors. Mr. and 
Mrs. Hildreth will have the congratulations and sincere 
best wishes of the entire industry. Mrs. Hildreth is 
the former Minnie Flenning Marbourg. 


—<—-e #8 > 


GILBERT BROWN PASSES 
(Too late to classify) 


As this issue goes to press word is received of the 
death of Gilbert James Brown, president of Brown & 
Collett, Ltd., commercial stationers and printers, To- 
ronto, Ont., Canada. Mr. Brown’s passing occurred 
on March 23 at the Toronto family residence, 47 Glen- 
grove avenue, West. He was in his sixty-fifth year. 

Mr. Brown was in the stationery business in Toronto 
for more than forty-five years and his principal 
hobbies were motoring and gardening. He was also an 
active member of the Eglinton United church. 

He is survived by his widow, Mrs. Edith E. Brown, 
and a son, Gilbert Newton Brown who is a member 
of his father’s firm. 
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This STRIKING COUNTER DISPLAY 


Makes It 
FASY 


for You 
to Build a 

Steady, 
Profitable 

Adding 
Machine 
Business... 

with 





“THE LINE THAT’S BEST ACCEPTED” 


@ This colorful. convenient, compact display puts 
America’s favorite line of adding machines right out 
on the counter. where business men can actually give 
themselves a demonstration of the fastest, simplest 
adding machine operation known today. 

To get one of these costly. ruggedly-built displays 
ABSOLUTELY FREE. all you need to do is become 


an authorized dealer for Remington Rand Portable 


Adding Machines, and begin active selling of the com- 


pletely new 1941 line. There are 11 models to choose 
from... all of them right in feature step-up, right in 
price, right in the generous margin of profit they give 


you. 


TAKE THE FIRST STEP TOWARD 


A PROFITABLE DEALERSHIP... 
SIGN & MAIL THE COUPON TODAY 





Put this “silent salesman” to work for you on your 
counter, in your window. He won’t raise your payroll, 
but he will help you make sales. This is only one of 
the many powerful sales aids available to you as an 
authorized Remington Rand dealer. 

There’s real money in a Remington Rand dealership. 
Find out all about it...sign and’clip the coupon, paste 


TODAY! 


it ona penny postcard, and mail it to us.. 


et. 
PORTABLE ADDING MACHINE DIVISION 
{| REMINGTON RAND INC. | 
‘ ° ’ 
| DESK 541 BUFFALO, NEW YORK 
Please send me full details of your Dealership Agreement | 
Dealer’s Name ; 
; 

Street 
‘ 
City State f 
ee Er SE ee ee ee 4 
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It is the result of years of engineering de- 
velopment to produce an ALL-PURPOSE 


MACHINE at the 


LOWEST POSSIBLE COST 
THE KEETAC HOLDS FLAT COPY 
THE KEETAC HOLDS STENO NOTEBOOKS 
THE KEETAC HOLDS INVOICES 
THE KEETAC HOLDS ANY SIZE CARDS 
THE KEETAC HOLDS BOUND VOLUMES 


An automatic line-spacing machine that will 


is MZORE than a copyholder 





out-perform any other at half the price of 


others. 


ONE HUNDRED CARDS CAN BE INSERTED AT ONE TIME. 

ONE HUNDRED INVOICES CAN BE INSERTED AT ONE TIME. 

A THREE HUNDRED PAGE BOOK RESTS SECURELY IN THE BOOK HOLDER. 
STENOGRAPHER NOTEBOOKS ARE HELD ON A SPECIAL SWINGING BAR. 

NO ATTACHMENTS NECESSARY TO HOLD COPY UP TO SIXTEEN INCHES WIDE. 


EIT IS NOT NECESSARY TO ATTACH KEETAC TO THE DESK OR TYPEWRITER 


OFFICES 


DEALERS 


DEALERS 


DEALERS 


DEALERS 


DEALERS: 


HAVE WANTED A MACHINE that will do all these things at a price they 
can afford—KEETAC is the answer. 


HAVE WANTED A MACHINE that could be sold in small offices where only 
one typewriter is used for all kinds of work. KEETAC is the answer. 


HAVE WANTED A MACHINE that was trouble proof and did not require 
installation—KEETAC is the answer. 

HAVE WANTED A MACHINE to answer the request “DOES IT HOLD A 
LAW BOOK?”—KEETAC is the answer. 

HAVE WANTED A MACHINE AT A REASONABLE PRICE THAT CAR- 
RIED A GOOD PROFIT—KEETAC is the answer. 

Write for complete description or ask us to send you a sample machine for 
examination. No obligation except to return the machine if you are not con- 
vinced that you can sell them at a profit. 


THE KEETAC COMPANY 


637 UNIVERSITY BUILDING 


SYRACUSE NEW YORK 
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SLOGAN CONTEST EXTENDED 
(Continued from page 41) 


“Office efficiency promotes business for you.” 

“Leave it to your stationer—he will solve any office 
problem.” 

“Say it and keep it on paper made possible by your 
stationer.” 

“Your stationer is your best business friend.” 

“Your stationer can solve your office problem.” 

“Modernize with your stationer.” 

“Your stationer can do the job for you.” 

“Do it with modern stationery and equipment.” 

“Your stationer is your office adviser—see him often.”’ 

“Planned office equipment means office production 
efficiency.” 


“Efficient office equipment—the key to office pro- 
] 


duction.” 

“Office production efficiency depends on planned 
office equipment.” 

“Efficient office equipment earns dividends.” 

“An efficient office is a modern office.” 

“Office equipment, that makes friends.” 

“Office equipment makes office profits. Have the 
best!” 

“Save time and money—buy office tools that will 
keep your business running!” 

“Old office equipment spells profit lost—buy new, 
buy now!” 

“You’re paying for the best—so have it in office 
tools.” 

“Modern equipment for modern efficiency.” 

“Equip for efficiency.” 

“You need modern equipment to get modern effi- 
ciency.” 

“A stationery foundation is the basis of good bus- 
ness.” 

“We furnish everything but the tenant.” 

“If your office furniture isn’t becoming to you, you 
should be coming to us.” 


“The character of your office furniture reflects the 


character of your business.” 


“A well appointed office inspires the confidence of | 


all who enter.” 
“Modern office equipment is the Hallmark of suc- 


cess.” 


“Confidence—-friendliness—and enthusiasm are the 


inspiration of modern furnishings.” 

“Confidently—are you ashamed of your office furni- 
ture?” 

“Planned equipment—for individual problems.” 

“YOU ARE A CONSUMER OF OFFICE EQUIPMENT. 
(Obsolescence takes whatever isn’t worn out.)” 

“You’re a CONSUMER of office equipment. 
just a user.)” 

“Business is built on a ‘stationery’ foundation.” 

“Every good business is built on a ‘stationery’ founda- 
tion.” 

“Every good business must be built on a ‘stationery’ 
foundation.” 

“Good business is built on a ‘stationery’ foundation.” 

“Equip your office in the style of today for the busi- 
ness of tomorrow.” 

“Reflect prosperity—modernize your office.” 

“Your office reflects failure or success.” 

“Modern equipment guarantees efficient work.” 


“Be wise—modernize.” 

“Look at your office—your customers do.” 

“Proud of your office—you should be.” 

“Live alike and like it—your office and your home.” 
“A step ahead with modern equipment.” 


(Not 


“Business tools for all your needs in wood and steel.” | 
“Business offices as well as business men are judged | 


by appearances as to their ability to produce.” 


“To keep your business from remaining stationary, 


see your stationer.” 


“85% of business enterprises Don’t 


are failures. 
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Facility 


POSTURE CHAIRS 
offer 
QUALITY 


and 


PERFORMANCE 













It isn’t hard to 
understand 
why dealers 
like to sell Fa- 
cility chairs. 
They feature 
quality con- 
struction, at- 
tractive designs 
and adjust- 
ments that are so simple and _ positive. 

Dealers who are pushing Facility chairs are 
building better profits, more repeat business and 
customer good will. 


THE FRITZ-CROSS COMPANY 


304 E. 4th Street St. Paul, Minnesota 











Satisfying the Demands 
of Business— 

and the Requirements 
of Dealers! 


SAMSON TABLES have the qualities that business men 
find impressive—the features that may be pointed to 


i ssential office require- 
pend ay age 2 fad SAMSON a profitable 
line to handle. y Not Join This Large Group? 
Samson Strong Features— 

e Painstaking construction 
e Practical styling 
e Wide variety woods—finishes 
e Full range standard sizes 
Write for Catalog—Full Details 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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VAN UYBRES NEW HUME 


FACTORY and SALES OFFICE 
21st and ROCKWELL STS. 





WATCH VAN DYKE for FLUORESCENT! 


On and after May 1, Van Dyke Industries will greet 
YOU from their new and enlarged quarters—21st 
and Rockwell Sts., Chicago, Illinois. Make Van Dyke 
headquarters for your fluorescent needs and enjoy 
bigger fluorescent sales. 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 








VAN DYKE INDUSTRIES 


2857 South Halsted St. Chicago, IIlinois 




















FEATURE 
that 


SELLS 


SECRETARIAL 
DESKS 


The new E-Z LIFT secretarial Desk attachment with patented 
fold-down carriage operates on easy fingertip control without 
pm leaving seat. Saves effort ... saves time... increases 

ciency. Gives smaller sized desks, big-desk drawer space. 
Permits wider carriage Lag et Minimum vibration. Safe 
action. Patented safety catch ey ppovente damage to 
typewriter by — *"e impossible to lift or return type- 
writer until in corr position. Can be installed in wood or 
metal desks. 


Manufacturers and Dealers write for literature. 


ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. ST. LOUIS, MO. 


Established 1902 
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jeopardize your chances of success. Use modern furni- 
ture and equipment in your Office.” 

“Time wisely spent purchasing office equipment pays 
dividends later.” 

“To aid you in defending your profit your best ally 
is your stationer.” 

“By spending a little ume purchasing office equip- 
ment you will save a lot of time in increased effi- 
ciency.” 

“Replace that selectee from a select stock of busi- 
ness aids.” 

“A man is judged by his appearance, an office by its 
equipment.” 

“By using old equipment, you sabotage your own 
business.” 

“Don’t sabotage your firm with old office equipment.” 

“Re-tool the office, too—for streamlined performance 
and profit!” 

“Don’t be stationary—see your stationer.” 

“We encompass your office needs.” 

“Your stationer is the key to better business control.” 

“Production? Efficiency? We have the tools to re- 
tool your office.” 

“Without the stationer modern business would be 
stationary.” 

“Mobilize!—with better office equipment.” 

“Be Prepared!—with modern office appliances.” 





LISTEN TO THIS, YOU GOLFERSI—Al Foxcroft, who runs 
the combined Seattle and Spokane branches of L. C. Smith 
& Corona Typewriters, Inc., in Seattle, recently became a 
ski addict and was bitten by the bug so badly that he describes 
his first wobbly and shaky descent of a hill on a pair of the 
over-grown wooden shoes and then adds: “I have come to 
the conclusion that golf is an old man’s game and skiing is 
for we younger people.” The five doughty souls in the picture 
are (L to R) Miss Annette Lockert, Norman Saksvig, typing 
speed demon; Golf-Eschewer Foxcroft: Mrs. J. J. Lockert, and 
J. J. Lockert. who is an L. C. Smith dealer in Bellingham. 


ee 
GARRETT OPENS NEW BUSINESS IN SOUTH 
Featured by an impressive array of agencies and a 


' large stock of supplies, furniture and commercial 


stationery, a new business has been opened in Alex- 
andria, La., by T. T. Garrett under the name of the 
Garrett Office Supplies, Inc. 

Located at 421 Murray street in a new building ad- 
jacent to the post office the location of which is an 
ideal retail center, the store is equipped throughout 


| with steel shelving of the latest design and modern 


fluorescent lighting. There are no counters in front 
of the fixtures and open display tables are used ex- 
tensively. Both steel and wood furniture are well 
displayed, a social stationery department is main- 
tained and a Kingsley machine is in use. 

Some of the firm’s principal agencies include the 
following manufacturing companies: 

Boorum & Pease Company, The Globe-Wernicke Co., 
Imperial Desk Company, B. L. Marble Chair Company, 
The W. A. Sheaffer Pen Company and the F. S. 
Webster Company. 
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BALANCED ACTION 
CHAIR IRONS 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 


CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, WAS SAG-wWYS. ET 13. UV. 33:2 ee 

















The executive who is buying office Chippendale, Sheraton, Adam and 
lurniture recognizes immediately Modern. All have Permo-Weld con- 
the advantage of Sloane quality. struction...all are Sloane-made. 
Now he can get that high quality at Immediate delivery may be had 
prices comparable with ordinary on all these executive suites. Send 
stock office furniture. for literature, prices and details on 

He has a choice of ten out- Sloane’s liberal discount and pro- 
standing period designs, including tected dealer policy. 


Wholesale Office Furniture Division 


WeaJI SLOANE 


575 FIFTH AVENUE « NEW YORK 














The vast Imperial Line in- 
cludes a complete showing of 
popular Teachers’ Desks and 
Tables. For more than 25 
years, these Teachers’ Desks 
and Tables have been the first 
choice of school boards and 
school officials everywhere. 
They’re built right for long 
life and trouble-free service 
—and priced right for prac- 
tical economy. Write today 
for illustrations, descriptions 
and specifications of Imperial 
Teachers’ Desks and Tables. 
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HERE'S A SOLID, SUBSTANTIAL DESK 
FOR SCHOOL EXECUTIVES’ OFFICES 


YEAR after year, school boards choose The solid, substantial No. 961-M Desk 
Imperial Desks because— (shown below) is typical of the Imperial 
Desks that have proved outstanding favo- 


1) They’re economical—both in orig- . : “ 
(1) nd rites for school executives’ offices. Good- 


inal purchase price and ultimate cost- locking snd webu, No. 961-M is 
per-year! : : - 
’ priced so low as to meet with the instant 
(2) They’re sturdily built—from high- “O.K.” of budget-minded school boards. 
grade materials — for lon, satisfactory Full information will gladly be sent on 
service! request. Write today! 





No. 961-M Flat Top Desk. 
60” x 34” x 30%” high. 
This series includes these 
matching pieces: 5 flat top 
desks, 6 tables, 4 typewriter 
desks, a phone stand and a 
costumer. 










colagenia DESK CO.... Evansville, Ind. 





Better Protection 


EILIN 











MEILINK STEEL SAFE COMPANY—TOLEDO, OHIO WASor 


POSTING SAFE DRAWER 


. PROFIT BY 
Mr. Dealer: RECOMMENDING MEILINK’S 
POSTING SAFE DRAWER 


Every office doing mechanical 
bookkeeping needs this efficient 
combination of Posting Tray and 
Safe; not only for the filing of their 
ledger cards but also for protection 
from Fire. 


The Meilink Posting Safe Drawer 
gives constant SMNA Certified 
One Hour Fire Protection at a sub- 
stantial savings and convenience 
over separate trays and safes. 


Meilink Safe Drawers May Also Be 
Divided For Documents and 8x5 Cards 
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PROMINENT OFFICIALS ATTEND OPENING OF 
COLUMBIA’S AUSTRALIAN FACTORY 
The new factory of the Columbia Ribbon & Carbon 


Manufacturing Company in Sydney, Australia, was 
opened recently with considerable ceremony. The 190 


guests included Australia’s cabinet ministers, promi- | 


nent business men and others. 
A tour of inspection was made around the buildings 
and grounds, followed by a cocktail party and lunch- 





AT THE OFFICIAL OPENING OF COLUMBIA'S AUSTRALIAN 

FACTORY.—(L to R) E. J. Harrison, federal minister of trade 

and customs; G. H. Horton, Columbia’s managing director; 

G. C. Gollan, representative of the premier; G. F. A. Mitchell. 

minister of labor and industry; W. Dunlop, a Columbia cus- 
tomer, and E. F. Wilks. prominent industrialist. 


eon. Speeches were made by the federal minister, the 
state ministers and the president of the Chamber of 
Manufacturers. 

Columbia is well known in Australia and the new 
factory was welcomed enthusiastically in the Com- 
monwealth. Everyone voted the opening party a great 
success and G. H. Horton, the managing director, re- 
ported the company to be more than satisfied with 
their debut. 





THEY DO IT THIS WAY IN RIO!|—Shown here is the booth oi 
the Bates Manufacturing Company's Brazilian distributor, | 


Rogerio Guerra, in the American pavilion of the International 
Sample Fair at Rio de Janeiro. The show, which brought out 
a notable gathering of prominent Americans and Brazilians, 
was opened by William C. Burdett, Charge d’Affairs of the 
U. S. Embassy and Consul General of the United States. 


+ — 
NORWEGIAN MACHINE DEALERS HOLD ELECTION 


The annual election of officers of the Norwegian 
Office Machine Dealers Association was held on Jan- 
uary 30 in Oslo when the annual meeting of the organ- 
ization took place. C. H. Blaunenfeldt was unanimously 
reelected president and the following members of the 
board were also reelected: Dag Bentzen, Rolf Simon- 
sen, Fr. Jebsen, Jr.. and H. Dahl. O. Rolff and A. 
Busch are auditor and secretary the association 
respectively. 


of 
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Only the 


LEADING SUPPLY HOUSE 


Can Give You 
COMPLETE, EFFICIENT SERVICE 


On Your Requirements for 


Typewriter and Adding Machine Parts—Platens— 
Tools—Ribbons—Carbons—Equipment—Accessories 


and Supplies. 


We carry the largest stock of all makes genuine 
typewriter parts in the world. Over 38 years—World- 


wide service to Office Machine Dealers. 


Ames Supply Company 


564 W. Randolph St., Chicago 
37 Murray St., 583 Market St., 











New York as cig San Francisco 
206 Lane St., | princiPAL CITIES 11 Pryor St., 
Dallas Atlanta 














No. 788 . eaped, No. 555 No. \ 
322 442 


YOU'LL WRITE UP GREATER PROFITS $ 
IF YOUR CUSTOMERS ARE WRITING WITH $ 


éstectruuk 


Schools, every business firm, and many individuals 
in your town or city are prospects for Esterbrook 
steel pens. No other pen has such wide acceptance. 
With most steel pen buyers, Esterbrook is the 
standard pen. Simplify your selling and inventory 
— standardize on Esterbrook Pens. 


THE ESTERBROOK PEN CO., 86 Cooper Street, Camden, N. J. 


World’s Leading Pen Makers for More Than 8&0 Years 
RE ESL LLL TT a a 
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sn , 
MICHIGAN presentsa 
Good Desk in the 


Low Price Class! 





Ne 


No. 30—60x32” 


“Oakolor.” walnut or ma- 
hegany finish. Can also 
be had in a bleached fin- 
ish. Several sizes available. 
Ask for particulars. 


Michigan Desk Co. 


GRAND RAPIDS, MICHIGAN 

















DO THE JOB RIGHT 
WITH IDEAL STANDS 


Increase your stand profits by selling the right stand 
first. Ideals do the job right and produce profitable 
repeat business. Ideals stay erect. They carry office 
machines correctly and safely. They are compact and 
easily moved. Standard equipment in the modern office. 
Sell now the many users who need and will buy Ideals. 





Ideal Stands improve 
machine performance. 
They do the job right 
and save space safely. 
23-A (illustrated) is 
best-selling ideal 
Stand. Once used, it 
becomes standard. 
Note the distinctive 
ideal raising and low- 
ering device. 

Many other types 
available. Write to- 
day for Price List 6, 
catalog 840 and deal- 
er discounts. 








SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 
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SEVENTH REGIONAL MEETING 
(Continued from page 58) 


ness in acetate envelopes he found to be expanding. 
These envelopes are good for showing photographs, 
price lists and other objects of frequent reference. 
Loose leaf forms and binders of all kinds are showing 
increased activity. Not in a dozen years, he said, has 
there been such an opportunity for visible. It gives 
quick information and is a valuable time saver. 

One of our greatest needs, Mr. Bayless added, is 
better sales training. Every sales force needs continual 
educational work. He spoke in favor of a sales insti- 
tute to be tied in with regional meetings. 

A comparatively new subject at regional meetings, 
that of air circulation, was covered in an interesting 
manner by Mr. Welch. It led to a discussion which 
showed new possibilities to dealers in handling air 
circulating equipment. 

The last subject discussed was that of “Stock Con- 
trol,” which was handled by Sterley Jerue of McClain 


| & Hedman Company, St. Paul. While he read from a 


paper delivered by Bob Latsch of Lincoln, Nebr., at the 
eighth district meeting in Kansas City, he added some 
of his own ideas, presenting a most practical coverage 
of his topic. 

The Banquet 


The annual banquet held the first evening was a 
colorful affair. The entertainment was furnished by 
the Bould Banjo Band of perhaps seventy pieces. It 
was unique and thoroughly enjoyed. The Twin City 
stationers and the travelers collaborated in presenting 
flowers to Mrs. Bayless, Mrs. Parrott and Mrs. Al Nord- 
strom. 

Special credit was given to J. E. Conlon of Rockwell- 
Barnes Company who was chairman of the general ar- 
rangements committee for the Northwest Travelers 
Club and also to Arthur Grayston of Thomas & Gray- 
ston acting in the same capacity for the Twin City 
Stationers. 

The new governor is Charles Regan of the Globe 
Publishing Company, South St. Paul, Minn. The loca- 
tion for next year’s meeting will be decided later. 





CAN THAT AIR-FLIGHT CIRCULATOR TAKE ITi—When the 
W. W. Welch Company, Cincinnati, Ohio, wanted to dem- 
onstrate the strength and stability of its new Air-Flight Cir- 
culator line three huskies from the plant were allowed to do 
the job. The above picture shows the result, with the unit 
standing up perfectly under the combined weight of the 
three men. This and other units of the line have been pictured 
and described in previous issues of Office Appliances. 
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Hotchkiss Staplers 


approved in 
Classroom and Office 


Business executives and educators 
have tried and approved Hotchkiss 
machines. They have demonstrated 
that Hotchkiss “Palmfit’ contour and 
powerful lever action makes stapling 
easy even for small school children. 
Moreover, the sturdiness of Hotchkiss 
Staplers and their ability to stand 


abuse makes them very economical. 
Each of the Hotchkiss Staplers shown above uses 


Send for the new Hotchkiss folder : 

: = economical Standard size staples. Genuine 
which shows the “Auto Test, the _ Hotchkiss Standard size Staples are made with 
preme proof of rugged dependability. keen chisel points which make clinching easy. 


HOTCHKIS he vienie har same E ale om in me py 












That. CLA 


Modern record keeping equipment is available for 
every commercial need? 


eas WOR 


atz.a dealez 











Cesco dealers today not only possess one of the 
most complete lines but also have the added advan- 
tage of offering their customers any individual type 
of form, record-keeping system, or binder required 
by that particular customer. 


Write today for our catalog, and acquaint yourself 
with this complete, up-to-the-minute line. 


Exclusive agencies are still available. — — 


SHEPPARD CO 


LONG ISLAND CITY, N.Y. 
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A Magnificent Installation of the Waltham Federal Savings & Loan Association, Waltham, Mass. 
. Thomas M. James Co., Architects ... . 


—~ 





Equipment Planned and Installed by Stevens, Fisk & DuPuy, Inc., of Boston 
Office Furniture Built by Leopold craftsmen at their shops in Burlington, lowa 








TRADEMARK TRADEMARK 


THE FIREFOE TRANSFILE 
IS FIRE RESISTIVE 


It is made of fibre board, sure, but specially processed and covered 
with asbestos. It's non-inflammable and vermin proof, too! 
And the drawers REALLY roll. Eight ball bearings rolling on specially Re 
ee is 


constructed steel rails eliminate friction. 
FIREFOE TRANSFILE FILES meet all the requirements for record storing 


and keeping. Use them and sell them every day. 
GUIDE SYSTEM & SUPPLY CO., 335 CANAL ST., NEW YORK, N. Y. 


Ball! 




















MAY, 1941 


Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


USINESS is still good, particularly in major items 
of office equipment, and of course the activity 
due to the defense program is responsible for much 
of this business, according to scores of dealers this 
writer has interviewed. One adding machine factory 
branch has hit a new high in sales each month for 


several months and enlargement of the sales force | 


as well as office force is necessary every little while. 
A typewriter branch has had the same experience and 
managers of practically every typewriter branch in 


town say things are clicking along superbly. Stationery | 
stores report a reasonable advance in volume over | 


last year for corresponding months. All of this has 
been done in spite of the presence of “weather” in 
southern California this spring. 
mate’ instead of ‘weather’,” said one salesman, “we 
probably would have gone to town right in the smaller 


items as well as the larger.” 
” * * 


Davidson Heads Stationers.—A. C. Davidson of the 
Los Angeles Stamp and Stationery Company is the 
new president of the Stationers’ Association of South- 
ern California succeeding W. R. Lindsay, vice-presi- 


dent and general manager of The West Coast Sta- | 


tionery and Printing Company. O. E. Boyd, president 
of The Stationers’ Corporation, is the new vice-presi- 


dent. 
been re-elected. The election was held April 15. 
* - 7 

Broadcast from Los Angeles.—The “Take It or Leave 
It” program sponsored by Eversharp, Inc., was broad- 
cast on Sunday, April 13, from the fiesta room in the 
Ambassador hotel, Los Angeles. Bob Hawk was at his 
best and the bunch responded to an encore. 

hd ok *” 

Two New Salesmen.—The Mimeographing Supply 
Company, 1016 South Hill street, has added two new 
salesmen. Bob Mahan has been put on the Long 
Beach territory and Everett Barnes in a portion of 
the west Los Angeles territory. Both of these men 
are well known in the industry in Los Angeles. R. H. 
Brown, one of the two proprietors of the company, 
says April was the biggest month in the history of the 
firm. 

* + a 

Sound Slides in Use.—Sound slides provided by The 
Victor Adding Machine Company illustrating logical 
steps in salesmanship have been in use in southern 
California in an effective way during the last month. 
Stockwell & Binney in San Bernardino had them in 
use during a series of sales meetings early in the 
month and then they went to The Anderson Type- 
writer Company, 104 East Colorado street, Pasadena. 


* = * 


Boll Back in Los Angeles.—Harry B. Boll, service 
manager for The Victor Adding Machine Company, 
spent a week in the Los Angeles area in April and 
was then scheduled to move on up the coast. Joe 
Dysel has arrived from the factory and will do his 
bit toward aiding representatives in servicing prob- 
lems on the Pacific coast. 


” * * 


New City Salesman.—Bill Jones, formerly with The | 


“If we had had ‘cli- | 


All members of the board of directors have | 





Western Office Furniture Company, is the new city | 


salesman for The Los Angeles Desk Company, 1335 
South Los Angeles street, and is devoting much of his 


time to the industrial portions of the city. This com- | 


pany has recently been named Los Angeles County 


| 
i 
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MUAGUS 


CHAIRS 


POSTURE 





No. 2800 No. 2425 
Arm Swivel Chair Side Arm Chair 
TWO OF EIGHT NEW POPULAR PRICED CHAIRS 

Square Tubular Steel Construction 
Comfortable @ Smart e Colorful e 
Write for 1941 Catalog 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 


Modern 














After all, stencil operators are only human! Give them 
better materials and they'll do better work. With this improved 
stencil texture, it’s so easy to get cleaner, sharper, blacker copy. 
And longer, harder wear. Economical too! 


wecesene / 


MILO HARDING COMPANY 


the patented ad- 
vantages of Tempo 
Film, Formula 217 is 
matchless! No won- 

der more operators / 
prefer it and more 
dealers stock it every 
Ca Tey Rs ses 


General Offices and Factory 
436 W. Pico Blvd., Los Angeles, Cal. 
Eastern Division 
617 Commonwealth Annex, Pittsburgh, Pa. 
/ FORMULA 217 sounds like the right stencil! 
4 Send Sample [] Details of Dealer Plan [J 
4 


PIN TO YOUR LETTERHEAD AND MAIL 


~~, 
i Sa 
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Complete Story — 


in a few words! 





MIDCO the PERFECTLITE clamp-On model 1006. Available in a 
choice of two shades of sprayed wrinkle at eis. 50 list and Old English 
Bronze or Cadmium plated at $21.50 list. 
Fully adjustable, horizontal and vertical, with 30 inch extension 
providing up to 80 foot candles of light, if needed, at any point 
on a standard executive size desk!! 
Try selling lighting values, not just fixtures—.and your sales 
will increase. Let us help you, send for detailed information. 


MIDWEST NATURLITE CO., 


440 N. WELLS ST. CHICAGO, ILL. 




















ALL MAKES OF OFFICE MACHINES 


We Buy—Sell—Trade—Repair 


Typewriters Mimeographs 
Adding Machines Liquid Duplicators 
Calculating Machines Addressographs 
Bookkeeping Machines _ Elliott Addressing Machines 
Folding Machines Dictaphones 
Multiliths Ediphones 


Sealing Machines 


Multigraph Duplicators 
Stamping Machines 


Multigraph Machines 


Supplies for all Machines. 
HIGHEST POSSIBLE DISCOUNTS TO DEALERS 
Write for Prices—New Catalog Ready Soon 
Established 1908 








210 W. Adams St. 
Dept. H 


Chicago, Ill. 
Telephone CENtral 0525 








| made a record 
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distributor for The All-Steel-Equip Company, Inc., 
Aurora, Ill. Bill Sheppard and Doug Holman are the 
proprietors of The Los Angeles Desk Company and 
they report business decidedly on the ups. 

* * oo 
Joe Hartman, representing Tle 
All-Steel-Equip Company, Inc., in the state of Illinois 
was a Los Angeles visitor in April. He hit town on the 
twelfth and left on the twenty-first. 

Lo Ed co 

Selling Many School Desks.—The General Office 
Furniture Company, 1045-49 South Los Angeles street, 
has been selling hundreds of school desks these last 
few months. The desks are manufactured by The 
Steel Furniture Manufacturing Company located in 
Baldwin Park, a Los Angeles suburb. This factory 
belongs to one of the proprietors of The General 
Office Furniture Company. New improvements in 
school desks have been conducive to volume, accord- 
ing to A. L. Segal, one of the owners. 

a a - 

Malcom in New Job.—Lon O. Malcom has joined the 
sales force of The Los Angeles Stamp & Stationery 
Company. Mr. Malcom has been connected with the 
printing department of The Grimes-Stassforth Sta- 
tionery Company and also put in time for the George 
D. Bernard Company in St. Louis as well as the Dorsey 
Company in Dallas. 


Hartman in Town. 


ol * a 


Place Big Order.—The General Fireproofing Com- 
pany, 1733 South Los Angeles street, recently captured 
one of the major office furnishing orders placed in 
Los Angeles in recent months when the offices of The 
National Automobile Insurance Company at 424 
South Spring street were outfitted. The local branch 
is really proud of this order. Incidentally a good busi- 
ness has recently been built up on aircraft chairs— 
that is chairs for pilots, gunners, etc. A new man on 
the sales force of this company is Dick McClain who 
has gotten busy in the Hollywood area. Dick’s father 
as a dealer in Hannibal, Mo., Mark 
Twain’s home town. 

. * + 

Jenkins in Army.—G. R. Jenkins who has been sales 
manager for the Schwabacher-Frey Company for 
some time is now a major in the Quartermaster’s 
division of the United States army and is located at 
Camp Frances E. Warren, Cheyenne, Wyo. His place 
has not as yet been officially filled. 

* ” * 

Annual Outing Planned.—Plans have been com- 
pleted for the annual spring sales outing for the 
sales force of the Schwabacher-Frey Company at San 
Clemente, June 7 and 8. The outing will be strictly 
stag and among phases of the entertainment will be 
a golf tournament, a banquet, a gridiron roast and a 
bowling tournament. The outing concludes a contest 
held annually. About fifty-five men are due to take 
part in the big affair. Bill Johnston, general manager 
of the company, spent a week in Chicago on business 
early in April. 

Teaching Courses Successful.—Typing classes taught 
by Professor T. W. L. Osburne and Maude Ellen Chil- 
coat, sponsored by Remington Rand, Inc., have been 
drawing many pupils in all locations. From three to 
four classes are held daily in each school location 
selected. The intent is to make people typewriter con- 
scious rather than to make quick sales of typewriters. 
With increased typewriter consciousness there should 
be increased general demand automatically, the 
sponsors feel. Portables are used and locations care- 
fully selected. 

* . o 

Good Business With Movies.—E. Navarrete, one of 
the proprietors of The United Desk Company, is en- 
joying a large business with the moving picture in- 
dustry right now. Office furnishings not only are being 
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WANIEU! 


in cities of less than 150,000 population 





Exclusive Distributors 





for 
STYLEOTYPE STENCILS (Highest Grade Brand) Blue and White. All sizes for all do- 
None Better) packed in process coated slip- mestic duplicators. 
sleeve hox Midnight Blue, Daylight Blue and 


STYLEOTYPE AND RED FEATHER INKS, 


White. 
Fe Pye ees a ee t Ne CORRECTION FLUID, AND TYPE AND 
RED FEATHER STENCILS — (Competitive PLATEN CLEANER. 


Send for Illustrated Catalog and Exclusive 
Distributor Offer 
YOUR TERRITORY MAY BE OPEN 


RED FEATHER PRODUCTS MAKE A 
GOOD IMPRESSION 


RED FEATHER PRODUCTS LTD. 


Manufacturers and Distributors, Wholesale only 


131 BUSH ST. SAN FRANCISCO, CALIF. 






















TUBULAR 
EDGE-> 
CELLULOID 
TAB-> 


LINEN 
HINGE 






Tubular Edge 


Looks better. Hugs the index insert 
tighter. Easier to insert indexes. Provides 
convenient grip for fingers. Eliminates 
folding strain. Rarely any trouble from 
warping or cracking. 

Aico-Grip tabs are of strong 10 point 
transparent celluloid. Linen skirts are 
of best-grade 64-60 count linen, so closely 
woven there’s never any fraying when it’s 
cut. The odorless moistening adhesive is 
of highest quality, and is protected in the TUBULAR PINCHED 
package with a wax paper insert. Packed WEAK 
in moisture-proof cellophane envelopes. POINT 
4nd especially important this year—the LASTS - 


ELIMINATES 
WARPING 





superior quality of AICO-GRIP is per- LONGER 


Get--and recommend . vas 
SS , : manently assured by tremendous stocks 
the GENUINE, ORIGINAL a li : : : 
— quality materials that G. J. Aigner 
AICO-GRIP Tubular Edge Insertable Index Company have purchased and stored! 


INSERTABLE INDEX 

















=~ tabs 





Manufactured and Guaranteed by 


om = |G. J. AIGNER CO., 503 S. Jefferson St., Chicago, III. 


ON’ 
giGNaTure WORLD’S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 





CARBON CARBON INKED 
CLEANGRIP PAPERS _ ROLLS RIBBONS 
Cc A Re id @) re PA b E k Cleangrip omen aaa Stormtex Gilk 


Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE Fisher Machines — 











TO CURL make it the carbon paper preferred by busy Clean Pull Billing Rolls for 

users. Cameo ak og Posting Amertens 
Cleangrip combines all the desirable features of good iesicdlitiias Renter Bele Reliance 

carbon papers plus the highly important special features , Tally Rolls Ribbons for Address- 

possessed by no others. Reliance Teletype Carbonized ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all Rolls Specdaumat 

and holds it against competition. ; weights and | Rolls for Elliott- 
DEALERS: Don’t overlook this business getter. Write Sinan Addressing Machines | Dupligraph, etc., etc. 

Special Rolls 











for samples and prices. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 














NO area SEASON 
An all-year FAULTLE Ss 22 SIZES 


profit item... = XC is L LO Carried in stock in solid 
and sectional 3/16” 
STOCK NOW posts. 
| POST BINDERS 


IDEAL FOR PAY-ROLL RECORDS... DAILY REPORTS 
ORDER BLANKS ...COPIES OF INVOICES, ETC. 


@ Slotted Lock Mechanism. 


@ Patented safety catch so operates that 
button slide lock cannot slip or unlock 
should binder be dropped or roughly 
handled. 


@ Slide Lock operates quickly and easily 
with a slight pressure on the button. 





STATIONERS LOOSE LEAF CO. 


524 N. Broadway, MILWAUKEE NEW YORK, 237 Lafayette St. 
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sold for use in studio offices but for use in moving pic- 
ture sets themselves. This company has had a rapid 
growth in recent years due to the fact that it has 
built up its own furniture manufacturing and uphol- 
stering shops, Mr. Navarrete states. The address is 
1200 South Olive street. 
A * * 

Represents British Firm.—L. L. Lipsky, representing 
Raphael Tuck and Sons, Ltd., Moorfields, London, 
spent a portion of April in the Los Angeles area. Mr. 


Lipsky represents his English firm for the whole | 


United States west of the Mississippi River as well as 
western Canada. He has a varied and interesting his- 
tory. When the first World War opened he was an 
aviator in the Russian air force. When the Czar’s 
regime came to an end he escaped to England and 
entered the service with the R.A.F. He remained with 
the R.A.F. for some years after the war and finally 
went into the sales business. He states that to date 
his company have not suffered from destructive bombs. 
cod ” a 

Allen in California.—R. C. Allen, head of Allen Cal- 
culators, Inc., arrived in Los Angeles on Wednesday, 
April 16, intending to spend some time in this area. 
A few months ago Mr. Allen purchased a rare type 
of Arabian colt on a California ranch and is waiting 
patiently for the prized animal to grow big enough 
to be transported to his own ranch in Wyoming. 
Mr. Allen is an enthusiastic horse fancier. 

* - - 

Thornton Says Business is Good.—E. E. Thornton, 
proprietor of The California Typewriter Exchange, 
517 South Spring street, says business was never bet- 
ter. He is getting rid of a lot of adding machines as 
well as typewriters and looks for a good year all the 
way through. 

te + - 

Price Boost Speeds Sales.—The general price boost in 
products of The Burroughs Adding Machine Company 
caused an increase in sales while the increase was 
pending, according to sales people on the big force 
here. Deals that had been pending were closed in 
large number during those last days at the old prices. 

ee Se 

REVIEW PRINTING COMPANY IN NEW HOME 

The Review Printing Company, Savannah, Ga., has 
recently moved into new and larger quarters at 2-6 
West Bay street where the firm’s modern printing 
plant and office furniture display rooms are ready for 
inspection. 

The company is one of the largest in the South and 
is the local representative of the following manufac- 
turing firms: Ace Fastener Corporation, Bates Manu- 
facturing Company, Boorum & Pease Company, Car- 
ter’s Ink Company, Columbia Ribbon & Carbon Manu- 
facturing Company, Cramer Chair Company, Eberhard 
Faber Pencil Company, The Globe-Wernicke Co., John- 
son Chair Company, Marchant Calculating Machine 
Company, Meilink Safe Company, Myrtle Desk Com- 
pany, Nekoosa-Edwards Paper Company, W. A. Sheaf- 
fer Pen Company, Victor Adding Machine Company, 
L. E. Waterman Pen Company and the High Point 
Bending & Chair Company. 

The business is owned by Thomas W. Gamble. 

a 
NAGY TO RUN U. S. TYPEWRITER 
RIBBON FACTORY % 

John Nagy, formerly with Remington Rand, Inc., 
and John Underwood & Company, last month joined 
the U. S. Typewriter Ribbon Manufacturing Company, 
Philadelphia, in the capacity of factory superintendent. 

Mr. Nagy was in charge of the Remington testing 
department in the carbon paper plant, spending twelve 
years with that organization before joining John Un- 
derwood as factory superintendent. He held that posi- 
tion for three years, resigning to form his new connec- 
tion. In the present position he will have direct su- 
pervision over the manufacture of both carbon papers 
and inked ribbons. 


\ 
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TELL all your customers about the amazing 
BERKSHIRE MANIFOLD PAPERS that produce 
15 to 25 CLEAR carbons in one typing and you'll 
SELL your customers. 


BERKSHIRE MANIFOLD PAPERS answer one 
of the greatest problems besetting every office. 


BERKSHIRE MANIFOLD PAPERS 


come in 5, 6, 7, 8 pound weights 
in white. You're losing sales if you 
don’t stock them. 


For samples and prices write... 


BERKSHIRE DIVISION - EATON PAPER CORP. 


+O) 
emt IN > 
*rypewriTER® 

* press * 


4, « 
“Rexsu* 








Pittsfield, Massachusetts 


—[fe{ejo}] .4-1——_ 


FILE SIGNALS 











SEND FOR 

YOURS TODAY! 

Just out! Featuring 18 different styles to meet 

wer requirement of modern filing systems. A 
y 





catalogue of actual is that makes 
selection quick and 
easy. No charge; say 
how many. 


han 





THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION’ 
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RELI o. RELIABLE | 


for BARGAINS in 
Kough ae Rebuilt 


TYPEWRITERS 
Adding—Billing— 
Bookkeeping— 
Calculating 
MACHINES 
CHECK WRITERS 
MIMEOGRAPHS 
EDIPHONES 
MULTIGRAPHS 
DICTAPHONES 


Write for latest price lists 


RELIABLE Typewriter 
& Adding Machine Corp. 


303 W. Monroe St. Chicago, Ill. 
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TRADE MARK REG'D. 


THAT STARTLED THE TRADE — 


FEATURING THE DOUBLE- 
PURPOSE “TURRET TOP,” 
when closed a protective cover; 
when lowered an extension to 
the table. 

Only with the VENUS 
table can you get this 
and other exclusive fea- 
tures embodied 
in this all steel, 
rigid table that 
combines beauty 









— efficiency 
protection and 
utility. 

IDEAL FOR 


ALL OFFICE 
MACHINES, will ac- 
commodate nearly any 
office machine or can 
be utilized as a mail- 
ing, filing or sorting 
table. 


It will bring you ex 
tra dollars of profit 
send for prices, 
dealers discount and 
complete details. 


6633-39 SO. STATE ST. 
Metal Arts Craftsmen CHICAGO ILL. 


THE OFFICE MACHINE TABLE| 
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THIS INVITATION TO BUY 
WORKS LIKE A CHARM! 


Showblott, Jr.—an attractive streamlined 
display cabinet with plenty of sales ap- 
peal—merits a prominent position § in 
your store. It calls every customer’s at- 
tention to the smart assortment of color- 
ful Wrenn EMBOSSED Desk Blotters it 
contains so emphatically that volume 
sales result. If you’re’ interested’ in 
worthwhile extra profits from desk blot- 
ters, write for price information on 
Showblott, Jr., together with the rest of 


our story, today. 





THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 








BRIGHT 


Upholstered 
Office Chairs 
COMFORT 
‘tae F 
SERVICE 





No. 28RC 


The outstanding quality 
of BRIGHT Chairs assures 
genuine satisfaction. This 
lifetime quality carries on 
after all other details of 
the purchase are forgot- 
ten—gives you entree to 
the finest executive of- 
fices. 

Display BRIGHT Chairs 
‘ . use the BRIGHT 
catalog .... take advan- 
tage of our custom de- 
sae signing offer. 


BRIGHT CHAIR CoO. 


INCORPORATED 
127-133 Bleecker St. 





New York, N. Y. 
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No. 2004 Desk—74’’x42” 


The Superlative Elegance 
of the Georgian Pertod 


in Genuine American Walnut. 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 
ings. 


J. K. Rishel 


Furmture Company 
WILLIAMSPORT, PA. 














BLUE PRINT CABINETS NOW 


in strong demand — cash in on 


BENTSON 


Better 
Service 
Features 















/ 
Vv Smooth 
drawer opera- 
tion on four 


rollers. 







V Weight 
flaps and hood 
protectors in 
every drawer. 







v Nine stand- 
dard sizes. 






V Choice of 
drawer com- 
binations and 
compartments. 







ui 
V ‘pecial sizes 
and combina- 
tions to meet 
any require- 
ment. 








DEALERS: On your regular calls, notice the opportunities 
you have to sell Blue Print Cabinets. The BENTSON 1800 
LINE offers a size and combination of drawers for every 
one of your customers and prospects. 

Write for the BENTSON Catalog, 


Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 
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up YOUR PROFITS 





Si 






7 
eee with 
+] 
DOPPELT S$ No. A-1917 


Three pockets. Double capacity 

b 9 \ E F BAG } center pocket. Reinforced frame 

s opening. Locking talon zipper. 

More and more salesmen, stu Flexible bottom and ends. tt 

dents and professional men are forced corners. Strong handles at- 

turning to this brief bag for its tached to full-length _ reinforcing 

rich appearance, its rugged con straps sewn to case. Sizes 16” x 

struction, and its exceptional ca 2%" a 7 Oe x 13” . Se, 

pacity. Stock and show this _Doppelt 

Look at these construction fea sales leader and watch it boost 
your profits. 


CHARLES DOPPELT & 


412 Orleans St., Chicago, Ill. 
Opposite Merchandise Mart 


C0. 








THE HILCO STREAMLINER 


More Duplicator For A Lot Less Money! 





Compare It With Anything Else on the Market 
.. . Has Features Absent From ALL Duplica- 
tors Selling at Twice the Price 


RETAILS AT $79.50 


Nowhere else can you get a duplicator with 
these 5 features .. . regardless of price. 


1. Automatic Feed Without Drag Return. 

2. Automatic Closed Cylinder Inking Prin- 
ciple. 

3. Front Paper Stop. 

Automatic Poller Brake. 

5. Automatic Counter That Counts Only 
Printed Pages. 


* 


Write for details and a catalog 


THE HILCO CORPORATION 


1157 Merchandise Mart, Chicago 
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No. 600 
List Price $32.60 


No. 700 
List Price $32.00 


| 
MICHIGAN 


SECTIONAL BOOKCASES 





Investigate Michigan’s new line of book- 
cases at prices attractive to you as well 
as your customers. 


Michigan Desk Co. 


ks Grand Rapids, Michigan 

















A PUNCH THAT REALLY 


You can sell your customers an 
Acco 10 Punch with the firm con- 
viction that you are giving them 
# the very best in quality 


and_ performance. 





Long recognized as the quality 

punch for 2%” centers. Broad “ ‘ 

gauge with NEW LOCKING A Cc Cc ap 
DEVICE prevents slipping of ) T 
papers and assures accurate PRODUCTS, INC. 
punching. Die cast. Handsome- 39th Avenue & 24th Street 
ly enameled, nickel plated trim. LONG ISLAND CITY, N.Y. 


Has 6 rubber feet. 
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FIFTH REGIONAL MEETING 
(Continued from page 60) 
said, is a good time to add new lines of merchandise. 
The market for writing papers is lively. He urged that 
salesmen be trained to sell the house as well as the 
merchandise. 


“Planning for Profits 


The subject “Planning for Profits” was covered in a 
colorful manner by Herman Dean of Standard Print- 
ing & Publishing Company, Huntington, W. Va. We 
think too little of profits, he said, as a corner stone 
of modern business. An enterprise to succeed must 
have a foundation. A business must be geared to 
render service to an established clientele. You must 
have a field for profit if you expect to endure. The 


| business must be ably managed and capably manned. 





On these. points, he stated, a profitable business can 
be built. Expanding on the statement, “You can’t raise 
alfalfa on a yellow hillside,” he said some do not make 
a profit because the town is too small. Some fail be- 
cause the field is overcrowded. Sometimes it is better 
to withdraw from a field that does not offer profit 
possibilities. It is our business, he said, to fit our cus- 


| tomer’s requirements so that we in effect become part 


of the customer’s business. We must know his prob- 
lems. We must be in a position to show how these 
problems are solved. A loyal and well trained crew, 
he said, is as necessary in the stationery business as 
on a ship. A business will have as many customers 
as it has friends. We must give more time and more 
attention to the profit end of our goods. 


Don Crile of The Office Equipment Company, Can- 
ton, Ohio, spoke on “Too Many Items on a Short 


| Margin.” He showed effectively the danger of buying 





with a too short discount and the necessity of a spread 
between cost and sales prices enough for the dealer 
to make some profit on each transaction. 


A phase of insurance as applied to the stationery 
business was covered by Edgar C. Frampton, manager 
of agencies, Lumbermans Mutual Insurance Company, 
and H. L. Kennicott, secretary, Lumbermens Mutual 
Casualty Company. Legal liability was discussed for 
bodily injury and property damage in connection with 
the use of company owned cars, also other liability 
coming under classifications of common law, statutory, 
and contractual. This type of discussion was an in- 
novation for a regional meeting. It provoked genuine 
interest. 

A practical talk entitled “Let There Be Light” was 
given by J. M. Ketch, illuminating engineer connected 


| with General Electric Company at Nela Park in Cleve- 


land. He made the statement that more new lamps 


| have been introduced in the last two years than in the 


preceding two thousand years. Customer habits are 
undergoing radical changes. He spoke of both fluores- 
cent and incandescent lighting impartially, bringing 
out important features and possibilities of both. Flu- 
orescence, he said, is one of the greatest items of store- 
keepers today. It has lower radiant heat, one-fourth 
the amount in incandescent light of similar volume. 
By means of fluorescence color can be secured as 
wanted without loss through absorption. Pictures 
were thrown on a screen showing lighting put to ex- 
cellent use in animated signs and other types of 
illumination. 

One forenoon was given over to a forum for dealers 
only. The travelers met at the same time elsewhere, 


| with Harry Balch, fourth vice-president of N.S.A., pre- 
| siding. In the forum some important topics were dis- 


cussed. One was “Meet Mail Order Prices and Make 
Money.” Another, “Are You Training Your Salesmen 
to be Your Partners or Competitors?” Others were, 
“Your Advertising Should be Planned,” “New Phases 
and Faces in the Office Equipment Field,” “Who Kills 
the Profits?” Active discussion continued until time 


to adjourn for lunch. 
The last afternoon opened up with a talk by Mr. 
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On Wpferit Hang + - 


SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 





mMOeBEL **t" $ 
AUTOMATIC 36s 


HAND FEED 26% 
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SPEED-0-CABINET 
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Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 


has made it over all ‘the dup- 





licator in demand." 
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Garvin on information from Washington of interest to | 
the trade. Mr. Bayless followed with a talk on “Find- | 
ing Men.” We should take time, he said, to give | 
youngsters a chance to know something of the back- 
ground of the company. His system has been to develop 
salesmen from errand boys who worked up through 
delivery and stock room into sales. He urged special | 
consideration of older men to replace some of those | 
called into military service. 


The last address, like the insurance talks which | 


preceded it, kept the close attention of many dealers. | 
It had to do with plans of maintenance of a business | 


after the retirement or death of the proprietor or one 


of the principal owners. The speaker was G. Frank- | 


lin Ream, assistant superintendent of agencies, Mutual 
Benefit Life Insurance Company. He stated that when 
an executive tries to run a business in which he is not 
experienced he must take time to become acquainted 
no matter how brilliant he may be in some other line. 
Many things can happen during that period. Employees 
will be concerned about the future. Credit, stock situa- 
tions, good will, all may change. The enterprise is not 
likely to be satisfactory to the family. 

If the executive sells, he must find a buyer. The 
buyer will take the business only as a remarkable bar- 
gain and the heirs will suffer. They will have to make 
a tremendous sacrifice. In the case of liquidation, he 
Said, losses will be heavy. Accounts receivable will 
bring a few cents on the dollar. Inventory, furniture, 
etc., will go at junk prices. 

There should be a protection against business debts. 
Obligations can easily eat up a personal estate. There 
should be an offset against the diminishing value of a 
man’s own worth to his business. 


up the amount of hedging necessary. 
and many related problems were explained at length. 
Answers were given applying to businesses owned by 
a single proprietor, to partnerships and to corpora- 
tions. In each case insurance was to be the vehicle 
which provided the necessary cushion. 
two-and-a-half per cent of the profit, according to 
Mr. Ream, should be set aside for insurance purposes. 

Governor Bricker of Ohio displayed a personal in- 
terest in the convention and stopped in the hotel for 
a few minutes for a visit before the session was called 
to order on the second afternoon. 

Crowl Elected Governor 

One of the hardest workers for the convention was 
L. S. Crowl of the Blade Printing & Stationery Com- 
pany, Toledo. He was rewarded by being made gover- 
nor to succeed Mr. Kochheiser. The location of the 
1942 gathering was left open, with Toledo favored. 

Gene Donahue of Yawman and Erbe Manufacturing 
Company was awarded a portable radio for selling the 
largest number of dealers on attendance at the con- 
vention. He induced thirteen to make the trip. 

Special recognition was given to W. F. Thomas for 
his work on the publicity committee, Harry Nichols for 
arranging dinner details, and Mrs. Nichols for atten- 
tion to the entertainment of the ladies. 

*—- © 
WAGNER MOVES FIRM TO NEW ADDRESS 

Wagner’s Stationery Store, owned and operated by 
Robert J. Wagner at York, Pa., has recently moved 
to new quarters at 147 West Market street. The firm 
was formerly located at 36 South George street. 

The building in which the company is now housed 
was purchased by Mr. Wagner and is thirty-three by 
225 feet. A completely remodeled front adds consider- 
able attractiveness to the store. 

Formerly connected with the Regal Stationery Store, 
Mr. Wagner went into business for himself fourteen 
years ago when he took over the Keller’s Book Store. 
Since that time he has greatly increased the business 
and now owns the exclusive agency of the General 
Fireproofing Company in his city and county. He 
employs a staff of five persons. 


The difference be- | 
tween the business with him in and with him out sets | 
The foregoing | 


From two to | 
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NEW MAGAIFIED VISIBILI 





BARKLEY 2Z/c TAB INDEXES 


This latest innovation in filing equipment is molded of a 
plastic material into a solid structural design which gives 
everlasting qualities. ; 
The special design of the Barkley Plastic Tab places printed 
inserts in an angled position and magnifies them to perfect 
legibility allowing quick and easy filing and finding throughout 
the entire file. 


u ~®.@ RELIEVES EYESTRAIN 
« . »® ANGULAR VISIBILITY 
k. wie © NO CUTS OR SCRATCHES 
SEND FOR SAMPLES AND 
COMPLETE INFORMATION 


C. L. BARKLEY & CO. 


ESTABLISHED 1 








CHICAGO 














“KELTAR” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadia: Patent 824,059. Other patents pending.) 





All parts machined from bar steck and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Barnet Avenue Syracuse, New York 





























| Compression Rubber 
| 


fine swivel chairs. 


—Adequate initial tension. 


—Oil impregnated bearings. 


| —Other superb features. 





We sell to chair manufacturers only. 


A Low Fulcrum 


that adds distinctive qualities to | 


| —Uniform resilience thruout the tilt. | 
—Noiseless, velvety rubber stops. 


—Precision ball thrust bearings. 





Type VR | 





Chair Iron 








[ BOLENS MFG. veal Port Washington, Wis. 








FOR NUMBERING 





any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


Western Distributor 


362 W. Chicago Ave. 
CHICAGO, ILL. 





A bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 
The “Big Six,” a quality grouping, offers the advantage of 


a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 


LOUIS MELIND CO. 





593 Market St. 
SAN FRANCISCO 











OFFICE APPLIANCES 


ELEVENTH REGIONAL MEETING 
(Continued from page 56) 


ray, Seattle, vice-presidents, and Charles Miller, Port- 
land, secretary-treasurer. 

The program committee, which had much to do 
with the success of the gathering, was headed by 
Ralph B. Ortel, Shaw & Borden Company, chairman, 
and Roy V. Denny, John W. Graham & Company, asso- 
ciate chairman. Credit for the entertainment, thor- 
oughly enjoyed by all, goes to the Oregon Trail Trav- 
elers. The officers are George Simmons, Eberhard 
Faber Pencil Company, president; Joe Finn, F. S. Web- 
ster Company, and Charles Nunn, Wilson-Jones Com- 
pany, vice-presidents; F. C. Williams, Yawman & Erbe 
Mfg. Co., secretary; C. H. Miller, Oregon Stationers 
Association, treasurer. 

Portland was selected for the meeting in 1942. 


Among the visitors at Spokane were Mr. and Mrs. 
John L. Bird of Seattle. Married thirty-six years ago, 
the trip to Spokane was the first they had made by 
themselves. Always before some relative or member of 
the direct family accompanied them. Mr. Bird is a 
native of Sheldon, Mo. He grew up in the stationery 
business, his father having a book and stationery store 
in Richhill, Mo. He moved to Seattle in 1910 and 
started in business for himself as Gillam-Bird Com- 
pany in 1916. The business continued under that name 
until Mr. Gillam passed away in 1936, shortly after 
which it was changed to the John L. Bird Company. 

Mr. Bird came up the hard way to achieve business 
success. When he first located in Seattle he bought 
himself a lot on which he erected a tent house. This 
was his home for two years and his son was born there. 
Despite herculean struggles and an intense desire to 
“get somewhere” in the industry, he experienced a 
number of setbacks and at various times found himself 
decidedly in the red. But he was and is a good business 
man and his acumen plus an ability to work hard 
eventually conquered his financial problems and he 
did not permit them to recur. He believes in co- 
operation and is respected as one of the leaders in his 
field today. 


—--——__ 


EIGHTH DISTRICT NEWS NOTES 


Barrett Mitchell, son of E. J. (Gene) Mitchell, manu- 
facturers’ representative of St. Louis, Mo., is now a 
member of the sales staff of the Demaree Stationery 
Company, Kansas City, Mo. He holds the position of 
city salesman. 

* * * 

Travelers seen around St. Louis last month included 
Austin Waterbury, Carter’s Ink Company, and Elmer 
Krumwiede, G. J. Aigner Company. Both looked happy 
and prosperous. 

* * * 

William Schmiederer, of Buxton & Skinner, is back 
at his desk in his usual jovial mood following a week’s 
confinement in a St. Louis hospital. 

* * *~ 

St. Louis lucky winter vacationists: H. J. Wantz, 
Skinner & Kennedy; A. J. Bartens of Shallcross; 
George Dyson, Mittag & Volger. They are all back 
from Florida with pre-Summer coats of tan and lots 
of vigor. 

—- 


TRUSSELL OPENS HEADQUARTERS FOR SCHOOL 
CONVENTION 

C. M. Conger, C. H. Feroe and J. F. Kennedy of the 
Trussell Manufacturing Company, Poughkeepsie, main- 
tained headquarters in Hotel Commodore, New York, 
during the convention of the National Association of 
College Stores in New York April 28, 29 and 30. They 
featured the new 1941 Student Line of Trussell ring 
books at the convention, their display being at 
Booth 45. 




















MAY, 1941 179 


























These 7 Features Make 
THIS BURNS COPYHOLDER 
@ Non-stin Hotde A Profitable Item to Sell 


iiirectics Selling equipment to speed up office work is 

now more profitable than ever because to- 
Single, Double ot day’s conditions call for speed in the office 
Triple Spacing as well as in the factory. 


QO Firm, Non-skid Base Burns Copyholders save hours of steno- 


graphic and typing time each week—and 
© Adjustable Guide Bar carry a profit-margin that you will like. The 
@ Black Satin Finish model shown has all seven important copy- 
holder features, yet sells for the low price of 


$15.00: other models for as low as $3.00. 


Fingertip Line-Guide 
Control 


Write today for details and 
discounts. 





OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 






COPYHOLDERS * GOOSENECK LAMPS ¢ CHAIR & DESK PADS 

















ORDERS 


See OUY POURED IN! 


| “ Ke ” wa = Buyers say Nev-R-Kurl 


\ CARBON PAPER 
Catalo Wane brings repeat orders 
aa wea faster than any item 


offered trade in years. 











—for chairs regularly used in 


GER oe 
equipping schools, colleges and NEV: R: AURL 
institutions. CARBON PAPER 


In addition, we manufacture Positively a non-curling carbon paper. Un- 
affected by heat or moisture. 


school equipment to specifica- Will not tree or wrinkle when put into the 


tions and will gladly send quo- machine. It never smudges. 
Users claim tests show 35% to 50%, more 


tations upon inquiry. copies per sheet. 


Universal use—same sheet works on standard 
or noiseless typewriters, billing or bookkeep- 


| | | ren y ing machines 
High Point Bending & Chair Co. MITT PROress CO. Inc 


Siler City, North Carolina 194 Mill Street Rochester 
L. A. Phillips, President 





























Graphic DUPLICATOR 
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NEW 
CATALOG 


is now ready for you 


We forwarded a copy 
to our customers and 
will be pleased to send 
one to dealers who are 
interested in checking 
over our splendid line of 


office, library and school 


chairs. 
JASPER SEATING CO. 
JASPER INDIANA 





ROLLS 


For more than 25 years Graphic Duplicator Rolls have 
been recognized by educational and business institutions 
for their uniformity, lasting quality and dependability. 





Only the highest grade of materials are used in our con- 


trolled manufacturing process to secure finest copying 
qualities. Graphic Rolls are furnished with spindles to 
fit any make of duplicator. 


Hektographs and Refill Composition 


The popular duplicating method, low in 
cost and in operation, especially adapted 
for schools and small offices. 


Write us today for our dealers proposition 
and our illustrated price list. 


Domestic or Export 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY @ NEW YORK, N. Y. 





OFFICE APPLIANCES 








MULTIPOST LETTER OPENERS 


2 Hand Operated—2 Electric. 


MULTIPOST ENVELOPE SEALERS 


2 Hand Operated—! Electric. 


ENVELOPE SEALERS WITH COUNTER 


Something NEW—counts your mail as it is sealed. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 


4 Models—with & without counter. 
There are over 200,000 in use giving good service. 


30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 
ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST CO. 100 center px., Rochester, N. Y. 











(RK FINE CYLINDER 







Improved ! 


Watch for the new 
monogram, the en- 

circled DE, if you 
— want to be sure of 
the latest model 
. the most 


sion made cylinder 
for super-effi- 
ciency in dictation. 


VYlow DE STANDARD CYLINDERS FOR 
DICTATING MACHINES 


Satisfied users of the regular “Standard Cylinders” 
will be surprised that these already fine products of 
the world’s largest and oldest independent cylinder 
makers have been refined to a point where they are 
now scientifically more accurate and uniform than 
before. Installation of the latest modern, precision 
controlled equipment has made this possible. Write 
for samples of the new DE cylinder. 


STANDARD 
RECORD COMPANY 


104 SOUTH FOURTH ST., BROOKLYN, N. Y. 
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Jackson, Miss.—The Clarksdale Office Supply Company, Inc., has filed 
an amendment to its corporation charter increasing its capital stock 
from $5,000 to $25,000, the office of Secretary of State Walker Wood 
has announced. No further details were made public.—LDF 





Jacksonville, Fla.—Stationers and office supply people here have pledged 
their support to the merchants’ division of the Jacksonville Chamber of 
Commerce in a campaign not to use “scare” or “price advance” adver- 
tising during coming months. The campaign is designed to hold prices 
as closely as possible to reasonable levels and to prevent unwarranted 
advances in prices due to “scare’’ demands on the part of the public—JHR 


Laurel, Miss.—The Office Supply Company of Laurel, managed by Wilson 
Partlow, held its formal opening of its new business in the building formerly 
occupied by the Snyder Printing Company, which has been purchased by 
the stationery company. A large number of persons visited the new building 
during its formal opening, each of them being given souvenirs on 
which the company’s name was engraved. A complete line of office supplies, 
social stationery, and office equipment is carried in the new store, which is 
said to be one of the largest and most modern for a city of this size in the 
South. Besides Mr. Partlow, employees of the firm include Mrs. Maud 
Clark Pilgrim and Miss Melita Jones, saleswomen, and Rhoss Lomax and 
Arthur Holifield, printers and engravers.—LDF 


Missoulia, Mont.—A new business organization recently launched here 
is the B. & B. Office Supply Company which, in addition to carrying a 
complete stock of stationery and supplies, is distributor in the Bittersweet 
Valley for the Royal typewriter. 


Oklahoma City, Okla.—Winfred Gamell, for two years inside man with 
H. Dorsey Douglas, Inc., 123 West First street, is now working outside 
calling on city trade. To fill the gap Leo Moreland has been added inside. 


—EVH 


Oklahoma City, Okla.—James M. Fitz, Oklahoma representative for the 
McBee Company, accounting systems, Athens, Ohio, recently moved his 
headquarters to Tulsa. His office formerly was located at 563 First National 
Bank building here.—EVH 


Oklahoma City, Okla.—Jimmy London has joined the sales force of 
Bill Doyle, Office Supplies, 210 Empire building, working as outside city 
salesman.—EVH 


Portland, Ore.—Mr. and Mrs. E. M. Finzer, W. E. Finzer & Company, 
left Portland by train the last of March for a trip to Lansing, Mich. 
From that point they proposed to travel by automobile to New York 
City, Washington, D. C., and other points of interest for a trip of about 
five weeks.—BBC 


Portland, Ore.—The Kubli-Howell Company last month announced the 
appointment to its sales staff of Al. Kelly. He will be attached to the 
inside staff in the office supplies and stationery department.—BBC 


San Francisco, Calif.—San Francisco stationers are being inconvenienced 
in two ways by the preparedness program. One is that members of their 
personnel are being taken by the draft. About this, of course, they feel 
like being very patient. Another phase is that some of the men employed 
in minor positions are quitting to go into the shipyards, where the wages 
are very attractive and the demand for workers is urgent.—SS 


San Francisco, Calif.—Recent visitors were Chet Dunn from the Dunn 
Stationery Company of Salinas, Mrs. Hawley from the Hughes Stationery 
Company of Salinas, and Mrs. Bellows of the Peninsula Typewriter 
Exchange of Monterey.—SS 


San Francisco, Calif—J. S. Fairchild, manager of the Pacific Coast 
Envelope Company division of the United States Envelope Company, has 
also been appointed manager of the new plant which is under construc- 
tion in Los Angeles.—SS 


Stockton, Calif.-To meet the requirements of a rapidly growing city 
the American Office Supply Company, Carl O. Frode, has moved into 
larger and better located quarters at 507 East Channel street.—SS 


Watsonville, Calif.—Lloyd R. Johnson, owner of the Watsonville Sta- 
tionery and Printing Company, which he recently purchased from the 
C. C. Spencer Company, reports that the activities of the ‘defense pro- 
gram” around Watsonville are benefiting the stationery as well as many 
other types of business.—SS 








PENS AND PENCILS 





San Francisco, Calif.—William D. Jesmer has joined the sales force of 
the General Pencil Company branch recently established here under 
direction of M. A. Wiley. Mr. Jesmer will work as field man in the 
eleven Western states. He was for the past five years associated with 
Kershaw’s Inc. of Spokane, Wash., and is well grounded in all aspects 
of the stationery trade.—SS 











MARSRING DEVITEES 


San Francisco, Calif.—J. L. Yeager, manager of the Louis Melind Com- 
pany branch in San Francisco, has placed their Justrite tabbing index 
products under a Fair Trade Act contract Dealers in California are 
partial to Fair Trade Act merchandise, so Mr. Yeager is able to report 
that dealers are greeting the new Louis Melind products with enthusiasm 


== 











Only “ G” pe? ae 
DOUBLE-PURPOSE Carbons 


No longer is it necessary for dealers, 
stationers or purchasing agents to order 
separate carbon papers for the standard 
and noiseless typewriters ... "U. S.” 
DOUBLE-PURPOSE carbons will work on 
either type of machine, producing beau- 
tiful results together with maximum wear. 

Countless business houses have a 
mixed typewriter set-up, some standard 
and some noiseless machines, and these 
DOUBLE-PURPOSE carbon papers will fit 
their needs exactly. 

Write for samples and prices on the 
U. S. Line . . . it’s a step towards greater 


profits! 
TYPEWRITER RIBBON MFG. CO. 
Filbert at Tenth St. Philadelphia, Pa. 


ESTABLISHED 1895 








Ce Seneationally Jew Chair 


TUBULAR STEEL - MOVABLE 
BACK FOLDING CHAIR... 








Write for details + also’ 
catalog of complete line 


NORCOR MANUFACTURING CO. GREEN BAY . WISCONSIN 
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OFFICE APPLIANCES 











PAPERS 
sessed RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 
ALLEN & COMPANY 


DEPT. m 
11-13-15 Vamdewater St., 
New York, N. Y. 


























Make SIW Your 


BUYING 
GUIDE 


Ar 


OFFICE MACHINES: Typewriters, Add- 
Calculating, Billing, Bookkeeping. 

Addressing and Dictating Machines, 

SELECT ROUGH and REBUILT. 


PARTS AND SUPPLIES: For Typewriters 
and various office machines. 


RIBBONS and CARBONS. 


SHIPMAN-WARD MF6. CO. 


“The Dealers’ Quality House.” 
325 North Wells Street, Chicago, Ilinois. 








(7. £09 Bt eR § 


Columbus, ind. William I. Hull has opened a modern office machine 
store at 416 Fifth street under the name of the Hull’s Business Machines 
Company. As the name of the firm implies, the organization will sell 
and service all kinds of business machines, but will specialize on type- 
writers. Mr. Hull, who began his career as a mechanic’s helper, has had 
more than fifteen years’ experience in the field, formerly operating 
in Texas. 


Fort Smith, Ark.—O. B. Williamson, owner and operator of the O. B. 
Williamson Underwood Typewriter & Adding Machine Sales Agency, has 
taken his son, O. B. Williamson, Jr., into the business as a partner. 
The younger Mr. Williamson is well acquainted with the industry, having 
until recently served as Texas field representative for the Underwood 
Elliott Fisher Company. At the same time Mr. Williamson announced 
that Lee Roy McElhaney, who has served a six months apprenticeship 
with his firm, has been sent to the Underwood Elliott Fisher service 
school at Hartford, Conn., where he will receive a ninety-day course in 
service work. 

Halifax, N. §—P. O. Soulis, head of the Soulis Typewriter Company, 
wholesalers and retailers in office appliances of all kinds, has been elected 
chairman of the Nova Scotia branch of the Overseas League and Hamper 
Fund. This organization makes a specialty of supplying Canadian soldiers, 
sailors and air force men on duty outside Canada, including the British 
Isles, with cigarettes, tobacco, pipes. An office has been established here 
for the provincial branch, organized chiefly through the efforts of Mr. 
Soulis, a veteran of the office equipment trade. Donations of money and 
smokes are being assembled at eight key points in Nova Scotia, under 
direction of Mr. Soulis.—WJM 


Oklahoma City, Okla.—__Eddie James, salesman, and Bob Thrush, typewriter 
mechanic, Oklahoma Typewriter Company, 310 North Robinson street, 
were recently inducted for a year’s training in the army. Both have been 
sent to Camp Barkeley, Abilene, Texas, where the Forty-fifth Division is 
now stationed.—EVH 

Peoria, Ii1.—The Callender Business Machines Company is now in its 
new location at 612 Main street where much additional space affords 
excellent display possibilities for the firm’s line of typewriters and other 
machines. 

San Francisco, Calif.—KEarl W. White, manager of the Ames Supply 
Company branch, has just returned from a business trip to Los Angeles 
and reports conditions excellent there. Dealers are hunting for good used 
machines, for there is a shortage, and the prospects are that the shortage 
will continue. And don’t believe all you hear, he adds, about shortage 
of rain in Southern California.—SS 


Stockton, Calif.__The Stockton Typewriter Company has been serving 
the trade well for fifteen or twenty years at 486 East Market. But now 
they have moved into a beautiful new store, finely equipped and com 
modious at 428 East Market.—SS 


Stockton, Calif.—The Murphy-McGhan Company, dealers in typewriters 
and other office machines, has moved into larger quarters at 336 East 
Market.—SS 


ADDING MACHINES 


Charleston, tll.—With a considerable quantity of stock and equipment 
on hand, the Central Office Supply Company opened last month at 704 
Jackson street. The store is under the management of A. D. Smith, 
recently of Centralia and who was connected with the Burroughs Adding 
Machine Company for twelve years. 

Portland, Ore.-The Office Equipment Corporation, new firm in Portland, 
Ore., is located at 322 SW Fifth avenue. The Office Shop, formerly in the 
Multnomah hotel, purchased the Sadilek Adding Machine Service then joined 
with the Typewriter Inspection Company to form the new corporation, 
with D. B. Doane as manager.—BBC 




















OTHER MACHINES 


Atlanta, Ga.-Fred Norwood and E. R. Smith, salesmen for the local 
branch of The Dictaphone Corporation, recently returned from New York 
City, where they were the guests of the Dictaphone Achievement Club 
at its annual conference. The only other salesman in the Atlanta district 
comprising the states of North and South Carolina, Georgia, Florida, 
Alabama and Tennessee, to make the trip was W. G. Jones, of the Jack- 
sonville, Fla., office of the company, who accompanied Messrs. Norwood 
and Smith. Membership in the Dictaphone Achievement Club is based 
on unusual sales records.—JHR 





Springfield, til._—Tri-Poster, Inc., Vandalia, has been granted a charter 
by the secretary of state to handle the exclusive rights for a business 
accounting machine. Inecorporators are Ira D. Lakin, F. M. Denny and 
H. B. Crayecroft. Two hundred shares of $50 par value common stock will 
be issued. 








rean 4. 8 8 


indianapolis, Ind.— Appointment of Emilio DiVecchio as manager of the 
Sentinel Printing Company's office furniture and supply division was an- 
nounced last month by Robert C. Burnett, president of the firm. Prior to 
going to his new job Mr. DiVecchio was for eleven years a special repre- 
sentative of the Yawman and Erbe Manufacturing Company in its Chicago 
and West Coast branches. 

Portiand, Ore.—Stocked with a complete supply of Corry-Jamestowr 
steel equipment as well as stationery and other lines, the Smith Brothers 
Office Outfitters has ‘recently opened for business in the Oregon building 





San Francisco, Calif.._-Stevenson & Son, Mission and Second, dealers in 


desks and office equipment, report that business has been decidedly 
improving for some months.- 


SS 
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of a Genuine 


Write for ASH-AWAY SMOKER 


FREE More and more, smart buyers look for the 
red triangular tag when they are buying a 
CATALOG smoker, the tag that identifies a genuine 
ASH-AWAY. They know that only the 
: smokers with the ASH-AWAY tag have the 
Illustrating genuine ASH-AWAY dispenser that devours 
stubs and ashes and abolishes smoking litter 
Complete in home or office. 

ASH- Smart in appearance, beautiful in design, 
practical and convenient in conception, ASH- 
AWAY AWAY SMOKERS are the logical choice of 

discriminating purchasers everywhere! 
Line! Write for FREE ASH-AWAY catalog illus- 


trating the complete ASH-AWAY line! 
° The NAGEL-CHASE MFG. CO. 
2811 North Ashland Ave. Chicago 
“WORLD'S LARGEST SMOKER MANUFACTURERS” 
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BEAUTY 








B eats competition. 


E conomically priced. 
Attractive design. 

U nique 

T rays |, 2, 3, 4, 5, or 6 high. 


Y es, write for prices now. 


Automatic File & Index Co. 
DEPT. A-75, 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 














POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 











The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 














MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 














MARKING DEVICE DEALER 





The STAR “Studded” 
UTILITY STAND 








| if é 


To Retail 








| for as little as 


} 
MANY SALES FEATURES e 
Compact— requires space "x = y 
Working surface, 364 sq. in. Durable—solid 
1 construction—will hold up to 500 Ibs. of weight. Safe— 
sieve casters prevent slipping. Quiet—Removable noiseless rubber 
brake castel™novable shelf—No rough edges—Finished smooth. 
No ase, bolts or screws required. Colors—Brown, green & 
white 
just Slide Together 
—No Tools 


18 Ibs Comes & . 
a Needed ————> 


——— 


ys Erg 
White for complete details.” ,* ae 


STAR PRODUCTS CORPORATION 


111 W. MONROE ST. lier Veto) 








“= 
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There's only ONE ALL-WEATHER 









It’s a 


FULTON 


Product... 


WY cede are cheap... imitation is the 


sincerest flattery . . . but only FULTON makes a 
Stamp Pad that retains its splendid ink-uniformity 
indefinitely, performs normally regardless of the 
weather, stays dust-proof, lint-proof and sagless 
until you forget when you last paid any attention 
to it. Be not misled by exaggerated claims. Insist 
on FULTON. ... 


SEND FOR ILLUSTRATED CATALOGUE 


FULTON SPECIALTY COMPANY 


200 FIFTH AVENUE,NEW YORK CITY FACTORY AT ELIZABETH,N.) 














Codo “CARBON GRIPPER” 


A Flexible Backing Sheet 


“Carbon-Gripper” Grips and holds in place the assembled papers 
while being Inserted in typewriter. Produces a greater number of 
fegible carbon copies at one writing. 


anne ee 
nee a 





“CARBON 
GRIPPER” 


List Price 25¢ 


@ Insures clean, 
strong copies. 


@ Assures per- 
fect alignment 


@ Saves wear on 


ribbons 


@ Saves wear on 
platen 


One “Carbon-Grip- 
per” in every box 
eof Super-Kote and 
Keen-Rite Carbon 
Papers Without 
Charge. Write fer 
details. 


Code~ MANUFACTURING CORP. 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 
Factory: Coraopolis, Pa. 
























OFFICE APPLIANCES 


‘STEEL: &<TRONG 





Nw. AR y 








TUBULAR Coin WRAPPERS 


Stationers! It’s your Line. Exclusively! 


“Steel-Strong”’ Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 
Coin Wrappers Lead Seals 


Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 





THE C.L.DOWNEY CO. - cincinnati o. 








~ 300 new 1teMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


} items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
| such news. It is not uncommon for a dealer to tell us that 
| some of his best selling lines have been secured from 
| seeing the things in Office Appliances. Many readers 
| say this section in itself is worth the subscription cost, not 


to mention all the other features. 


i] If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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You ve fleally Got Something To Talk About— 


WHEN 
YOU SELL 


The Stencil that is startling 


the Duplicating Industry! 


NEW SALES APPEALS—-EXCLUSIVE ADVANTAGES 


WRITE FOR SURPRISING DETAILS * PATEN 


DUPLICATOR 


PAPER AND SUPPLY COMPANY 





























BEACH PUBLISHING CO. 





HERE’S NEWS! 


Something new and different 
by the makers of a product that 
all stationers know. 


BEACH’S 


"Common Sense" 
Travelers’ Weekly 


EXPENSE SHEETS 
$2.00 a Hundred 
Our usual discounts to 
dealers. 

The same quality. 
The same convenience. 


The same ample space for 
records. 


Send for a sample. 


Detroit, Mich. 








WORLD ATLASES 


NEW 1941 EDITIONS 


@ They’re up-to-date with new cen- 
sus figures and special war maps... 
exactly what thousands of readers 
want to keep pace with world affairs. 
And here’s a real boost for 1941 busi- 
ness: a certificate in each copy en- 
titling the buyer (for only 25c) to a 
Final Atlas Supplement with revised 
maps when peace is restored, 

The 1941 Rand McNally World At- 
lases are available in five different 
editions, priced from $1 to 7.50. 
Place your order now for all editions, 
to be shipped as ready. 


RAND MCNALLY 


£36 S. Clark St., Chicago 
125 E. Sixth St., Los Angeles 





224 N. Desplaines St. — CHICAGO, ILLINOIS 


Put A SENTRY 


and you'll be providing dependable 
new-safe protection at o used safe price 


INSIDE DIMENSIONS 15 Sa 
WEIGHT: 245 Lbs 1-Hour Protection 


andy *35 List : 


DEALERS: You can make quick profits on this lows 
é priced safe 


RUSH PUNNETT we. 


345 WEST AVE. » ROCHESTER, N. Y. 


Many exclusive territories open. Writ 

















& COMPANY 


111 Eighth Ave., New York 
59 Mission St., San Francisco 


FOR ALL RING 


WL LOOSE LEAF 
SHEET PROTECTORS 


@ More than a dozen vital 
features are at your finger 
tip when you choose 


Justrites. For greater satis- 


iF-Tond lela lale Mt d-y-] ME\-1 0] 01 - 


BE RIGHT - BUY JUSTRITE 


MADE BY THE LOUIS MELIND CO.- MANUFACTURERS OF THE 
MOST COMPLETE LINE OF MARKING DEVICES IN. AMERICA 























Hair-line 

<— Over- 

Under 

ae Weight 
st 3 i = =" Indication 


Mail Accuracy’ 


“Alr 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 


Air-Mail Hair-Line Accuracy Seales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their ecus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by % 
ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street 
CHICAGO ILLINOIS 
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They Correct Mistakes in Any Language 


THE World's Quality Standard 


88 STYLES 


for all 


Customer 


Melatieta tien 


brings profitable consumer 


repeat sales. needs. 


WELDON ROBERTS RUBBER CO NEWARK. New Jersey, U.S.A 





Le’ 3 GU 


Abs 


Acme No. 1 Saddleback 4 


STAPLES FLAT 
$ } 5 





OR SADDLE WORE 


aR 





Adjusted Instantly : 4 ‘ ae 
Handy for offices or small binderies—uses 


S TA p L r Y4, 5/16, % and '/2” leg length staples 
without mechanical change and has 1!2” 
reach. Saddie back and flat interchange 


The Complete Line of Office Equipment in Steel. 
| 

COM PANY able tables are standard equipment. Com- 

| 

| 








Since swemnc | | ART STEEL CO., INC. 


1648 Haddon Ave. and special capacity staplers, as shown 
CAMDEN, N. J. in the Silverstreak Folder. NEW YORK, 0.3. A 


Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—S!IMPLEX 

















NSP YMG Vide Laster) 4 | Have You 

y a Friend -or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 





*Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale. 
Instant reading on the self com- 
puting dial with Hairline Accuracy. 
No beams or weights to adjust. 
Savings on correct postage will 
pay for this scale in a short time. 
More Sales with Hanson Scales. 


Ask your jobber for Bulletin No. 5 


HANSON SCALE CO. *cuiccgo: i 




















Attractive 
TYPEWRITER RIBBON 
counter display FREE 

with one gross order of 
assorted ribbons. Each rib- 
bon removed is gravity re- 
placed. 


Dealers Wanted 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 


characters. You will 54 

get more key business different ribbons always in 
. 1 r ri ways | 

by selling full view. "In full view’ 


power of suggestion pro- 
motes counter sales. 


ALLIEN 


CARBON £ RIBBON MFG CORP 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 























Speed Key Mfg. Co. *t.cswcmen.'s* a ne Sa a.. 
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3 DISTINCT MODELS OF 


from the bottom of cards. 


For Full Particulars and Special Offer Write to 





AUTOMATIC POST CARD PRINTERS 


THE MOST OUTSTANDING IS THE 


AUTOMATIC ADJUSTABLE 


WILL PRINT CARDS FROM 4x6 DOWN TO 3x5 


Feeding Arrangement entirely mechanical and feeds 
Perfect registration. 


PRICES RANGE FROM $24.50 DOWN TO $14.90 





MANUFACTURED BY 
THE ORTHOGRAPH CO. 


406 S. MAIN ST., LOS ANGELES, CAL. 





AMERICAN VISIBLE 


NUMBERING MACHINE 


Model GI) 3 Movement 


Model QD) Lever 
Movement 


Model @) 9 Movement 


WRITE FOR DISCOUNTS 





AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


Y ff 
Uff, / Tien, { 
‘// y y, 7 
yf yy, / yy, Y iY, A) ~ 
ij] hi) ity fy i) Wf 4 = 
Wj i Lie hd Y, 
Yi) if A yy, y) 
yf i} //; \ 4 
yj 


VLE. 


“//\ Loose-leaf envelopes, punched; card-cases, any 

V/A. size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes; stamp containers, etc. 
‘ o| Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 
















MAGIC FLO Coz 
AN EXCELLENT . 
DUPLICATING INK 


Also other 
Duplicating Supplies 


Samples and Prices 
upon request. 





CONTINENTAL 


544 W. LAKE ST. 


INK CO. 


CHICAGO, ILLINOIS 

















ALLEN @ WALES 


ADDING MACHINE: 
CORPORATION 


444 Madison Avenue 








“LE: B”" 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N. Y. 
CADO CARD HOLDER @ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e@ KONTROL BOARD CLIPS 


/, 
| // nes 
4/ tf 4 4 


Wo STRENGTH | 
‘o™ SMOOTHNESS Jmeciemices 


Order from thea ]i(a anal 
Originators CHICAGO, ILLINOIS 


HE JOSEPH DIXON CRUCIBLE CO 














SYNONYMS 


That guarantee you and 
your customers satisfac- 
tion from thinner leads. 
Only the genuine 


»>Voe 














tt 


he eatin em 
<= 
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The New 


Browne-Morse 
STEEL OFFICE EQUIPMENT 


CATALOG 


is now being mailed to the trade. 
If you have not received your copy, 


please write for it. 


Browne-Morse Company 
Muskegon, Michigan 
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oe 
STAMPS, 
LABELS 


Sensational new sci- 
entific brush-moist- 
ener makes gummed 
surfaces stick tight, 
fast! Speeds up 
mailing! Neater! 
Cleaner! Sanitary! 
Streamlined, nickel 
plated, enameled. 
Sells on sight, at 
unheard of low 
price. 


Only $9.50 





A product of Better Packages, Inc. Shelton, Conn. 
Distributed br 8 A. W. _KELLOGG SALES CO. _ Waltham, _Mass. 








The Better Way to Better Stamping - - 
SPEED-MO STAMP PADS 


These unique sponge rubber pads 
give the world’s finest inking surface. 
Clean, resilient, unbelievably dur- 
able. Huge ink capacity. Many mod- 
els, in sizes up to 20 x 20. Write us 
for details. 


RIVET-O : 
MFG. CO. 


98 Jason St. 
ORANGE, MASS. 
or Louis Melind Co., Western Rep., 
362 W. Chicago Ave., Chicago, Ill. 





“WRITO".. A New Discovery! 


. . In Hectograph Duplicating Compounds 


GIVES BETTER RESULTS . . . The ink 
goes onto the paper, not into the com- 
pound. Means twice as many clear 
copies — immediate re-use without 
waiting! 

HAS LONGER SHELF LIFE... Guar- 
anteed indefinitely against deteriora- 
tion. Will not crack, dry or spoil. 

IS PLEASANT TO USE. . . Odorless 
and non-sticky. Won't tear ordinary 
paper. Takes any kind of paper. 





SAVES YOU MONEY .. . WRITO 
: weighs less, so you get more per 
Pans and Refills . . . pound. So pure it can be melted 
, and re-used, too. 
Sizes Write for prices and samples! 
r all 
- ROSS LABORATORIES, Inc. 
needs, 4021 N. Hermitage Ave., Chicago, Ill. 





















200 
series 





Let us tell you 
about an inter- 
esting office 
| tool— 
TWIRLIT 







Powerful! Cuts 
straight down 
thru 150 sheets 
| (a half inch of 
paper). Once 
| used, it is. in- 
| dispensable for visible record sheets, 
| drilling magazines for library binders, 
etc. See how easily it works! Heavily 
| built for a lifetime of accurate service. 
| Made with one, two or three drill-heads BINDER COMPANY 
choice of four hole sizes. See our 105 Bower Ave 
| catalog. Hagerstown, Md 


MITCHELL 






















Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R. Bristow 
24 Central Ave.West Orange,N.J. 











ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Aute- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ledders. 
Write for literature and 
prices. 

Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 








TRU-RITE 


ALL THAT THE NAME IMPLIES 


INKED RIBBONS 
CARBON PAPERS 


TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 
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DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 








Made of No. 16 wire. Rubber Feet. 


Top rim of No. 12 wire. rages a donee or more in 
ini shipping carton. 
Finished in green lacquer. Shippin. “wat. per gress 160 


Size 10 x 14 x 3 inches. poun 
Manufactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 






































PELOUZE POSTAL SCALES 


Simply place the letter on the plat- 
form, read the dial and affix the 
postage. The dial tells the cost in 
cents on all 
mail matter, 
including 
rates by zones. 


STANDARD 
Two sizes—2 ibs. 
4 Ibs. 
Adjustable 

am 












A Pelouze Postal Scale for Every Purpose 
AT LEADING DEALERS 


PELOUZE MFG. CO. CHICAGO, a 


WRITE FOR CATALOGUE 











INKOGRAPH 


PENCIL POINTED PEN 


14 Kt. Solid Gold Point 


The only successful STYLO 
Ink Pencil 


Writes with the ease and smoothness of 
a soft lead pencil. 


Unequalled for making clear carbon cop- 
ies with original in ink. 
Catalog and discounts on request. 
INKOGRAPH CO., INC. 


World’s Largest Manufacturers 
of Pencil Pointed Pens 
206 HUDSON STREET NEW YORK, N. Y. 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
torm. Sold on 10 day 
tree trial basis. Nation- 
ally advertised! Write 
for details nowl 





Simply tip 
the card 
and copy 


Meilicke. Systems, re Chicane, th 




















S OF THE ONLY 
“METAL-HOLED” 


RING BOOK 
SHEETS 


a = are 
\ Beewnns 
. a Sa 


NATIONAL BLANK BOOK Co. 
Holyoke, Mass. 








| 
| 
| 


NEW YORK CHICAGO BOSTON | 























Your QUESTIONS 


| ANSWERED free 


| Subscribers to Office Appliances have free access to 

a competent service bureau which is prepared to 
| answer almost any question relative to ofhce equip- 
ment. 


A considerable number of our readers have found 


that this service in itself is worth many times the | 


subscription price. 


The Office Appliance Company: 20 North 


























BUILD good-will and insure repeat orders with the preferred 

Daco line. Write today for catalog A, available to all deal- 
;, with complete price list. 

@ Filing Systems @ Filing Folders 

@ Printed and Ruled Stock Forms @ Guides and Indexes 

@ Special and N.C.R. Forms @ Bank and Insurance Forms 


Manufacturing Specialists for a 
Quarter of a Century 


"THE DACO CARD « INDEX CO. 


9 FEDERAL COURT BOSTON,MASS 


yo 
“DACO 





in Griprit LT uBES 


Grippit’s package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 


clean . . . Grippit never wrinkles paper . . . It is Peelable, 
Waterproof, Transparent, Stainless, Non-inflammable .. . Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 
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’ CUSTOMERS ... FOR YOU 


When you sell Clarotype you make 
regular type cleaner customers for 
your store. Clarotype is made to 
bring ‘em back for more .. . because 
it gives the stenographer value, and 
a product that fulfills its claims 

quick, thorough cleaning—without 
spattering. Write for prices and our 
“‘New Customer’”’ selling aids. 
Clarotype Co. Inc., 16-F Hudson St., 
New York City. 




















= 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 








Doakeré VMRIAT Leiter Cases 
for FATHERS DAY! 


Candy or sox are OK for 
Father, but Leather Business 
Cases are TOPS for FATHERS 
DAY! |! 

Be sure you have plenty of 
VARAT Cases in stock, and dis- 
play them prominently — they 


| 


| will sell! 1! 
WRITE FOR CATALOG! 
MURRAY 
* VARAT * 
COMPANY 


114-124 8. Clinton St., 
New York CHICAGO San Franciseo 











Sales Ammunition! 


New York City 
Richard C. Loesch Co 


It's as far in advance of the old fashioned call- 
ing card, as the cartridge from powder and ball. 


cused Gen Co The stationer who insists that his printer or 

Cincinnati engraver uses Wiggins Book Form Card Stock on 

The Chatfield Paper Co the business card orders from him, is loading up 

Detroit with sure fire sales. For these, in a Compact 

Seaman-Patrick Paper Co Binder, never fail to hit the bull's eye of 
Grand Rapids appeal. 


Carpenter Paper Co . 
Dp — Tell your printer or engraver to contact any 
. Houston of these paper merchants 
L. 8. Bosworth Co., Inc - 
a hed for samples and prices, or 
. ouls. . : 
Tobey Fine Papers, In write us direct. 


The JohnB. Wi G qs | N 


1162 Fullerton Avenue, Chicago 














Book Form Cards Compact Binders 





Looking for 
A Good 
WHITE STENCIL? 


Write to 


DUPLICATOR PAPER & SUPPLY COMPANY 


224 N. Desplaines St . Chicago, Illinois 
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CRAMER 


The Complete Line of 
P. odsture eating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 





















A Memo Recording Device 
Indispensable to Office 
and Home. 


Panels also designed for 
advertising message. 


250 Feet of standard size 
adding machine roll paper 


Sturdy Metal Construc- 
tion 

Mechanically Perfect 
Mechanism 

Modern-Streamiine 
Design 

Crackle Finish—in 

black and green. 

$ ! 50 Bakelite Knobs 

Individually 

in Carton 


Order samples 
today. 


PREVUE-RADSELL CO. 


538 S. Dearborn St., Chicago, I!!. 









The ) 


DAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 








PATENTED ways right side up. No need to hunt 
FEB.17,1920 JAN. 11, 1921 and fumble to find the place where 
ROV. 6. 1989 the ring opens, if it’s an Adams ring. 


Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
No. 00, 34 in. No. 2, 1% in binders of all sorts. Allows binder 
ae St ie lie ee te or sheets to lie flat when open at 
age ta hie any point. The enlarged joint, nicely 
No. 01, 1 _ No. 4, 2% in rounded and smoothed, keeps ring 
No. 1, Yin. No. 6,3 in right side up in position to be in- 
stantly unlocked. 
Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


Eight Sizes 
Inside Diameters 


Come also boxed assorted 
in seven sizes. 








Henry T. Adams Mfg. Co. 335!,5° {iin A 








STEEL FILES 


Typewriter Tables ... Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 


MAY, 1941 


ZSTATIONERS 


Do You Sell 
BRITISH 
GOODS 32 





AMERICA 








If so— 


you will find our new 
quarterly publication the 


BRITISH STATIONERY 
EXPORTER 


of the utmost assistance and value as it con- 
tains a comprehensive display of the most at- 
tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 


free each quarter if you will complete the form 


below:— 


=<-=-=== SEND US THIS COUPON ------=- 


To F. W. BRIDGES LTD.., 
Proprietors THE BRITISH STATIONERY EXPORTER. 


34, Bridge Street. 
HEREFORD, ENGLAND. 


Please send to the address below Free copy each quarter o/ 
the BRITISH STATIONERY EXPORTER. 


Name ae - 
(Please attach your business card or letter-head) 


Address 


Date 
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Stock Up for Spring Demand 
Tridel 


with this Popular 
Photo Album 


Spring means increased 
camera activity ... new 
interest in smart accesso- 
ries like Nega-Print. Holds 
prints and films, in individ- 
ual envelopes, with com- 
lete records. Handsome 





LT-O binder. Several 
sizes. 
$] Write NOW for Samples 
and Prices 
holds 
rh PRINTS aa TRUSSELL MANUFACTURING CO. 





60 NEGATIVES Dept. O Poughkeepsie, N. Y. 













You’re NEVER at a loss 





i. oe Mo i Oa, Gn 


Whatever the need for maptacks, you 




























“t > can fill it perfectly when you stock the 
os 3 "ss Moore line. All colors of the rainbow 
Youu sen! and combinations: of colors, all types of 
Hy =% ‘ = see markings, all sizes, shapes and: styles. 
eke sete There's EXTRA PROFIT in Moore 
VEke BEES Maptacks thru complete fulfillment of 
“oss Pt every customer demand —and repeat 
sales naturally follow.’ This nationally 







advertised line is available thru your 
jobber. Place your order now. @ (Why 
not order some Moore Thumbtacks at 
the same time? All sizes and styles.) 






Display Cabinet free 
with order for 500 
assorted Maptack 










THE GREATEST NAME IN 
MARKING DEVICES 


v 


@ DATERS, NUMBERERS, 
OFFICE OUTFITS, AND 
DOZENS OF OTHER ITEMS 
COMPLETE THE LINE 
BE RIGHT-BUY JUSTRITE 


MADE BY THE LOUIS MELIND CO.- MANUFACTURERS OF THE 
MOST COMPLETE LINE OF MARKING DEVICES IN AMERICA 










THE MANAGERIAL FILE! 


For the busy EXECUTIVE demanding 
efficiency and privacy. “ 


> . roe 
— Re ay 
im 
fall-away 


~~ 









x * 





A desk-side unit; 
top 


~~ 


Ball-bearing rollers 

Welded steel construction 

Satin finish bronze hardware 

Lock; and rubber-wheeled cas 
re 

Efficient — Dependable — Serv- 


iceable—Attractive 
Priced low—a splendid value! 
Write for full details, NOW!! 


Try Our 4 Ball-bearing Roller 
Transfer Files! 


Northwest Metal 
Products Co. 


1337 E. Mason St. 
Dept. AM2 
Green Bay, Wis. 

















ee 





tie it it, 
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Royalchrome Finds 
New Markets for You! 





A Real Sales Stimulator... 


Your salesmen can sell Royalchrome not only because it is a complete line 


















and a quality line . . . but because in the Royalchrome line there are many 
HERE ARE pieces that enable them to get business where it couldn’t be gotten before. 
SOME PROSPECTS — For instance, in addition to handsome settees, arm chairs, tables, desks 





Milliners Mfg. Plants 





and posture chairs, there are pieces such as couches (for doctor's offices 





Dress Shops Hotels 






hoe Sh iN! : , ee 
eee, ee and first-aid rooms); costumers and torchiers; combination lamp-corner 
Schools Recreation 

Hospitals Centers tables; special table-and-chair sets for industrial cafeterias; gang chairs for 









Drug Stores Athletic Clubs - a : 
shoe shops; "rumpus"’ pieces for factory recreation rooms. 















@ ASK FOR THE NEW Royal- We urge you to write for the big 84-page Royalchrome catalog, and 
chrome Reception Room Booklet. 
It shows complete reception rooms, 
first-aid rooms, ladies lounges and vestigate Royalchrome! 


ROYAL METAL MFG. COMPANY 


? UA ULOTTU - 187 N. Michigan Avenue Dept. B CHICAGO Ronal 
New York Los Angeles Toronto Soran cnerenr ee 







for our dealer plan. You owe it to yourself and to your sales staff to in- 


































FAMOUS FOR QUALITY 
SINCE 1903 


Thirty-eight years ago the first Heyer 
Quality Gelatin Duplicator was introduced. 
Each year since that time there has been an 
ever increasing demand for them — proof 
that consistent quality counts! 

Heyer Gelatin Duplicators are intended for 
runs of 50 to 100 copies, and for this quan- 
tity are unquestionably the cheapest of all 
duplicators to operate. All are furnished 
complete with supplies. All feature modern, 
attractive designs. 

The Heyer Quality Line of Supplies for All 
Gelatin Duplicators gives the dealer a com- 
plete source for all supplies necessary to the 
successful operation of a Heyer, Ditto, Vivid, 
Graphic or any other gelatin duplicator. The 
continuous and growing demand for these 
supplies offers a profitable addition to any 
dealer's business. Feature the Heyer Quality 
Line — It’s Good Business! 


HEKTOGRAPH INK 
REMOVER 


This effective new hand clean- 
ser quickly banishes unsightly 
ink stains caused by Hekto- 
graph copying materials. It is 
a mixture of harmiess chemi- 
cals in a thick. creamy base, 
and dissolves the ink stains, 
leaving the skin soft and 
smooth. Supplied in 2 oz. and 
8 oz. tubes 
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Above is a facsimile of an open letter to the Commercial 
Educators of America in recognition of their splendid 


work in providing Industry with efficient office workers. 
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